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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 

{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 


directly related products 
eligible. 
Entered as Second-Class 


Matter, July 8, 1905, at the 
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under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


{COPYRIGHT. Contents 
covered by Copyright, 1939, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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(THE SERVICE BUREAU 
of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 

turers. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Cards, Business (Book Form) General Fireproofing Co 116 
Wiggins, John B a 235 Globe-Wernicke Co 
Cash Boxes Imperial Methods Co. 
Art Steel C 191 Peerless Steel Equip. Co 
General Fireprooting Co 116, 17 Shaw-Walker Co 
Casters, Caster Bearings, Slides Weis Mfg. Co 131, 2 
dassick Co. 3 White & Sons Mfg. (0 
Darne!l Corp 233 Yawman and Erbe Mfg. 
Faultless Caster Cop 230 Desk Work Distributors 
Kilian Mfg. Corp 211 Art Steel Co., Inc 
Celluloid Envelopes Bristow, Stanley R 
Markilo 23 Globe-Wernicke Co 
Chair Irons Victor Safe & Equip. Co 
eng 0 113 Weis Mfg. Co 131, 2 
olller-Keywortl Co » 
Chairs, Office 0 Desks 
Artility Metal Products. In = Alma Desk Co 
Briett Chair Co F os Art Metal Construction ¢ 
x air ol p 
Cramer Air-Flow Chairs noe Automat, File « Index Co 
Fritz-Cross Co The ee Bentson Mfg. Co 
General Fireproofing Co ll¢ “Tt Beowns-Merse a 
Harter Corp : . at te Columbia Steel Equip 
High Pt. Bd. & Chair Co 209 peice Jamestown Mfg his 
Interstate Metal Products Co a General Fireproofing Co 116 
Jasper Chair to 10 Gime“ wanes: Ce 
Jasper Seating Co 198 Imperial Desk Co 
ateaae Ct “ Indiana Desk Co 
m air Co roy 
Murphy Chair ( noe Invincible Metal Furn. €¢ 
New Indiana Chair (x po Jasper Office Furn. Co 
" : . 212 Leopold Co The 
Raphael Shops, Inc 231 \ . ffi ’ 
Royal Metal Mfg. Co 156 Selah Snes Summer C 
ei = Peerless Steel Equip. ¢ 
ikes Co In The 111 Royal Metal Mfe. Co 
Sloane, W. & J 163 ra. a. Se 
Sturgis Posture Ch : oc Shaw-Walker Co 
1 i hair Co 0) : 
Toledo Metal Furn. Co = Sloane, W. & J 
a . a . 174 Troy Sunshade ¢ 
Troy Sunshade (Co rt . 
Chairs. Foldin — Vietor Safe & Equip. ¢ 
Gaylo Mfg. Co Wagemaker (Co 
Royal Metal Mfe. Co Yawman and Erbe Mfg. Co 
Chairs (Posture) Diaries 
Amer Aut. Elec. Sales C oi Finch & MeCullouch 
i Ale ). 03 : s P 
Artility Metal Products. Inc 206 Dietating Machines 
tright Chair Co 201 Dictaphone Corp 
Cramer Air-Flow Chairs 22s Dictating Machines, Used 
General Fireproofing Co 11é “Tt Pruitt Co The 
Harter Corp 13 Duplicating Machines & Supplies 
High Pt. Bd. & Chair Co Amer. Writing Mach. Co 
laspe Chair C« Columbia Ribbon & Carbon Mfg 
jasper Seating (¢ Co 
Johnson Chair Co Dick, A. B., Co 
Murphy Chair Co Elliott Address. Mach. ¢ 
Royal Metal Mfg. Co Graphic Duplicator ¢ 
Sikes Co., Ine., The Harding, Milo, Co 
Sturgis Posture Chair Co 205 Heyer Corporatior The 
Toledo Metal Furn. Co 174 Hileo Corp 
Check Protectors & Writers Ink Specialties Co 
Hall-Welter Co 144 International Industries, Ine 
Cheek Protectors & Writers, Used Lee Products Co 
Pruitt Co The 233 Mimeograph The 
Reliable Typewr. & A. M. C 154 Manifold Supplies Co 
Cheeks, Stamped Metal Mittag & Volger, In 
Meyer & Wenthe 222 Orthograph Co 
Coin Bags, Trays and Wrappers Pengad Mfg. Co 
Art Steel ¢ . 191 Shipman-Ward Mfg. ¢ 
Downey, ( be, U1 198 Smith, L. C., & Corona Type 


144 








144 


210 


129 











Speed-O-Print Corp ' 
7, 18, 19, 20 


215, 16, 1 
Stencileraft Corp. 211 
Technygraph, The 224 
Unique Ink Co. 231 
Vietograph Corp. 127 
Vietor Safe & Equip. Co. 120 
Wolber Dupl, & Sup. Co. 183 
Duplicating Machines, Used 
Mimeo Repair Co. 230 
Pruitt Co., The 233 
Universal Office Equip, Co 232 
Envelope Openers (See Letter Open- 
ers) 
Envelope Sealers 
Elliott Address. Mach. Co. 230 
Multipost Co., Ine. 222 
Envelope Sealers, Used 
Pruitt Co., The 233 
Envelope Sealer-Cancellers 
Multipost Co., Ine 222 
Envelopes 
Globe-Wernicke Co. 175 
Quality Park Envelope Co. 128 
Envelopes, Celluloid 
Markilo Co 235 
Eradicators, Ink 
Carter's Ink Co., The 181 
Heyer Corp., The 237 
Erasers, Rubber 
Autmtc Pencil Sharpener Co 178 
Blaisdell Pencil Co. 186 
Faber, A. W., Ine 199 
Exhibitions, Office 
Nat'l Business Show Co. 176 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co., The 173 
Markwell Mfg. Co. 228 
Rivet-O-Mfg. Co 231 
Sibley, Edw. L., Mfg. Co. 199 
File Boxes, Collapsible Corrugated 
Bankers Box Co. 137 
Barkley, C. L., Co. 189 
Globe-Wernicke Co. 175 
Guide System & Supply Co 188 
Oxford Filing Supply Co 160 
Weis Mfg. Co 131, 2, 3, 4 
File Boxes, Metal 
Adams, Henry T., Mfg. Co..213, 235 
Art Metal Construction Co 145 
Art Steel Co 191 
Corry-Jamestown Mfg. Corp 179 
Peerless Steel Equip. Co. 207 
Pronto File Corp 142 
Rockwell-Barnes Co. 152 
Victor Safe & Equip. Co 120 
Filing Cabinet Bail & Roller 
Bearings 
Kilian Mfg. Corp 211 
Filing Cabinets, Insulated 
Victor Safe & Equipment Co 120 
Filing Cabinets, Metal 
All-Steel-Equip. Co 124, 25 
Anderson-Hickey Co. 196 
Art Metal Construction Co 145 
Art Steel Co. 191 
Autmte. File & Index Co 169 
Bentson Mfg. Co 211 
Browne-Morse Co ik4 
Cole Steel Equipment Co. 162 
Columbia Steel Equip. Co. 171 
Corry-Jamestown Mfg Corp. 179 
General Fireproofing Co 116, 17 
Globe-Wernicke Co. 175 
Invincible Metal Furn. Co. 167 
Metal Office Furn. Co. 139 
Peerless Steel Equip. Co 207 
Pronto File Corp 162 
Remington Rand Ine 180 
Shaw-Walker Co 147 
Victor Safe & Equip. Co 120 
Yawman and Erbe Mfg. Co 155 
Filing Cabinets, Wood 
Globe-Wernicke Co 75 
Imperial Methods Co 158 
Wagemaker Co 231 
Weis Mfg. Co ma, &-s 4 
Yawman and Erbe Mfg. Co 155 
Filing Supplies 
Acco Products, Ine 138 
Aigner, G. J., Co 129 
Art Metal Construction Co. 145 
Barkley, C. L & Co 189 
Browne-Morse Co, 184 
Corry-Jamestown Mfg. Corp 179 
Daco Card and Index Co. 233 
General Fireproofing Co. 116, 17 
Globe-Wernicke Co. 175 
Guide System & Supply Co. 188 
Hunt, John F., Co 232 
Imperial Methods Co 158 
Metal Office Furniture Co. 139 
Oxford Filing Supply Co. 160 
Pronto File Corp - 162 
Quality Park Envelope Co. 128 
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THE CLASSIFICATIONS 
(Continued from page 5) 
Rockwell-Barnes Co 
Shaw-Walker (vo 147 
Victor Safe & Equipment Co 12 
Wabash Cabinet Co The 182 
Warshaw Mfg (‘o 234 
Weis Mfg. Co 31, 2 i 
Yawman and Erbe Mfg. Co 15 
Filing Tables 
White & Sons Mfg. Co 224 
Finger Pads 
Parrot Speed Fastener Corp 20 
Folders (See Filing Supplies 
Fountain Pens 
Carter's Ink Co The 81 
Esterbrook Steel Pen Co ? 
Kahn, David, Inc [tie 
Sheaffer, W \ Pen Co 108, 9 
Gummed Cloth Rings 
Graff, Geo B Co ; 
Warshaw Mfg. Co O34 
index Card Signals 
Cook 4 Co Inc 921 
Graff, Geo. B Co ) 
Victor Safe & Equipment Co 20) 
Index Tabs 
Aigner G J Co ”"y 


Sarkley ( I & Cc a 
Cel-U-Dex 
Globe-Wernicke Co 


Corp 2 


Guide System & Supply Co 1X8 
Markilo ¢ ? 

Parrot Speed Fast. Corp 20 
Shaw-Walker Co 4 


Victor Safe & Equipment Co 12 


Inks, Adhesives, Ete 
Carter's Ink Co The Ix] 
Harriman-Welts Prod ¢ . 
Higgins Chas M & Co 04 
Ink Specialties Co 14? 
Rivet-O-Mfg¢ Co 2 
Sheaffer, W \ Pen Co lox, 9 


Union Rubber & Asbestos Co 
Inkstards 
Cushman & Denison Mfg. ¢ 232 
Intercummunicating Systems 
Webster Electric Ce 2 
Knives, Office 
Autopoint Co 
Leads for Mechanical Pencils 
Autopoint Co lt 
Faber A. W Ir ” 
Kabn, David, In Lie 
Sheaffer WwW \ Pen Co Ws } 
Leather Goods 
Doppelt, Charle « 
Mashek, Frank, & Co Y 
Nat'l Brief Case Mfg. Co 2? 
N. ¥ Phil Chi. & Nat Asst 
Lugs Brief Case & Leather 
Gis Mfrs m0 
Varat Murray Co 20 
Leather Upholstered Furniture 
Bright Chair Co “yy 
Jasper Chair Co 10 
New Indiana 
Raphael Shops In 
Letter Openers 
Multipost Co 
Letter Trays (See Desk 
Letterheads 
Lithograph Co , 
Wiggins, John B ‘ 
Library Equipment 
All-Steel-Equip ¢ ~ 24 
Art Metal 
Art Steel (<« 19 


Chair 


Ine 209 


rrays 


Coes 


Construction 4 

Corry-Jamestown Mf, Cort 170 
General Fireproofing Co 
Globe-Wernicke Co 
Peerless Steel Equipt. Co aU 
Shaw-Walker Co M47 
Yawman and Erbe Mfg. Co 

Lockers and Storage Cabinets 
All-Steel-Equip Ce j 
Anderson-Hickey Co ro 
Art Metal 
Art Steel Co 1” 
Browne-Morse Co ‘ 


Constructtior to. : 


Corry-Jamestown Mfg Co 
General Fireproofing Co 
Wernicke Co 
Interstate Metal Products (« 1) 
Invincible Metal Furn. Co 167 
Metal Office Furr Co 10 
Shaw-Walker Co 147 
Yawman and Erbe Mfg. Co 1 
Locks, for Desk Drawer, Showcase 
Ete. 
Wonder Lock 
Loose Leaf Books 
Adams 


& Systems 
Henry T., Mf Co 213, 2 


Aigner qG J Co 129 

National Blank Book Co 19 

Sheppard, The €. E., Co 224 

Stationers Loose Leaf Co 

Tenacity Mfg. Co 214 

Trussell Mfg. Co 2 
Loose Leaf Envelopes, Celluloid 

Markilo Co 2 
tLoose Leaf Metals and Devices 

Adams, Henry T Mfg. Co 

Stationers Loose Leaf Co 


Tenacity Mfg. ¢ 


Mail Distributors 


Bristow Stanley KR 


Globe-Wernicke (Cr 
Victor Safe & 
Map Tacks 
Graff, George B er 
Moore Push-Pin Co 
Matched Office Suites 
Art Metal Construction 
General Fireproofing Co. 
Globe-Wernicke Co ! 
Leopold C« The 20% 
Royal Metal Mfg. ¢ l 
Sloane, W. & J t 
rroy Sunshade Co 12s 
Memorandum Books 
Finch & Met'ullouch 
National Blank Book Co 10 
Kockwell-Barnes (« 
Trussell Mfg. Co 
Memorandum Devices 
tutes Mfg. Co The 
Stanle K 
Mayer Mfg. Corp 
Mending Tape 
Warshaw Mfg. € 
Moisteners 
setter 


Equipment Co 120 


ar i 


bristow 


Packages Ine 28 
Kellogg 4. W Sale Co 2o8 
Rivet-O-Mfg. Co 

Numbering Machines 
(Amer Number Mach, Co » 
Bates Mfg. Co The 


Office Partitions and Railings 
Globe-Wernicke Co 
Pacs, Figuring 
National Blank Book Co ' 
Rockwell- Barne Co 
Paper 
Brown, L. L Paper Co x 
Katon Paper Corp 20 
Rockwell-Barnes Co 
Southworth Co ‘ 
Paper Clips 
Acco Products In 138 
(Cook Ht. ¢ Co 
Cushman & Denison Co 2 


Fulton Specialty ¢ 


CGiraff, George B Co 
Vail Manufacturing Co 

Paper Fastening Machines 
Ace Fastener Corp 


Acme Staple ¢ 
Amer Autmt: Electric Sales 
Autmte Penci Sharpener ¢ ‘ 
tutes Mfg Co The 
Hotchkiss Sales Co ’ 
Markwell Mfg. Co 
Neva-C log Products Ine 
Parrot Speed Fast. Corp 
Sibley Kdw L, Mfg. Co , 
Speed Products Co » 
Vietor Safe & Equipt. Ce 
Paste See Inks Adhesives Kt 
Peneil Sharpeners 
Autmte Pencil Sharpener Co s 
(raf? Ceorge B Co 
Ilunt ‘ lHloward Pen 
Pencils, Wood Cased 
Blaisdell Pencil Co x 


Faber A. W Inc 


Percils, Mechanical 
Autopoint Co. 
Carter's Ink Co The x 


Esterbrook Steel Pen (« 


Kahn David In 

Norma Multikolor Ine 

Sheaffer, W \ Pen Co x 
Pencils, Paper Wound 

Blaisdell Pen ‘ . 
Pens 

Esterbrook Stee Pen ¢ 

Hunt, ¢ Howard, Pen ¢ 
Picture Hooks 

Moore Push-Pin  ¢ 


Pins and Pin Containers 
Vail Mfg cr 


Platens, Typewriter 
Amer Writing Magcl ‘ 
Ames Supply i 
Shipman-Ward Mf ‘ 
Postal Scales 
Hanson Seale ¢ 


Marvel Scale Co 
Pelouze Mfg Co 
Ward Mfg Co 
Scale & Mf 


Shipmar 
rriner 
Publishers 
Blackwell-Wielandy Co 
British 
Punches 
Acco Products, Ine 8 
Bates Mfg. Co The 

Globe-Wernicke Cx 
Mitchell Binder 


Stationer 


National Blank Book ¢ 
New England Paper Punch ¢ 
Push Pins 
Moore Push-Pin Co 
Renting Agencies, Office 
Cross & Brown Co 
Ribbons and Carbons 
Allen & (¢ 
Allied Carbon & Ribbon ¢ 
Amer. Writing Macl Co 
Ames Supply 
Buckeye Ribbon & Carbon (¢ 
Carter's Ink Co The S 
Codo Mfg. Corp 
Columbia R. & ¢ Mfg. ‘ ‘ 


‘ Rib. & Car. Co 9 
Imipe Mfg ‘ 
I tlhe \ I’ In 22 
\ f Sup ‘ 
M “ Volger l 
I ‘ I) I I 
{ 
‘“ 1 Kil & | ‘ 
(ar & Rib Mfx ‘ 
I Ke Imperial Mf ‘ 
I’ Proces Co 
RK mn Rar Ir nt 
K I er ( Ir ” 
I Wa Mfg ‘ 
- I ‘ { I 
s iH M % " 
Elliott Fisher ¢ 
Back ¢ 
| S. Typew. Rib. Mf ‘ 
VW I Ss ( 
Rib. & Car. Testing Machine 
Haid Engineerit ( . 
Rubber Bands 
Mabe \ \“\ Ir 
Rubber Stamps 
Meye & W 
Rubber Type Outfits 
I s ialty 
Safes 
\ Me Cor tion ¢ 
Get I proofir Co 
Globe-W ! + cr 
Ml k Ste Safe (< The 
K mn Kar Inc Nf 
St Walke ( 
\ Safe & Equipment ¢ 
Ya I e Mf ( 


Scrapbooks 
Globe-Wernicke Co 


Wi Mr ( , } 
Secretary Desks 

\ Metal Construction ¢ 

{ Fireproofin Co 

q We k cK 

Peerle Steel Equip. (« 

W A ( net 6 The ‘ 
Shelving 

All -Ste OT ( 

\ Mi Cor u ‘ 

\ s ( 

] M Co ‘ 

( J ‘ Me ‘ 

{} t el n ( 

e- Wert \ ar 
Signs 

Vl Mif Corp 
Smoking Stands, Office 

K Metal Mfg a 
Sorting Devices 

Wi e & Sons Mf ( 
Stamp Affixers, Postage 

M ipost (« I 
Stamp Pads 

ule Me (< I'he 

Carte Ink Co rm - 

! Special ‘ 

\l & Wenthe 

| Process ¢ 

Rivet-O-Mf cc 

Kockwell-Barnes ¢ 

\ Safe & Equi i 
Stands for Office Machines 

\ Ss I ily ( 

\ Supt ( 

\ m- Hick ‘ 

\ Steel 

( lamestow \if ( 

( Mt ( 

( Fire fir ‘ 

G W ick ‘ 

Hla Cory 

Me 1 ¢ 

I e Ste Equip ! ‘ 

! ( Ihe 

4) } re ‘ 

s Mar t Mf ‘ 

Ss Ward Mf 

I Metal Fur re ¢ 


Staple Extractors 


\ Fastener Cory 
Markwel Mf ( 
Staples and Stapling Machines 
\ Fastene (‘orp 
\ Staple ¢ 
Bate Mr ‘ l 
iH kiss Sales (¢ 
\M \ l Mr ‘ 8 
N ( Products. lr 
I Speed Fast. Cory 4 
S Prod s ( 


\ Manufa ' ‘ 


Stenographers’ Note Books 


Na Blank Book ¢ 
Rock Barnes ¢ 
| ‘ Mr ( 
Storage and Transfer Cases 
\dar Henry T Mi ‘ 
\ Ss Equip ¢ 
\ Met ‘ t ‘ 
\ St ‘ 
BR | Rox ¢ 
} k ( I & { 8 
Mrs ‘ 
I Ml ( 8 
Ste Equipment ¢ 
( a Stee Ka ( 
( ! Mfg. ¢ 


OFFICE APPLIANCI 








S 








} ency Equipment Co 
General Fireproofing Co 116 7 
¢} e-Wernicke 17 
Guide System & Supply ¢ INS 
Imperi Methor's Co Los 
Invincible Metal Furn, Co 67 
M 1 Office Furn. Co 3) 
Peerless Steel Equipment ¢ 207 
I’ror le Corp 162 
Rockwell-Barnes (¢ 152 
Shaw-Walker (<r 147 
Wagemaker Co 231 
Weis Mfg. Co 131, 2, 3. 4 
Yawman and Erbe Mfg. Co 6 
Swinging Typewriter Stands 
Amer. Writing Mach. Ce 130 
Globe-Wernicke Co 17 
We Mfg a ‘1 2 4 
Tables 
Art Metal Construction Co 14 
Art Steel (« 191 
KB vne-Morse 184 
Corry-Jamestown Mfg. Corp 179 
General Fireproofing ¢ Llt 17 
Globe-Wernicke 17 
Peerless Steel Equipment Co 207 
Shaw-Walker Co 147 
St Johns Table Co 21 
Vietor Safe & Equipment (¢ 120 
Tabulating & Statistic Machines 
Remington Rand = In 180 
Telephone Accessories 
Bates Mfg a The 17 
Victor Safe & Equipment Co 120 
Telephone Stands 
Art Metal Construction Co 14 
Art Steel Co 91 
General Fireproofir Co 116, 17 
Globe-Wernicke Co 7 
Peerless Steel Equipment (« 207 
Shaw-Walker (¢ 147 
Yawman and Erbe Mfg. (« 15 
Thumb Tacks 
Graf? George B cr ’ 
Moore Pust Pin Co 229 
Vail Manufacturing Co 157 
Type, Typewriter 
Amer Writing Macl Co 1 
Ame Supply Co 122 
Shipman-Ward Mfg Co 22. 
Typewriter Cleaning Material 
Amer Writing Mach. Co 0) 
Ame Supply Co Ze 
Clar pe Co 232 
Mitta & Volger, Inc i 
t t-O-Mfg, Co 231 
Sea Ir Chemical Cc 229 
Shipman-Ward Mfg. Co 22 
Webster, F. S.C 2 
Typewriter Cushion Keys 
Amer. Writing Mact ar 0 
Ames Supply Co 122 
Munson Supply Co. p24 
Peerless Key-Imperial Mfg Co 14 
Shipman-Ward Mfg Co 22 
Speed Key Mfg a 2.50) 
Typewriter Cushion Knobs and Bases 
Amer Writing Mach, 130 
Ame Supply Co 123 
Bickett, L. M Co 170 
Peerles Key-Imperial Mf ae 14 
Shipman-Ward Mfg c 22 
Typewriter Parts and Tools 
Amer. Writing Mach, Co aD) 
Ames Supply Ce 122 
Shipman-Ward Mfg. 22 
Typewriters, Mfrs. of 
Corona Typewriter 0 
Remingtor Rand = Ine 180) 
RK ypewriter ¢ 23 
Smi I ( & Coro I'ws 10 
Underwood Elliott Fisher (¢ 
Back ¢ t 
Typewriters Rebuilt and Used 
Amer Writing Mac (é ‘) 
Pruitt Co The 2 
Rega Typewriter 140 
Reliable Tw. & A. M. Corp l 
Shipman-Ward Mfg Co 22 
Wholesale Typewriter ¢ 188 
Venetian Blind 
Chicago Venetian Blind Co ’ 
Visible Systems Equipment 
Acme Visible Reeords, It 14] 
Aigner G ] a ai) 
\ Metal Construction Co 1 
Aut iti File & Index Co 16u 
Globe-Wernicke Co 17 
National Blank Book Co 9 
Remington Rand Ir x0 
Shaw-Walker Co {7 
Sheppard, ¢ I Co 224 
[enact Mfg. Co 214 
Victor Safe & Equipt. Co 2 
Yawman and Erbe Mfg. ¢ 
Wardrobes 
Quigley Furnitu ( 2 
Waste Baskets 
\ Steel Co 4 
Cole Steel Equipment Co 2 
( t Jamestown Mf Corp 79 
Genera Fireproofing (« ll 
Globe-Wernicke Co 
Massillon Wire Basket Co ’ 
Metal Off Furn. ¢ 139 
Nat'l Vuleanized Fibre ¢ 2 
Peerless Steel Equipment Co 207 
Shaw-Walker ( 147 


ANI WD Ee) ES 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED SALESM EN WANTED to handle a comp'‘ete line of duplicating sup- 
plies in the Southeast and West. Special proposition ; write for details. 
SALESMAN WITH TWENTY YEARS experience in files, shelving, Address Y-252, care Office Appliances, Chicago, 


desks, chairs and special cabinet work, would like to represent manu- . ; 
facturer of filing equipment, office furniture, visible record systems FULL OR PART-TIME COMMISSION SALESMEN to represent manu- 





or related office specialties. Can show an excellent record of results. facturer of high grade line typewriter ribbons and carbon paper. 
Aggressive and able to sell in face of keen competition. Now located Several territories open, presenting unusual opportunities for ex- 
in Middle West. Address K-160, care Office Appliances, Chicago. perienced men. Write Y-255, Office Appliances, Chicago, 

I CAN BUILD SALES. Sa'es manager whose success has been conspicu- 7 Bp. es ei te ad ‘. ‘ ® 

ous wants to return to fie!d of office equipment and supply after several MAR( HANT CALCU LA POR DETROIT. Exceptional opening for ex- 
years outside the industry Specialty has been building up dealer sales. perienced salesman. Exclusive territory no reserved accounts, Agree- 
Can take any preduct of merit and make a good record. Fully competent able working conditions. Well organized service backing and sales 
to direct sales corporation or wi'l consider serving as representative cooperation. H. H. Bartlett, 404 Fox Building, Detroit. Michigan. 


covering a limited section. If you are interested in increased volume, 


give me an opportunity te alk to you. Address K-162, care Office Distributors: Amazing patented envelope sealer! Seals 3,000 hourly! 
Appliances, Chicago, Retails $2.95; defies competition. Big profits. Exclusive territories. 
Free trial! Red-E, 1039 Journal Bldg., Boston, Mass. 


OFFICE FURNITURE SALESMAN experienced in both wood and steel 


is open fcr connection as representative of manufacturer or will handle - 


office furniture department for established dealer Has served as divi REPRESENTATIVES AVAILABLE 

sional and yveneral sales manager and as manufacturers’ representative. 

Has successfully worked with dealers on difficult installations. Fine ref- CHICAGO DEALER would like a line of files, fountain pens, sta- 
erences from both manufacturers and dealers. Address K-164, care Office tionery specialties or supplies to sell on an exclusive basis in Chicago 
Appliances, Chicago. and adjacent territory. Has excellent contact with buyers. Send 


particulars to K-159, care Office Appliances, Chicago. 
SALESMAN who has concentrated on filing systems and equipment and 
has been in another line of business temporarily would like to get back SALES ORGANIZAT‘ON, excellent Worldwide Dealer Distribution, 
into systems field. Has sold large quantities of steel files. Well versed seeks one additional meritorious specialty, office equipment line. Ad- 
in all types of filing supplies. Capob'e of doing a good selling job on dress K-157, care Office Appliances, Chicago. 
visible equipment as well as regular upright units. Can show a convine 
ing record. Address K-163, care Office Appliances, Chicago. 

REPRESENTATIVES WANTED 

SALESMAN with excellent record selling duplicating machines to deal- 


ers is open for new connection. Will consider opening with manufac- REPRESENTATIVES wanted various cpen territories coast to coast 

turer of stencil, spirit or gelatin roll machines, or will sell any other by manufacturer unique line fast-moving office app'iances that sell 

specialty to the trade. Top references. Address K-165, care Office Appli daily at big unit profits; thousands of nationally known corporatiors 

ances, Chicago. and smaller firms already our customers. Prefer financially responsible 
established Specialty Men or Dealers now selling similar article direct 

YOUNG MAN WITH SEVERAL YEARS sales experience including to consumer. Write for full interesting details and please state 

commercial stationery and drawing meterials is open for new connec- present sales setup. Address Y-254, care Office Appliances, Chicago. 

tion. Has the personality and ability to do a first-class job for eithet 

manufacturer or dealer. Top references. Will locate where opportunity MEN NOW SELLING direct to offices can do well with our 2 spe 

for development is presented Address K-158, care Office Appliances, cialties and 2 necessities for use in typing and stenographic depar‘*- 

Chicago. ments. These items added to your present lines or handled exclusively 
should prove very profitable. Write for details. Address Y-253, care 

SALESMAN whose principal experience is in ribbons and carbons Office Appliances, Chicago. 

is open for a new connection as epresentative of equipment ot 

supply manufacturer. Not particular as to territory. Trained to sell 

on application of a product and gets results Address K-161, care MECHANICS WANTED 


Office Appliances, Chicago. po a . “ z 
MECHANICS WANTEI>-typewriter mechanic, also adding machine 

MECHANIC, COMBINATION, all around man: 15 years’ experience mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago. 

all makes selling, servicing, buying, managing shop, desires a_ posi- 





tion. Will go any where Best of references Address K-155, care —_ loMmweec FF . . 
Office Appliances, Chicayo. RETAIL BUSINESS FOR SALE 
TYPEWRITER MECHANIC, makes, adding machine and cash FOR SALE, half interest in profitable office supply and printing 
register experience. Age 30. Eight years’ experience. Employed but business on Pacific Coast. One partner wishes to sell out (on in- 
desires change. References. Address K-156, care Office Appliances, ventory basis) and retire Business nets about $12000 annua'ly. Appli- 
Chicago. cant must have at least $8000 cash. Write Y-249, care Office Appli- 


ances, Chicago 


SALESHEN WANTED FOUNTAIN PEN REPAIRING 


IF YOU SELL QUALITY~— here’s the most profitable sideline in the 


field. Ames filing and mailing supplies direct to banks, lawyers, ALL MAKES Pens, Pencils, Desk Sets, ete. Repaired—usually 12 to 
accountants, offices, etc. Liberal commission, exclusive territory. Our 24 hour service. Standard prices. Welty Pen & Repair Co., 38 So. 
representatives chosen carefully--send full particulars about yourself. State St., Chicago 


Ames Safety Envelope Co., Boston, Mass 














SELL ALL STORES SALES LETTERS 
New, drastic Federal and State Tax Laws create immense forced de- 2 : ‘ q . ; 
mand for Tax Record every merchant must have to protect himself LETTERS WILL BUILD SALES—For years I have built letters that 
against fines and penalties. Our 22nd big successful year. Thousands pull sales. You need them more than ever now. Send me your data 
established repeat-users of our Liberty Tax Record everywhere, spot for new letters, or unsuccessful letters for reshaping. Particulars on 
cash repeaters now. Millions new prospects Leads furnished. Big request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo, 
profit for each $5.00 sale Repeat commissions without call backs 
Choice territories going fast Big season now Commonwealth Record 
Co., 508 South Dearborn St Chicago. Ill DUPLICATOR SUPPLIES 
rWO SALES JOBS with established firm waiting for men who ean “ts be a ee and 7 9 — a. 
expand tested merchandising campaign on low priced mechanical pen- see aig ee e a low price list. Midwe Specialties. 5 eading 
cils to cover leading cities in protected territories. Apply only if you gn i pari cincias 
can understand and dramatize advertising and turnover for com- 
mercial stationers and jobbers. Men with experience in stationery, DICTATING MACHINE PARTS 
under 35, unmarried, native Americans, owning good automobiles wil] 
receive most consideration. Commission against drawing account. De- F eae ‘ witha iene ’ 
tail experience, qualifications in reply Our employees know of this COMPLETE AND VARIED STOC K. No order too small. When you 
ad. Address Y-248, care Office Appliances, Chicago need parts, write Central Dictating Service, 2632 N. Western Ave., 
Chicago. Management G. Koep. 
HERE'S A REAL OPPORTUNITY for a few good salesmen to sell ’ 
a quality line of brief cases, ring binders, ete., reasonably priced. This 
) . . > " Pe PrTc 
well established company has these choice territories available, ADDING MACHINE PARTS, TYPE, ETC. 
Michigan, Ohio, Indiana and the South. Steady progress has been 
shown, right through the depression, due to our merchandising policy. NEW PRICE LIST of adding machine parts, ribbons and type now 
This is your epportunity to take advantage of it Address Y-250, ready. Send for yours The Pioneer Adding Machine Parts Man 
care Office Appliances, Chicago. I. A. Dehn, Jr., 1643 101st Avenue, Oakland, Calif. 
SALESMEN WANTED We are placing on the market the most . . . > 'y 
amazing paper fastening machine ever developed, backing it with FOR SALE AND WANTED TO BUY 
national advertisin We have openir for several high type salesmen 
calling on he stationers and large department tores. The met ELLIOTT-FISHER MACHINES -Burroughs—-Moon Hopkins-—Adding 
elected will he viven a commission arrangement ind protected terri- Mac nines Calculating Machines bought and sold. Chicago Office 
tory Full time or side line will be considered. Write giving complete Appliance Co., 533 S. Dearborn, Chicago. 
details about yourself and territory now covered and an interview will 
be arranwed Address Y-251, care Office Appliances, Chicago. WANTS AND FOR SALE—Continued on page 8 








WANTS AND FOR SALE—Continued from page 7 


FOR SALE AND WANTED TO BUY—Continued from page 7 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and al! office machines 
hought and sold. Teeter-Warsh Co., 849 North 3rd Street, Milwaukee, 
Wis. 

BURROUGHS~—-Duplexes, Moon Hopkins, Bookkeeping Machines, 
Kardex. All types office machines bought and sold. Fort Pitt Type- 
writer Co., 644 Liberty Avenue, Pittsburgh, Pa. 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. 


calculating machines, adding machines 
? 


ELLIOTT-FISHER machines, 
Crowley Company, 434 


all office equipment, bought and sold. W. J. 
Caswell Bldg., Milwaukee, Wia. 
COMPTOMETERS, MONROE, BURROUGHS Calculators, Sundstrand, 
Dalton Adders, Bought, Sold, Exchanged, Repaired. Give full details 
Tomsen, Post Office Box 888, St. Louis, Mo. 


OFFICE APPLIANCES 


headquarters—-machines 


SUPPLIES 
Chicago Dictating Ma- 


DICTAPHONES, EDIPHONES, 
Write us. 


bought and sold—-Wholesale, Retail 
chine Co., 28 S. Wells St., Chicago. 


DICTAPHONES—EDIPHON ES— established 1923. Largest stock—all 
Write for prices of machines and our Cleartone Cylinders 
New York, N. Y. 


models. 
American Dictating Machine Co., 235 Fifth Ave., 


KARDBEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special serv- 
prices to dealers for purchase or sale. Get our quotations. 


ice and 
Nathan, Inc., 548 Broadway, New York. 


Chas. S. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 395 Broadway, New 


York City. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


Duplicator inks and type 


MULTIGRAPH RIBBONS remanufactured. 
Write us, save money. 


Established over ten years. 


writer ribbons. 
State St., Milwaukee, Wis. 


Lewis Co., 413 W. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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Sa The Market for Office Equipment in Canada 


ees Cee oO) me Per Oe 8 0 8 SD commerce hedmant Commercial Attache Oliver B. Morth, Ottawa, says 
4s a result of the revised United States-Canada Trade Agreement effe« 


, tive January 1 1989 additional reductions in duties were secured on 
en d Office Equi ¢ é 
New Business Seeks Manufacturers Catalogues... The Pengad Off july everal items of office equipment The duty on typewriters and parts 











ment Company, recently organized business equipment concern at - ey " i fr = 2 per cent t ) per nt: the duty on dictating 
vas reduce fro ? cel to r cent: ’ ‘ ‘ g 
Broadway, Bayonne, N. J., is interested in receiving from manufacturer bb scons « ’ z : bir . ei 
catalogues and wholesale prices on all kinds off office equipment ar scri ing sg Pape ge peg Praag ey _ — > ‘ ee fon 
pe ¢ © 126 per cen ( e duty on boo ‘ping, caleuls g ane 
supplies. The new firm is a division of the Pengad Manufacturing Cor I - "2 | - ping, 4 y 
pany, Bayonne I ing machines and mplete parts was reduced from 20 per cent 
+ t er « slight reductio ror 31 o 382% . 2 
Dealer Wants Manufacturers’ Catalogues. A. M. Hardin, who has recentl) vas 3 + = poles —_ Bey “ et _ t ire Nx Fina bo the owe > an 
‘ , 8 i ato at 209 South Miami avenue ny ; aa : ; 29 
— —a rn aca yoy Peas Mita, == oll ms tga —. ae - . : et u iffice, « er und store furniture was reduced from 33% per cent 
‘ainees wales ; a ’ ; 2 per cent n addition to these specific reductions, as a result of 
a — mince the trade agreement legislation was enacted, effective April 26, 1939 


BY . . “— oe vin the 3 per cent excise tax from all imports from the United 

Preparing Shipments to British Countries States and other most-favored-nation countries. As this tax formerly 
Secretary of Commerce Harry L. Hopkins announced recently that pie pplied on the duty paid value f imports, in many cases it amounted to 
regulations and documentatior much more than 3 per cent and the removal of this tax should materially 
increase the competitive position of United States exporters of office equip 








of the revised handbook covering 
requirements of all countries in the British Empire, except Canada, are 





now available to busine men engaged in foreign trade ment not only with Canadian manufacturers but with British exporters as 
The revised handbook entitled, Preparing Shipments to British Cou the tax did not apply to goods imported from the United Kingdom 

tries contains vital information in brief form of the essential facts re No new European competition | ippeared in the office machine field 

varding documentary requirements and customs regulations of the wide nor have European makes already n the market made any noteworthy 


with the exception of British-made typewriters, imports of which 





dispersed areas of the British Empire. The publication for the guida prog 
























of American exporter is designed to minimize uncertainty and to avon tithough small, increa lightly in 193s However, it appears that 
extra expense in shipments, and is part of the Commerce Department British typewriters are not popula nd are usually exchanged for Amer 
aids to business” program machines as they wear out The proper facilities for repairing British 
Since various local customs authorities regard as important variations rchine ire not available Imports of typewriters from Switzerland de 
in details which seem immaterial to the exporter, it is essential that the ined in 1938 and one department store in Montreal which formerly 
latter be familiar with what 1 rcceptable to the customs of each Britis} handled Swiss typewriters no longer does so but offers a small American 
irea to which his goods are shipped, Secretary Hopkins said Inachine at approximately the same price 
The handbook also answers all questions necessary for the preparatior \ rding to Consul General Hongstler there have been no recent price 
of documents and goods for shipment to British areas, including conditior hanges of importance except that the reduction in the import duty on the 
of their entry or other disposition at the receiving end bookkeeping and calculating machines provided in the new agreement has 
Copies of the handbook may be purchased directly from the Burea f been passed along to buyers and it possible that the elimination of the 
Foreign and Domestic Commerce, or through any of the District Office f per cent excise tax may result in another reduction which may amount 
the Bureau located in principal commercial centers of the United States t much as 4 or per cent. Retail prices of typewriters have not been 
The handbook contains 218 pages of material and sells for 25 cent per flected by duty reductions but in this fleld there is said to be a good 
copy f price cutting competition which allegedly is not practiced in 
> the ines 
° . > 
Spain Decreases Typewriter Imports Biesenas Cornave®? ite 
A recent report from the American Commercial Attache in San Seb ; - rporat’on eports 
tian, Spain, addressed to the United States Bureau of Foreign & Domest Addressograph-Multigraph Corporation reported equipment orders s 
Commerce, reads as follows I t! ear exceed those f the mparable period of 1938, and the 
The importation of typewriter ind similar office equipment has almost Dat log of orders continue t maintair i higher average level than 
entirely ceased during the last four months, as the Ministry of Industr - Statement f earnings for seven months ended July 31 
ind Con ree has rejected all applications for import permits covering evealed net pre nt of $585,101, equal to 78 cents a share, as compared 
such ge The representative of a large American manufacturer of ty; 1th S66, Le or ¥I cents hare ! the corresponding 1938 period, Net 
writers. was recently informed by the Section of Commerce and Custot the first six months of 1939 totaled $503,032. The decline in profits 
Policy (Import Permit Office) of the Ministry of Industry and Commer: pared with 193s, is argely ae ompany statement says, to an 
that it may be many months before permits for importing typewriters iti of the engineering ar levelopment program in connection 
will be granted The government hope it may be poss ble eventually t vit! new products, to an increase the sales organization In preparation 
entirely supply the typewriter requirements of the country from domest Brees ns 2 es og er a expenditures in connection with 
plants. Recently it authorized the importation from Italy of machine - : at ne ew York W ' J i ind the Golden Gate Exposition 
ind equipment for the Spanish-Italian concern Hispano-Olivetti, S.A f AM of the European war on the firm’s business was not predicted 
hee . ( pany 's redit vositior showed an increase of 603,253, of whicl 
Barcelona, to permit it to expand its operations so as to produce betwee ~ : Pah , é 
3500 and 4000 typewriters per year Prior to the war this concern had > 4 yt was eg ae FOtRIng a cal OVer a year ago \K 
maximum capacity of 2400 machines and in recent months has beet Burroughs Adding M 1c ine : pany ar Pn ccanggariny S. six months ended 
ducing less than 100 typewriters monthly ine 30, profit $1 309,680 alte = <A nd cnarges oO 27 cents a share on 
wa 000,000 shares of apital stock; 82 307,807 vr 41 cents a share in the 
Sa ke months of last vear Balance sheet items as of June 30, compared 
Commerce Department Trade Opportunities vith the previous year, follow: Cash $5.698.720, against %5.053.965: mat 
Names and odtresses of the companies making the inquiries below . Ket ; ecuritie s 5.576 pide igainst $e 7,104; receivable S $3,958,316 
rvailable ONLY to imerican firms or individuals upon applicattor fe m ° pte gush sin ae os ° j $90 105 igainst 2 16,000,929 ; current 
the Bureau of Foreign & Damestic Commerce of the I S Department ub ties $2 84,760 UKAINSL SIS ’ New York Sun, September 4. 1939.) 
af Gommeres. or enn district or cooperating ofc I ington Rand, It vesterday reported net income of $150,332 for 
t} June quarter, compared with 8$93,1 for the corresponding period of 
Fountain pens, Salonika, Greece, purchase isk for N OM : The COMmIngs WEN “Belge wo Ss ents a share or preferred stock 
Fountain pens, table clocks, and novelties, Manila, P. 1., purchase 5 cents a share in the 88 period, Earnings of the company’s 
for No 108 1 a ind oe ve — foreign subsidiaries are included in the 
he hicago rune, Septe é 139 
— sania tie liaite si Mexico City Mexi ASenCD sak fi N \ eetir of the board f ct s f the W \ Sheaffer Per 
Office and stationery supplies Cair Egypt. agency isk for N { ; : . - peers aviadend mt F han a pga ‘— — = 
P Stim ( no pa va t pavable ct er 4) to stockhotda 
— erasers. And bye Meni City Mexico wwency isk N f record at close of business September m 1020 The stoek books 
r'ypewriters, Tulear. Madagascar, pure st isk for Ne 02 ; t be closed. C. R. Sheaffer. president of = COMBARY. HETES Y . 
comeibnes. pastabl DeGe a dieodn. deiieean the ere refe re stock of the company had been called is of January 1, 1939 
purchase; ask for No. 3000 nd has all been ret red. The company has no bonded indebtedness of! 
Adding and ileulating achines rebuilt ind typewriters Ri t payable He further stated in mnection pan foreign busine ss that 
Janeiro, Brazil, agency; ask for No. 3185 re pp tligere tae Soe TER DOr CONS GE Ne Susteces me Foreign ag 
Fountain pens, Surabay lava, purchase ask for N 24( lee . O88. ps posed arrang —— : verseas distributors which. | 
Office accessories and equipment roronto. Canada iwenc\ ean es e} . would ssure pavment y ds I New York prior to ship 
249 el s materially reducing the possibilitv of losses due to exchange 
“Office accessories and equipment, Brussels, Bel 1, purchase; ask f fluctuations. Net income for six months ending nadine 
: _ . ‘ ; n for epreciation and esti ted taxes mn imcome was | 
ne cieitins ind stationery ticles, Jelsingbor Sweden, purchase : pardne *, . pies pe packer Seana. BOOCE, CED Saas a 
agency; ask for Ne GT . 7 ; ect to possible vear end audit and federal income tax adjustments Ne 
“Fountain pens Manila. P. I. agency: k for XN ‘ a I tne rg period last ve \ 8 $164 242 4 eauivalent after 
Fountain pens a ink, Singapore, Straits Settlements, | Preerred Cividenes lo S150 pres per enan mmon stock. Net income 
wenev ask for N ”) ee — Dak P die - e Pe "i . ‘ te - Dates AB . past ico yee ok 
Fountain pens, vacuum-tvpe w-priced, Singapore Strait Settle nt ‘ an 2 , . . eeR14 4.9 equivalent fter preferred 
purchase nd agency isk for N 160 anda % e2an 1 e me } ‘ f n n stock 
Office Supplies, Par i Citv, Panama gency isk for N 4if ) ‘ . fl c S th & 4 na Typewriters It vesterdav declared 
Stationery supplies and toys Singapore Straits Settlements, | I lende ; ents a al . n the ommon st k and 81.50 on the 
ind agency isk for N 460 ofarr both pavable October ‘ stock f record September 21. The 
Fountain pens, per s, desk sets irbon pape tvpewrite ril end declaratios = Odes marks a resumption of payments or 
erasers indi writing paper, Catr Egypt purchase and age sk f +} ees nd brings disbursement far this vear to 62 cents Divi 
N . N7 : : ‘ f ents were paid on J i and Apri but no action was 
oN cere pple ee ee wee Sngemeeny Siralke Settlem m th idend nor Tuly 1. (New York Herald-Tribune 
Office supplies and novelties, Paris, Fr e, purchase r agency isk e Wahl Company. Chicago manufacturer of fountain pens and pencils 
Nu ~e8U pet lo reported net profit ¢ ¢ ‘ ‘ the s months ended ist 
Fountain pens, typewriter ribbons nd irbon paper Singal ( Strait pared with a at @ f 21°27 4 in the A ecco A sialine y, Sate 
Settlements, purchase at genes k f N fis Carl W Priesing. president te sales increase ‘ S039 834 
Fountain pens and stationery rticte ta tta. Ind SS17.468 a year ag He s 1 s are studving plans to recapitalize 
wencey k f N 7 ' v ir rile t | te . vid is on the preferred st I 
Furnit ‘ . @ y abinet Nee ‘ 1 }’ 50° Re 77 (} ig I bur Septe ber 2 1439 
eNCy isk f N s West Tablet & Stat ‘ { tion declared a distribution of $1 
Office supplies (per s, typewriter ribl t Santinag Chile e the mmon st e September 30 to stockholders of 
usk for No. 388 eotehar Oh Whie.te the & disbursedient since « vavinetit of 
Stationery supplies, tovs ar elties of w |. bakelite : t ents was 1 le on Fel st year. (New York Sun, Septembe 
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PATENTS 


Copies of patents shown here can be obtained 
from the C. issi of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 








2,170,867. Pencil. Kay Miller, New Brunswick, 
N. J., assignor to Joseph Dixon Crucible Company, 
Jersey City, WN. J., a corporation of New Jersey 
Application May {8 1939, Serial No. 274,358 
Granted August 29, 1939. 

2,171,061. Duplicating Machine. 
Ford, Sparkbrook, Birmingham, England. Application 
November 17, 1938, Serial No. 241,071. in Great 
Britain October 26, 1937. Granted August 29, 1939 

2,171,105. File Case. Reginald Wurzburg, Mem- 
phis, Tenn. Application October 15, 1932, Serial No 
637,938. Granted August 29, 1939. 


Frank Ronald 


2,171,261. Copy Holder. Herman C. Welter, Roches- 
ter, N. Y., assignor te The Dawn Mfg. Corp., 
Rochester, N. Y., a corporation of New York. Apopli- 
cation August 8, 1938, Serial No. 223,598. Granted 
August 29, 1939 

2,171,263. Protective Device. Fredrick J. Bremer, 
Hamilton, Ohio, assignor to The Mosler Safe Com- 
pany, Hamilton, Ohio, a corporation of New York 
Application September (8, 1936, Serial No. 101,475 


Granted August 29, 1939. 

2,171,488. Tray or Baseboard for use with Loose 
Leaf Books. Henry Thomas Bigg and Samuel Henry 
Sunderland, Beckenham, England, assignors to Percy 
Jones (Twinlock) Limited, Beckenham, Kent, England, 
a corporation of England. Original application 
March 29, 1937, Serial No. (33,696. Divided and 
this application August 30, 1938, Serial No. 227,554 


In Great Britain May ii, 1936. Granted August 29. 
1939. 

2,171,518 Carton for Wax Records. Theodore H 
Beard, Bridgeport, Conn., assignor to Dictaphone 


Corporation, New York, N. Y., a corporation of New 
York. Application May 21, 1938, Serial No. 209,199 
Granted September 5, 1939. 


2,171,703. Typewriting Machine. Alfred G. F 
Kurowski, Brooklyn, N. Y., assignor to Underwood 
Elliott Fisher Company, New York, N. Y a cor- 


poration of Delaware. Application July 7, 1937, Serial 
No. 152,310. Granted September 5, (939. 

2,171,915. Peneil Holder. Joseph D'Angelo, Rostin- 
dale, Mass. Application December 6, 1938, Serial No. 
244,253. Granted September 5, 1939. 

2,172 007. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor to Underwood Elli- 
ott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application March 4, (937, Serial 
No. 128,898, which is a division of application Serial 


No. 49,682, November 14, 1935 Divided and this 
application March 1{8, 1938, Serial No 196,740 
Granted September 5, (939. 

2,172,019. Chair Base. George C. Brainard, 


Youngstown, Ohio, assignor to The General Fireproofing 
Company, Youngstown, Ohio, a corporation of Ohio 
Application May 5, 1938, Serial No. 206,268. Granted 
September 5, 1939. 

2,172,113. Sheet End Deflecting Device for Dupli- 
cators. Frederick W. Storck, Arlington, and Carl V. 
Franson, Dorchester, Mass., assignors to Standard 
Mailing Machines Company, Everett, Mass., a cor- 
poration of Massachusetts. Application December 15, 
1937, Serial No. 179,928. Granted September 5, 1939. 

2,172,172. Display Stand for Furniture Casters, 
Slides, or the Like. Ralph D. Mount, Fairfield, 
Conn., assignur to The Bassick Company, Bridgeport, 
Conn., a corporation of Connecticut Application No- 


vember 19, 1936, Serial No. 111,684. Granted Sep- 
tember 5. 1939. 

2,172,349. Mechanical Pencil Paul S. MHauton, 
Atlanta, Ga. Application July {2, 1935 Serial No. 
30,968. Granted September {2, 1939 


2,172,696. Mechanical Lead Pencil. isidor Chesler, 
West Orange, N. J., assignor to Eagle Pencil Com- 
pany, a cerporation of Delaware. Application August 
13. 1§€35, Serial No. 35,921. Granted September 12, 


Computing and Like Machine. George 
G. Geoirg Utica, N. Y., assignor to Remington Rand 
Inc., Buffalo, N Y., a corporation of Delaware. 
Application August 23, 1934, Serial No. 741,115. 
Granted September 12, 1939. 

2,172,876. Duplicating Apparatus. Alfred Marchev, 
La Grarge, IIl., assignor to Ditte Incorporated, Chi- 
cago, Ill., a corporation of West Virainia. Applica- 
tion June 26, 1937, Serial No. 150,505. Granted 
September 12, 1939. 


2,173,246 Calculating Machine and Recording and 
the Like Machine. Kurt Aurbach, Essen, Germany. 
Assignor, by mesne assignments, to The National 


Cash Register Co., Dayton, Ohio, a corporation of 


Maryland. Application November 23, 1933, Serial No 
699. 468. In Germany December 6, 1/932 Granted 
September 19, 1939. 

2,173, Typewriter Desk. Clarence W. Koch, 
St. Louis, Mo. Application March |i, 1938, Serial 
No. 195,211. Granted September 19, 1939 

2,173,332. Card index System. Max Hoffmann, 
Chemnitz, Germany. Application January 23, 1937, 
Serial No. 122,079. in Germany January 23, 1936 
Granted September 19, 1939. 

2,173,459. Penetration index Slide Rule Piet 
Marie van Doormaal, Berkeley, Calif., assignor to 
Shell Development Company, San Francisco, Calif., 


Application September 7, 
Granted September . |9, 


a corporation of Deleware. 
1937, Serial No. 162,634. 
1939. 

2,173,635. Caleulating Machine August Friedrich 
Pott, Zella-Meblis, Germany, assignor to Mercedes 
Buromaschinen-Werke Aktiergesellschaft, Zella-Mehlis, 
Thuringia, Germany. Application August 8 1935, 
Serial No. 35,389. In Germary April 30, 1932 
Granted September 19, 1939. 

2,173, Split Platen. John Q. Sherman and 
Albert W. Metzner, Dayton, Ohio said Metzner 
assignor to said Sherman. Application November 29, 
1935, Serial No. 52.169. Granted September 26, 1939 

2,174,059. Typewriting Machine. William F. Metz- 
ger, Queens Village, N. Y., assigror to Royal Type- 
writer Company, Inc., New York WN. Y., a corpora- 
tion of New York. Application June 3, 1938, Serial 
No. 211,644 Granted September 26, 1939 

2,174,207 Cluteh and Motor Control for Dupli- 
cating Machines. Frank Ronald Ford, Birmingham 
England. Application May 25, 1938, Serial No. 2/0.- 
031 In Great Britain May 31, (937 Granted Sep 
tember 26, 1939 
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116.369 116,560 Fe 
Sp 
116586 116606 
2,174,219. Stapling Pliers. Aldo Balma, Voghera, 116,560. Design for a Table Top. Wolfgang Hoff- 


Italy. Application March 18, 1936, Serial No. 69,457 
In Italy April 15, 1935. Granted September 26, 1939. 

2,174,357. Paper Carriage for Accounting Machines 
Walter A. Anderson, Bridgeport, Conn., assigner to 
Underwood Elliott Fisher Company, New York, N. Y.. 


a corporation of Delaware Application june 29, 
1938, Serial Ne. 216,467 Granted September 26, 
1839 

DESIGN PATENTS 
116,369 Design for a Typewriter Frame. Johannes 
Kruger Erfurt, Germany Application March 13 


1939, Serial No. 83,539. in Germany September [5 
1938. Granted August 29, 1939 


mann, Batavia, Ill, assignor to The Howell Company, 
St. Charles, Ill, a corporation of Ilinois. Applica- 
tion June 26, (939, Serial No. 85,696. Granted Sep- 
tember 12, 1939. 

116,586. Design for a Smoking Stand. Chauncey 
E. Waltman, Chicago, Ill., assignor to The Howell 
Company, St. Charles, Itll., a corporation of Illinois. 
Application June 21, 1939, Serial No. 85,597. Granted 
September 12, 1939. 

116,600. Design for a Multiple Letter Tray. Robert 
J Thorn and Theodore Hass, Chicago, Ill.; said 
Hess assignor to said Thorn. Application July 8, 
1939, Serial No. 85,922 Granted September 12, 1939. 
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Chirty-Fourth 1. S. A. Convention 


Assembly in Boston September 18-21 One of Most 
Successful on Record—Fine Program and 
Great Exposition Impress Delegates 


, around the theme, “The 
Stationer as a Public Servant,” 
the thirty-fourth annual conclave 
of the National Stationers Asso- 
ciation, complemented by the 
Fourth Five Centuries of Progress 
Exposition, presented a program 
rich in ideas and inspiration. For 
four days, from Monday to Thurs- 
day, September 18 to 21, Boston 
was the scene of great and pur- 
poseful activity. Members of the 
industry from all parts of the 
country were present to partici- 
pate in the program and share in 
the educational opportunities that 
abounded. 

The 1939 gathering was the 
third national convention of the 
industry held in Boston. Like its 
predecessors in 1909 and 1927, this 
year’s meeting was an outstanding 
event. The appeal of historic New 
England and the hospitality of its 
people combined to make the as- 
sembly one that will long be re- 
membered by those in attendance 


From All Parts of the Country 


—Owen Bayless of Seattle 
Elected President 


Included in the program of 
speakers were two men of national 
prominence outside the field of 
office equipment—Governor Lever- 
ett Saltonstall of Massachusetts, 
who addressed the convention 
briefly on Tuesday, and Dr. Allen 
Stockdale of the National Asso- 
ciation of Manufacturers. Dr. 
Stockdale’s dramatic oratory made 
such a deep and favorable im- 
pression last year that he was in- 
vited to speak at Boston. He was 
equally impressive this year in his 
presentation of the address, “Free 
Enterprise in Free America.” 

Owen G. Bayless, vice-president 
and assistant general manager of 
Lowman & Hanford Company, 
Seattle, Wash., was elected presi- 
dent of N.S. A., succeeding Harold 
Hampton, Indianapolis Office Sup- 
ply Company, Indianapolis, Ind., 
who relinquished the reins of lead- 
ership after completing two years 
of progressive service. Mr. Bayless 
was accorded enthusiastic ap- 


plause on acceptance of the office 
of chief N. S. A. executive, indica- 
tive of warm-hearted approval. A 
sketch of his career appears on 
another page. 

In the new staff of national of- 
ficers are six who were re-elected 
to the positions filled so well last 
year. They are Vice-Presidents 
Morris E. Hansell II, Gerry Man- 
ning and Erle Kistler; Vice Chair- 
man J. A. Parsons; Treasurer Wil- 
liam E. Stockett, and Auditor 
Woodson P. Waddy. The portraits 
of these men together with the 
other members of the new official 
family of N. S. A., appear on the 
frontispiece of this issue. The 
regional governors whose elections 
in the individual districts were 
confirmed by unanimous vote at 
Boston, are pictured on page 17. 

Financially, numerically, and in 
competent leadership, the Na- 
tional Stationers Association is in 
sound condition. The reports of 
various officers and the evident 
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spirit of harmony augurs contin- 
ued advance and increased pres- 
tige for N. S. A. 

From the opening of the exposi- 
tion hall on Monday morning 
through the golf dinner Thursday 
evening, the program moved 
smoothly, like a well oiled ma- 
chine. All to whom responsibili- 
ties had been assigned were on 
the job at the appointed times. 
Morning, evening, noon and night 
there was something to do for en- 
lightenment or entertainment 
The Sales Institute conducted 
Tuesday evening again climbed 
the heights of success. The ex- 
position or “merchandise fair” en- 
gaged interested attention of con- 
ventionites throughout the week 
The annual banquet, the golf 
tournament, the luncheons, all 
contributed to a full program, 
skillfully conducted. 

James Maguire of the Chicago 
Association of Commerce was 
present for the purpose of extend- 
ing an invitation to the associa- 
tion to hold the 1940 convention 
in Chicago. While no official in- 
formation was released, it is likely 
that next year Chicago will again 
be host to N. S. A. 

Motivated by a desire to make 
the most of the opportunities af- 
forded by convention attendance, 
registrants began arriving as 
early as Friday, September 15. A 
substantial number checked in 
Saturday. On Sunday, long before 
official opening for registrations, 
a crowd had gathered on the mez- 
zanine floor. While waiting they 
indulged in that profitable activ- 
ity, lobby talk. Ideas were ex- 
changed, experiences reported and 
suggestions offered. 


Sunday 


The only scheduled meeting 
held Sunday was a session of the 
executive committee, presided over 
by President Hampton. It took 
place in the morning in the con- 
vention headquarters room. The 
other activity of the day was re- 
ceiving of registrations from two 
o’clock until five in the afternoon. 


Monday 


Monday events started early 
with the president’s breakfast for 
the executive committee and the 
Board of Control. Following the 
breakfast the Board met in execu- 
tive session. 

At ten o’clock the Fourth Five 
Centuries of Progress exposition 
was formally opened. While new 
arrivals were registering those 


who had checked in on Friday and 
Saturday, crowded into the Grand 
Ballroom and foyer of the hotel 
for the purpose of broadening 
their knowledge of the principal 
lines of merchandise available to 
commercial stationers and office 
equipment dealers. Because sev- 
enty-two manufacturers had their 
wares on display, several visits 
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Necrology — Charles H. Everly, 
Chairman; Harold Hawkins; 
Charles P. Garvin. 

Expressions of welcome were 
voiced by George R. Hayes, 
Thomas Groom & Company and 
president of the Boston Stationers 
Association; Rhys Llewellyn, R. H. 
Llewellyn, Company, Manchester, 
N. H., and governor District No. 





AS ONE PRESIDENT TO ANOTHER.—It's a grand job and you're going to enjoy it 

and yourself, says Retiring President Harold Hampton to President-Elect Owen G. 

Bayless, Lowman & Hanford, Seattle. Wash., who will head the National Stationers 
Association for 1939-1940. 


were required to make inspection 
of all the lines offered. 

Shortly after two o’clock Mon- 
day afternoon, the Thirty-Fourth 
Annual convention of the National 
Stationers Association was called 
to order by President Hampton 
The large hall was filled with dele- 
gates as Mr. Hampton appointed 
the following convention commit- 
tees: 

Budget—R. A. Maish, Chairman; 
W. F. Block; J. Parrott; Carl G 
Grimes; J. S. Sprott. 

Declarations — Earle Kistler, 
Chairman; Earl  Kochheiser; 
Blaine J. Bristoll; James T. Town- 
hill; R. H. Llewellyn; Arthur L. 
King. 

Credentials 
Chairman; Joseph C. 
Harry Tehan. 


Strauss; 


Nominating—wWilliam C. Clegg, 
Chairman; H. S. Riley; Willis 


Mohn; Harvey P. Rockwell; Dick 
Healy. 


Edward L. Little, 


1, and Stanley McGar, John Mol- 
loy Company, Meriden, Conn., and 
president of the Connecticut Val- 
ley Stationers Association. Mr. 
Hayes spoke for Boston, Mr. Llew- 
ellyn for New England and Mr. 
McGar for the Connecticut Valley. 


The first major address at the 
convention was titled “Twelve 
Years After.” Appropriately it 
was given by Woodson P. Waddy, 
who was elected to the presidency 
of N. S. A. at the convention held 
in Boston twelve years ago. He 
reviewed the advance the organ- 
ization has made since that time 
under the jurisdiction of General 
Manager Garvin and the several 
dealers who have served as presi- 
dent. He remarked that N. S. A. 
is not only an association of busi- 
ness men but is essentially a fra- 
ternal organization. Because of 
friendships and loyalties estab- 
lished, genuine progress has been 
made. 
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The complete text of Mr. 
Waddy’s address and all others 
presented at the convention will 
be found elsewhere in this num- 
ber. ; 

The keynote address of tne as- 
sembly was made by General 
Manager Garvin who stressed the 
fact that the United States is a 
real democracy in which some 
12,000 local and state trade asso- 
ciations exist in affiliation with 
2,000 national and inter-state as- 
sociations. He referred to a num- 
ber of other examples of associ- 
ated activity such as labor organ- 
izations, farmer groups, service 
clubs and others. Because of 
these keystones, he said, our dem- 
ocracy will endure and the indi- 
vidual man will have an opportun- 
ity to find his niche in the world 
of commerce and industry. 

The next number on the pro- 
gram was the presentation of 
President Hampton’s annual re- 
port. In addition to reviewing the 
work of the association during the 
past twelve months, he answered 
in strong affirmative language the 
questions that some are asking as 
to the permanency of the station- 
ery industry. He is convinced that 
it is here to stay even though it 
will be subjected to changes, as 
improved methods of distribution 
are introduced. Introducing more 
man power into the industry is 
the American way of trying to 
solve the economic problem of un- 
employment, he said. For that 
reason, the mail order method of 
doing business should not be sup- 
ported. Many of the problems 
that exist in our industry are due 
to the practices of “unfair” manu- 
facturers and “unfair” dealers. If 
dealers will keep their records as 
buyers clear they will be in a bet- 
ter position to make legitimate 
objections to certain policies pur- 
sued by manufacturers. 

Speaking from experience in his 
own business, Mr. Hampton said, 
“We buy from too many manufac- 
turers. In our own case, we re- 
duced the number of sources of 
supply from 179 to 62 without im- 
pairing our service to customers.” 

He concluded his address by 
suggesting that dealers take their 
salesmen into their confidence, 
making clear the policy of co- 
operation with manufacturers 
whose policies are in accord with 
the principles of sound business 
and fair dealing. Salesmen will 
respond to the confidence reposed 
in them to the mutual benefit of 
all concerned. 
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The feature address of the 
morning was dramatically deliv- 
ered by Doctor Allen Stockdale, 
head of the speakers bureau of the 
National Association of Manufac- 
turers, who spoke on the subject, 
“Free Enterprise in Free America.” 
With the same fine skill as a 
speaker that he exhibited at Chi- 
cago last year, Doctor Stockdale 
stirred his listeners with beauti- 
fully phrased statements concern- 
ing the opportunities that exist in 
free America. The clear, cold, solid 
thinking of the masses of the 
United States is, he said, what 
makes the future of America 
promising. Quoting from the re- 
sults of scientific surveys, he pre- 
sented evidence of the independent 
thoughtfulness of the majority of 
people in this country. 

Added to the shadow of war is 
the shadow of idle money in the 
United States, Dr. Stockdale point- 
ed out. The money is idle because 
of a widespread lack of confidence. 
This confidence must be restored. 
All that we need is some nerve to 
carry on despite difficulties and a 
somewhat gray outlook. 


Following Doctor Stockdale’s ad- 
dress, the roll of Governors, Col- 
onels and members of the Board 
of Control was called. Those who 
were present responded by rising 
when their names were mentioned. 
A large percentage of those named 
were registered at the convention. 

The report of Treasurer William 
E. Stockett, who was unavoidably 
absent, was given by Mr. Garvin. 
It was followed by the report of 
the Auditor, Woodson P. Waddy, 
who stated that the Wayne Ken- 
drick Company had examined the 
books of the association and found 
them in perfect order. The meet- 
ing was adjourned and the exposi- 
tion hall opened to remain so un- 
til 10:00 P. M. 


Tuesday Morning 


Three capital addresses were 
presented at the general session 
Tuesday morning. The first on, 
“Letter Paper—Why?” was given 
by Paul Burbank of the Eaton 
Paper Corporation. Like Dr. Stock- 
dale, Mr. Burbank made such a 
good impression as a speaker in 
Chicago in 1938 that he was in- 
vited to be on the program again. 

After alluding to the great ad- 
vance in the art of paper making 
recorded in the past decade, Mr. 
Burbank stated that the greatest 
problem in selling paper is to en- 
thuse salesmen to the point where 
they will sell better papers for 
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specific purposes. To illustrate his 
point and reveal the profit possi- 
bilities in a particular field of sale, 
he dwelt at considerable length 
upon air mail letter paper and en- 
velopes, both for commercial and 
social uses. Despite the growth of 
other means of communication, 
such as telephone, radios, etc., 
more letters are written today than 
ever before. Some of the reasons 
are increase in population, fan 
mail mania, wide distribution of 
portable typewriter, etc. It is a 
rich market awaiting development 
by retail stationers. 

The next feature on the pro- 
gram was an address on “Light- 
ing” by R. G. Slauer of the West- 
inghouse Electric & Manufacturing 
Company. With the aid of samples 
of various types of lighting equip- 
ment from the pine knot torch to 
the fluorescent lamp, Mr. Slauer 
developed his theme interestingly. 
He convinced his listeners of the 
need for adequate illumination and 
provided them with a fund of 
knowledge that will aid them in 
their work of selling modern light- 
ing equipment. 

“Posture—What It Means to the 
Office Worker” was the subject of 
the third address of the morning. 
It was presented by Ward Taylor 
of the Wolcott-Taylor Company, 
Washington, D. C., and consisted 
primarily of a series of illustra- 
tions thrown upon the _ screen, 
Showing the bad effects of poor 
posture while seated. The slide 
film, entitled “Posturesis, or the 
Effects of Improper Posture on 
Man,” was compiled by Dr. J. R. 
Garner of Atlanta, Ga. Mr. Taylor 
commented briefly on each illus- 
tration as if was shown, conclud- 
ing with the assertion that three 
things are needed to increase sales 
of posture chairs—l. A _ proper 
presentation of the evidence of 
the need for posture seating. 2. 
Education of employer and em- 
ployee in the matter of what cor- 
rect posture seating will do for 
them. 3. Intelligent adjusting 
service so that purchaser will get 
correct seating. 

The meeting adjourned and the 
entire assembly enjoyed luncheon 
together. 


Tuesday Afternoon 


Another illustrated address was 
the first thing on the docket Tues- 
day afternoon. Alvin R. Skibbe 
was the lecturer. His subject was, 
“Windows—As the Public Sees 
Your Business.” Before the “black- 


out” to present the stereoptican 
views, Mr. Skibbe introduced his 
subject by stating that there would 
always be a need for well displayed 
merchandise. Window displays are 
the beckoning hands of the store. 
These displays sell merchandise 
and therefore are worthy of hav- 
ing time and money spent on 
them. 

The first pictures Mr. Skibbe 
showed were of old windows in 





A SMILE OF WELCOME.—Governor Lever- 

ett Saltonstall of Massachusetts stands be- 

fore a microphone and, with a beaming 

smile, welcomes the N. S. A. delegates to 

the convention in the name of the State of 
assachusetts. 


which the displays had none of 
the characteristics of sales appeal. 
In strong contrast he showed a 
number of modern windows of sev- 
eral types, each prepared in ac- 
cordance with scientific principles 
of effective window dressing. Of 
particular interest was a merchan- 
dising calendar for 1939 which di- 
vided the year into twenty-four 
sections and listed the items ap- 
propriate for a display in a partic- 
ular half month period. Such a 
calendar worked out to fit indi- 
vidual circumstances would greatly 
increase the effectiveness of the 
average dealer’s window display 
program. 

While Mr. Skibbe was in the 
midst of his address word was re- 
ceived that Governor Leverett Sal- 
tonstall of Massachusetts had ar- 
rived in the hotel. Mr. Skibbe 
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graciously stepped aside while the 
assembly received the governor 
with enthusiastic applause. 


The chief executive of the State 
of Massachusetts was brief in his 
comments. He extended a word 
of welcome in the name of his 
state and then complimented the 
Stationery industry upon the 
active, creative imagination dis- 
played by his members in manu- 
facturing and selling the equip- 
ment and supplies without which 
business could not function. As 
he left the convention hall, the 
governor’s ears were ringing with 
a round of applause _ which 
equalled that accorded him upon 
his entrance. 


Owen G. Bayless, Lowman & 
Hanford Company, Seattle, Wash., 
and the new president of N. 
S. A., was the next speaker. His 
subject was “The Unfair Trade 
Practices Acts,” with particular 
reference to the act in force in the 
State of Washington. At the out- 
set he pointed out that he was a 
staunch advocate of the Fair Trade 
Laws but was convinced that the 
Unfair Practices Acts now on the 
Statute books of twenty-three 
states besides Washington, have in 
them elements that make them 
potentially more effective. Ee- 
cause the subject is a technical 
one, Mr. Bayless quoted extensive- 
ly from the brief prepared by com- 
petent attorneys under the title, 
“A Consideration and Analysis of 
the Washington State Unfair Prac- 
tices Act.” Among other things 
the act defines what factors are 
involved in the cost of doing busi- 
ness and provides penalties that 
will be exacted in cases of viola- 
tion. Mr. Bayless indicated that 
the psychology of the act is good 
because a telephone call from a 
district attorney often stops viola- 
tions instantly. 


“Prison Competition,” a subject 
close to his heart, was discussed 
by J. S. Sprott, president of The 
Globe-Wernicke Co. Mr. Sprott 
indicated that the menace of this 
type of competition is growing and 
that a tremendous price is being 
paid in order that prisoners may 
be served. The annual value of 
prison-made goods is two hundred 
million dollars. This represents a 
payroll of fifty million dollars 
which is not paid to free workmen. 
It is an injustice to the unem- 
ployed not to be given an oppor- 
tunity to do this work and it is an 
injustice to manufacturers and 
distributors of goods. similar to 
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those made in prisons. Mr. Sprott 
concluded by suggesting that an 
N. S. A. committee be organized 
with a representative in each state 
to keep a check on the activities 
of state legislatures in reference 
to prison-made goods. 

The remaining portion of the 
session was devoted to the reading 
of several committee reports. The 
first presented was the necrology 
report read by C. H. Everly, chair- 
man of the committee. Andy 
Maish reported briefly for the 
manufacturers division, conclud- 
ing with an expression of thanks 
to Harold Hampton for the fine 
work he had done during the past 
two years. 

As chairman of the nominating 
committee, W. C. Clegg, presented 
a report which was unanimously 
accepted, thus electing as officers 
for the coming year the men 
whose portraits appear on the 
frontispiece of this issue. The re- 
port included the list of regional 
governors who had been elected 
at the various district conventions 
during the past year. Their elec- 
tions were unanimously confirmed. 
Before the session adjourned, the 
new officers and new members of 
the Board of Control were intro- 
duced. 

As previously indicated, heading 
the slate of new officers was Owen 
G. Bayless. He accepted the posi- 
tion of N. S. A. president with a 
modestly worded statement to the 
effect that he would give his best 
to the job. 


Tuesday Evening 


Measuring up to the standards 
set at previous conventions, the 
Sales Institute conducted Tuesday 
evening was an obvious success. 
Local salesmen joined the regular 
registrants in what soon proved to 
be one of the most helpful sessions 
of the convention. To the music 
of a five-piece orchestra the crowd 
assembled and sang some old fa- 
vorites before Mr. Garvin took 
charge as the presiding officer. 

John B. Dwyer of Acco Products, 
Inc., started the serious part of 
the evening’s program with a 
thought provoking address en- 
titled “Planned Selling.” On the 
premise tha’ the salesman has too 
often been left to depend upon his 
own resources, Mr. Dwyer urged 
the adoption of the habit of plan- 
ning when not selling. Planned 
selling does not eliminate routine, 
he indicated, but it keeps salesmen 
out of the rut. A salesman is like 
a soldier going into battle. The 


period of preparation is long, the 
battle is short. Therefore, he 
serves best, and sells best, who 
comes best prepared. 


“Service Means Sales” was the 
next subject, expounded by Her- 
bert C. Hooks of the Moore Push- 
Pin Company. Salesmanship, as 
interpreted by Mr. Hooks, means 
the ability to serve. In order to 
render efficient service the sales- 
man must have an _ exhaustive 
knowledge of the products he is 
selling, have the ability to make 
this knowledge available to pros- 
pects, and have an extensive un- 
derstanding of the prospect’s busi- 
ness so that intelligent suggestions 
as to applications can be made. 
Knowledge gives the salesman con- 
fidence in himself and in his mer- 
chandise. The combination is un- 
beatable. 

The third address of the evening 
was by Alvin R. Skibbe, who re- 
peated his illustrated lecture, 
“Windows—As the Public Sees 
Your Business,” for the benefit of 
those who were unable to attend 
the Tuesday afternoon session. 


Max Vaught of the Gunn Furni- 
ture Company then presented an 
informative discussion on “The 
Importance of Fine Offices.” Mr 
Vaught’s initial premise was that 
a fine office is more than just a 
beautiful one. It must also be well 
planned. It must provide efficiency 
as well as external attractiveness. 
That is why the furniture sales- 
man should accept the challenge 
of his obligation to his customer 
and sell him a unified office. 

The program was concluded by 
a revealing dialogue between Pres- 
ident Hampton and General Man- 
ager Garvin. Mr. Garvin asked 
some searching questions and Mr. 
Hampton gave some _ interesting 
replies. 

To the query, “Can a salesman 
earn a living in a forty to forty- 
four hour week?’, Mr. Hampton 
replied, “He can make a living, but 
he will never make a success.” 

Another question propounded by 
Mr. Garvin was, “How can sales- 
men remember all that is told 
them in sales meetings?” To which 
Mr. Hampton replied that in his 
organization every salesman makes 
notes of what impresses him dur- 
ing a meeting and turns in a copy 
of his memorandums, to be corre- 
lated with the notes of the other 
men. A complete copy of the in- 
tegrated notes is supplied to each 
man for study and reference. The 
accumulated information is inval- 
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ON OPPOSITE PAGE.—Some of the delegates 
and ladies who gathered in Boston for the 
A. annual convention. 

1. Seated: Ralph E. Williams. Weldon Rob- 
erts Rubber Co.; F. B. MacMillan. Hobbs 
& Warren, Boston; John A. Riedell, Wel- 
don Roberts Rubber Co.; H. B. Van Dorn. 
Jos. Dixon Crucible Co.; Garrett Roberts. 
Weldon Roberts Rubber Co. Standing: 
William Block, Victor Safe & Equipment 
Co.; J. N. McCardell, Maryland Office 
Supply Co., Baltimore, Md.; Sam Jason. 
Jason Staty. Co., Montreal; J. H. Schermer- 
horn, Joseph Dixon Crucible Co. 

2. Seated: T. Harris Keon, Mohican Pencil 
Co.; Mrs. Keon; Mrs. James R. Armington: 
A. W. Williams, Stationers Guild of Amer- 
ica. Standing: Dick Healy, Santa Fe Book 
& Staty. Co., Santa Fe, N. M.; Wash L. 
Jaques, Jaques & Co., New York. 

3. Irving M. Levy. Art Steel Co.; Juan 
Orozco, Havana, Cuba; R. Battelle. 
Peerless Key-Imperial Mfg. Co. 

4. Henry Riegel. Sengbusch Self-Closing 
Inkstand Co.; Al Rebhan, Blake & Rebhan 
Boston; John E. Brooks, Brooks Mfg. 

°. 

5. William E. Driscoll, The Carter's Ink Co.; 
H. E. Hawkins, Stationers Loose Leaf Co. 

6. T. Carl Smith, Columbus Blank Book Mig. 
Co.; Mrs. Smith. 

7. Mrs. William Kelly; William P. Kelly. 
Office Equipment Co., Louisville, Ky. 

8. W. P. Corbett, Hotchkiss Sales Corp.; 
Mrs. Corbett. 

9. Mrs. A. E. Johnson; A. E. Johnson, Hotch- 
kiss Sales Corp. 

10. Outgoing president Harold Hampton tells 
his successor, Owen G. Bayless, the good 
times lying ahead in association work. 

11. Claude Conger, Trussell Mig. Co.; Elmer 
E. Bates, Quality Park Envelope Co. 

12. Guy Hart. Joseph Dixon Crucible Co., and 
Mrs. Hart. 

13. William F. Block, Victor Safe & Equip- 
ment Co., and Ed Little. Wabash Cabinet 
Co., in charge of banquet details. 

14. Pete Murrett, Ryan & Williams. Buffalo; 
Carl G. Grimes. Grimes-Stassforth Co., 
Los Angeles. 

15. Seated: Sam Jason, Montreal, Que.; Mrs. 
Jason. Standing: Jack Cody; C. F. Cody: 
Mrs. C. F. Cody, all of C. F. Cody Co., 
Dubuque, Iowa. 

16. Sitting: Ed-var M. Berry, Loring, Short & 
Harmon; Mrs. Frank R. Curtiss; J. S. King. 
Loring, Short & Harmon. Standing: Fran 
R. Curtiss, Neva-Clog Products, Inc.; 
— S. Carroll, Neva-Clog Products. 
nc. 

17. Seated: E. N. Rogers, Koh-i-noor Pencil 
Co.; W. R. Dolliver, Providence Paper 
Co.; Thure Bengston, Adkins Printing Co., 
New Britain, Conn.; James T. Towhill. 
James T. Towhil!l Co., Boston; W. G. 
Taylor, The Carter's Ink Co. Standing: 
Sam Clayton, Koh-I-Noor Pencil Co.; Bill 
Driscoll, The Carter's Ink Co. 

18. Seated: T. Harris Keon, Mohican Pencil 
Co.; Bill Evans, W. A. Sheaffer Pen Co.; 
Herbert A. Sweatt and E. A. Brigham. 
G. C. Prince & Sons, Lowell, Mass.; Robert 
I. Berman, Markwell Mig. Co. Standing: 
Charles P. Anderson, Thomas Groom 6 
Co., Boston; L. A. Hanse, W. A. Sheaffer 


Pen Co. 


uable, especially to a new man on 
the sales staff. 

The Sales Institute was ad- 
journed at about nine o’clock to 
permit attendance at the Five Cen- 
turies of Progress Exposition. 


Wednesday 


Dealers at the convention met 
in an all-day executive session on 
Wednesday. Meetings were also 
held during the morning by the 
manufacturers’ and sales man- 
agers’ divisions, and the field divi- 
sion. The manufacturers and 
sales managers met in a joint ses- 
sion under the chairmanship of 
Andy Maish. The general topic of 
discussion was current conditions 
and their effect upon various mar- 
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kets. President Hampton and 
General Manager Garvin were in 
attendance for brief periods. 

The field division meeting was 
presided over by Jack Johnstone. 
It was a short session at which the 
new vice-president and chairman 
of the field division, Harry Nichols 
of the Weis Manufacturing Com- 


Gores G. BAYLESS, vice-presi- 
dent and assistant general manager 
of the Lowman & Hanford Company, 
pioneer Seattle stationery and office 
outhtting house, takes the presi- 
dency of the National Stationers As- 
sociation well equipped mentally 
and physically for the post. A keen 
student of human nature with a 
deep, cultural interest in the fine 
things in life, he also possesses a 
splendid business ability coupled 
with sound “common” sense. 
President Bayless was born in De- 
troit, Mich., lived there for two 
years and, in his own words, “has 
never seen it since!’ When his edu- 
cation was completed he lived for 
some time in New York City, this 
period being followed by a twelve 
year residence in Philadelphia. In 
1905 he joined the fine stationery 
and engraving industry in the em- 
ploy of the Dreka Company. Later 
he became affliated with the 


pany, was formally introduced. 

The exposition hall was open all 
day. 

Designated as Governors’ Day, 
the final day of the convention 
was devoted in the morning to a 
meeting of the new board of con- 
trol with the retiring board. A 
large number of regional gover- 


The New President 


E. A. Wright Bank Note Company. 
From 1910 to 1912 he was in the 
model stationery store operated by 
the Eaton, Crane & Pike Company 
in Pittsheld, Mass. 

In April, 1912, he moved to Seat- 
tle to take a position with Lowman 
& Hanford. That connection con- 
tinued until October, 1917, when he 
resigned to enter the Army at Camp 
Lewis, Wash. The succeeding years 
of his business career are described 
by Mr. Bayless in the following few 
words: 

“Sold automobiles; Packards, 
Hudsons and WNashes under one 
agency, 1919-1920. Entered whole- 
sale stationery business with two 
other men, July 1920 to 1921. Re- 
signed to become northwest sales 
manager of Eaton, Crane & Pike 
with headquarters in Seattle, 1922. 
Resigned to accept position of as- 
sistant store manager of the new 
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nors was present. The session was 
opened by President Hampton, 
who turned the gavel, symbolic of 
the presidency, over to Owen Bay- 
less. 

The exposition was open from 
ten a. m. to twelve noon, when the 
thirty-fourth N. S. A. convention 
was Officially adjourned. 


Uptown Lowman & Hanford store 
in December, 1922. Made merchan- 
dise manager in 1928. Elected vice- 
president and assistant general man- 
ager in December, 1935, supervising 
merchandising, advertising, person- 
nel and acting as sales manager.” 

His sincere affection for the in- 
dustry and everyone in it, and his 
enthusiastic acceptance of any work 
sent his way, has provided Mr. Bay- 
less with many “extra” duties. He is 
president of the Pacific Northwest 
Stationers Association, governor of 
District No. 11 of N. S. A., and is 
active in the Kiwanis Club, Cham- 
ber of Commerce of Seattle, and for 
twenty years has been an active 
charter member of the local Amer- 
ican Legion Post. 

Twenty-eight years ago Mr. Bay- 
less was married. Today he has a 
married daughter, whose husband is 
a naval aviator, and a grandson of 
whom he is extremely proud. 


Convention Entertainment Activities 


Is keeping with the record for 
fine entertainment features estab- 
lished at previous NSA conven- 
tions, the recreational activities 
of the Boston gathering were un- 
excelled. Delegates and _ their 
ladies were provided with oppor- 
tunities for personal acquaintances 


with historical Boston and its 
environs and to engage in what- 
ever forms of fun or frolic suited 
their moods. 

The ladies entertainment pro- 
gram, under the able direction of 
Mrs. Guy Hart and her commit- 
teewomen, got off to a flying start 


on Monday afternoon with a 
sight-seeing tour of ancient and 
modern Boston. The ladies were 
taken in buses to principal points 
of interest. The trip included 
stops at Bunker Hill, Charlestown 
Navy Yard, the Frigate Constitu- 
tion, Old North Church, Paul 





PARADE OF THE FLAGS AT THE ANNUAL BANQUET.—(1) W. N. Con- 


Spanish-American war soldier. (5) Joe Murphy. United States Army 


of 1817. (6) Norman Charlton, United States Marine. (7) William Mul- 


nor, Jr., Continental soldier. American Revolution. (2) Joe Vultaggio. 
loy, United States Navy, 1917. 


Union soldier. (3) H. K. Michel, Confederate soldier. (4) Hardy Horie. 
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TWO VIEWS OF THE LADIES WHO WENT ON A TRIP TO THE HARTWELL FARM 
PROGRAM ARRANGED FOR THE FAIR VISITORS.—(Inset) Demonstration of the prizes awarded to and won by the ladies during 
the convention. 


Revere’s House and the Map- 
parium at the Christian Science 
Publishing Company. In each bus 
was an experienced lecturer who 
provided interesting and accurate 
data concerning each place visited 

Tuesday morning the ladies 
went on another sight-seeing 
tour. This time the trip included 
residential Boston and Cambridge. 
The first stop was made at the 
Agassiz Museum of Glass Flowers 
where the esthetic senses of the 
ladies were thrilled by the beauty 
and delicacy of the artificial blos- 
soms. Arlington was the next 
scene visited, followed by Lexing- 
ton, where a stop was made at 
Lexington Green and the Hancock 
Clark House, in which are many 
precious relics of the Revolution. 
Other places of special interest 


on the trip were the homes of 
Louisa Ma, Alcott, Ralph Waldo 
Emerson and Nathaniel Haw- 
thorne. An old-fashioned lunch- 
eon was enjoyed at the historic 
Hartwell Farm, Lincoln, Mass. The 
Hartwell homestead was built in 
1636. It has been completely re- 
built and is now a popular place 
of pilgrimage for Boston visitors. 
On Wednesday, the ladies were 
entertained at luncheon and 
bridge at the University Club 


The Annual Banquet 


The high point in the general 
entertainment program was the 
annual banquet held in the Grand 
Ballroom of the Copley - Plaza 
hotel. The theme of the evening 
was “The Stars and Stripes For- 
ever.” Stirring military music was 


AT LINCOLN, MASS., AS PART OF THE 


provided by the uniformed Bos- 
tonia Band. 

Early in the evening the nearly 
one thousand who attended the 
banquet began gathering at the 
Copley-Plaza. While the group was 
assembling, the band played a 
number of popular songs. Finally 
the long speakers table (the table 
was big but the speakers few and 
brief in their comments) was 
filled and the evening’s program 
got under way. The first event 
was a beautifully staged patriotic 
pageant presented under the 
smooth direction of General Man- 
ager Garvin. While the band 
played appropriate music, men 
dressed to represent specific eras 
in United States history appeared 
on the balcony and held aloft 
flags of the period. The men who 
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participated in the pageant are 
pictured on page twenty. 

During the early part of the 
evening a vocal quartet rendered 
a number of patriotic songs. 

Before the evening had gotten 
very far under way General Man- 
ager Garvin called Jim Arming- 
ton to the microphone and pre- 
sented him with a silver service 
set in recognition of his long and 
Selfless service to N.S.A. With 
characteristic modesty, Mr. Arm- 
ington accepted the gift in the 
name of Mrs. Armington and him- 
self and expressed the hope that 
he could continue to do associa- 
tion work. 

Following the introduction of 
the officers and the members of 
the Board of Control and their 
wives, seated at the head table, 
President Harold Hampton spoke 
briefly. He commented upon the 
fine coOperation that he had re- 
ceived during his two years as 
head of the association and ex- 
pressed appreciation for the fact 
that his travels had enabled him 
to meet “the best people in the 
United States.” At the conclusion 
of his remarks, he was presented 
with a beautiful watch on the 
back of which was engraved the 


BOSTON VISITORS POSE FOR THE CAMERA. 
1. Seated: Frank Palmer, H. W. Davis, Paul 
E. Burbank. Eaton Paper Corp.; Frank H. 
Fargo, Frank H. Fargo Co., Bridgeport, 
Conn.; A. R. Skibbe, Associated Stationers 
Supply Co., Chicago. Standing: L. ‘ 
Morris. P. Gordon Walter, Joseph Dixon 
Crucible Co.; J. D. Horne, Eberhard Faber 
Pencil Co. 

. S. Jacobs, Multikolor Pencil, Inc. 

Tracy Higgins. Chas. M. Higgins & Co., 
Inc.; Lou Caracci, Nor-Wood Co., New 
York; Dick Jonas, Oxford Filing Supply 
Cc 


Wr 


oO. 

4. H. A. Sturdevant, Ben S. Grayson, Ace 
Fastener Corp. 

5. Seated: Estelle Kraft, Rhys Llewellyn 
Sr., Margaret Cone. Standing: Paul Ma- 
jor, Stanley Llewellyn Rhys Llewellyn. 
- a. R. H. Llewellyn Co., Manchester, 


6. Seated: Jack Johnstone, Wallace Pencil 
Co.; Wash. Jaques. Jaques & Co., New 
York; R. A. Jonas, Sr., Oxford Filing Sup- 
ply Co. Standing: Frank Carroll and 
Frank R. Curtiss. Neva-Clog Products. 
Inc.; Ed Manning, Stein Bros. Mig. Co. 

7. Jim Hobart; Lou Brown; J. C. Musser; 
J. D. Horne; A. C. Van Horne; Eberhard 
Faber seated, Eberhard Faber Pencil Co. 

8. Charles P. Lipman, George B. Graff Co. 

9. Bill Miller, General Pencil Co.; I. Shul- 
kind, Allen Stationery Co. 

10. Seated: Don McLeod, Spencerian Pen Co.; 
Harry L. Nichols, Weis Mfg. Co.; John 
Eshleman, Ream’s, Lancaster and Harris- 
burg, Pa.; Stan Woodruff, Weis Mig. Co. 
Standing: Geo. Malcolm and Ted Caswell, 
F. S. Webster Co. 

ll. Mrs. E. H. Thomas, Miss Jean Thomas 
C. C. Shee, Oakville Co., Mrs. Shee. 

12. Ebenezer Wallace, Southern California 
Stationers, Los Angeles. 

13. B. S. Shulkind, Allen Stationery Co., Bos- 
ton; R. A. Weissenborn, General Pencil 
Co. 

14. Cal Cameron, Chet Penske and E. F. 
Daily. Meilink Steel Sate Co. 
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words, “To Harold From His Pals 
—1939.” 

President-Elect Owen G. Bay- 
less was the one other speaker of 
the evening. In his brief state- 
ment, he included the challenge 
“We must step out—get out in 
the front, and stay there.” 

George Hayes, chairman of the 
Boston convention committee was 
called upon to say a few words. 
He did literally just that, simply 
expressing thanks to everyone 
who helped to make the conven- 
tion a success. 

After the entire group had sung 


“Till We Meet Again” the room 
was cleared and dancing was en- 
joyed until late in the evening. 

On Thursday afternoon the an- 
nual golf tournament, reported in 
detail on other pages, was held at 
the Woodland Country Club, Au- 
burndale, Mass. Some _ golfers, 
eager to test their skill before the 
tournament play started, reached 
the course early in the morning 
for a practice round. There has 
been no evidence presented as to 
whether or not this advance play 
resulted in lower scores in the 
tournament proper. 


Five Centuries of Progress Exposition 


Fourth Presentation of Exhibit Rich in New 
Products, Colorful Displays and Dealer Interest 


| or the opening of the 
Fourth Five Centuries of Progress 
Exposition occurred on Monday 
morning, September 18, at 10:00 
o’clock. Actually, interested con- 
ventionites began their inspections 
of industry products on display 
in the grand ballroom of the Stat- 
ler hotel as early as Saturday af- 
ternoon preceding the convention. 
Some of the booths were not com- 
pletely set up, but under the gen- 
eral supervision of Harry Tehan, 
exposition chairman, progress was 
rapid and sure so that Monday 
morning found everything in 
readiness for formal opening. 

While some conventionites were 
registering and others were at- 
tending special committee meet- 
ings on Monday morning, the ma- 
jority of those in attendance 
flocked into the exposition hall. 
Shepherded by Harry Tehan and 
his able lieutenant, Joe Strauss, 
registrants toured the merchan- 
dise fair to the mutual benefit of 
themselves and the _ exhibitors. 
The opening day record continued 
throughout the four days that the 
show was open. 

As on previous occasions, only 
dealers with official visiting cards 
and registered delegates were ad- 
mitted to the hall. The exposition 
hours were as follows: Monday 
10:00 A.M. to 1:00 P.M. and 5:00 
P.M. to 10:30 P.M. Tuesday—5:00 
P.M. to 10:30 P.M. Wednesday 
10:00 A.M. to 5:00 P.M. Thursday 

10:00 A.M. to 12:00 Noon 

Several special features were 
sponsored by individual exhibitors 


One activity that attracted wide 
attention was a demonstration of 
making paper by hand given by 
Walter Normal of Eaton Paper 
Corporation. Mr. Norman is one of 
the last handmade paper makers 
to be trained in this country back 
in the late seventies and early 
eighties. Working with a small 
model vat, he showed the various 
steps involved in producing fine 
paper without the aid of modern 
production machinery. 

The quarter size desk displayed 
by the Gunn Furniture Company 
attracted particular attention be- 
cause it was covered with gold 
leaf. It was pointed out that the 
gold leaf finish was not offered as 
standard. The precious metal cov- 
ering was used simply to indicate 
the quality of the desk. 

Exciting interest in the George 
B. Graff Company booth was a 
model of a typical old New Eng- 
land covered bridge. Set in a New 
England scene, it was used as a 
central display figure, carrying 
the invitation to visitors to see 
the countryside. 


Frank Horie, Boston manager of 
the Boorum & Pease Company de- 
signed the B&P exhibit, but was 
unable to be present during the 
convention because of illness. The 
excellence of his work is attested 
by the enthusiasm of visitors. 

Just before it was time to shift 
material and merchandise for the 
Cramer Safe and Office Equipment 
Company’s display, a fire de- 
stroyed the Cramer plant, includ- 
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CONVENTION WHATNOTS!—(Top) Miniature 
desk and chair with business man and as- 
sistant, which, revolving on turntable, was 
an outstanding attraction. Picture of model 
office below. Desk was coated with gold leaf. 
(Center) George Harris, G. & C. Merriam Co., 
and R. E. Hodge, Gary Office Equipment Co., 
watch Walter Norman, Eaton Paper Co., mak- 
ing fine paper. (Lower) Diminutive page who 
announced the Bates Mig. Co.’s movie “‘It's 
the Little Things That Count.” 





Fourth Five Centuries of Progress Exposition 


. Banker's Box Co. 
2. The Globe-Wernicke Co. 
3. Ace Fastener Corp. 
4. F. A. Weeks Mfg. Co. 


the intended convention ex- 
By shipping samples from 
a dealer’s stock, the Cramer “show 
went on.” Placards in the booth 
referred to the fire and its effect 
upon the display. 
During exposition, 


ing 


hibit 


the memo 


5. Boorum & Pease Co. 

6. Victor Safe & Equip. Co. 
7. Finch & McCullouch, Inc. 
in Co. 


8. Moore-Push P 
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books titled “Don’t 
member” were distributed at the 
exhibit. Each 


Finch & McCullouch 


copy handed 
Suggestion that 
tions be made du 
tion. 


was 


Im} 


Forget 


out 
portant nota- 


41 
ne 
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to Re- 


with the 


conven- 


9. Ever ReadyCalendar Mfg. Co. 
10. L. E. Waterman Co. 

ll. Eagle Pencil Co. 

12. Auto. Pencil Sharpener Co. 


Among the recipients of Ester- 
brook fountain pen and pencil 
sets as prizes were the following 
C. F. Cody, Dubuque, Iowa; S. F 
Chidsey, New Haven, Conn.; D. A 
Shea, Boston and Harold Hamp- 


ton, Indianapolis 





s 


ELDORADO \ THINEX 


Office Equipment and Supplies on Parade 


1. Art Metal Construction Co. 5. All-Steel-Equip Co. 9. Art Steel Co. 

2. The Carter’s Ink Co. 6. Eberhard Faber Pencil Co. 10. Robinson Mig. Co. 

3. Weis Mfg. Co. 7. Security Steel Equip. Corp. 11. American Pencil Co. 

4. Joseph Dixon Crucible Co. 8. Wilson-Jones Co. 12. C. Howard Hunt Pen Co. 
(Photos by Fay Foto Service, Inc.) 


New York office ind Harry Sturdevant of Chicago were 


DESCRIPTIONS OF EXHIBITS in attendance 


ACCO PRODUCTS, INC., Long Y Exhibite¢ ACME VISIBLE RECORDS, INC., Chicago, Ill.—A complete 
moplete ne of A fold er f { e! ul folde display me ble equipment Those present included 
wel John B wyel! ir Voy ye. a vice-pre lent; D. R. Pinney, in charge of dealer 

na dealer ales 
OMPANY, INC Aurora, Il Featuring 
lead record Steel filing equipment, 
ets and desks were also exhibited 
il Sales Manager B. G. Wiley 


please) 
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As usual, The General Fireproof- 
ing Company entertained its deal 
ers at dinner on Monday evening, 
the eighteenth, the dinner follow 
ing @ social hour in which everyone 
had an opportunity to get ac 
quainted with others in the party. 
Officials of the company who were 
present included George C. Brain 
ard, president, and William Hoge 
sales manager. Harold Hampton 
president, and Charles P. Garvin, 
general manager of N. S. A., were 
special guests. Another honored 
guest was John C. Brainard, the 
father of the company’s president. 
Other guests included two General 
Fireproofing Company dealers who 
are past presidents of N. S. A— 
William Clegg of the Clegg Com- 
pany, San Antonio, Tex., and B. J. 
Bristoll of Koch Brothers, Inc., Des 
Moines. Mr. Hoge gave a word of 
welcome and acting as toastmaster 
introduced those who were seated 
at the speakers’ table. Mr. Brainard 
added his personal welcome and ex 
pressed his appreciation for the 
part played by the dealers before 


: Sng ' 
him in the distribution of the com- 
pany s produ 

The brief program osea with a 


; & : ; 
classi The Green ldiers—a 


Boston Notebook 
Gleanings 


« » 


| 
j 


story by Bill Hoge. told on y as Bill 
can tell it. This was a request num 
ber demanded by dealers who had 
heard it betore. The party then ad 
journed so that those who wished 
could spend the remainder of the 
evening in the exhibit hall. 


« » 


As a pre-convention outing for 
its dealers, the F. S. Webster Com 
pany carried out a full day's pro 
gram at Oyster Harbors Club, sit- 
uated near the town of Osterville. 
The guests were transported by 
chartered Greyhound buses, shown 
several spots of historic interest on 
the way, had the run of the club 
and grounds throughout the after 
noon, and were dined by the com- 
pany at noon and evening. George 
Malcolm, general manager of the 


company, and Mrs. Malcolm were 
present and gave the outing their 
own close personal supervision. 
They were ably assisted by Mr. and 


4 


Mrs. Ted Caswell, Mr. and Mrs. 
Walter Wentworth, and others of 
the Webster organization. 

Starting out in buses at the hotel, 
a stop was made at Plymouth, where 
many of the visitors had their first 
view of Plymouth Rock. Old, well 
preserved early New England houses 
were interesting to visitors from 
other parts of the country. Cran- 
berry bogs which lined the road in 
some places also attracted consider- 
able interest. The trip took the 
party over one of the two bridges 
crossing the Cape Cod canal and 
on to the Cape's southern shore. 
Shortly after arrival and a brief 
get-together period, the guests 
were escorted to the dining room 
where a large buffet luncheon was 
waiting. 

Despite heavy skies and intermit- 
tant showers the afternoon passed 
quickly and pleasantly. Among the 
sports indulged in were golf, swim- 
mina and ping-pong. The Oyster 
Club beach is only a nib- 
ick shot from the clubhouse. 


riarr r 


* The high point of the day was the 
New England shore dinner including 
lobster, clams and other appropri- 
ate dishes for embellishment. 
Boston 


The return to started 





GUESTS AT THE GENERAL FIREPROOFING COMPANY'S DINNER 
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MERRYMAKERS AT THE F. S. WEBSTER COMPANY OUTING DURING THE CONVENTION 


Staty. Co.. Colorado Springs. Colo.; G. T. Buchanan, Buch- 


1. Bathers—Martin Murrett. Ryan & Williams Co., Buffalo, N. Y.; 
Willis Mohn, Jr.; F. M. Roberts, Derryfield Press, Inc., Man- anan Staty. Co.; Wichita Falls, Tex. A light shower started 
chester, N. H. Standing: Mrs. R. R. Tuttle, Rutland, Vt.; before the photographer could operate the shutter of his 
E. A. Brigham, G. C. Prince & Son, Lowell, Mass.; Mrs. camera. 
Brigham; Mrs. H. A. Sweatt; Mrs. J. R. Hosking, Lawrence. 5. Mrs. C. H. Everly. Mrs. J. S. Parrott. 
Mass.; Mrs. Roberts. 
6. Dick Healy. Santa Fe Book & Siaty. Co., Santa Fe. N. M.; 
2. Stan Llewellyn, Manchester, N. H.; Mary Lea Buchanan and Ted Caswell, F. S. Webster Co.; Sam Rosendorf, Southern 
Mrs. G. T. Buchanan, Wichita Falls, Tex. Stamp 6 Staty. Co., Richmond, Va. and William Clegg, The 
3. Mrs. Walter Wentworth: George Malcolm, general manager, Clegg Co., San Antonio, Tex. Picture taken after sundown. 
F. S. Webster Co.; Mrs. Ted Caswell. . Charles G. Conklin, Conklin Office & School Supply Co., 
4. And the rains came.—F. M. Roberts, Derrytfield Press, Inc., Springfield. Mass.; Mrs. Conklin. 
Manchester, N. H.; E. J. Eggleston, Eggleston Office E  * 8. Wash Jaques, Jaques & Co., New York; Mrs. William Clegg; 
ment Co., Poughkeepsie. N. Y.; Mrs. H. A. Sweatt: H. A. Mrs. H. S. Riley; Herb. S. Riley, Outwest Ptg. & Staty. Co., 
Sweatt, G. C. Prince & Son, Inc., Lowell, Mass.; E. A. Colorado Springs. Colo. 
Brigham, G. C. Prince & Son, Inc.; Bill Thomas, F. S. 9. Willis Mohn, Jr., Mrs. Mohn, Sr., Willis Mohn, Sr., Holden- 
Webster Co.; Mrs. Roberts; Herb. S. Riley, Outwest Ptg. & Kahler Co., Cedar Rapids, Ia. 
about nine oclock. Most of the ram was an experience which those Boston, at which twenty of their 
visitors made it an occasion for who participated in it will never visiting members to the N. S. A. 
merriment exoressea in son gy the T 1eET nvention were present. It was an 
eas « » ; , 
nging continuing pra I ccasion when those from different 
ut nterrut or + b a ¢ OSU id ot America part: of the country had an oppor- 
he city of Boston itselt 3 dinner on Monday evenir tunity to discuss the Guild mer- 
The sur f the , ° nber 19 he Statler Hote handise they have for sale and to 
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THE F. S. WEBSTER COMPANY PARTICIPATE AT OYSTER HARBORS CLUB NEAR OSTERVILLE.—This large 
group of early registrants at the convention was entertained by Webster executives all day Sunday, September 17. 


offer suggestions for additions and 
improvements. The dinner was an 
enjoyable gathering and a feeling 
of good will prevailed. The busi- 
ness meeting following the dinner 
was conducted by Al Williams, the 
general manager of the Guild. He 
expressed himself as being glad to 
have the opportunity of welcoming 
again those attending what has now 
become an annual get-together 
meeting. Those present were as fol- 


Ows: 

Walter Ruedy, S. G. Adams 
Company, St. Louis, Mo.; W. G. 
Robbins, Carolina Office Equip- 


ment Company, Rocky Mount, N. 
C.; William F. Laskowski, Jr., Cot- 
terel Company, Harrisburg, Penna.; 
C. E. Pierce, Jr., and Mr. Evans of 
Davis & Banister, Inc., Worcester, 
Mass.; Thomas Groom and George 
Hayes of Thomas Groom & Com- 
pany, Boston; Wash Jaques, Jaques 
& Company; Inc., New York, N. Y.; 
E. A. Kramer, E. A. Kramer & Com- 
pany, New Haven, Conn.; R. L. 
Thomas, Lucas Brothers, Inc., Balti- 
more, Md.; H. R. Frisbie, Roberts 
Office Supply Company, Portland, 
Me.; P. J. Murrett and Martin 
Murrett of Ryan & Williams, Inc. 
Buffalo, N. Y.; S. S. Rosendorf, Jr. 
Southern Stamp & Stationery Com 
pany, Richmond, Va.; James E. Fee 
ley, Springfield Office Supply Com 
pany, Springfield, Mass.; Al Pres 
ton, Utica Office Supply Company 
Utica, N. Y.; Woodson P. Waday, 
Everett Waddey Company, Rich 
mond, Va.: Merritt Ober, Station 
ers, Inc., Indianapolis, Ind.; George 
Wustner, Wm. Murphy Sons Com 
pany, Philadelphia, Penna.; A. W. 
Gill, A. W. Gill Company, Tren 
ton, N. J.; Norman Watts, Office 
Equipment Company, Louisville, 
Ky., and W. H. Patterson, Johns 


town Office Supply Company 
Johnstown, Penna. 
« » 

A distinguished visitor to the con 
vention was Verne E. Miller of the 
Philippine Education Company, Inc. 
Manila. In the United States on a 
combination vacation and business 
visit, Mr. Miller naturally attended 
the N. S. A. conclave where he 
could gather ideas and inspect mer 
chandise lines with a view to distri 
bution in the Philippines. His or 
ganization operates the largest 
printing plant in the Islands and is 
the largest distributor of books, sta- 
tionery and magazines in that mar 
ket. Among the United States man 
ufacturers now represented are The 
Carter's Ink Company, Boorum & 
Pease Company, Eaton Paper Cor- 
poration and Joseph Dixon Crucible 
Company. 

Mr. Miller went to the Philippines 
after the Spanish-American War in 
1898 with the Philippine Bureau of 
Education. In that work he recog- 
nized the possibilities of a commer 


and established his 


cial enterpris 
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business in 1907. From a one-man 
organization it has grown into a 
firm with 600 employes and branches 
throughout the Islands. 

Mr. Miller, accompanied by Mrs. 
Miller, arrived in the United States 
at Los Angeles last February. Fol 
iowing a two and a half months mo- 
tor trip through the U. S., he estab- 
lished headquarters at Littleton, N. 
H., where he owns a farm. He ex- 
pects to remain in the United States 
until next December. 


« » 


A successful meeting of the Fifth 
District of N. S. A. in 1940 is al- 
ready assured. At the Boston con- 
vention, Merritt L. Ober, president 
of Stationers, Inc., Indianapolis, and 
treasurer of the Indianapolis con 
vention committee, which is spon 
soring the Fifth Regional assembly, 
presented the National Stationers 
Association and C. N. Leonard 
governor of District No. 5, with a 
check for $105.00. The check cov- 
ers the N. S. A. per capita tax of 
$1.00 for each paid district conven 




















FACSIMILE OF CHECK TURNED OVER TO N. S. A. AT THE BOSTON CONVEN- 
TION, INDICATIVE OF ONE HUNDRED FIVE ADVANCE REGISTRATIONS FOR THE 
1940 CONVENTION OF THE FIFTH DISTRICT. 


OCTOBER, 1939 


tion registration. All of the 105 
paid-in-advance registrations for 
the meeting to be held in Indianap- 
lis some time in April, 1940, were 
secured before the Boston conclave 
started and before the committee's 
major publicity campaign was 
launched. 

Mr. Ober indicated that the Sta- 
tioners Club of Indianapolis, whose 
members are all on the convention 
committee, want to pay tribute to 
Harold Hampton by having the 
largest district gathering in the his 
tory of N. S. A. They point out that 
Mr. Hampton has done a splendid 
job during his two years as presi 
dent of the National organization 
and that there is no better way to 
express their appreciation than to 
make his home district a success. A 
fine program is being planned for 
the 1940 meeting, one that will be 
of interest to all who attend. 


« » 


As one way of celebrating its 
hundredth anniversary in business, 


Equipment Company, Canton, Ohio, 
takes first place. At the Cocoanut 
Grove one night, three couples of 
professional dancers just returned 
from successes in Hollywood, chose 
three men and three ladies from the 
audience to trip the fast and furi- 
ous dances of the moment. Don 
was one of the amateurs selected. 
The event was announced as a con- 
test, which the agile Mr. Crile won 
with an ease that astounded his 
fellow stationers. The only trouble 
seems to have been that there were 
no prizes. 
« >» 

R. M. Fraser, Marshall-Smith, Inc.., 
Cleveland, Ohio, remarked during 
the convention that he was enroute 
to Baltimore to inspect the forty 
three million name Postindex visible 
installation in the offices of the So 
cial Security Board. 


« » 
At 9:30 Thursday morning a 
group of fifty conventionites met at 
the entrance to the Statler hotel 
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Book Company. Besides the guests 
of honor and the hosts, the follow- 
ing were present: Mr. and Mrs. 
Frank R. Fargo, Mr. and Mrs. Elmer 
Pape, and Mr. and Mrs. C. H. 
Everly. 

« » 

An interesting way to greet those 
attending the convention was found 
by the Markwell Manufacturing 
Company, who distributed copies of 
the New York Herald-Tribune each 
morning. 

« > 

Past-presidents who contributed 
to the success of the convention by 
their presence and participation in 
the program of activities included 
Ivan Allen, B. J. Bristoll, William C. 
Clegg and Woodson P. Waddy. 
N.S. A. is fortunate not only in the 

alibre of its members, but also in 
the continued support of the men 
who have served as officers. 

One of the high spots of Tues- 
day's program was the brief visit of 
Leverett Saltonstall, governor of 





CONVENTIONITES AS GUESTS OF DENNISON MANUFACTURING COMPANY.—Officials of the company 
were hosts to this group at the Framingham (Mass.) Country Club where they enjoyed a delicious turkey 
dinner on Thursday, September 21. Previous to journeying out to the club the visitors were conducted on 
a tour of inspection of the Dennison plant at Framingham. During the convention a number of other 
stationers went to Framingham where they were escorted through the factory by company officials. 


Southworth Company was host 
more than eighty dealers and 
manufacturers during the week-end 
preceding the convention at Chat 
ham Bars, Cape Cod. The pleasure 
trip, which started Friday and con 
uded Sunday, was supervised by 
Paul Cheney, Southworth sales man 
ager. The enthusiastically enjoyed 
program included a clam bake, a 
obster dinner, a cocktail party and 
3 fishing expedition. 


« » 


When it comes to jitterbug cor 
c + 


D r Crile + ine COC) lal =" 


to take a bus-trip to Framingham 
as guests of the Dennison Manufac 
turing Company. Under the super 
vision of Andy Maish and Ted 
Brocken they toured the Dennison 
plant and then enjoyed a turkey 
dinner at the Framingham Country 
Club. It was a pleasurable occa 
ion much appreciated by all those 
who participated. 


« >» 


In honor of Mr. and Mrs. Harold 
Hampton, a breakfast was given 
Thursday morning by Mr. and Mrs. 
Harry Ferry of the National Blank 


Massachusetts. A couple of false 
snnouncements of his arrival did not 
dampen the enthusiasm with which 
he was greeted when he entered the 
ession hall. Applause followed him 
to the platform and continued long 
after he had reached the micro- 
pnone. 


« » 


When Walter F. Cushing, dean 
of stationers in Boston and first 
president of the Boston Stationers 
Association which commemorated 
its fiftieth anniversary last year, put 

1n appearance Monday morning 
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it was an occasion for celebration. 
His visit to convention headquarters 
became a veritable reception. 

« > 

Ed Keeling, head of the wholesale 
division of the Art Metal Construc- 
tion Company, and Mrs. Keeling 
were prominent among those enter- 
taining visitors at the convention. 
There was never an idle or dull mo- 
ment at Art Metal headquarters. 

« » 

Dick Healy of Santa Fe, New 
Mexico, followed the air lanes to 
Boston. He helped to lift a little 
higher the fine attendance recorded 
by the Far West. 

« »> 

A regretted occurrence was the 
receipt of a cable stating that G. 
H. Eyles, the delegate from the Sta 
tioners Association of Great Britain 
and Ireland would be unable to at 
tend the convention. He sent 
greetings from his organization and 
expressed regret that general con 
ditions made his intended visit im 
possible. 

« » 

A new method of getting an 
audience into a meeting room was 
introduced at the Sales Institute 
Tuesday evening. A lively five-piece 
orchestra drew the crowd in and 
group singing of ‘Let Me Call You 
Sweetheart," ‘Sweet Adeline,"’ and 
some other favorites warmed every- 
body up in short order. The or- 
chestra later added to the color and 
sparkle of the Five Centuries of 
Progress Exposition by playing in 
the exhibition hall. 

« »> 

R. A. Jonas, Sr., president of the 
Oxford Filing Supply Company, 
made the trip to the convention by 
airplane. |+ was his first experience 
with that mode of transportation. 

« »> 

Like Stentor of old, Jim Arming 
ton lifted his voice and the rolling 
tones of his message were heard 
throughout the hotel. ‘Gentlemen! 
Step right this way and register for 
the golf tournament!’’ Responsive 
to the invitation, Owen G. Bayless 
new N. S. A. president, presented 
himself, and signed the roster as 


Number | in the tournament. 
« »> 
With never failing courtesy and 


a skill that approaches very close 

to perfection, Ed Little handled the 

banquet tickets and seating again. 

How he has the cc urage to take on 

this chore every year is a mystery. 
« » 

Genial George Wolcott of the 


Wilson Jones Cz mpany 


there and everywhere, greeting old 
friends and making new ones. That 
man does get around. 

« » 

To Mr. and Mrs. Guy Hart we 
hand the laurels of success. As 
heads of the entertainment commit- 
tee and the ladies’ committee re 
spectively, they did splendid work 
providing delegates and their wives 
with a fine program of recreational 


and educational! activities. 


« » 

Rhys Llewe t Manchester, N. 
H., was very much among those 
present. He brought his entire fam 
ily with him a well as a part of the 
sales staff from his store. 

« » 

It was esting and pleasant tc 
see the tather and son combinations 
of Oscar Wilkerson senior and 
junior and Billy Diehl senior and 
junior strolling along the corridor: 
together. There is a genuine value 
in ‘‘qrowing up in the business. — 

« » 

Mr. and Mrs. Eberhard Faber 
graced the convention with their 
presence. The years make little 


change in Mr. Faber. He carries on 
serenely exten tina his long recora 
as an active participant in the in 
dustry s aovance. 


Harold McPike of Weis Manu- 
facturing Company is a nice looking 


little boy when he dons his little 
cap. The question is, how does he 
keep it on? 
« » 
Mr. and Mrs. George B. Graff 
were welcome attendants at the 





Old State House, Boston.—In front of this 
building occurred the Boston Massacre 
Photo, Boston Chamber of Commerce.) 
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ON OPPOSITE PAGE.—Officials, delegates 
and their ladies snapped at the convention at 
Boston. 


1. Mr. and Mrs. Phil M. Anderson, Newton, 


as. 

2. R. J. Freeman. Jasper Chair Co., E. V. 
Nichols, The Daniels Co., Muskegon, 
Mich.; George A. Litchfield, Louis T. Koer- 
ner, Jasper Chair Co.; R. C. Nichols, The 
Daniels Co. 

3. Doc Traver. Rud ae and W. A. Dun- 
can, Parker Pen 

4. Clem W. Seely. Scalins Office Supplies. 
Grand Rapids, Mich.; Claude W. Allen. 
The General Fireproofing Co. 

5. Harry Yager, David Kahn, Inc.; R. A. 
Urmston, J. S. Staedtler, Inc.; I. Shulkind. 
Allen Stationery Co., Boston; Bill Meyers 
and Julius Kahn, David Kahn, Inc. 

6. Phil Yawman; R. B. Williams; both of 
Yawman and Erbe Mfg. Co.; W. G. Sei- 
bold; K. C. Heinrich, both of Heinrich, 
Seibold Stationery Co.. Rochester. 

7. Harold D. Leach and George Graff, 
George B. Graff Co. 

8. Albert E. Farr, National Blank Book Co.; 
Herbert Walsh, Southworth Co.; Paul 
Buckwalter, National Blank Book Co.; 
Jack Fecho, Burrows Bros. Co., Cleve- 
land, Ohio. 

9. John F. Molloy, John F. Molloy Co., 
Meriden, Conn.; Elmer Pape, Adkins Print- 
ing Co., New Britain, Conn. 

10. H. W. Edgren, Corry-Jamestown “+ Co.: 
R. O. Reilly, All-Steel-Equip Co.; W. B. 
Ellsworth, Corry-Jamestown Mig. Co 

ll. Jim W. Cooper, E. T. MacIntyre and R. S. 
Start, Defiance Sales Corporation. 

12. H. S. Bradford, D. R. Tabor, J. J. Whalen. 
all American Pad & Paper Co. 

13. Arthur L. King. Ward's. Boston; C. A. 
Stott, Chas. G. Stott & Co., Washington, 
D. C.; Frank R. Nichols, Columbia Ribbon 
& Carbon Co. 

14. Russell P. Carpenter, Fred Slaughter and 
Chuck Lofgren, Sanford Mig. Co. 

15. C. A. Slingerland and R. Pinney. 
Acme Visible Records, Inc. 

16. Herb S. Riley, Out West Printing & Sta- 
tionery Co., Colorado Springs, Colo; 
George Wolcott, Wilson-Jones Co.; 
Harold E. Hawkins, Stationers Loose Leaf 
Co.; W. H. Patterson, Johnstown Office 
Supply Co., Johnstown, Pa.; Reg M. Tuss- 
ing. York Safe & Lock Co 

17. M. L. Willig, Security Steel Equioment 
- <etearaas Fred Boswell, The Macey 


°. 
18. R. A. Weissenborn, General Pencil Co.; 
L. J. Tavernier, Fulton Swecialty Co., 
Harry Tehan, Charles M. Higgins & Co., 
Inc.; Lou Caracci, Nor-Wood Co., New 


York. 

19. Jack Linsky, Speed Products Co.; Mrs. 
Harry Azoff; Harry Azoff, Federal Station- 
ery Co., Boston, Mass. 

20. Cliff W. Cody Jack Cody, C. W. Cody 
Co., Dubuque, Iowa. 

21. R. M. Pound, Pound & Moore Co., C. H. 
Howell, T. H. Payne Co., Chattanooga. 
Tenn., E. A. Keeling, Art Metal Construc- 
tion Co. 

22. Charles H. Ramsev and J. B. Kemp, Jr., 
Ever Readv Calendar Mfg. Co. 

23. Carlvle Feldmann, Feldco Loose Leaf Co.., 
and E. C. Vevier, Loose Leaf Metals Co. 


nvention. Of late, during at least 
€ ght months of each year Mr. and 
Mrs. Graff make their home at 
Southern Pines, North Carolina. It 
has been some time since either has 
been present at an N. S. A. gather 


« » 


Horace B. Van Dorn, sales man- 
saer of the pencil department of 
Joseph Dixon Crucible Company, 
helped to guide uncertain feet in 
the way they should go by distri- 
buting pencils carrying the words 
Where there is drink, there is 
Janager.' It developed that this was 

entirely Horace's creation, but 
was simply a gratuitous service on 
part (unofficially) in extending 
jistribution of pencils used in 
Women's Christian Temperanc 
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Lig Annual 0. S. A. Golf Tournament 
Staged At Woodland Country Club 


Eastern Team Outpoints Western Representatives and 

Takes Possession of Eberhard Faber Trophy.—Low Gross 

Honors Taken by Jack Cody—Low Net Score Turned in 
by Dick Healy 


¢ ae golf tournament was one 
of the most important entertain- 
ment features of the convention. 
The outing was held at the Wood- 
land Country Club located at Au- 
burndale, Mass. With its hills, and 
trees flanking every fairway, the 
course is most intriguing. It is 
comparatively easy for those who 
shoot straight consistently but 
holds plenty of trouble for those 
who slice or hook. 


The big event of the tournament 
was the contest between teams 
representing the East and West. 
The East won and @will be 
custodian of the Eberhard Faber 
trophy until the convention in 
1940, which probably will be held 
at Chicago. First low net and low 
gross honors were open for dealer 
competition only. Dick Healy of 
Santa Fe Book & Stationery Com- 
pany, Santa Fe., N. M., won low 
net and received the _ Buffalo 
trophy. The Wis-Iil Club trophy 
for low gross went to Jack Cody 
of C. F. Cody Company, Dubuque, 
Iowa. 

For purposes of prize distribu- 
tion the players were divided into 
three flights, the division being 
made according to score. Low 
gross in the first flight went to 
Bill Keppie. The first five low net 
were Doc Traver, Ed Freeman, C. 
C. Shee, Duke Willey and Ray 
Weissenborn. 


Low gross in the second flight 
was won by Julius Kahn, with 
Dick Towne, Dick Healey, Ernest 
Lessard, Lou Tavernier and H. D. 
Brigham taking the first five 
places for low net. 


The winner of low gross honors 
in the third flight was W. H. Con- 
nor. Low net winners were H. B. 
Harris, Craig Sheaffer, Mat Blish, 
Garrett Roberts and Howard 
Palmer. 

Ninety convention visitors par- 
ticipated in the tournament. 
Ninety-two were present for the 
dinner and general good time 
which followed. 


The golf banquet was served at 


the clubhouse, after which the 
prizes were awarded. Through the 
generosity of the manufacturers 
there were prizes for all. Instead 
of having prizes designated in ad- 
vance, the committee had them all 
displayed on tables from which 
each player selected his own as 
his name was read. This led to 
some good natured bantering, par- 
ticularly at the beginning when 
those with the lower net scores 
had 100 valuable pieces of mer- 
chandise before them from which 
to make their selections. 

The hard working chairman 
who was principally responsible 
for the success of the tournament 
was James R. Armington. With 
the help of his committee he ar- 
ranged for prizes, for golf regis- 
tration, for the dinner and in fact 
the entire golf program. At the 
dinner Tom Stonhouse of W. A. 
Sheaffer Pen Company served well 
as an impromptu song leader. 
W. T. Taylor of L. E. Waterman 
Company, a member of the golf 
committee, announced the names 
of the golfers in the order of their 
net scores when it was time for 
prize distribution. 

Following are the names of companies 
and trade organizations which contrib- 
uted greatly to the interest in the tour- 


nament by their prize donations: Acco 
Products, Inc.; Ace Fastener Corp.; All- 
Steel-Equip Co.; American Crayon Co.; 
American Pencil Co.; American Pad & 
Paper Co.; Art Metal Construction Co.; 
Art Steel Co., Ine.; Autopoint Co.; 
Bankers Box Co.; Bates Manufacturing 
Co.; Binney & Smith Co.; J. C. Blair 
Co.; Boorum & Pease Co.; Boston Sta- 
Carter's Ink Co.; 
Columbia 
Cooke & 
Cook Co.; Defiance 
Manufacturing 
Joseph 


tioners Association; 
Columbian Art Works, Ine.; 
Ribbon & Carbon Mfg. Co.; 
Cobb Co.; H i 
Sales Corp.; Dennison 
Co.; Diebold Safe & Lock Co.; 
Dixon Crucible Co.; C. L. Downey Co.; 
Eaton Paper Corp.; 
Esterbrook 
Calendar Man- 
\. W. Faber, Inc.; Eber- 
Filing Equip- 
McCullouch; 
Gibson & 


Eagle Pencil Co 
Krie Art Metal Co 
Pen Co.; Ever Ready 

ufacturing Co.; 
hard Faber Pencil Co.; 
Bureau; Finch & 
Fulton Specialty Co.; C. R 
Co.; Globe-Wernicke Co.:; Goes Litho- 
George B. Graff Co.; 
Gregg Publishing Co.; Gregory Ink Co.; 
J. L. Hanson Co.; Heyer Corp.; Charles 
M. Higgins & Co.: Hoosier Desk Co.; 
Hotchkiss Sales Co.; C. Howard Hunt 


ment 


graphing Co.; 


15. 
16. 
17. 


18. 


18. 


20. 


21. 
22. 


23. 


24. 


25. 


26. 
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ON THE OPPOSITE PAGE 


W. F. Block, Victor Safe & Equip- 
ment Co.; E. B. Healy, Santa Fe 
Book & Stationery Co., Santa Fe. 
N. M.; F. H. (Ted) Caswell, F. S. 
Webster Co.; Craig Sheaffer, W. A. 
Sheaffer Pen Co. 

R. B. Vail, Vail Mfg. Co.; G. F. Grif- 
fiths, Noesting Pin Ticket Co. 

B. J. Bristoll, Koch Bros., Des Moines, 
Iowa; J. S. Parrott, Matt Parrott & 
Sons, Waterloo, Iowa; Sam S. Ros- 
endorf, Jr., Southern Stamp & Sta- 
tionery Co., Richmond, Va.; W. C. 
Clegg, The Clegg Co., San Antonio. 
Ray Urmston, J. S. Staedtler, Inc.; 
R. B. Sainberg, Sainberg & Co.; Ju- 
lius Kahn, David Kahn, Inc.; Lou Ta- 
vernier, Fulton Specialty Co. 

J. P. Dacey, Wilson-Jones Co.; Geo. 
K. Slater, Eagle Pencil Co. 

C. H. Woltman, R. H. White Co., 
Boston; John Previdi, Previdi Co., 
Danbury, Conn.; W. A. Evans, W. A. 
Sheaffer Pen Co.; Tom Stonhouse. 
E. T. MacIntyre, Defiance Sales 
Corp. 

Garrett Roberts, Weldon Roberts 
Rubber Co. 

P. J. Gilbert, Sears Roebuck & Co. 
Jim Armington, chairman golf com- 
mittee, A. B. Rebhan, Blake & Reb- 
han, Boston; T. Harris Keon, Mohi- 
can Pencil Co., and golf prizes. 


. Ronald Tope, Tope Book & Office 


Supply Co., New Philadelphia, Pa. 
C. W. Allen, The General Fireproof- 
ing Co. 


. H. M. Palmer, The General Fire- 


proofing Co. 


. Walter Nichols, Weis Mfg. Co.; 


Garry Dell, Acco Products, Inc.; 
S. B. Groom, Thomas Groom & Co., 
Boston, Mass.; Stan Woodruff, Weis 
Mig. Co. 

H. E. Hawkins, Stationers L. L. Co. 
H. P. Blish, Reyburn Mfg. Co. 

Duke Willey, The Carter's Ink Co.; 
Doc Traver, Parker Pen Co.; W. B. 
Keppie, Eaton Paper Corp.; Lee 
Ronan, Parker Pen Co. 

G. W. Pratt, Thomas Groom, Ben 
Willander, W. N. Connor, Jr., 
Thomas Groom & Co., Boston, Mass. 
Jack Cody, C. F. Cody Co., Du- 
buque, Iowa; A. W. Bingham, Jr., 
Boorum & Pease Co.; C. F. Cody. 
C. F. Cody Co.; E. E. Bates, Quality 
Park Envelope Co. 

H. C. McPike, Weis Mig. Co.; O. G. 
Bayless, Lowman & Hanford Co., 
Seattle, Wash; H. D. Brigham. 
Crane & Co.; H. L. Nichols, Weis 
Mig. Co. 

C. J. Worth, H. W. Lynn, A. G. Frost, 
Esterbrook Steel Pen Mfg. Co. 

G. Anderson, F. S. Webster Co.; 
J. B. Dwyer, Acco Products, Inc.; 
Ted Hargan, Yawman and Erbe 
Mfg. Co.; W. A. Wentworth, F. S. 
Webster Co. 

R. P. Towne, National Blank Book 
Co.; D. A. Crile, Office Equipment 
Co., Canton, Ohio; R. A. Jonas, Jr.. 
Oxford Filing Supply Co. 

Geo. Harris, G. & C. Merriman Co.; 
W. G. Oliver, Eaton Paper Corp.; 
J. A. Gilbert, Office Appliances; 
Frank H. Palmer, Eaton Paper Corp. 
H. W. Hofmann, M. W. Forrest, Den- 
nison Mfg. Co.; E. J. Lessard, Les- 
sard Prtg. & Staty. Co., St. Louis. 
Dave Price, Eagle Pencil Co.; H. J. 
MacNeill, Binney & Smith Co.; R. A. 
Weissenborn, General Pencil Co.; 
Ed Polmatier, Conklin Office Supply 
Co., Springfield, Mass. 
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© CONVENTION ADDRESSES e 


Presented in the Sequence of Their Order on N. S. A. Convention Program 


Twelve Years After 


0. October 13, 1927 it was my 
very great pleasure to sit at the 
head table at the Hotel Statler, of 
your charming city, as the presi- 
dent-elect of the National Sta- 
tioners Association. 

Looking through the old records 
of the Association I have just read 
again a message I wrote for the 
National Association News at that 
time, and I am quoting a few lines 
from that message: 

“I wish to embrace this opportunity 
to greet my fellow members and to as- 
sure them of my very deep appreciation 
of the high honor that they have con- 
ferred upon me. With such an honor |! 
find deep responsibilities and many per- 
plexing problems to surmount. To carry 
on to a successful conclusion the aims 
and ambitions of our Association, I must 
have the hearty and willing cooperation 
of every loyal member." 

With a depleted treasury, a be- 
wildered general manager’s office 
in Chicago, and a feeling of un- 
certainty among the members, co- 
operation from the membership 
was indeed never more necessary 
in the history of the Association. 
I am glad to recall that the mem- 
bership responded to every call. 

I then said: 


“We must carry on the research work 
which has already resulted in such an 
interesting analysis . We must give 


more attention to the regional meetings 
that they may in every instance be in- 
structive and beneficial to all who at- 
tend.” 

A year later, on October 8, 1928, 
I presented a report as president 
of the association, and I quote 
from my report in that meeting: 


“After a long series of conventions in 
the city hofels, your Executive Commit 
tee thought it was about time to have a 
house party. So, we have gathered here 
today (in West Baden), in this unique 
hotel away from the abstractions of 
city life, to enjoy and deliberate with 
ourselves and our friends. Here, Charlie 
Garvin can have his banquet. Ed Sell 
has already arranged an exposition in 
such beautiful surroundings. James R 
Armington has planned his golf tourna- 
ment And, down to the minutest de- 
tail, Edward L. Little, chairman of your 
Convention Committee, has arranged for 
your pleasure, your constant entertain- 
ment and enjoyment; and if we do not 
leave West Baden better stationers, and 
better friends, and with a kindlier spirit, 
it will not have been the fault of Ed 


Little.”’ 

Now I find myself, today, again 
in the city of Boston, twelve years 
later, and what I see before me 
makes me happy beyond expres- 
sion. Eleven years ago, I remarked 
that Charlie Garvin could have his 
banquet in West Baden, and here 
Charlie is putting his banquet on 
in Boston; but now he is general 
manager of the National Station- 
ers Association. I mentioned Jim 
Armington in charge of the golf 
meet. and. lo and behold, here he 
is running the golf tournament in 
Boston, eleven years later. Eleven 


Former President, Elected in 
Boston Twelve Years Ago, 
to the 
Progress and Loyalty of Its 


Points Association's 


Members 


By WOODSON P. WADDY 


President, National Stationers As- 
sociation, 1927-1928; Everett Wad- 
dey Company, Richmond, Va. 


years ago, I handed the laurels to 
Ed Little for a splendid job as 
chairman of the Convention Com- 
mittee, and here I find Ed still in 
harness handling this great ban- 
quet, one of the most valued mem- 
bers of the general manager’s 
cabinet. What a joy it is to see 
these men, and many others, in 
this audience still in harness, still 
carrying on with a far more 
powerful organization than we 
had a decade ago! 


Association in High Esteem 


I find that the research work 
has been carried on during the 
eleven years but, instead of having 
it done bv an outside concern, our 
own office has done the job. This 
year it has gotten out a report 
that is acclaimed by everyone who 
has seen it as being worth more to 
the individual member than sev- 
eral vears’ dues. 

I find the national association 
of today established in Washing- 
ton, highly respected by Govern- 
ment officials, commanding atten- 
tion as one of the best operated 
and most successful trade asso- 
ciations in the world. I am happy 
I was one of those privileged to 
lay the foundation for this great 
organization which does so much 
for our business, and whose serv- 
ices are above the standard of 
many trade associations costing 
their members several times the 
cost of ours. 

I find an enormous crowd at 
this convention, a marvelous ex- 
position, and I find men serving 
the association as officers, giving 
their time and ability and their 
effort to put over an accombplish- 
ment that fits beautifullv info tbe 
aspiration and vision that I had 
for this organization many years 
ago. 

N. S. A. has progressed and 
grown and prospered. N. S. A. is 


doing the job that its founders en- 
visioned. N. S. A. is efficient, pro- 
ductive, and active. Its results 
show in the splendid service and 
fine accomplishment that every 
fair-minded man must accord to 
this organization; for not only has 
it developed into a great business 
fraternity, but has become in truth 
a fraternal organization, binding 
its members together with ties of 
friendship and mutual benefit and 
cooperation. 

I am glad to come back to Bos- 
ton to attend this convention and 
to look back over the years and 
realize that I had a hand and a 
small part in the development of 
an organization for which I have 
the most profound respect, appre- 
ciation, and affection. 

Here in this organization are 
many of my closest and finest 
friends. Here I have truly found 
that business men properly organ- 
ized can perform a task of prog- 
ress in a fraternal way. 

To attempt to describe the ac- 
complishments of N.S. A. over the 
last decade would take more time 
than is available here today, but 
those of us who have been closely 
allied with the organization all 
through the years know what has 
been done and are keenly appre- 
ciative of the results that have 
been attained. 


Leader in Organized Business 


Here is an organization that 
knows no sectional ties. Here is 
an organization that is a true in- 
dustrial democracy. Here is an or- 
ganization that has done marvels, 
considering the limited financial 
resources which have been at its 
command. Here is an organization 
that has rightfully taken its place 
among the leaders of all organized 
business. 

Research? We have it! News? 
We have it! Information? We 
have it! Fraternity? We have it! 
Bank Balance? We have it! 

Looking back to those days when 
I exrressed great hopes for the 
regional meetings, I look with pro- 
found respect on the figures for 
this year, showing a total attend- 
ance at regional meetings of over 
two thousand —every meeting a 
great success and every meeting a 
convention in itself. 

I note the willingness with which 
outstanding men in the industry 
accept office in N.S. A. today asa 
badge of distinction, and I am 
glad that Iam a member of N. S. 
A.’s family group. When I sav 
family group, I mean a group of 
men than whom there are no 
finer in business or out of busi- 
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ness—members of a great organi- 
zation that has rightfully assumed 
its place in the forefront of prog- 
ress, an organization respected 
wherever it is known and doing a 
job that entitles it to great ad- 
miration. 

It is a great honor and privilege 
to have served a year of my life as 
president of this organization 
Your list of presidents is a list of 
distinguished names in the sta- 
tionery business, and I consider it 
the highest honor to have been 
chosen a member of this illustri- 
ous list: 

Fletcher B. Gibbs 
John A. Schlener 
Charles H. Mann 
William J. Kennedy 
Theodore L. C. Gerry 
Frank W. Bailey 
Charles E. Falconer 


9 WANT to talk to you today— 
not exactly to make a speech—but 
to talk a little about the times, 
and some of the things we see 
around us. I am not going to try 
to make Dr. Stockdale’s speech for 
him, because you have a treat 
coming there. But I want to talk 
to you about a few things I have 
learned in Washington having to 
do with the situation which con- 
fronts every business man and 
everybody in an uneasy, disturbed 
world condition. Once in a while 
I get into an argument with some- 
one of my friends who remembers 
I came from Massachusetts orig- 
inally, and I am accused of being 
a New Dealer. I am not a New 
Dealer or a new anything; I am 
just one of that peculiar type of 
people that probably never would 
get anywhere at all in any other 
nation of the world, sadly defi- 
cient in good sense many times, 
and without any education, but I 
found in this great country of 
ours an opportunity that no other 
country in the world gives to a 
man who hasn’t had unusual 
chance. So, in these things I am 
going to say I am not preaching 
any doctrine, and you can dis- 
agree with me if you want to, but 
when I get through you will real- 
ize I am talking about some of the 
things we can all agree on. 


Speaking of that, on the trip of 
course we all develop certain sto- 
ries, and having a very unusual 
group of men, we divide them up, 
and then we lay off of each other’s 
Stories. I have been telling on 
this trip a tale to justify the fact 
that sometimes when you address 
an audience you will say things 
that no one will agree with, but 
there is no use fighting about it. 
There was a negro preacher down 
South, who was giving his sermon, 
and he built up to a climax, build- 
ing it up, and building it up, and 
he became very enthusiastic. He 
became more enthusiastic every 
moment, and just at the time 


Millington Lockwood 
Robert D. Patterson 
George M. Courts 
Charles A. Lent 
Charles N. Bellman 
William Henry Brooks 
Ralph S. Bauer 

J. Ogden Pierson 
Charles L. Mitchell 
Ivan Allen 

Edwin Sell 

W. Neill Stewart 
Woodson P. Waddy 
Charles M. Marshall 
A. J. Walker 

E. C. Wilson 
William E. Ward 
Charles A. Stott 
Harry A. Morgan 

B. J. Bristoll 
William C. Clegg 
Harold J. Hampton 


Heynote Address 


General Manager Lauds the 
Codperative Spirit of N.S.A. 
Members and Sounds Note of 


Patriotism 
By CHARLES P. GARVIN 


General Manager, The National 
Stationers Association, 
Washington, D. C. 


when he got to the very top and 
had his audience enthralled, some- 
one hit him in the mouth with a 
tomato. He _ stood there, and 
started to get it off of his face, 
and was scraping it off with his 
hand, and he said, “Brothers and 
sisters, I am going to pronounce 
the benediction. You might add 
to that, I am going to recite the 
Lord’s prayer, and you might add 
to that, there is going to be the 
damnedest fight in this Church 
you ever seen.” 
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Some of these men are dead and 
gone, some are infirm in their 
old age, but many are in their 
prime today. All were tops in 
their chosen profession when they 
served you as your president. 

I have many fond recollections 
of my experience that eventful 
year which began just twelve years 
ago, here, in good old Boston. The 
finding and employment of Charlie 
Garvin as general manager was 
undoubtedly the high light of my 
administration. It is glorious to 
stand here today in retrospect and 
see how beautifully these plans 
made just twelve years ago have 
matured. May the next twelve 
years be as productive and suc- 
cessful in our association work as 
the last twelve years have been. 
Charlie, I congratulate you! 


You know, after listening to 
Woodson, who is my very dear and 
valued friend, I want to flower 
that up a little bit. We do have a 
great fraternal organization here. 
It is amazing how men, whose 
basic tie is one of business, get 
together in a fraternity that I do 
not believe is equalled or approxi- 
mated in any other business that 
I know anything about. And fel- 
lows in this business—I can re- 
member them back to the time 
when I was just a kid. I remember 
my boss sitting there, and he sent 
me down to Texas. He said he 
was going to give me a good job, 
at fifty dollars a month and ex- 
penses, to go down and sell two 
or three hundred thousand dollars 
worth of goods a year. And he 
told me that he would give me a 
commission, and pay me extra if 
my commission exceeded my earn- 
ings. The only difficulty was they 
didn’t have a good way of keep- 
ing the expense account, and after 
four years I found I owed him 
money instead of his owing it to 
me. But I found the average man 
in the stationery business was a 
fellow who had a kindly word for 
a strange kid. 

One day I stood outside of a 
store in Dallas, Texas, afraid to 
go in. I finally went in, and found 
the proprietor was a red headed 
fellow. He was a bad one for me 
to meet down there in Texas, for 
he knew all the things I never had 
learned. But I went up to him 
and said, “I represent the Webster 
Company,” and he said, “Fine. 
What are you doing here?” I went 
on talking, and he said, “But what 
do you do?” I said, “I am a sales- 
man.” Then he declared, “Well, 
son, you have a lot to learn before 
you can claim that!” Whereupon 
he proceeded to educate me. 

The point I am making is that 
in this business, and from those 
days down through the years, I 
have found that the worthwhile 
men in this industry never need 
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go without the inspiration that 
comes from sympathetic under- 
standing and sympathetic action. 
We have a grand crew. And hav- 
ing that kind of a business, and 
having an environment like the 
country we have to work in, we 
haven’t got as tough a job as we 
sometimes think we have. 

I find that down through the 
years the problems that today 
seem to you and me insurmount- 
able ones, after they are moved 
around through this group for a 
little while, and we apply our- 
selves to the problems and give 
them the natural kindly treat- 
ment that everybody is bound to 
bring, keeping in mind we all have 
different approaches to making a 
living,—I find those problems fade 
out. The thing we thought was 
terrible a few years ago is not bad. 
Here we are sitting together this 
afternoon in the only place on 
God’s earth where a group of busi- 
ness men can get together with- 
out a government supervisor. We 
can say what we please, and we 
can do what we please. We can 
plan for the future, and know 
there is a future. We should be 
thankful just for that. 


Democracy Typified by Many 
Associations 


I got some figures not so long 
ago, and I was trying to make up 
my mind as to what a democracy 
was. I hear these great political 
prophets in Wasnington talking 
about democracy. I wondered 
what it was, whether it was some- 
thing fashioned out in the halls 
of Congress, whether it was some- 
thing some great group of scient- 
ists had measured out and ap- 
plied, but I couldn’t seem to 
reconcile my idea of a democracy 
with that. I went down to my 
desk in the Department of Com- 
merce and asked for some figures. 
I have those figures here today. 
Here is what really is our Demo- 
cracy, as I found it: 

Twelve thousand local and state 
trade associations, of all kinds. 
Think of it! getting together all 
the time to discuss their problems 
among themselves—twelve thou- 
sand miniature governments. Two 
thousand national and interstate 
associations; groups getting to- 
gether to consider the broad na- 
tional problems, the things that 
affect the country, in the national 
interest. We found we had two 
great labor organizations in this 
country, the A. F. of L. and the 
C. I. O., and they have four mil- 
lion members. You may not like 
that, but nevertheless there it is. 
Again, a form of government, and 
under a government where they 
are applying their efforts to their 
own problems. They may be mis- 
directed, but that is what they 
are doing, and that is something 
that perhaps could not be any- 
where else. 

Among the farmers, we find we 
have eighteen thousand local as- 
sociations with five hundred thou- 
sand members, where they work 
out all those problems that have 
to do with agriculture. The Amer- 
ican Red Cross has five million 





OFFICE APPLIANCES 


members. The General Federation 
of Women’s Clubs, with two mil- 
lion members has 14,500 locals. 
Tne American Legion has a mil- 
lion members and 11,400 locals,—a 
purely patriotic group that have 
paid their debt to society and to 
democracy. We have the Amer- 
ican Automobile Association with 
a million members and seven hun- 
dred- locals. Then there are vari- 
ous other associations—the Cran- 
berry Growers Association, Cloth- 
ing Workers, Junior League. (I 
never could get into that). 

The Y.M.C.A., the Army and 
Navy Union, Amateur Athletic 
Association, hundreds of hobby 
associations; associations of the 
arts and sciences, such as the 
Academy of Arts and Letters; as- 
sociations of learning, such as the 
American Historical Association. 
And then associations of American 
foreign born; for instance, the 
Norwegian-American Association, 
and others like it. Then the 
fraternal organizations, the Elks, 
Masons, Knights of Columbus, and 
Odd Fellows; organizations like 
the Carnegie Endowment for 
Peace (that hasn’t worked so 
well), and advisory committees to 
the government, and there are a 
million of those. Anyone who 
wants to give advice to the gov- 
ernment now can give it. It won’t 
get very far. 

Then, the cooperatives in the 
merchandising field, wholesale, re- 
tail and farm cooperatives; com- 
modity exchanges; insurance as- 
sociations; credit bureaus and 
traffic bureaus. And the great 
service organizations, like Kiwanis 
and Rotary, and all the rest. 

Ladies and gentlemen, there is 
your democracy. When people talk 
about revolution in this country, 
they have too much to deal with, 
because millions of our people are 
in voluntary associations making 
a daily contribution to the public 
good, and that is what we are 
here for. 

Thirty-five years of this—we 
have had thirty-four conventions, 
but we have had thirty-five years, 
and before that we have a history 
that goes back five hundred 
years. This has developed leader- 
ship such as that list Mr. Waddy 


A FOURSOME, A TRIO AND A LOT OF 
SINGLES SNAPPED AT BOSTON. 


1. Harry Tehan, Charles M. Higgins & Co.. 
Inc.; Charles P. Garvin, general manager. 
NSA, and Harry Chandler, Adams, Cush- 
ing & Foster Company, in conference. 

2. Juan Orozco, Havana, Cuba. 

3. Ed. A. Keeling. Art Metal Construction 


Co. 

4. B. J. Bristoll, Koch Bros., Des Moines, 
Iowa. 

5. Erle Kistler, W. H. Kistler Co., Denver. 
Colo. 


6. Seated. Ed Southworth, Southworth Co.; 
Howard Sanders. Stationers & Publishers 
Board of Trade. Standing. R. A. Maish. 
Dennison Mig. Co.; Phelps Brown, South- 
worth Co. 

7. A. R. Skibbe, Associated Stationers Sup- 
ply Co. 

8. Mr. Maish without the smile in picture 


No. 6. 

9. E. L. Little, Wabash Cabinet Co. 

10. George Hays, Thomas Groom & Co. 

ll. Dr. Allen Stockdale. 

12. Charlie Garvin WITH the smile not show- 
ing in picture No. 1. 
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read. And I say it is a great busi- 
ness that can command the per- 
sonal services and yearly con- 
tributions of hundreds of people 
who leave their business and go 
out in the highways and byways 
of our nation to see if there isn’t 
something they can do to help 
the business along. 


So I give you this keynote of 
this convention, ladies and gentle- 
men: We are in a great country: 
it is a swell country; it looks bet- 
ter every day. We have a demo- 
cracy that is not matched any- 
where else, and built on a different 
type of foundation, because in 
that foundation are millions of 
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keystones that cannot be thrown 
down easily. It is an enormous 
structure, and there is nothing 
like it anywhere else in the world. 
I give you as the keynote today, 
our own country and the flag that 
flies over it! Let’s stick with them, 
and we won’t go wrong. Thank 
you. 


The Presidents Address 


Is PREPARING this report, I 
realize that it is Chapter Two in 
the experience of a man who be- 
came president of the finest trade 
association in the United States, 
for I am now reviewing my second 
year in office. So the things I re- 
port on today might be termed 
a “continuation report.” 

This year again I was fortunate 
enough to be able to make all of 
the regional meetings. I cannot 
imagine any group of business 
men getting together more closely 
than we observed the stationers 
of this country in those splendid 
regional conventions of the cur- 
rent year. 

Charlie told me early on the 
trip this year that there was go- 
ing to be “gold in them thar meet- 
ings.” And, gentlemen, I am tell- 
ing you there was real gold in 
them. When you stop to consider 
that for four solid months the 
National Stationer has been carry- 
ing addresses made at the regional 
meetings, you can easily see what 
a wealth of material of careful, 
constructive thinking was put into 
those meetings. I have had ex- 
perience in other organizations, 
but never have I seen meetings 
like those which we visited this 
year; and which certainly bear 
out the statement, “there’s gold 
in them thar meetings.” 

To undertake to review the work 
of this association is to take up 
your time gilding the lily. If you 
are a member, you know what the 
association has done and is doing, 
not only to develop and promote 
the commercial stationery and of- 
fice outfitting business, but to es- 
tablish a trail leading always on- 
ward toward more progress and a 
larger contribution to the indus- 
try and public interest. I would 
like to talk to you very plainly 
today, therefore, from the stand- 
point of some of my own impres- 
sions. And here I go. 


Future Concerns Salesmen as 
Weil as Dealers 


The commercial stationery busi- 
ness as an industry is here to stay. 
The business will continue to grow 
and there is no question as to the 
future of the industry. The thing 
that you and I are interested in is 
the question as to the future of 
those concerns who are now en- 
gaged in this business as commer- 
cial stationery dealers, wholesal- 
ers, and manufacturers; and those 
individuals who depend upon the 
present method of distribution, 
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known as traveling men and re- 
tail salesmen. 

The latter, whether they realize 
it or not, should be even more 
fundamentally interested in this 
Subject than the proprietors of 
the stores or the manufacturers 
who depend upon the stores for 
distribution. The outside and in- 
side salesmen for the dealers, and 
the traveling men _ representing 
the factories are the essence of 
distribution in the commercial 
stationery business. These men 
represent a tremendous invest- 
ment by the firms engaged in this 
business. They are possessed of 
the greatest store of experience 
that exists in the business, and 
their contacts with the buying 
public are invaluable to this busi- 
ness. 

Therefore, as we consider the 
commercial stationery business, it 
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has occurred to me that it would 
be wise to measure the trends in 
our business from the standpoint 
of their effect upon employment 
as well as profit, and their effect 
on people as well as progress. 

One of the growing questions in 
our business is whether it is neces- 
sary to have salesmen or not. If 
this question were not present, 
we wouid not, for example, have 
mail order houses handling many 
products without salesmen, using 
Uncle Sam as the means of con- 
tact; with no local stocks, no par- 
ticipation in the local communi- 
ties, and tending toward a concen- 
tration of our business in the 
larger industrial centers. We do 
not believe that this is in tune 
with the times. 


In a day when we hear much 
about redistribution of wealth and 
a greater participation by more 
people in the resources of the 
country, it seems to us that our 
present method of distribution is 
more in tune with modern eco- 
nomic thinking and _ efficiency, 
than is an idea which would re- 
duce the number of people in our 
business, concentrate it in the in- 
dustrial centers, and which would 
substitute the mailman for the 
salesman. 

Now, we dealers can adjust our 
selling methods to compete with 
unis unhealthy type of competi- 
tion on standard lines and we 
will survive. We have been in a 
position to meet this competition 
right along and we are meeting 
it, but as Americans, we have in- 
sisted upon a plan of selling that 
means more employment and bet- 
ter compensation for our em- 
ployees. We have also been willing 
tor the factories who sell us to 
make a profit so that they could 
pay our friends, the traveling 
men, decent salaries and expense 
allowances that will enable them 
to stay in decent hotels while away 
from their homes. And, take it 
from me, the finest hotel in the 
country, with all its conveniences, 
is little enough to offer to the man 
who, in the interest of his firm, 
spends most of his time away 
from his home and family. 

If the outside salesmen of the 
dealers should be allowed to pass 
from the picture, naturally there 
would be less demand for the 
service of the factory representa- 
tives, because the main functions 
of these factory men is to train 
our men to create a demand for 
their factory’s lines and to work 
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with our men in pioneering and 
promoting the sale of the tools 
of business. 

The mail order house does not 
need to have the help of travel- 
ing men. The factory does not 
need them to get mail order house 
volume, because price is the chief 
selling argument. And in many 
cases I find that the commission 
that under ordinary circumstances 
would go to some traveling man is 
passed on to these mail order 
houses as discounts or special con- 
cessions. 

So, the salesmen employed by 
the dealers and the traveling men 
for manufacturers with a dealer 
policy are the ones who should be 
giving a lot of thought to the 
future of the commercial stationer. 

And what about sales mana- 
gers? 


Policy of Manufacturer 
Important to Dealer 


I find my own outside men get- 
ting more policy-minded every 
day. They want to know about 
the manufacturer’s policy before 
they spend their time pushing his 
product. I believe that many of 
the traveling men are beginning 
to realize that distribution through 
unorthodox and inadequate out- 
lets is making it difficult for the 
traveling man to maintain his 
position in the industry. 

At this point we must consider 
the legality of some of these meth- 
ods of merchandising. A manu- 
facturer comes to the dealer, and 
while he does not say so in so 
many words, what he really does 
say is this: “I wish to hire you 
to sell my merchandise. I will 
compensate you for the use of 
your men, for the use of your 
warehouse facilities, for your out- 
of-pocket expenditure on adver- 
tising, promotion, pioneering, for 
your location, for the use of your 
business friendships, for the op- 
portunity of having my merchan- 
dise on display in your store in 
your town—where the customers 
may come and feel and see the 
merchandise and learn the appli- 
cation of the merchandise to their 
particular problems. And so, Mr. 
Dealer, for the use of all of these 
facilities, I will pay you a com- 
mission in the form of a discount 
from my retail price.” 

Now, if this same manufacturer, 
having secured the dealer’s serv- 
ices, goes to a mail order house, 
for example. and employs him to 
compete with his established deal- 
ers, pays him the same or a larger 
compensation in the form of dis- 
counts than he does to his estab- 
lished dealers, notwithstanding 
the fact that the mail order house 
does not supply the local job, the 
local promotion, the local adver- 
tising, the local warehousing, the 
service of local salesmen and ex- 
perts,—then it seems to me that a 
discrimination exists right there, 
and that over a period of time 
dealers will have to discontinue 
such lines, or, at least, discontinue 
outside selling and special promo- 
tion on such lines. 

We are always going to have 
two types of distribution to the 


consumer: the type that is repre- 
sented here in this meeting and 
similar meetings all over the coun- 
try; and that other type which 
puts nothing into the industry but 
works from the outside, taking all 
it can without any thought to the 
harm it does. Also, we might as 
well make up our minds that we 
are always going to have two 
types of manufacturers and job- 
bers, because if every manufac- 
turer in our line today adopted a 
policy that would meet with every 
desire of the dealers—even if 
every manufacturer immediately 
issued fair trade contracts on his 
line—the problem would not be 
solved. Why? Because immedi- 
ately we would find additional 
manufacturers coming into the 
field as birds of prey, taking ad- 
vantage of the opportunity to 
sharpshoot and secure the busi- 
ness of those dealers who have no 
policy—who are not loyal to any 
manufacturer and who simply 
cannot pass up an opportunity to 
buy a little cheaper. 

Speaking to the dealers, I Say, 
why can’t we stop and realize that 
every cent we spend with these 
birds of prey reacts against us in 
the long run; that business can- 
not always be done under ideal 
conditions, but certainly if we do 
have ideals and work toward them, 
then business can be more enjoy- 
able and profitable for all. 


Dealer’s Responsibility to 
His Manufacturers 


One of the great troubles that 
confronts the _ stationer comes 
from the fact that he buys from 
so many different sources and 
sometimes forgets his ideals when 
extra discounts come along. I 
often think how you and I as deal- 
ers complain and wonder if it has 
paid us to treat some customers 
of ours with every fairness, giving 
them every service they ask for 
and more; and then the customer 
forgets all these things and places 
a nice order with one of our cut- 
throat competitors because an ex- 
tra discount or better price is 
offered, and often because this 
competitor who couldn’t take busi- 
ness on an equal basis offers some 
free goods. I know how I have 
felt, and I know how you feel; 
and we both know how we feel 
when we lose business to this type 
of competition. 

On the other hand, do we give 
sufficient thought to what some of 
our manufacturer friends think 
when one of his competitors comes 
along, one who couldn’t take busi- 
ness away from him on an equal 
basis, and because this competitor 
offers us a little better discount 
or dating, some free goods or some 
prizes for our salesmen, we decide 
we can’t pass up this opportunity 
to make a little extra money 
which, of course, in the long run 
we don’t really make. We forget 
all the extra service we asked our 
regular manufacturer to give us, 
we forget the protection we in- 
sisted upon, and we forget the 
favors, such as lenience on credits 
and many other things, when con- 
ditions have been bad. 
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I sometimes wonder how some 
of our manufacturers are able to 
disguise their feelings and answer 
so politely, when a dealer who has 
been buying from every cut-throat 
competitor and manufacturer be- 
gins to tell his manufacturer 
what his policy ought to be if he 
is to expect that dealer’s busi- 
ness. He asks this policy-minded 
manufacturer to protect him in 
his territory. Why? So that he 
can secure more business for some 
of those manufacturers who re- 
fuse to compete on an equal basis 
with the manufacturer from whom 
he asks protection, or with whom 
he holds an exclusive agency! 

Of course, you may Say, “If a 
manufacturer comes along and 
offers us a much better price, we 
would be poor business men not 
to take advantage of this chance 
to make a little extra profit.” But 
do we make extra profit in the 
long run? Let’s follow this thing 
through a little further. 


Industry’s Welfare Depends on 
Constructive Members 


The manufacturer that offers us 
a little better price, a special in- 
side discount or some free goods 
for our shelves or prizes for our 
salesmen—is he really doing any- 
thing for us that our regular man- 
ufacturer is not already doing in 
some other way? Is he repre- 
sented on the road by the quality 
of salesmen who can help our men 
sell goods, or at least instruct us 
how to do the best job? Does this 
type of manufacturer pay his men 
well so that they are a credit not 
only to the manufacturer but to 
the industry? Are his men the 
kind that we are glad to have 
spend time with our men? Do his 
men stay with him, or is his line 
such that he is constantly having 
to look for new men,—with the 
result that his men who call on 
us can only know one selling talk, 
and that is price, and don’t know 
how to help us move the mer- 
chnandise after it reaches our 
shelves? Does this cut-price man- 
facturer furnish us with catalogues 
and advertising matter that will 
help us build sales on the line? 
Does this strange manufacturer 
support our national association 
in its work in solving industry 
problems? The answer to most of 
these questions is “No.” There 
you have the answer as to why 
he can undersell your old line 
manufacturer, with whom you 
have been dealing. 

Most of the things I have men- 
tioned, every one of them impor- 
tant to your success, are a large 
part of the manufacturer’s over- 
head. They must be added to the 
cost of the goods you buy, because 
these services are the things that 
help you make a success of the 
line and a success of your business. 
Certainly, none of us should be so 
selfish as to expect our friendly 
manufacturers to furnish us the 
ideas, the advertising helps, and 
all the rest of it, and then have us 
go out and build up business for 
another type of manufacturer 
whose only interest in us is to get 
his merchandise on our floor. 
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While we are on that subject— 
many times dealers who complain 
about mail order competition sup- 
port manufacturers who do not 
send out traveling men and who 
work through the mail, using only 
price as a sales argument, and it 
just isn’t consistent. 

The commercial stationery in- 
dustry has been built up to the 
fine business it is today because 
fine manufacturers dependent 
upon dealer distribution have had 
the dealer’s welfare at heart, and 
also because there have been, and 
are, hundreds of dealers who ap- 


preciate this type of cooperation 
and who refuse to deal with those 
who will not do their part in 
building up the business structure 
of our industry. It does not pay 
to buy from strange manufactur- 
ers. It does not pay to buy from 
manufacturers who have nothing 
to offer us as a selling argument 
but price. 

One thing I cannot understand 
when dealers complain about the 
mail order house and its policy 
of taking the popular items in our 
lines and offering them at prices 
that would leave no profit for any 
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dealer (although the mail order 
house makes a profit by getting 
an extra discount or the commis- 
sion that should be going to some 
traveling man). Yet we continue 
to buy these lines, and create a 
demand for other goods which the 
mail order house will eventually 
take away from us after we have 
gone to the expense of educating 
our customers and creating a 
steady demand for them. The 
mail order house, which does not 
have this expense, certainly can 
sell them cheaper. 


There is always someone who 
can imitate an article that an- 
other manufacturer creates, make 
it a little cheaper, and sell it for 
a lot less. That type is constantly 
tearing down the market and 
making it impossible for legiti- 
mate business men in this indus- 
try to serve the public as they 
should. I am talking about the 
manufacturers that won’t hire a 
man at a good salary and a de- 
cent expense account, who come 
around and tell us all about their 
lines and the policy of their house. 
Usually they contact us with a 
cheap circular. All they have to 
offer is price and the story that 
it will take the place of a better 
article put out by one of our good 
manufacturers. 


Advocates Selective Buying 


Yes, as I said before, we are 
buying from too many manufac- 
turers. We should concentrate our 
business with our friends, the ones 
that look ahead, the ones who 
cooperate with us, the ones who 
cooperate with the public; work- 
ing shoulder to shoulder with us 
to make this a respectable busi- 
ness, a business that can con- 
stantly improve its service to the 
public. Let’s buy from our friends 
and let those who are the ene- 
mies of the industry furnish their 
goods to their bedfellows—the type 
of dealer who needs price because 
he does not have salesmen to do 
the job for him. 

You may be thinking, “Does it 
pay to concentrate our purchases 
with fewer manufacturers?” 
Should we confine our purchases 
to those who have proven that 
they are our friends? 

Speaking from my own experi- 
ence, it was the finest step that 
I ever took. About four years ago 
at Kansas City I heard Charlie 
Garvin say that the dealer was 
buying from too many different 
sources; that he should buy from 
his friends, and he should know 
who his friends are. When I got 
back home from that meeting, I 
checked and found I had more 
than 150 names on my accounts 
payable ledger. Also I found I 
was constantly writing letters of 
complaint to many of the manu- 
facturers about their policy. 

I decided to eliminate those 
manufacturers from my list who 
did not care to codperate. Today, 
I have 62 accounts on my ledger, 
and I find I am writing fewer 
letters of complaint, and to my 
amazement I find I am able to do 
a better merchandising job. Fur- 
thermore, I find I am getting bet- 
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ter cooperation from my manu- 
facturers today, because I am not 
writing them letters criticizing 
their policy and at the same time 
buying from their worst competi- 
tors. 

In the last two years I believe 
I have talked personally to more 
legitimate stationers than any 
other dealer in the business. I 
believe I know what the majority 
of the legitimate stationers are 
thinking. 

Of course, we always have had 
two types of dealers: the legiti- 
mate, and those who don’t quite 
know how they started, why they 
started or why they stay in the 
business. But speaking on the 
basis of what a great many legiti- 
mate dealers are thinking and 
what a number of them have 
openly expressed, we are eventu- 
ally going to have two distinctive 
types of manufacturers classified 
in the dealer’s mind: 

First, the type of manufacturer 
who concentrates on manufactur- 
ing for, and selling through the 
legitimate dealer—the type of 
dealer who either by trained, well- 
paid store people and/or outside 
salesmen creates a demand for the 
lines of merchandise that he han- 
dles and concentrates his selling 
power on these lines and treats 
the manufacturer as he would be 
treated by him. This type of man- 
ufacturer, dependent entirely up- 
on the legitimate stationer for 
his outlet, will always have in 


mind the welfare of the dealer and 
the dealer’s salesmen. 

Second, the type of manufac- 
turer interested largely in volume 
distribution, who will become 
known as the manufacturer who 
is more interested in other types 
of distribution than he is in 
dealer distribution. He won’t need 
traveling men because his mail 
order house customer wants only 
one thing and that is price, and 
the dealers who deal with him 
don’t know what they want any- 
way, so he and his dealers will be 
in the same boat. 

This type of manufacturer and 
the dealers who buy from him— 
neither one of them has a policy. 
We won’t have to worry much 
about this second type of manu- 
facturer. Having made his bed, 
he will have to lie in it, and since 
his practice of selling is directly 
away from legitimate dealer dis- 
tribution, he can’t be a business 
friend of ours—so why force busi- 
ness on him? 


Answer Is Selective Distribution 


There is only one answer, and 
many of our best manufacturer 
friends have answered it already. 
The answer is controlled distribu- 
tion through a certain number of 
selected dealers in each town; 
and, of course, the manufacturer 
should select his own dealers, 
based on what they can do for 
him. 

Of course, there are many items 
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in our lines which are unidenti- 
fied and are not trade-marked 
lines, but they are not the major 
lines, the lines that make up the 
profitable end of our business. 

As I watch the trend of think- 
ing of legitimate dealers through- 
out this country I expect to see 
something interesting happen dur- 
ing the next few years. In some 
of our lines, I believe we are go- 
ing to see an unusual growth in 
the business of some of the smaller 
manufacturers who have _ been 
willing to come along slowly and 
build up a fine dealer protection 
policy. It has already happened 
in a number of cases. 

Charlie Garvin tells me that the 
one branch of American business 
which is greater today in terms 
of employment than it was in 1929 
is the branch known as “service 
industries”, and he tells me that 
there are 500,000 more people 
working in fhe service industries 
than there were in 1929. Why is 
this? Because people want goods 
and merchandise and food and all 
the rest of the things that they 
need and use when they want 
them. They want to see them on 
display. 

The legitimate dealer is the 
local representative of the legiti- 
mate manufacturer. He is carry- 
ing on the manufacturer’s process 
of distribution. He is storing mer- 
chandise where it is quickly avail- 
able to people in all sections of 
the country. In every city, town, 
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and hamlet he is showing that 
merchandise so people can see it 
and know what they are getting. 
He is demonstrating that mer- 
chandise so that the customer 
may see it in action. He is pro- 
moting the sale of that merchan- 
dise. He is advertising the merits 
of that merchandise. He is em- 
ploying salesmen to represent him 
on the premises of the customer, 
to establish a personal contact 
that insures not only service but 
fair dealing. 

That is why manufacturers pro- 
tect dealers. That is why dealers 
are in the picture. They are just 
as necessary as the manufacturer. 
The dealer knows he is going to 
have to have protection on the 
business he creates, and in most 
cases he is not going to stay with 
a manufacturer who laughs him 
off. On the other hand, the manu- 
facturer who protects the dealer 


Free En terprise in Free 


| _ the privilege of speak- 
ing to you today after having met 
every type and kind of audience 
imaginable. Since attending your 
last convention I have been every- 
where, in all types and kinds of 
towns, in all the sensitive spots 
where the debatable questions are 
discussed, and these places are 
cross sections of the country. Still 
I am a rational optimist about 
the future of the United States. I 
am either too healthy or too dumb, 
or something is wrong with me, 
for I am positively enthusiastic 
about the future of the United 
States, and it is in that attitude 
that I speak to you today. 

I wish I had the ability of the 
salesman I heard about the other 
day. You fellows could use it in 
your business. He found a farmer 
who had one cow, and he sold 
him two milking machines for his 
one cow, and then he took in the 
cow aS down payment on the two 
machines. If you can beat that 
for salesmanship you are going 
some. That is something of the 
spirit I have as I want to speak to 
you about “Free Enterprise in 
Free America.” 


Content of American Democracy 


It is very difficult, first, to define 
an American. When you try to 
get that defined simply and purely 
on a biological foundation, you 
are up against it, because our 
composite population in this great 
United States is a mixture of all 
the contributions of the world. We 
have the steadfast pioneering of 
the Scotchman, the bulldog tenac- 
ity of the Englishman, the fine 
manners of the Frenchman, and 
the hot blood of the southern 
countries. And we have the slow 
going, slow moving philosophies of 
the people of the colder countries. 
We have the music, the literature 
the drama, and the traditions and 


is going to expect the dealer to 
back him up and do a good job of 
distribution, and he isn’t going to 
stick to the dealer who laughs 
him off. It all depends upon how 
sincere we are in working to- 
gether. 

Buy from less manufacturers 
and confine our purchases to those 
who have proven they are our 
friends. And on the manufactur- 
ing side ,the manufacturer should 
try to deal with people who are 
his real friends. 

Now, gentlemen, you may not 
agree with all I have said, but I 
have tried to face certain facts 
which are not talked about very 
often. The dealer should check 
more closely the buying policy on 
his buyer’s desk. We need a little 
more intelligent codperation be- 
tween dealer, outside salesman, 
traveling men, and manufactur- 
ers. 

You don’t have to sell every- 
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history of the whole world behind 
US. 

When you try to define an 
American, it is extremely difficult. 
A school teacher here in Boston 
went down to one of the North 
Boston schools, and she tried to 
find out who of the different na- 
tionalities were there. She said, 
“Will all the little Italians stand 
up?” And not a kid stood up. She 
said, “Will all of the little Polish 
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thing to remain in business, and 
certainly it is not good business 
to embarrass yourself and your 
salesmen by handling products in 
which you have no confidence 
yourself and which deserve no 
confidence. Start to work at your 
purchasing desk, dealers. Elimi- 
nate lines of those who have no 
policy. Bring home to your sales- 
men the foolishness of selling 
lines made by those who have a 
policy that will eventually elimi- 
nate the outside salesmen, and 
you will find your friendly manu- 
facturer—the one who has been 
wondering if there is such a thing 
as loyalty—certain to give you 
protection of the type that really 
means something. 

The answer as to the future of 
our business rests with us, and I 
leave the answer with you. Re- 
member the Golden Rule in your 
business. 


America 


children stand?” Not a kid arose. 
“Will all the little Greek children 
stand?” Not a kid stood up. And 
then she had an inspiration. “Will 
all the little Americans in this 
school stand up?” And the whole 
school stood up enmasse. 

There 's something of that psy- 
chology still in the United States 
of America. And I am here to 
tell you that it is a good thing. 
It is something that will be of 
service to us when we get some 
of our diseases and some of the 
things that are wrong with us 
taken care of. Believe me, Amer- 
ica is still that kind of a demo- 
cracy that Charlie was talking 
about, that has the stuff to do 
that sort of thing. Down deep in 
the hearts of the loyal American 
citizenship is the attitude of that 
doughboy coming back from the 
World War who, when he saw the 
Statue of Liberty as he came into 
New York Harbor, said, “Old Lady, 
if you ever see me again you will 
have to turn around!” I believe 
that is the way we feel today. 

Gentlemen, sit here for a min- 
ute in the most dignified and the 
most reverent sense of gratitude 
and thank God we are under the 
Stars and Stripes these days. 
Thank God, gentlemen, for the 
kind of leadership to which your 
president referred in his address 

-that is holding up the ethics, 
that keeps things going perma- 
nently, instead of the conniving 
that allows us to drop into chaos. 
We have something in this coun- 
try, genuine good old stuff, and ‘t 
is still here. 

I have just come back from a 
month’s residence at my summer 
home in New England. I love some 
of the dear old characters I meet 
there, and I appreciate some of 
their humor. And that dry humor 
is in the very bottom of this thing. 
I picked up this one in my own 
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home. I think you will enjoy it. 

A man there wanted his rel- 
atives who had passed away taken 
up out of the various private 
cemeteries around on the farms. 
He bought a big beautiful plot of 
land, and he decided to put all of 
them in that one cemetery plot. 
So he dug them up one by one, 
and after a time he had got all of 
them in but old Granny. Finally 
they disinterred her casket, and 
because of some legal complication 
in connection with the settlement 
of some estate, they had to open 
the casket to prove that it was 
the bona fide old Granny. After 
it was all over, one of the old 
natives said to the undertaker— 
and he spat as he said it—“Well, 
Josh, how did she look?” The old 
undertaker turned to him and 
said, “Well, Lem, to tell you the 
truth, old Granny looked pretty 
damn feeble.” You can’t beat that 
type of wit, can you? You can’t 
find anything like it anywhere 
else in the world. 

Here is a young blade who comes 
Sailing into the country grocery 
store, and there sits an old native. 
The young blade comes up and 
Says, “Hello there, you’ born 
around here?” The old fellow ad- 
dressed never looked up. He just 
spat. “Are you a native of this 
part of the country?” He never 
looked at the young fellow. “Do 
you think it is going to rain?” 
Still no attention at all. “Do you 
know where old John Thompson's 
place is?” He spat, and never 
looked up. Then the young fellow 
Said, “I am the grandson of old 
John Thompson, and I would like 
to Know where the old fellow 
used to live.”” Finally the old man 
spat again, and said, “You be the 
grandson of old John Thompson?” 
“Yes.” “Well, maybe it is goin’ to 
rain.” Such an obsolute, unqual- 
ified nullification of pomposity. I 
wonder, can you beat that sort of 
thing? There is something of that 
rich, royal, righteous routine still 
in the heart and soul and charac- 
ter of the United States of Amer- 
ica. : 

I am in a position to know that 
stuff is pretty real when it comes 
to thinking. I am in contact with 
some of the most recent and per- 
fect scientific surveys you can 
imagine, and some of those scien- 
tific surveys are heartening be- 
yond description, when it comes 
to revealing the clear, clean, 
wholesome, solid thinking of the 
masses of the people of the United 
States. The questions have to do 
with less government spending, 
with the matter of forcing any- 
body to join a union, with the 
problems of the farmers, and 
other things. You may be sur- 
prised to know that when the 
question was asked as to whether 
the government should’ spend 
more, only 1.4 per cent of the 
farmers interviewed voted for 
more spending. And those queried 
represented a cross section of 
farmers. Think of that when you 
consider some of the situations 
today. 

Here is something that may sur- 
prise you: In 1937 the question was 


asked, “Who can contribute most 
to the recovery of the United 
States?” People were interviewed 
and the answers were cross sec- 
tioned by the same company that 
goes out and makes these surveys 
for Fortune magazine. As it was 
worded, it was a clear, plain ques- 
tion. In 1937 the manufacturers 
and industrialists were first in the 
answers, and the politician and 
the social reformer was second, 
while the banker was at the bot- 
tom of the list. 


Survey Reveals Public’s Confidence 
in Business 


A survey following that same 
process in 1939 has just been com- 
pleted and is about ready for pub- 
lication, and copies will be free 
to anybody who wants to know the 
facts. Answers to the same ques- 
tion still place the manufacturer 
and industrialist first. The banker 
has come from the bottom to 
fourth place, and your politician 
and social reformer are at the 
bottom. Isn’t that an interesting 
change? If you want to know 
something about the tendency for 
clear, clean thinking, there you 
are. 

When they went to the factory 
workers, even in the factories 
where the highest tension has 
been put for forced representation 
—and now get me straight, you 
do not dare to take me as being 
against the unions, for I am giv- 
ing you the result of a scientific 
survey—in those factories they 
found the majority of the work- 
ers voting for a free choice of 
union organization. So it does 
seem as if the clear, clean think- 
ing of America at the present time 
is along free enterprise, demo- 
cratic, solidly American principles 
of thought and feeling and action; 
and that is where we want to keep 
it. 

Land of Opportunity 


This is your America. You still 
have your babies at their mothers’ 
breasts, you still have your homes 
protected from bombs, you still 
have the freedom and enterprises. 
and all the things that go to build 
up a great free country, and all 
the things that appeal to free 
men. 

I know what Charlie is talking 
about, when he talks about a 
country in which a fellow has a 
chance. That is what Boston of- 
fered to me. When we came into 
this city in 1898, my wife and I did 
not have money enough to pay my 
first term through school. But I 
had just one empty Sunday in 
this city, on which I did not 
preach. I went to Tremont Tem- 
ple to hear George C. Lorimer, the 
only chance I had, because I was 
busy every Sunday. Then they 
offered me a place out in one of 
the small towns here. I went on 
a train and then walked three 
miles to preach two sermons out 
there in the country, and I got 
three dollars for it, and they fed 
me. It cost me ninety cents to get 
out there and back, so my net 
profit was two dollars and ten 
cents—one dollar and five cents a 
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sermon. That is the way I started 
the second Sunday after I reached 
Boston, and began my work here. 
I preached out there three or four 
Sundays. Some of the pompous 
fellows up here would not go out. 
There wasn’t money enough for 
them. 

There was a fellow out in that 
town that heard me preach, and 
he had a friend, Isiah Stone out 
at Truro on Cape Cod. And he 
said to this friend, “Here is a fel- 
low you want.” They hired me out 
there, and then I had a salary 
and a parsonage, and Mrs. Stock- 
dale stayed out there during the 
week and was the parish visitor, 
while I studied in Boston. When 
we got there they fixed the 
cemetery fence and painted the 
Church and parsonage. They did 
everything a fine Christian com- 
munity could do. When they got 
through they had one hundred 
and fifty dollars left in the treas- 
ury, and they said, “Well, that 
money is there, and it must belong 
to the preacher.” So they turned 
that over to us. How is that for a 
group of New England Christian 
people? 

When Mrs. Stockdale and I be- 
came engaged, I didn’t have 
money enough to buy an engage- 
ment ring. All she got, Ladies, 
was just me. There was no soli- 
taire. But I went into the thing, 
and she with me, and we worked 
it out together. And in this very 
city on the tenth anniversary of 
our wedding, I bought the finest 
solitaire you ever saw. I had a 
good salary then in the Boston 
Church. I had my debts paid, and 
was on easy street, and I bought 
a solitaire that was a solitaire. I 
took her to the hotel down here 
and into the goo-goo room—you 
know, the room where you can 
turn the lights off—and I slipped 
that engagement ring on her 
finger, and took her to Europe on 
a honeymoon. 

That is free enterprise in Amer- 
ica. That is what comes to a kid 
in this country, who started out 
where the first thing he had to 
do in the morning was to clean 
an old stable—a kid who had no 
place to go in the world. That is 
your democracy. That is your 
free enterprise. It is the call of 
God himself for any person who 
has thought, or vision, or feeling, 
or grit, or gumption, or grease to 
get somewhere. 

That is your country. Don’t let 
anyone fool you on that proposi- 
tion. Your government cannot 
take the place of this free enter- 
prise. We have an_ enterprise 
where the government does not 
tell the people what they are to 
do, but where the people tell the 
government what to do. Let us 
hang on to that. It is still legisla- 
tive, judicial, and administrative. 
Those three things are there, and 
it is worth anything, everything 
we have got, to keep that thing 
going. That is the promise of the 
world. 

Business Improving 


Well now, what is the economic 
situation? The business curve con- 
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CONVENTION VISITORS 


. Charles H. Ramsey, Ever Ready Calendar Mig. Co.; Ebenezer Wal- 
lace, Southern California Stationers, Los Angeles, Calif.; Charles 
Reynell, Oxford Filing Supply Co.; E. H. Robers, Koh-I-Noor Pencil 
Co.; Lou Caracci, Nor-Wood Co., New York; Sam Clayton and G. M. 
Koh-I-Noor Pencil Co. 

Schubert, Jr., Western Wholesale Stationers, Los Angeles, 
Calif.; Phil M. Anderson, Newton, Kas.; J. A. Carpenter, New Eng- 
land Paper Punch Co.; A. M. Cate, Hayden & Cate, Boston. 

. R. E. Williams; J. A. Riedell; Garrett Roberts, all of Weldon Roberts 
Rubber Co. 

. E. Grennan, Harold Atwood, Mrs. Atwood, W. L. McCullouch, Geo. 
W. Reinhardt, all of Finch & McCullouch. 

. E. H. Knapp. Victor Safe & Equipment Co.; H. G. Schreiner, Polar 
Mig. Co.; Charles A. Slingerland, Acme Visible Records, Inc. 

. G. C. Lipp, W. H. Kistler Staty. Co., Denver, Colo.; Jack Gram, 
J. L. Hanson Co.; R. J. Vojta, Frank Mashek & Co.; Howard Decker, 
Decker’'s Inc., Lafayette, Ind.; Herb. Walsh, Southworth Co. 


Favor, 
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. Robert L. Thomas, Lucas Brothers, Baltimore. Md.; A. J. Schifferli. 


H. C. Cook Co.; H. H. Treudley, H. H. Treudley & Co., Youngstown. 
Ohio; Don Crile, The Office Equipment Co., Canton, Ohio. 


. Carl Fagerstrom, John H. Griffith, Jack Barry. Bill Berquist, all Post- 


index Co. or Art Metal Construction Co.; M. L. Ober, Stationers, Inc., 
Indianapolis; J. Arthur Johnson, Postindex Co. 


. Seated: George E. Sanger, Oxford Filing Supply Co.; C. S. Fernyak. 


Manstield Tynewriter & Office Supply Co., Mansfield, Ohio; Harry 
A. Erny, C. Howard Hunt Pen Co.; Larry M. Saunders, C. Howard 
Hunt Pen Co.; Donald Chadduck, The Carter’s Ink Co.; J. W. Will- 
more, Cooke & Cobb Co. Standing: Jim Neary. Geyer’s Topics; 
Max Gail, General Office Supply Co., Detroit; Leon Banov, Art Steel 
Co.; Charles Geer and C. M. Dunn, Geer-Dunn Co., Jamestown. 
N. Y.; O. F. C. Giddy. American Pencil Co. 


. Harry A. Sturdevant, Ace Fastener Co., Jack Gram, The J. L. Hanson 


Co., W. S. Plant. Western Bank & Office Supply Co., Oklahoma 
City, S. M. Babson. Bates Mig. Co. 


tinues steadily up. It is not a 
bumpy line or an hysterical line, 
but it is steadily up. There are 
some resting spots, of course, like 
in last October, but it is steadily 
up. There are numerous reasons 
for our optimism now. Inventories 
are low; that is one reason. Prices 
are low; that is another reason. 
We are at last trying to get the 
five great elements of our national 
life together; labur, the agricul- 
turist, the manufacturer, the pub- 
lic, and the government. They 
must cooperate. They dare not 
fight one another in a free enter- 
prise government like the United 
States of America. 

There is also going into the field 
occupied by home _ construction 
from five to thirteen billion dol- 
lars, and when we get to feel the 


effect of that, there will be jobs 
for the plumber and the painter 
and the paper-hanger, and the 
furnace man, and the mason, and 
the furniture maker. There may 
be something like new desks that 
will be put in, and upon which 
you fellows can lay some stylish 
stationery, when they begin to 
create those homes. And the fel- 
low who designs those homes 
should see to it that there is in 
the home a good desk. If you want 
to create business, go into the 
house with the fellow that sells 
the property complete; take your 
desk and put it into the home, 
and they will buy the desk. 

When you begin to creat these 
homes and occupy this five to 
thirteen billion dollars in the cre- 
ation of them, then the jobs will 


come, and when the jobs come, 
then it is the song of the payroll 
turnover. The sweetest sound in 
free enterprise America is the 
song of the payroll turnover. 
There is no way to promote a 
boom, or to give anybody any- 
thing; you must expand your in- 
dustry out of the profits of the 
industry. We must stick to that, 
because it is the song of the pay- 
roll turnover that counts. 

How do I know? Here are the 
real figures. Take an investment 
of one hundred thousand dollars— 
what does it do? It gives employ- 
ment to one hundred and fifty 
people, who support one thousand 
people. It creates a payroll of two 
hundred thousand dollars. It sup- 
ports a dozen concerns, gives op- 
portunity for a dozen professional 
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men, fills a ten room school house; 
it creates a tax valuation of a mil- 
lion dollars. It puts up two hun- 
dred homes, and buys the prod- 
ucts of eight thousand acres of 
land. And when you begin to du- 
plicate and triplicate and multiply 
that one hundred thousand dollars 
of free enterprise investment for 
profit in the United States, you 
are genuinely going about the task 
of putting this country upon a 
solvent prosperity basis. Don’t let 
anybody tell you that the same 
kind of service will happen to you 
on a service motive basis as on the 
profit motive basis. 


Need Individual Enterprise 


Listen to an old person. I have 
been lecturing all over the coun- 
try, and have gotten big prices. 
Once in a while I have taken it 
upon myself to go out and give a 
minister some lecture, and give 
him all the proceeds, or gave a lec- 
ture to help out a sewing circle or 
some other organization. When I 
go out for one hundred and fifty 


dollars, they meet me at the sta- - 


tion, send a limousine, have a 
room reserved, send someone to 
get me so that I can be there on 
time, see that I get back to the 
hotel. When I am perspiring and 
hot after the lecture, my health is 
taken care of. I get all this at- 
tention when they pay me one 
hundred and fifty dollars. When 
I go for nothing, out of the good- 
ness of my heart, the preacher 
forgets Iam coming. I get off the 
train, and hunt up the church, go 
into any hotel I can find, and I 
finally go out and “find the 
preacher in a baggy pair of 
breeches, and he doesn’t know 
whether I am in town or not. 
That is the truth! 

Now apply that principle to in- 
dustry, and you have exactly what 
the situation is when you try to 
give people something for nothing, 
and let them go into the business 
of shining the seat of their 
breeches 

I want to tell you the Gospel 
truth. We must get strength 
enough to stand up and do our 
part in hard work, we must use 
our judgment, and we must come 
to good old-fashioned common 
sense. That is the thing in free 
enterprise in free America! 

Here is a regular Weary Willie, 
and he goes rolling down the road, 
and he finds a shady spot and goes 
to sleep. The bugs crawl over his 
face, and the flies walk over him, 
but finally a bee alights on his 
toe and stings him. and that is too 
much for Willie. He raises up and 
says, “Now by gosh, all of you get 
off!” You do not want to create 
that kind of a country. That is 
not America; that is not the 
foundation, that is not the thing it 
is made of. That work in the stable 
I was telling you about. and the 
other things I had to do when I 
was getting started, is what en- 
abled me to pitch a nine inning 
game of baseball two weeks ago. 
And I haven’t a kink in mv arm, 
and I am sixty-four years of age 

When you begin to talk about 


not making a kid work before he 
is sixteen years of age, you are 
talking bunk. Look at the leaders 
of this country. Take the whole 
list of the men at the head of 
the telephone company, as pub- 
lished in the Saturday Evening 
Post sometime ago. What were 
they started on and where did 
they start? They started out in 
good upstanding, sturdy, well con- 
ditioned, well muscled free enter- 
prise, fellows that had to do some- 
thing. The men I have just spoken 
about know the cost, and they ap- 
preciate the value of having some- 
thing to do, and they have an ap- 
preciation of real, genuine living 
That is America, and there is no 
invention that ever will be devised, 
and nothing that is ever going to 
come to pass, that will enable peo- 
ple to sit and sing themselves 
away into everlasting bliss. That 
thing is absolutely wrong. It is 
the challenge today that gives us 
the wonderful game. It is the 
spirit of it, and this is in your 
free America. 


Lack of Confidence a Stalemate 


There is a shadow before us be- 
sides the great shadow of war, and 
that is the idle money in the 
United States. There is a sum of 
about one hundred billion dollars 
in the United States that could be 
used, that could go to work if it 
had confidence enough. But no, 
we haven't that confifidence. Whv 
is that? Why is this money idle? 
Now you wouldn’t make the mis- 
take of asking a preacher why the 
money was idle, would you? But 
I can give you the result of a 
scientific survey that mav mean 
something ... It was well taken 
by the Charrington Company, and 
they have a good standing. You 
will remember they came within 
one per cent of prophesying the 
results of the last election. It was 
the same company that made this 
survey. They have asked the peo- 
ple who have the money why it 
is idle. Eighty-three per cent of 
the people who have this idle 
money say it is not a good time 
to invest the money for profit, 
because the government takes so 
much from industrial and busi- 
ness institutions in taxes, that it 
is not a good time to invest. 
Sixty-two per cent sav the gov- 
ernment takes so much in taxes 
they are afraid to invest. Sixty- 
three per cent say the labor sit- 
uation is so unsettled today, 
chiefly within labor itself. that it 
is not a good time to invest that 
money for profit 

So I believe there are three 
things we will have to do. We 
must build confidence. Someone 
here talked about standing out- 
side a store for two hours and 
being afraid to go in. I tried to 
sell books when I was in college, 
and I would go up and push the 
doorbell and then hope to God 
that the people weren’t home. But 
we know we have to do these 
things. We must have courage. 

Right here in this great city I 
had to work to establish confi- 
dence in myself in the pulpit of 
Union Church. In that church I 
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had a fine upstanding officer who 
wore a large mustache, was well 
groomed, stood six foot two, and 
at first when he came down the 
aisle to his seat, he scared the life 
out of me. I would wonder what 
I should say or do to interest John, 
and I would try to get my courage 
up. Then one day when I saw 
John come in I sat up and said 
to myself, “John, old boy, you are 
going to be helped a lot with what 
I am going to say today. I have 
a sermon that will knock your eye 
out. You will be talking about it. 
and you will be glad you came.” 
And John shriveled down to the 
right size. After that, what hap- 
pened? John became my truest 
and best and most helpful friend 
in that church. He used to come 
down Columbus avenue and knock 
on my study door, and when I 
came to the door he would say, 
“Preacher, I didn’t have anything 
to bother you about; I just wanted 
to know you are well and happy.” 
And it was he whom I had been 
afraid of! 

Just think of the bunk you have 
allowed in your business. Think 
of the things that inhibited you 
and kept you down, and changed 
your form and slowed up your 
style. If a fellow is pitching base- 
ball he ought to be happy to see 
a Joe DiMaggio come up to bat. 
What is the game without a fel- 
low who can slug it to the tune 
of three hundred eighty-eight for 
a whole season’s record? That is 
this morning’s figures, gentlemen. 


You never know when the game 
is over. 


A Call to Faith and Fortitude 


A lot of you Boston folks will 
remember when the Red Sox used 
to play over here on Huntington 
avenue. Those were the days 
when Chick Stahl, and Larrv 
Gardner and all the rest of that 
crowd were here. I went up there 
one day. You never Know when 
the game of life is over. any more 
than a game of baseball 

It was two games on Memorial 
Day, and we were playing the 
Athletics, and at that time thev 
had the famous infield — you 
know, McInnis, Collins, Baker. And 
it was the last half of the ninth 
inning. This is box score statis- 
tics, you will remember—and not 
a minister’s funny story. It was the 
last half of the ninth inning, and 
the Athletics were 5 to 1, beating 
the Red Sox. There were two out, 
and three balls and two strikes on 
Tris Speaker. That sounds like 
Horatio Alger, but this is a box 
score record, remember. Tris made 
a hit. The next man got a hit. 
Krause was pitching, and he blew 
up, and then the famous infield 

lew up, and they couldn’t stop an 
easy grounder, and they threw it 
over Stuffy McInnis’ head, and the 
gang just went to pieces. After the 
two were out, and there were three 
balls and two strikes on the next 
batter, the Red Sox tied that score. 
Some men had already gone out 
on Huntington avenue and said. 
“The Red Sox are beaten again.” 
But then the Red Sox went into 
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the tenth inning and got the other 
run. So it was Red Sox 6, Ath- 
letics 5 when those men who had 
gone out too early picked up their 
extra that night! 

Why don’t we carry some of that 
stuff into life? What is the use 
of being nincompoops, and molly- 
coddles and gutless persons, when 
it comes to the problems of busi- 
ness? We should have the feeling 
of that doughboy—I was in the 
hospitals when they were bringing 
the boys in; I was at Field Hos- 
pital 15, and at first aid dressing 
stations, and at the evacuation 
hospitals, where they were dying 


on every side. The chaplain came 
along to the side of this doughboy, 
and said, “I have some bad news.” 
“What is it? Am I going West?” 
“Tt am afraid so.” And the dough- 
boy said, “See that locker over 
there. In there is a blouse, and 
in the pocket of that blouse is an 
envelope. Bring it over.” The 
chaplain got the pocket and the 
envelope, and handed the envelope 
to the doughboy, and he opened 
the envelope and said, “Chaplain, 
here is ten dollars. That is all the 
money I’ve got, Chaplain, but I’ll 
bet you ten dollars I don’t die.” 
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Why, a Chaplain that would refuse 
a bet like that would be no good. 
And that kid did not die! 

There are resources spiritual 
and dynamic and intangible, and 
unseen, that are part of the finan- 
cial assets of every business man. 
I am calling you today at your 
stationers’ convention—I am call- 
ing you as citizens of the United 
States, I am calling you as happy, 
contented men, who believe in the 
future, when the world is crum- 
bling into chaos of deception and 
double-crossing—I am calling you 
to the Stars and Stripes and to the 
free enterprise of free America. 


Letter Paper— Why 7 


W ver Charlie Garvin, telephon- 
ing from Washington _ several 
weeks ago, suggested a talk about 
paper at this meeting, it seemed 
particularly appropriate because 
this year’s convention is held in a 
city whose back yard centers both 
traditional and modern paper 
making at its best. The glory of 
America’s first paper mill belongs 
to you Pennsylvanians, for the old 
Rittenhouse Mill at Germantown 
in 1690 ranks No. 1. But to Massa- 
chusetts came the greater glory of 
succeeding mills, the first less than 
ten miles from Boston, at Milton. 
From which adventuresome pio- 
neers moved westward to the Con- 
necticut and Berkshire valleys, 
where the Almighty himself went 
into partnership with them by 
giving them the world’s finest 
wash water—the paper-maker’s 
greatest asset, when one realizes 
that within a few seconds of the 
transformation of pulp into paper 
it is 95 per cent water. 

As a subject of discussion I have 
selected “Letter Paper—Why?”. I 
plagiarized in choosing this title. 
About a year ago one of our 
American contest originators of- 
fered a prize for the best short 
poem that could be written. There 
were thousands of entries from 
which the winner was selected 
and many of them were excellent. 
The one of most humor—although 
not a prize winner—was entitled 
“The Antiquity of the Microbe,” 
and the poem was of but three 
words: “Adam had ’em.” The 
prize winner, however, properly 
had to do with the depth of life 
itself—a poem capable of creating 
unlimited discussion for a philo- 
sophical mind. It had but two 
words, “I—Why?”’ 

And that suggested “Letter Pa- 
per—Why?” To you, a stationer. 
are papers important—and why? 

It sometimes seems to me that 
paper has so long been a medium 
for our daily registration of 
thoughts that we take it for 
granted and overlook its meaning 
For purposes of discussion this 
morning, may we divide these few 
moments between commercial and 
social letter napers? 

I wonder if all of us haven't 


Paper Improvements in Past 
Ten Years; Merchandising Op- 
portunities in Commercial and 


Social Writing Papers 


By PAUL BURBANK 


The Eaton Paper Corporation 


fallen into ruts in our considera- 
tion of commercial papers. Do 
your salespeople, men or women, 
know the things that have hap- 
pened to paper through our de- 
pressed business years? More pa- 
per improvement has been made 
in the last ten years than in any 
previous decade of history, with 
the possible exception of 1800- 
1810, when the first paper machine 
was invented. 

The pulp processors have learned 
new secrets of pulp purification 
dirt specks are lessened throurh 
new centrifugal machines; paper 
strengths and characteristics are 
improved; colors are better—and 
in referring to color I mean espe- 
cially to include white. White is 
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more than white in paper making 

it is almost incredible that at 
one time we, at Eaton, had over 
twenty-five specified shades of 
white. Think of it! Specified to 
meet definite requirements. 

Of even greater significance is 
the merchandising to consumers— 
those elusive people of varying 
tastes whom we pursue and influ- 
ence, and upon whom depends our 
business success. 

I asked a stationer only last 
week his greatest problem in sell- 
ing commercial papers, and his 
honest reply was “getting my 
salespeople to sell higher priced 
units.” But have we all done the 
work we should have with those 
salespeople to get them, not to sell 
higher priced units, but to sell the 
right paper for the task at hand— 
to find how the customer is going 
to use the paper he is purchasing 
and to recommend accordingly? 
By doing this, the salesperson 
serves the purchaser and auto- 
matically raises the unit sales 
price. 


Possibilities in Air Mail Papers 
and Envelopes 


And have you, as executive sta- 
tioners, kept pace with the new 
accomplishments that stimulate 
interest and create enthusiasm for 
paper products? As time will not 
permit a complete enumeration of 
the manv things done to make for 
more paper-consciousness, I have 
selected only one phase of com- 
mercial papers—Air Mail. I have 
done this deliberately because the 
average stationer is permitting a 
real sales opportunity to go by his 
door. Who would have thought 
twenty-one vears ago that the 
first halting flight of the mail by 
air could develop into the business 
it is today? Since this convention 
ovened yesterday, a probable 700,- 
00 letters have been flown to des- 
tinations in this countrv; and the 
figures grow weekly. This repre- 
sents a market right at the sta- 
tioner’s door: people spending 
double postage for speed. and un- 
educated as to what special papers 
to write upon. 

Perhaps you ask, “Why special 
papers; isn’t any bond all right?” 
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Obviously, any paper will carry 
the message, but imagine the at- 
tention accorded a specially desig- 
nated Air Mail letter paper by the 
ultimate recipient, and compare 
that with the attention value of 
an ordinary bond sheet. Light- 
weight paper printed with the red 
and blue identification of the Air 
Mail is now available, and it is my 
opinion that the designation on 
the letter paper is of greater im- 
portance than on the envelope. So 
long as that letter is used for ref- 
erence it fairly shouts, “Air Mail.” 
Its identification marks indicate 
that it was written about a matter 
important enough to warrant 
double postage, and it commands 
attention. 

Many a letter opened by a secre- 
tary or a central mail table in a 
large plant reaches the recipient’s 
desk without the envelope. Unless 
the sheet itself bespeaks the 
dramatization of an Air Mail de- 
sign, the letter has lost a great 
deal of its potential attention- 
getting or emphasis value. 

Would you like some statistics 
about this new market? In the 
government fiscal year of 1937, Air 
Mail (domestic only) carried 167.- 
520,148 letters. For the year 1938. 
210,230,969 pieces—an increase of 
42,710,721, amounting to over 25 per 
cent. And 1939 figures will be even 
greater. Add to that the enormous 
increase available through Pan 
American’s Atlantic service, and 
then picture the South American 
business now open to us in North 
America. 


Europe’s war, sad as it is, does 
things for us. The Deutsche Luft- 
hansa no longer flies the South 
Atlantic. America can get more 
of that market if we business men 
want it. And Air Mail correspond- 
ence will play a large part in it. 

The first Clipper to fly to Europe 
this year carried 112,574 letters, at 
30 cents ver one-half ounce. If 
people will pay that for postage, 
shouldn't we see that the paper is 
right? 

Only two weeks ago I talked 
with an executive of Pan Ameri- 
can Airways. The British Imperial 
Flying Boat, Caribou, had just 
landed at Port Washington. This 
man said, “Do you realize that 
with crowded cables and with the 
need of secrecy, the Air Mails will 
be the fastest communication 
means from Europe to America 
and Canada?” Flying far above 
submarine menace, messages of 
importance cross an ocean in the 
span of a day. 

Then, the envelopes! Does your 
customer know from you that the 
red and blue edges of Air Mail 
envelopes are not for decoration 
but rather for utility? I had this 
forcefully demonstrated one night 
at the Washington Airport, as I 
waited for a plane connection into 
New York. As at all major trans- 
fer points, there is a Post Office. 
and the clerks are working against 
fast-scheduled connections to sort 
the mail for outgoing ships. They. 
of necessity, work feverishly. If 
the envelope carries the proper 
Air Mail color on its edges, it rap- 
idly and without error goes into 


the Air Mail bags. But hundreds 
of envelopes are marked “Air 
Mail” only with a penciled instruc- 
tion,—a handicap to service, for 
identification by postal clerks is 
made difficult. If we can aid our 
consumers to understand these 
points, we do two things: (1) 
make possible better service for 
them, and (2) open a potentially 
profitable market of higher priced 
envelopes for us stationers. 

There is also a smaller special- 
ized market ready for us— the 
philatelic one. Thousands of peo- 
ple sending “First Flight” letters. 
Why use the proper Air Mail en- 
velope? The most important rea- 
son I know is embodied in the 
notice sent to philatelists by the 
Government itself: 


“The Department desires to have 
every cover transported on the first 
flight but the load which can be carried 
by the autogiro is necessarily limited 
If all collectors will use lightweight 
covers, no problem will be involved. 
The cooperation of all concerned in 
using lightweight covers is requested 
In the event two trips should become 
necessary to transport all first-flight 
mail, preference will be given on the 
first trip to LIGHTWEIGHT covers.” 


Are you getting your share of all 
this? Here is a market almost 
new; the customers need it; the 
unit rrice is comparatively high 
and profitable; the field is open. 
In like proportion, all phases of 
the commercial paper market are 
open. If we sell paper to fit re- 
quirements, as office equipment is 
sold, it will not be difficult to raise 
volume. 


Social Letter Papers 


Now, what about social letter 
papers? That disturbs me, for out- 
side certain geographical sections, 
the stationer has relinquished to 
other types of stores a product 
that rightfully is his. Once relin- 
quished, its reinstatement is diffi- 
cult. How many of you have said, 
“People don’t write letters any 
more.’ While stationers have said 
this, department stores and syndi- 
cate stores have taken the busi- 
ness and increased it. 

Should the stationer get it back? 
When I say, “Yes, he should,” and 
vou rightfully ask “Why?”, I'll give 
you two reasons: (1) More people 
write more letters than ever be- 
fore; and (2) Letter papers can do 
something for your store. 

When I say people write more 
letters, it often causes raised eye- 
brows of skepticism. But I believe 
it! In the first place, we have so 
many more literate people—ac- 
tually 18,000,000, or 15 per cent 
more of them in the past ten 
years. That alone is a large 
market. 

Perhaps you say there are too 
manv new means of communica- 
tion acting competitively. There 
are many, but that always makes 
more reason for communication, 
and each form gets an advantage. 
It is an established fact that as 
air lines have competed with rail- 
road and steamship lines, travel 
over the latter has increased—not 
diminished. So, with letter writ- 
ing, we cannot afford to minimize 
the potential market. Last year 
120,000,000 people sent 14,226,000,- 
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000 letters by first-class mail—an 
increase of 77,000,000 over the pre- 
ceding year. If you were to trans- 
late that figure into quires of 
paper it would be startling. 


New Reasons for Writing Letters 


Aside from an increased popula- 
tion, there are new reasons for 
writing letters. One important one 
is that we travel more, and sepa- 
ration from native environment 
leads to letter communication. 

School and college registrations 
are again higher than ever, and 
each student has innumerable 
people to whom to write and who 
in turn write to him. I’ve often 
wished there might be some way 
to evaluate the number of letters 
that are actuated by one college 
prom. The first one is sent home 
for additional allowance —and 
probably that’s the last one on 
this subject—but from then on 
there follows a stream of corre- 
spondence between the girl of his 
selection and the student. Our 
huge student bodies represent 
sizable stationery sales potentials, 
and to the dealers isolated from 
university towns a comparable 
market lies in the people in all 
communities writing to those in 
college. 

Then there is a fan mail to 
radio and screen favorites. To 
them go letters numbering into 
the millions. A new market in 
fifteen years. Who sells the paper? 

Also enormous in volume is the 
contest mail. Millions of people 
participate in the innumerable 
contests being sponsored by com- 
mercial enterprises, and many of 
the entrants are very particular to 
use paper worthy of recognition 
when the judges select the win- 
ners. 

Another class is the portable 
typewriter users. A_ specialized 
market with thousands of users. 
Who is recommending to them the 
proper papers for letter writing? 
Many are novices, to whom the 
special erasable characteristics of 
certain papers are invaluable, and 
the stationer is the one _ best 
equipped to tell the story. 

In the field of social correspond- 
ence, again the Air Mail. Only now 
are individual letter writers, out- 
side of business houses, realizing 
that a letter can go anywhere al- 
most overnight. The most graphic 
outline of such a condition is one 
drawn by the postmaster of the 
town of Heston, Kansas. The town 
does not have a railroad—it does 
not have an air line, yet letters 
can travel by bus and train to 
Wichita and, leaving Heston at 
6:00 p.m., are in New York at 5:37 
the following morning or in Los 
Angeles at noon. There are other 
small communities off from air 
lanes which have not realized the 
possibilities of rapid service, but 
as the knowledge grows—and our 
Post Office Department is doing 
evervthing to sponsor it—Air Mail 
will race ahead of competitive 
communication. I can’t over- 
emphasize to you the advantage 
of this new market for selling let- 
ter paper. 

Long, visiting letters of old may 
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be gone forever, but I am con- 
vinced that more letters are writ- 
ten than ever before. 


National Letter Writing Week 


Do you know, there was a time 
when even the manufacturer took 
a defeatist attitude about letter 
paper—but no longer. Forgetting 
their competitive habits, twenty- 
four have again jointly sponsored 
a second National Letter Writing 
Week—October 1 to 7. In its pro- 
motion 70,000 plaques will be dis- 
tributed to American stores, in- 
cluding all stationers. Newspaper 
electros and advertising will be re- 
leased. Radio announcements will 
be featured. The week is interest- 
ing enough to the Pennsylvania 
Railroad that posters will be car- 
ried in every train east of Chicago, 
and a slogan will appear on the 
dining car menus. Again the Gov- 
ernment, selling its mail service as 
never before, will supply 35,000 
post offices with plaques —all 
sponsoring letter writing. These 
will be displayed in every first, 
second, third and some fourth- 
class post offices. 

Regardless of whether you are 
skeptical of the value of national 
weeks, let us all recognize that 
nothing succeeds like success and 
that letter paper sales are worth 
while. When the consumer real- 
izes that really fine paper, in se- 
lections representative of the let- 
ter writer’s own personality, costs 
less than the stamp to mail it, and 


| of us, busy as we are with 
our daily work, must rely on head- 
lines for much of our current in- 
formation—headlines that tell us 
of hate or greed and so many other 
things. Unfortunately, today’s 
newspaper headlines are nearly all 
headlines of war. I do not neces- 
sarily want those headlines, but 
must take them as they come, day 
by day, and work out the stories 
from the things that are behind 
these headlines. But lucky for us, 
headlines are not always of war. 
Headlines concern many other 
things, some things that really 
work in with our daily lives. Sci- 
ence has, and is always going to 
contribute to these headlines. 


While, of course, science’s head- 
lines may apply to many fields, 
let us consider just the headlines 
of science that can be used for our 
own wellbeing. 


Science is a broad subject. I rep- 
resent only one part of it; not just 
the electrical part of science, even 
smaller than that, the lighting 
part of science. I make no apolo- 
gies for that, because to me light- 
ing is the oldest part of science. 
It has always been in our head- 
lines. In fact, the first headline 
we can think of was, “Let there be 
light.” That was a headline that 
meant much to us. We human be- 
ings did not have anything to do 


that the difference between a fine- 
appearing letter and a very cheap 
one is often less than a penny— 
then, and then only, can letter 
paper really be sold. That is our 
responsibility in merchandising— 
to be sure the consumer knows 
the proper papers for various cor- 
respondence needs. Whether it be 
commercial paper or social paper, 
isn’t that the task of the stationer? 

Finally, aside from its own sales 
volume, what can it do for your 
store—your social stationery de- 
partment? The nation’s biggest 
purchaser is the American woman. 
Now that papers are styled to meet 
the shifting moods of this Ameri- 
can woman, a proper presentation 
of such papers can bring her to 
your store. She is a customer 
whose spending power is tremen- 
dous and who in many ways has 
been wooed away from the sta- 
tioner. Among the thousand and 
one items the stationer must carry, 
what is there of greater pulling 
power to this American woman 
consumer than fine papers, prop- 
erly presented? The market is 
there, the woman is there, and the 
product is there. Do you want 
them to meet in your store or in 
some other type of store? 


“Acres of Diamonds” 


In our persistent search for new 
and increased business, I often 
wonder if we should not recall to 
our minds the famous lecture of 
Dr. Russell Conwell, the founder 
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and first president of Temple Col- 
lege. Some of you may have heard 
that lecture in which he told the 
story of Al Hafed, the Persian, who 
was a wealthy farmer. One day he 
was visited by a Buddhist priest 
who, having described a world 
cooled from fires also described to 
Al Hafed the beauty and value of 
diamonds compressed in that cool- 
ing world—gems more precious 
than gold or silver. If you remem- 
ber the tale, Al Hafed upon hear- 
ing of these gems became so dis- 
satisfied with his fine farm that 
he sold it and went from country 
to country seeking the coveted 
diamonds. At length his fortune 
was spent, and, old and weary, he 
gave up the search and jumped in 
the bay near Barcelona, never to 
be heard from again. But back 
on the farm Al Hafed’s successor, 
watching his camel drink at the 
garden brook, saw a little stone in 
the gravel flashing in the sunlight. 
Picking it up, he rushed to the 
nearest authority to learn that he 
had a diamond. Search revealed 
many more near the same spot. In 
his famous lecture, “Acres of Dia- 
monds,” Dr. Conwell recommended 
that each man search his own 
backyard for the diamonds of op- 
portunity within his reach. 

I believe one of the stationer’s 
diamonds, at his own counter, if 
he will, is paper—letter paper, be 
it commercial or social—which 
properly merchandised has poten- 
tials as yet untouched. 


with that headline, and we were 
not satisfied. 

We looked around for another 
headline, and that may be called 
the headline of flame, because 
when we had that we had a tool 
we could work on and develop for 
our own purposes. We have always 
had perhaps more interest in the 
things we had to do for ourselves 
than in the things automatically 
given to us. As the source of that 
headline of flame, perhaps we had 
a pine knot or a piece of grass 
ignited by lightning. But neverthe- 
less this headline of flame became 
of interest. 


Flame—Candle—Oil Lamp— 
Electricity 


With those headlines, we did not 
have the air mail to pass them 
around, and so it went for ten 
thousand or twenty thousand 
years. The candle is oid to us, but 
it was a headline of ten thousand 
years ago. We proceed quickly, 
then, down to one hundred years 
ago. That is when this kerosene 
lamp was in the headlines. Many 
of you people cannot completely 
forget it, because this stirs even 
our own memories. Not necessarily 
when they first came out, but in 
the time of their actual usage. 

So, actually through these head- 
lines of the centuries, lighting was 
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contributing something that has 
outlasted any of the wars of the 
past. Next we come to a third 
headline, and this is a headline of 
which we had something to be 
proud, the headline of electricity. 
Not of the incandescent lamp, for 
actually that is relatively unim- 
portant, but the headline of elec- 
tricity, using this tool to get for 
ourselves greater benefit. But be- 
ing proud of this lighting industry, 
I have always felt a real pride in 
the incandescent lamp, because it 
really started the science of light- 
ing. Scientists had played with it, 
but when we had a tool that could 
light every house in the block, then 
it was time to find out what else 
electricity could do. Then we had 
the tool, and found other ways of 
working with it. 


Development of Incandescent 
Lamp 


But this is the headline that 
starts off our story of electricity. 
The incandescent lamp was not 
made in a day. Nothing is. It 
takes time for these things to de- 
velop, and we should look at it not 
as one headline, but as a series of 
smaller headlines. 

This is the old lamp. At the be- 
ginning of the 20th century, this 
was the standard incandescent 
lamp, with a carbon filament. But 
that filament wasn’t satisfactory, 
and we tried to get rid of it. Soon 
we did get rid of it, and found 
a better material — tungsten — 
stronger than steel, heavier than 
lead. But neither of these things 
meant a thing, because we were 
not interested in strength, only in 
the thought of heat—what heat 
would do to that to give it light. 
We chose tungsten, because in 
that characteristic it was out- 
standing. We still use tungsten. 
We haven’t found anything bet- 
ter; no one has. In that one field 
of material we still today, after 
thirty-five years, are using tung- 
sten. But we use it in a different 
way. We use the same amount of 
tungsten wire, but we have it 
squeezed into a smaller space, be- 
cause of the fact that these are 
heating lamps, and by putting 
that material closer together, we 
get it hotter, and thus get more 
heat. 

Then something else was chang- 
ing on the inside of the bulb. It 
may seem nothing is there, and 
yet we know there is that precious 
thing, air. in this room. In the 
lamp there was another thing, 
just as precious a thing as air, but 
an inert gas. Some of you people 
remember the old term, nitrogen 
lamp. We still use nitrogen, but 
not in the same sense, because we 
have learned many other ways of 
making the inside of the lamp to 
give off better light. 

These are no longer headlines. 
They become the commonplace 
things of our life. So, the scientist 
goes on changing them all the 
time, trying to get something bet- 
ter. They are still headlines to me, 
but by the public they have been 
accepted as of individual use and 
put to work all the time. That is 
always the interesting part of 


headlines. They interest us, but 
it is what follows after that, what 
builds up their usefulness—that is 
what really tells our story. 


Five Interesting Lamps 


How many people looking at in- 
candescent lights wonder why we 
make them as we do. You ask us, 
“Why don’t you make them bet- 
ter?” You have used them in your 
homes and in your stores and in 
your offices—‘these things we call 
lamps, and I wonder sometimes 
if you can recognize that in any 
particular product there are cer- 
tain problems that require study. 
The problem almost foremost in 
our minds is “Why doesn’t it last 
longer?’ You have asked that. Do 
you think it is because we haven’t 
learned the secret of it? No. There 
is another answer. We cannot do 
everything we want; we never 
can; we are never unlimited in 
our fields; we always have to di- 
vide them. So to emphasize it, I 
have brought here five lamps. 

From where you are they look 
the same. They look the same and 
are the same in one important 
way—they turn the meter at the 
same rate. We do not kid our- 
selves. We know people watch the 
meter and find out what the light 
will do. We have to pay for things; 
they are not given to us. Now let 
us take these five lamps and see 
what we can get out of them. The 
first man says, let’s have the lamp 
last a long while, not a couple of 
hours, but a couple of years, or ten 
years, or twenty years, or forty 
years. That is not foolish. Here 
is a lamp that will last three thou- 
sand years, and you can have it 
on a money-back guarantee if you 
want it. But could you read a 
newspaper with this lamp? No, it 
will last three thousand years, but 
you might as well have one not 
lit at all. We could strike a match, 
and the match would give you 
more light than that sixty watt 
bulb. So you Know you do not 
want that lamp, even if it will last 
three thousand years. 

The second man says, “That is 
ridiculous. We want light out of 
this lamp. We want the brightest 
sixty watt lamp—the brightest one 
you have ever seen.” Well, here it 
is. How long will it last? We are 
lucky if it lasts two or three hours, 
but there is a lot of light from it. 
Actually, you see, we are on the 
see-saw. We must think of two 
things. We cannot do everything 
we want to do. We are governed 
by these laws of science that tell 
us how far we can go. 

The third man says, “Let’s get 
something that will last a couple 
of years,” and we turn over to him 
one that will last five thousand 
hours. But the third man Says, 
“Is that the cheapest?” No, it is 
not the cheapest. This is the 
cheapest lamp to operate and buy, 
and it will last just fifty hours. Do 
you want to change them every 
fifty hours, or do you want one 
that will last a thousand hours in 
this particular kind of lamp? We 
can make them to last longer, and 
make them brighter, but we can 
not do them both at the same time 
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without building up this back- 
ground of technical improvements 
that make for us new headlines in 
the future. 

When I say a thousand hours, 
do not think this means every 
lamp. This is the biggest commer- 
cial size. The moving picture in- 
dustry uses this lamp, and pays 
more for them, but they are sat- 
isfied with one hundred hours’ life 
out of this thing, even if it does 
cost sixty-five dollars. Why? Don’t 
think sixty-five dollars is much 
when you are paying Clark Gable’s 
salary. They want it for light, 
and what they can get out of it is 
what counts. 

On the other hand, how about 
your surgeon? He wants light, and 
here it is on the end of this wire, 
a little light, but down your throat 
it provides for the surgeon the 
light he could not get in any other 
way. He does not care whether it 
lasts three thousand years. He 
takes this, and it will only last 
ten hours, but think how many 
operations can be performed and 
how many lives he can save in the 
ten hours’ life of this lamp. 

Those are our limits today, and 
while they are no longer head- 
lines, we wonder whether incan- 
descent lamps are finished. I do 
not think so. We are still learning 
to use them in different ways. 


New Type Lamps 


Here is a beam of light—and I 
move it around the room—that 
will last a year. They are lamps 
developing into practical applica- 
tion, not only this one type, but 
many of them, and their use 
through the years lead to other 
developments. This light will be 
used in the automobiles this year. 
The only cars that do not have it 
this year are the low-priced cars; 
all the other cars will have this 
new method of lighting. This is 
the complete lamp bulb; it is all 
complete in the one unit; you do 
not need a reflector or anything 
else. What is the advantage of it? 
Perfection of control. We know 
when it leaves the factory it is as 
perfect as we can make it today 
in controlling light. Two or three 
years ago on your car, once you 
got it, we had no further control 
over it; the reflector tarnished, it 
got out of adjustment; but not 
with this one. Everything is right 
here, the only thing is that if your 
wife crumbles up your mudguard 
against the garage door, you must 
have it adjusted again. We have 
in this type of lamp not the most 
perfect answer, but the most per- 
fect that up to now we can get 
for our lighting on the road, for 
this very serious problem of seeing 
at night. 

So we have gradually developed 
these things, and gradually put 
them to work. I do not think that 
incandescent lamps are what we 
might say vanishing. They are not 
producing headlines, but they are 
producing the light we need under 
certain conditions. 


Tubular Lighting 


I mentioned before that we look 
at the incandescent lamp only as 
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CONVENTION PERSONALITIES PAUSE FOR THE CAMERA’S CLICK IN BOSTON 


K. R. Dunton, Doten-Dunton Desk Co., Cambridge, Mass.; J. S. 
Sprott, The Globe-Wernicke Co. 


. W. D. Evans, eastern general manager; W. W. Garrison, advertising 


counsel, W. A. Sheaffer Pen Co. 


. W. H. Shumway, Ward's, Boston; Harry C. Anderson, The Globe- 


Wernicke Co.; R. M. Hanrahan, Ward's. 


. H. L. Fellowes, Bankers Box Co.; Jack Kern, Stationers Loose Leaf 


Co.; Folger Fellowes, Bankers Box Co. 


- Wash Jaques, Jaques & Co., New York, and Claude Conger, Trusseil 


Mig. Co., in earnest conversation. 


7. 


Hampton, retiring president; Norman Watts, Office Equipment Co., 
Louisville, Ky.; Walter Nichols, Weis Mig. Co. 

A couple of sheep herders. Dick Healy, Santa Fe Book & Staty. 
Co., Santa Fe, N. M.; Herb Riley, Outwest Printing & Staty. Co.., 
Colorado Springs, Colo. 


8. Dick Towne, J. M. Towne; Albert E. Farr, National Blank Book Co. 


9. 
10. 


Charles T. Schnell; George H. Alter; J. R. Bate, Invincible Metal 
Furniture Co. 
Woodson P. Waddy. Everett Waddey Co.; Eberhard Faber. 


ll. R. A. Jonas, Jr., Charles E. Reynell, R. A. Jonas, Sr., Oxford Filing 


6. Verne E. Miller, Philippine Education Co., 


the start of the electrical industry. 
Perhaps you might call this an- 
other headline, but I call it only 
the continuation of the headline 
of electricity. However, rather 
than getting our light source by 
heating means, we get it by an- 
other. Certainly you will recog- 
nize this tool. It is a machine gun, 
not your type, but my type. It is 
a machine gun, because it forces a 
constant stream of bullets, not de- 
structive bullets of metal, but bul- 
lets of electricity which we can 
pour down this tube and from it 


Manila, P. I.; Harold 


Supply Co. 


get light. It is a sodium lamp. It 
makes you look deathly, but we 
use it because out of this lamp we 
can generate more light than out 
of any other light source we have 
been able to produce, more light 
with less current. Do we want it? 
Who wants it? 

Now let us think in terms of col- 
ors. You were talking about fine 
stationery, and someone said that 
we should have five or six different 
colors of letterhead to attract at- 
tention. We might wonder if they 
would get anywhere through our 


sodium lamp. If we adopted so- 
dium lighting, it would not do any 
good to come out in the different 
colors. But we have here a light, 
with an incandescent lamp on one 
side and a sodium llamo on the 
other side. So we see this sodium 
lamp is a source of colored light. 

Here is another lamp whose val- 
ue is very limited, but it is very 
important in those places where 
it is used. It is purely for the pur- 
pose of highway lighting, and I 
mean the highways; not the 
streets such as we have in the 
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front of this building, but in those 
open spaces, where we have nu- 
merous cars and vehicles moving 
all the time. Where the question 
is merely one of seeing a thing, 
that is how we look after it. Does 
it make any difference whether 
you are hit by a red car or a green 
one or a blue one? No. All you 
want to be sure of is that you are 
not hit by any car, and if this 
lamp helps us to see better, doesn’t 
it fulfill that purpose? 

Here is a mercury lamp, a ghast- 
ly blue, not as bad as the other 
one, of course, but not complimen- 
tary to anyone’s complexion. It 
has a story to tell with color, a 
story that changes the complexion 
of any article to which it should 
be applied. It does not work well 
in our homes, but it is necessary 
in an industrial plant, because, al- 


Posture—IJts 


ax man climbed down out 
of the trees, shed his tail and be- 
gan to walk on two feet instead of 
four, he started what has since de- 
veloped into a constant battle 
with the forces of gravity. This 
process of evolution to the upright 
carriage has carried with it a pre- 
disposition toward several diseases 
which are common only to the 
human being. 

We rarely hear of our four- 
footed friends being afflicted with 
indigestion, arthritis, high blood 
pressure, or other commonly 
known human ailments. The rea- 
son lies in the fact that man’s 
evolution which brought about 
this upright carriage, has forced 
him to acquire an entirely new 
set of body mechanics. All his 
vital organs have had to become 
gradually adapted to this change 
in posture. 

However, since man does walk 
on two feet instead of four, and 
since we humans live indoors, wear 
heavy clothing and eat soft foods, 
this process of evolution has left 
with us a heritage of susceptibility 
to disease and with organic pe- 
culiarities—a great many of which 
are directly traceable to this 
change in posture. 

Since the posture of man, then, 
is largely responsible for the origin 
of these human frailties, we must 
admit that the subject of posture 
is of grave importance to the hu- 
man race. This is particularly true 
in the case of the seated worker 
Seated posture definitely plays a 
very important part in the life, 
the health, and the productive 
well-being of the person who earns 
his livelihood while seated. 

The term, “posturosis,” has been 
introduced in reference to effects 
of improper posture on man, by 
Dr. J. R. Garner, of Atlanta, Ga. 

Dr. Garner has devoted a great 
many years to the study of pos- 
ture, and its effect on the seated 
worker. As a result of his work in 
this field, he has gained a reputa- 


though the girl working on the 
machine may not look well under 
it, still it is very effective. 

I have illustrated the five head- 
lines in our industry. What does 
this mean to you stationers? Peo- 
ple must read those things for 
which your products are used. 
There would be no use for sending 
a letter unless you have light with 
which to read it. We must think 
of the lighting in our offices not 
as a decoration, but as something 
which we must of necessity use. 
You take up these fine sheets of 
paper in colors. Why do we use 
them? Because we want a more 
pleasant appearance in our paper. 
We want our letter as it reaches 
the desk of a prospective customer 
to look well. You men also have 
the selling problem of convincing 
your people your goods are worth 
while. Don’t you feel today that 
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the efforts of the scientists are 
making it easier for you to show 
these people what you have as you 
want them to see it? 

This is a light that duplicates 
daylight as nearly as possible. We 
are simply trying to imitate these 
lights outside. We do not want 
sunlight as much as we want sky- 
light. The light we enjoy is the 
reflected light of the blue sky. 
That light comes from every di- 
rection. If we can transport sky- 
light into our stores, we get the 
more effective results. We of 
course, are not doing this for you 
folks alone, but for the people at 
large, who must see, just as your 
business depends on people seeing. 
As your selling depends on these 
things, you can understand these 
developments as they apply to 
your particular field. 


Effect on Seated Worker 


What Every Employer as Well 

As Posture Chair 

Should Know About Effects of 
Posture on Health 


Salesman 


By WARD TAYLOR 


Walcott-Taylor Company, 
Washington, D. C. 


tion of being one of the best in- 
formed medical men in the coun- 
try on this subject. Dr. Garner 
was, several years ago, chairman 
of a group of five medical men 
appointed by the Surgical Division 
of the American Railway Asso- 
ciation, to investigate the causes 
of occupational diseases and haz- 
ards. The material contained in 
this film* is compiled from in- 
formation gathered in that inves- 
tigation. The film has been used 
by Dr. Garner in lecturing before 
Railway and other medical groups. 
In 1929 the Domore Chair Com- 
pany received permission from Dr. 
Garner to use the film in connec- 
tion with their educational work 
in the posture seating field, and 
they in turn have consented to its 
use here today 
Correct Posture Defined 

We call these the SIX VITAL 
HEALTH FACTORS: 

1. Full lung capacity breathing; 

2. Oxidization of blood in mini- 

mum of time; 


3. Free exhalation of carbon 
dioxide; 
4. Lessened expenditure of nerve 


force: 


5. Reduction of muscular effort; 

6. Unrestricted functioning of 

the circulatory system. 

These manikins show that in 
a correct standing posture the 
proper line of gravity should be 
through the center of the ear, the 
shoulder, the hip, the knee, and 
the ankle. In the picture on the 
right you see that the slouch, with 
the head hanging forward and 
abdomen protruding, has caused 
the gravity line to be broken at 
two points. 

In a proper seated attitude, the 
line of gravity should be through 
the ear, the shoulder, and the hip, 
as in the picture on the left; not 
broken and droopy, as shown on 
the right. 

This picture illustrates the same 
thing while doing stenographic 
work. 

Correct Seated Posture 
Especially Important 


We are all more or less familiar 
with the “Stand Erect,” ‘Walk 
Erect” posters; and certainly we 
are familiar with the magazine 
articles which frequently appear, 
urging us to “stand and walk tall.” 
When consideration is given to the 
fact that the average seated 
worker spends virtually two-thirds 
of his adult life in some form of 
chair, it is then only reasonable 
to assume that seated posture is 
far more important to his health 
and well-being than either stand- 
ing or walking posture. Place the 
sedentary worker on a basis of an 
anatomically correct seated pos- 
ture, and you also put him in a 
position to fight undue fatigue at 
his task. 

It has been stated that faulty 
posture contributes 15 per cent to 
fatigue, and that chairs without 
rests, 8 per cent. Solve the seating 
problem, therefore, and much of 
the fatigue problem will be solved, 
too. 

Some years ago the late Dr 
Frank Gilbreth stated that fatigue 
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costs an average of 20 cents per 
day per employee. This is a tre- 
mendous daily waste to industry, 
especially in view of evidence that 
much of the loss caused by fatigue 
can be prevented. We are told 
that fatigue caused by effort is 
natural and unpreventable, but, 
fatigue caused by bodily discom- 
fort is unnatural and, therefore, 
preventable. Surely then, the in- 
dustrial seating problem is one 
that is deserving of considerable 
and constant attention. 


Anatomical Studies Show 
Value of Posture Chair 

This drawing is included to 
show the correct anatomical points 
of bodily contact with a properly 
designed and adjusted posture 
chair. Note that only the small of 
the back is supported; that the 
end of the spine is free from any 
pressure, permitting the nerve 
trunks feeding between each joint 
in the spine to function properly. 
The depth of the seat is such that 
it does not cause undue pressure 
on those blood vessels directly be- 
hind the knee. In a seat of this 
character, bodily comfort is easily 
maintained and fatigue greatly 
diminished. 

These two spines are drawn to 
scale, yet the one on the left 
is one-seventh shorter than the 
one on the right. This discrepancy 
must be taken up in that portion 
of the body betwen the shoulders 
and the hips; the part of the body 
that contains all the vital organs. 
The pictures that follow will show 
what is likely to happen to the 
abdominal organs when an im- 
proper posture is maintained. 

Your attention is directed to a 
statement that these two X-rays 
were posed by the same individual 
—one in an erect posture, the 
other in a stooped posture. The 
Shaded area shows the protruding 
abdomen. Note also the flat chest, 
and imagine, if you will, the re- 
duction in normal lung capacity. 
The lungs are cramped and only 
partially filled with air at each 
inhalation. That portion of the 
lung which remains inactive will 
naturally become weakened 
through disuse. 

Here again, in a seated posture 
we see that the gravity line is 
maintained. The head is erect; 
the spine maintains its proper 
curve, fostering a flat abdomen, 
full chest, and keeping the di- 
gestive organs in place where they 
properly belong. 

In this picture the gravity line 
is broken. The head hangs for- 
ward, the chest has flattened, the 
abdomen protrudes, and the whole 
group of organs in the respiratory 
and digestive area have been 
pushed downward, cramping the 
lungs and setting up a serious ob- 
struction to a proper functioning 
of these organs. 


Health Impaired by Improper 
Seating Posture 

Attitudes of seated posture such 
as shown here will not only pro- 
duce unnecessary fatigue, but will 
in time, also cause serious and 
lasting effects on the health of 
the seated worker. 


In support of the statement 
that health will be impaired by 
improper posture, we offer the fol- 
lowing report from the Metropoli- 
tan Life Insurance Company: 

“Based on a report of 94,269 
deaths of male, 102,467 deaths of 
female industrial policyholders, 15 
years of age and over, it was 
found that: 

MALE—By occupation the low- 
est average age at death was 36.5 
years, among bookkeepers and of- 
fice workers. The highest average 
at death was 58.5 years among 
farmers and farm laborers. 

FEMALE—By occupation’ the 
lowest average age at death was 
26.1 years, among stenographers 
and office assistants. The highest 
average at death was 53.3 years 
among housekeepers and house- 
wives. 

Tuberculosis was responsible for 
the largest number of deaths 
among clerks and office assistants 

-male, 35 per cent; female, 42.4 
per cent.” 

When we realize that the aver- 
age seated worker assumes an at- 
titude not unlike the one pictured 
here for seven or eight hours a 
day, five or six days a week, we 
then appreciate how susceptible 
that person becomes to respira- 
tory diseases. In order for the 
lungs to be fully active, the tip, or 
top portion must be filled regu- 
larly. A slump cramps this part 
of the lung and in order for it to 
be even partially filled with air. 
it is necessary to consciously lift 
the wall of the chest in respira- 
tion. The result is that this por- 
tion of the lung remains inactive 
for so many hours a day that it is 
only a question of time until this 
inactivity becomes chronic; the 
organ becomes weakened through 
disuse and is, therefore, readily 
susceptible to infection at the first 
appearance of a disease germ. 


Improper posture has also been 
known to produce changes in the 
bony structures of the body, as 
shown in the following X-rays. 
Once established, these changes 
are almost certain to be of a per- 
manent nature. 


In this picture you see that the 
curvature is so great that the 
bones of the spinal column are 
thicker on the outside of the 
curve. This is nature’s way of try- 
ing to set up a defense against an 
unnatural condition. 


In this picture the changes in 
vertebral shapes are even more 
pronounced. Please bear in mind 
that these pictures are taken from 
actual cases studied by Dr. Gar- 
ner, and that the possibility of 
bone changes being due to other 
causes, such a tubercular infec- 
tion, have been removed. All the 
changes shown in these pictures 
are, according to Dr. Garner, due 
to the effects of improper posture. 

It is an unhappy fact that most 
seated workers are suffering from 
some form of digestive disorder; 
usually constipation, or some form 
of faulty elimination. It is safe to 
assume that the average person so 
afflicted is known as a “doser” or 
cathartic addict. By studying this 
picture it is easy to see why im- 
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proper posture, which causes a 
displacement of the organs in the 
digestive area, will cause poor 
elimination. When the stomach 
and large intestine are displaced, 
nature must call for an unusual 
amount of work from the muscles 
in the intestines in order that the 
waste matter be forced past these 
acute folds. As a result, the in- 
testinal muscles become tired; 
they let up for a while to rest and 
repair this condition of fatigue. 
This results in a backing up of 
the waste matter in the elim- 
inatory system, and then, some 
drastic action must be taken if re- 
sults can be obtained. Usually this 
action is in the form of a cathar- 
tic. The cathartic only serves to 
over-stimulate the intestinal mus- 
cles. They pass everything out of 
the eliminatory tract during this 
period of over-stimulation; but 
when the effect of the cathartic 
has worn off the system is more 
tired than before, so the muscles 
just lay down on the job again. 
After a time an increasingly large 
dosage is needed to effect any re- 
sponse from these muscles, and 
the affllicted person goes on and 
on with his system so out-of-order 
that he literally drags through 
life. The accumulated poisons in 
the inactive intestines are given 
a chance to seep out through the 
intestinal wall into the _ blood 
stream, where they are carried to 
all parts of the body. If one has 
a weak set of tonsils or poor teeth, 
this poison will most likely settle 
there, setting up an aggravated 
case of toxic absorption. 


Effects of Displaced Organs 


These pictures show the position 
of the vital organs in the abdom- 
inal cavity. How closely nature has 
fitted them into a small but well 
planned area! The human body is 
a wonderful and complex ma- 
chine. It will stand a lot of abuse. 
but it is easy to see that if a 
postural attitude that will give 
these organs a chance to function 
without being hampered, is main- 
tained, the chances that this ma- 
chine will run more smoothly will 
be greatly increased. 


Here we have much the same 
thing but from a side view. No- 
tice how the slightest slump will 
cause all these organs to be dis- 
placed downward upon each other. 
See how the lungs and intestines 
are cramped, and the blood ves- 
sels feeding a supply of oxygen to 
these organs are pulled and ex- 
tended, causing an added strain 
on the heart in its effort to fur- 
nish fuel in the form of oxygen. 
With each beat, the heart must 
lift against the wall of the chest 
in addition to doing its normal 
work; so, prolonged conditions of 
this nature will have their effects 
on the action of the heart, and 
quite probably the added strain 
will cause the heart to wear itself 
out more quickly than it should. 

Let’s glance at the following re- 
port. It will give us a better con- 
ception of the seriousness of some 
of the probable results of poor 
bodily postures. 

In “A Statistical Program, The 
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Worker’s Health and Safety,” pub- 
lished by the Institute of Lconom- 
ics, Washington, D. C., we read the 
following: 

“The thirty million workers, it 
may be safely estimated, lose each 
-year, two hundred and ten million 
working days, or the equivalent 
of seven hundred thousand work- 
ing years, through ill health. This 
estimate is based on the assump- 
tion that each worker loses on the 
average of eight days a year 
through sickness. Assuming wages 
to average four dollars a day, the 
total loss from sickness causing 
absence from work, is estimated at 
eight hundred and forty million 
dollars. This is exclusive of the 
loss by premature cutting off by 
disease of the working lives of our 
industrial workers. 

“The total economic loss from 
sickness and the premature deaths 
among the wage earners of the 
country,” continues this report, “is 
estimated as at least one billion, 
five hundred million aollars an- 
nually.” 

Here we see the uterus in its 
normal position. The organ is 
free; no pressure is being exerted 
upon or by the intestines; natural 
function is unhampered. When 
poor posture displaces the organ 
forward, we see that the small in- 
testines press upon the _ uterus, 
forcing it out of position, and 
causing pressure from the organ 
upon the bladder, setting up an 
irritation in this area. When poor 
posture displaces the uterus back- 
ward, we see that the organ is 
forced back, causing pressure on 
the rectum, which probably re- 
sults in constipation and toxic ab- 
sorption. 


In his article, “Posture and the 
Woman,” Dr. Garner tells us: 

“When conditions such as these 
exist, disturbances in the men- 
strual function necessarily follow; 
the epoch may be advanced or 
delayed and accompanied by in- 
tense cramping pains. These con- 
ditions may become so marked as 
to necessitate loss of time from 
her duties of the woman so af- 
flicted; further, it may be expected 
to grow worse from month to 
month, and in many instances ul- 
timately result in invalidism 
which can only be remedied by 
surgical operation ... The woman 
who suffers from menstrual irreg- 
ularities will find that a proper 
seating will do much toward the 
mitigation of her troubles. The 
normal woman will prevent the 
development of such conditions by 
the use of proper posture.” 

The next several pictures show 
x-rays of intestinal displacements, 
all the result of poor posture. We 
do not claim that posture chairs 
will correct any of these condi- 
tions; we do say that if taken in 
time, and if the proper postural 
attitude is maintained, they can 
often be prevented from becom- 
ing worse. 

This is the evolution of the 
chair. 

While the chairs shown in the 
following pictures are of one man- 
ufacture, proper posture can be 
fostered by any true posture chair. 
No chair is a true posture chair 
unless it is designed so that it can 
be accurately adjusted to the in- 
dividual anatomical requirements 
of the person who uses it. When 
a chair is designed so that it can 
be adjusted to fill the anatomical 
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needs of the occupant, then we 
have a posture seat that goes a 
long way toward preventing con- 
ditions that have been pictured 
in this film. 


Prime Factors in Selling 
Posture Chairs 


We know that there is still a 
real field for the posture traineu 
representative, who takes posture 
as a serious subject, for the man 
who will tell the posture story in 
such a manner that it will really 
get across to the employer and the 
employee. If the story of posture 
is properly told, there is really no 
trick to selling posture chairs. 

As we see the situation, there 
are three very essential things 
necessary if the importance of 
posture is to be brought home to 
the people who should be most in- 
terested. These three things are: 

First: A proper presentation of 
the evidence of the need for pos- 
ture seating. 

Second: Education of both the 
employer and the employee from 
the standpoint of what it means to 
them to have this service. 

Third: An intelligent adjusting 
service by the posture representa- 
tive, to insure that the purchaser 
of posture chairs will get what he 
pays for—correct seating. 

In other words, from our experi- 
ence we know that the story of in- 
dustrial posture is a powerful one. 
But we also know that it loses 
much of its force and its sincerity 
unless we maintain an adequate 
service to back up the groundwork 
laid by the representative in tell- 
ing the story of the importance 
of posture. 


Windows—Ns the Public Sees 


QO NE of the things for which we 
wholesalers and retailers have to 
be very thankful is the fine co- 
operation we get from most of our 
trade manufacturers, in the way 
of sales-helps, advertising, and 
store, counter, and window display 
materials. Of course, we realize 
that it is in the manufacturer’s 
own best interest to furnish sales- 
helps and window display ma- 
terials and to maintain an active 
interest in his merchandise until 
it has been properly and intelli- 
gently sold. It is the final point of 
consumer sales contact that 
counts most in every sale. That 
final consumer contact is consid- 
ered by sales management every- 
where to be the most important 
link in the chain of distribution. 
Thus, it receives considerable spe- 
cialized attention on a broad front, 
and thousands of dollars are spent 
annually by manufacturers to help 
stimulate and create sales. 


Your Business 


Illustrated Talk Stresses Plan- 
ning Window Displays in 
Advance; Gives Suggestions 


For Varied Presentations 


By ALVIN R. SKIBBE 


Associated Stationers Supply Co., 
Chicago, Il. 


Let us assume for the moment 
that all of the manufacturers 
whose lines we buy and sell have 
gone to the very extreme, and that 
they are doing all they possibly 
can in furnishing modern, up-to- 


date, and sales-producing display 
materials for the retailers’ use. 
Even so, they will have reached 
their limitations at the halfway 
mark unless the retailer goes the 
other half of the way by intelli- 
gently using these materials for 
the purpose for which they have 
been produced. A chain, you know, 
is no stronger than its weakest 
link. And so it is upon this sub- 
ject of window displays and their 
value to your business that I have 
been asked to talk to you this 
morning. 


Both Retail Stores and Outside 
Selling Have Place in 
Stationery Business 


I want to digress from the main 
theme for just a few moments and 
try to develop a point of funda- 
mental interest for the _ store- 
keeping retail stationers. AS we 
all know, retailing has branched 
off to outside selling during the 
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last two decades, until today we 
find many businesses conducted 
exclusively along those lines. 
Along with this development, 
there has grown up a rather wide- 
spread belief that retail stationery 
stores are on the way out; that 
they are fighting a losing battle 
against outside selling. Some trade 
members will even venture to say 
that the retail store-keeping sta- 
tioner no longer has any right to 
economic existence. In my opinion 
that kind of reasoning is without 
logic and, so far as I know, no 
proof has ever been offered to 
substantiate it. We are all aware 
of the fact that millions of dollars 
worth of office supplies and equip- 
ment are sold annually through 
outside selling effort, but this 
method of selling, while it is a 
very necessary tning, can never 
completely take the place of the 
retail store and the economic dis- 
tribution function it performs. 

Both kinds of retail selling have 
a definite place in our industry, 
and many stationery businesses 
are operating successfully both 
througn retail stores and outside 
selling organizations. There are a 
great many articles in the trade 
that can be most successfully sold 
by outside salesmen, and this is 
particularly so of specialties. There 
are also a great many more items 
and lines that can only be sold 
in and through the retail store, 
because the consuming public still 
buys things on the basis of seeing, 
feeling, making comparisons, and 
choosing, and this will be true so 
long as human beings are buyers 
and buyers are consumers. 

I have heard it said many times, 
and have seen figures to substan- 
tiate the fact, that the average 
outside salesman’s monthly or 
yearly sales revolve around some 
three or four hundred staple or 
daily demand items. So, it is only 
logical to ask the question, “What 
happens to all of the other items 
out of the four, five, or six thou- 
sand ordinarily carried in the 
average retail stationery store?” 
I would say that they are still be- 
ing sold by the store-keeping sta- 
tioner, who must be doing a pretty 
good job of it; otherwise, many of 
these items and lines would long 
since have found their way into 
competitive channels of retail dis- 
tribution. I believe that there al- 
ways has been and always will be 
a definite economic need for well 
located retail stationery stores and 
that they still have a fine future 
ahead. The future is what we 
make it, and that’s where man- 
agement comes in. Management 
must be keenly and constantly 
aware of the necessity for im- 
provement, and alert to the sales 
possibilities that exist in keeping 
merchandise well displayed to the 
consuming public, through mod- 
ern and attractive window dis- 
plays. 

Evolution of Display 


The displaying of merchandise, 
as we all know, is not new in our 
generation. As a matter of fact, 
it dates back many centuries. The 
sales minded individual down 


through the years has always util- 
ized whatever means were at his 
disposal for the displaying of his 
wares. You have, no doubt, seen 
pictures of olden times where all 
merchandising was conducted on 
an open-display or open-air basis, 
so to speak. Merchandise, produce, 
things for consumption, anything 
for sale at all was displayed on 
sidewalks, streets or in some des- 
ignated market place. Out of 
this conglomerated displaying of 
things, no doubt, grew the idea of 
retail shop-keeping. Displays in 
those days were probably a little 
crude, but the basic idea of dis- 
playing merchandise was effec- 
tive; and so, like a tradition it 
has been carried on down through 
the years, even to this day. 


What an evolution we have all 
seen in merchandising, and par- 
ticularly in window displays, just 
in our own time! All around us 
we see beautiful, attractive, and 
interesting window displays in re- 
tail stores of every kind and de- 
scription. Millions of dollars are 
expended annually for planning 
and making window displays. It 
is no longer a hit or miss propo- 
sition—in fact, it is almost a 
science. Scholars and masters of 
psychology, experts in color har- 
mony, artists, illumination engi- 
neers, and specialists from many 
fields are engaged in this business 
of planning, creating, and build- 
ing window displays. We are liv- 
ing and working in a very inter- 
esting and modern era of mer- 
chandising and selling, and we 
must keep abreast of things if we 
expect to get our share of the 
public’s interest and the consum- 
er’s dollars. 

There are still some stationers 
around the country who do not 
pay enough attention to their win- 
dow displays; who believe, to some 
extent at least, that commercial 
stationery items are uninteresting 
because they are not colorful, fas- 
cinating, or shall I say romantic 
enough around which to build at- 
tention-getting and sales-produc- 
ing windows. Well, that’s a matter 
of attitude. Later on I will show 
you some office supply windows 
which, I hope, will leave a few 
constructive ideas with you as to 
what can be done along certain 
lines. 

I hardly think it necessary to 
dwell very much upon the value 
or sales effectiveness of good win- 
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dow displays, so I will just cover 
a few points as briefly as possible, 
before showing you the pictures I 
have with me: 

1. We are all familiar with the 
old saying that “merchandise well 
displayed is half sold.” I think 
this statement is outmoded and 
that we should now say “merchan- 
dise well displayed is the only 
merchandise that sells.” 

2. Whatever rent you may be 
paying for your retail store, a good 
percentage of that rent is being 
paid for the windows. 

3. Your store windows are the 
eyes through which the consum- 
ing public sees your business. 

4.Good windows, carefully 
planned, properly, intelligently, 
and attractively built, produce 
both sales and profits and can be 
a very potent factor in institu- 
tional advertising. They build up 
prestige and establish your store 
as a permanent institution in your 
community. 

5. Your window displays are the 
beckoning hands of your stores, 
inviting the public to come in and 
buy. 

6. If these are facts, as I think 
you will agree they are, then win- 
uow dispiays should be pianned 
and arranged so that they will 
create interest and produce sales 
results. These resuits are best 
measured by the clink of the cash 
till and the daily consumption of 
your order books. 

A recent survey showed that 
from 35 per cent to 40 per cent 
of all customers, depending upon 
the type of the store, came in as 
a result of the window display. 
Displays definitely sell mercnan- 
dise; hence, there is no question 
as to the advisability of spending 
time, money, and energy on the 
creation of attractive, sales-get- 
ting window displays. Good show 
windows have an advantage over 
all other forms of advertising in 
that they place actual merchan- 
dise before the shopper. Merchan- 
dise on display stimulates the buy- 
ing impulse at a time when it can 
be instantly satisfied. Then, too, 
window display advertising has 
the great advantage of being able 
to use color, light, and motion for 
presenting sales arguments to con- 
sumers. 

I said before that the manufac- 
turers can only go so far in his 
effort to help us in our window 
display programs. He can furnish 
sales ideas and display materials, 
but we must meet him halfway 
by employing our own creative, 
selling, and merchandising abil- 
ity. By that I mean it is up to us 
to do our share and develop new 
ideas, and sales angles and set up 
window displays that will do a 
good selling job. In order to bring 
out this point, I am going to show 
you a few pictures of window dis- 
plays that you will still find 
around the country. In these pic- 
tures you will notice that signs and 
display materials furnished by the 
manufacturer have been used, but 
no attempt or effort has been 
made to add anything to the man- 
ufacturer’s contribution. While 
these are old pictures, they will 
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help to illustrate the point. These 
windows are way below today’s 
trade average, but they will serve 
as illustrations and contrasts. 
You will see from this picture 
how little planning, if any, was 
done. Maybe the fellow who 
trimmed this window was an ex- 
basketball player, judging from 
the location of the baskets on the 
top of the filing cabinets. There 
are many things wrong with this 
window, but generally speaking it 
is uninteresting. Observe that this 
window has no background, and 
good backgrounds are considered 
very important in the best in- 
formed merchandising circles. 


Speaker Shows Illustrations of 
Ineffective Windows 


I think the stock room boy 
trimmed this window. He prob- 
ably had to make room for in- 
coming merchandise, and the win- 
dow seemed a very convenient 
place in which to store this equip- 
ment. Notice here, too, how you 
can look right through this win- 
dow into the store, and observe 
the lack of display signs and price 
tickets. This display is not attrac- 
tive at all and it lacks any sem- 
blance of sales appeal. I don’t 
think it could have sold a single 
bill of goods. 

Here is an old Horder store win- 
dow of some twenty-three years 
ago, featuring book cases. While 
the window is not at all attractive, 
please notice the excellent display 
signs and the suggestions that are 
made for the use of book cases 
for other than the storing of 
books. We, too, have learned a lot 
about making window displays 
since this picture was taken, but 
we have never lost sight of the 
value of good display signs and 
price tickets. We know from occa- 
sional tests, and much experience, 
that Horder’s window displays are 
twice as effective in producing re- 
sults with price tickets as they 
are without them. 

This can hardly be called a dis- 
play window. It would be difficult 
for even a seasoned or experienced 
window trimmer to make an effec- 
tive display of merchandise in a 
window such as this. The follow 
who trimmed this window must 
have been a cubist, but let’s give 
him credit for his “thinking” and 
“creative ability,” not to mention 
patience and hard work! 

Here is a window that, obvi- 
ously, was not planned. It is just 
an average display. Notice the 
use of the signs furnished by the 
manufacturer. Without these this 
window would hardly attract 
much attention. Let’s give this 
fellow credit for opening the ledg- 
ers to public view. A_ built-up 
background would have done a 
lot to snap up and improve this 
window. 

While this window is not very 
attractive from the standpoint of 
appearance, it no doubt drew at- 
tention. Notice the attempt that 
has been made to dramatize by 
suspending the two ledger binders 
from the ceiling to show the 
strength of the ledger paper and 
its binding edges. This is a very 
excellent idea. I believe a few 


good signs would have greatly im- 
proved this window. 


Plan Merchandising Calendar 


I am sorry that this particular 
slide could not have been made 
clearer, but I think you will get 
the gist of it anyway. Let us con- 
sider the importance of planning 
for just a few moments. It is not 
only important to plan window 
displays, but to do so well in ad- 
vance. Many stationers do not 
plan their window displays in ad- 
vance, and some not at all. Many 
displays are made on the spur of 
the moment and in some cases 
when someone is all too infre- 
quently seized with an inspiration. 
Often merchandise is_ selected 
quickly, haphazardly, and at ran- 
dom and is placed in windows with 
little or no thought given to sea- 
sonableness, balance, or color, or, 
objectively, for sales and profits. 
There should, of course, be some 
planning done for every window 
display. It is more economical and 
better business in every way to 
spend a few hours, a few days or 
even a week if necessary to lay 
out the year’s work in advance. 
In so doing it is well to maintain 
a flexibility in the plan to care 
for the display and selling of new 
or special merchandise. 

Just to show you what can be 
done by any stationer in just a 
short space of time and with a lit- 
tle effort, I have produced here a 
suggested merchandising calendar 
that plans for 24 window displays 
for the year. A plan like this one 
can be followed by the outside 
sales force and the advertising 
department; thus, coordinating 
the effort of all departments in- 
volved in the general sales pro- 
gram. 

There are many advantages in 
having a plan like this one in 
operation, whether your business 
is small or large. Often it is the 
small or medium sized business 
that has the greatest need for a 
good, all-around sales and mer- 
chandising plan. For one thing, 
it develops positive, unified action 
and makes for smoother and more 
productive operation. The _ indi- 
vidual or the department respon- 
sible for the window displays 
knows “when” and “what” to put 
into each and every window. It 
eliminates guess work and confu- 
sion. This means that merchan- 
dise, fixtures, display signs, price 
tickets and other materials that 
are to be used, can be ordered “in”’ 
so that everything is on hand, 
well in advance of the date that 
a window is to be “set.” A plan 
such as I am suggesting eliminates 
the possibility of missing out on 
any merchandising or sales oppor- 
tunities that may occur during the 
year; events that very often lend 
themselves to “special” sales cam- 
paigns as well as special window 
displays. 

Right through the year, a plan 
like this one Keeps you and others 
in your business geared to a pro- 
gressive and orderly system of 
merchandising, as well as supply- 
ing a definite window disnlay pro- 
gram. 
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The compilation of the mer- 
chandising calendar you see here 
required the experience, research 
of sales and purchasing records, 
and the planning of only two peo- 
ple. The time consumed in com- 
pilation was about one week. It 
is not perfect, by any means, and 
yet it is a plan. I show it merely 
as a suggestion as to what can be 
done, and how simple it is to work 
up a program that will carry most 
any stationery business through 
a whole year of planned window 
displays and general sales activity. 


Window Suggestions 


Here is a suggestion on how to 
plan a window display on paper, 
showing the placement of fixtures 
in the lower diagram, and up 
above the other diagram shows 
the merchandise that will actu- 
ally be located in this window. 
Notice in the lower diagram how 
transfer or storage cases may be 
used to help build up backgrounds. 
After it has been decided what 
is to go into the window, it is a 
good idea to get a picture of it 
on paper before the actual win- 
dow trimming starts. This is a 
time saver, and with a plan all 
laid out in advance, better win- 
dow displays usually result. 

The slides that I am going to 
show to you now are office supply 
windows made especially for this 
purpose. The windows, too, were 
built for this occasion. These dis- 
plays I have divided into four 
groups to show what can _ be 
worked out in the way of 

1. Miscellaneous Supplies. 

2. Seasonal Displays 

3. Departmental Displays 

4. Specialty Windows. 


Miscellaneous Supply Windows 


Please notice in this and other 
windows to follow, the way the 
displays have all been built up in 
the background. The centerpiece 
sign stresses drinking cups. These 
centerpiece signs are important 
for catching interest and calling 
attention to the merchandise in- 
tended for the central attraction, 
in a miscellaneous supply window 
of this kind. Note also, the fan- 
ning of the desk blotters. Here 
we have color for eye appeal, and 
color is known to be a great at- 
tention-getting factor in any win- 
dow display. Blotter sales always 
move up very nicely when dis- 
played in this manner. Notice, 
also, if you will, how the 3 x 5 
cards have been titled, and the 
supplementary signs used in this 
window. The display signs are 
nicely balanced as you can see, in 
this, and all of the pictures that 
are to follow. 

The problem of dressing win- 
dows is not, of course, confined 
solely to knowing what, how and 
when to display or feature certain 
classes of goods. There are many 
instances where windows are too 
large to handle. Large windows 
are always difficult ones to treat 
with. As a simple suggestion try 
home-made dividers like these. 
Here the dividers have been used 
to classify the merchandise on 
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PROMINENT MEMBERS OF THE INDUSTRY TAKE 


1. George Alter and Mr. and Mrs. J. R. Bate. 
Cc 


Godwin Staty. Co., 


TIME OUT AT CONVENTION TO POSE 


Invincible Metal Furniture 8. P. Gordon Walker, Joseph Dixon Crucible Co.; Mrs. May S. Godwin, 
Birmingham, Ala.; H. B. Van Dorn, Joseph Dixon 
Crucible Co.; Frank Fisher, president, National Cotton Manufacturers 


display into three “price 


°. 
Pete J. Murrett, Ryan & Williams, Buffalo, governor of District No. 2, 
in conference with a predecessor, Lou H. Hoelscher, Hoelscher Staty. 
Co., Buffalo. 
q ee A. Litchfield, Lou T. Koerner and R. J. Freeman, Jasper Chair 


. James T. Towhill, James T. Towhill Co., Boston; Miss Catherine Cun- 
nally; Mrs. Melvin Glover; Mrs. Edgar Hooper, Chicago; Mrs. J. 
Arthur Johnson, Jamestown, N. Y.; Edgar R. Hooper, Stuart-Hooper 
Co., Chicago. 
. Ira Cole, vice-president; Thomas G. Forbes, president; W. C. Witte. 
Boston manager, Mittag & Volger, Inc. 
6. Walter Nichols; Harold McPike; Stan Woodruff, Weis Mig. Co. 

L. G. Morris, Anne Gottliev, W. B. Keppie, Laura Lee Linder, Paul 
E. Burbank, Lorena Adams, mostly Eaton Paper Co. 


* groups 


boxes, red rope 


envelopes, and 


. Harry Tehan, Charles M. oun & Co., Inc 


Association. 
_ H. L. Fellowes, and 


Folger Fellowes, Bankers Box 


. Arthur Shearman, A. W. Sinoienn: Jr.. John W. Tamany, Jack Walder, 


Boorum & Pease Co. 


. R. B. Williams, Phil H. Yawman, Harvey Rockwell, Gene Donahue, 


Ted Hargen, Yawman and Erbe Mig. Co. 


. Ed Manning. Stein Bros. Mig. Co.; Mrs. Manning; Tom Eaton, Stein 


Bros. Mig. Co. 


. H. S. Wolcott, Domore Chair Co.; William P. Kelly, Office Equipment 


Co., Louisville, Ky.; George F. Rowley. Underwood Elliott Fisher Co. 


» N. Wood, C. J. Worth, Harry W. Lynn, Easterbrook Steel Pen 


Mig. Co. 


that is simple to build. This one, 


The occasional price grouping of 
merchandise is a good idea, espe- 
cially if you have chain store com- 
petition. 

Here dividers have been used 
again, and in this instance to 
break down a large window so 
that three distinct lines are fea- 
tured in a single window—cash 


scrap books. This is a nicely bal- 
anced window and it brought good 
sales results when used by Hor- 
der’s. 


A Few Departmental Displays 


Here we have a window treat- 
ing especially with columnar 
forms. A good window and one 


too, is nicely balanced and is good 
most any time of the year. 

As a departmental display, a 
window featuring “Everything for 
the Stenographer,” where a large 
variety of stenographic supplies 
are brought together in this man- 
ner, this one is typical of what 
can be done along these lines. 
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Such a window has always proven 
to be a good sales producer. 

Here is a unique window dis- 
play that attracted real attention 
and produced nicely. You will no- 
tice that it is entirely devoted to 
“Supplies for the Mailing Desk.” 
This departmental idea can be 
carried out to quite an extent by 
building window displays, for in- 
stance, featuring exclusively: 


1. Shipping & Receiving Room 
Supplies 


2. Rubber Stamps, Seals, and 
Marking Devices 

3. Supplies for Attorneys 

4. Supplies for the Home 

5. Sales Managerial Supplies 

6. Filing Department Supplies 

7. Architects and Drawing Ma- 


terials 
8. Traffic Department Supplies, 
and others. 


Just recently we had a number 
of windows in the Horder stores 
devoted entirely to the displaying 
of “Desk Memorandum Devices,” 
and it is really amazing the large 
number of items that are made 
and are carried in your stocks and 
ours, that sell for “desk memoran- 
dum” use. To appreciate the ex- 
tensiveness of this line, just try 
assembling all of these items. 
They really make a very attractive 
and unique window display, and 
as far as sales are concerned, the 
Horder windows proved very pro- 
ductive. 

About twice a year we have a 
“Paper Week” in the MHorder 
stores, when the full weight of all 


advertising and sales efforts are 
put into the promotion of paper 
sales. This is a picture of the last 
Paper Goods Week window dis- 
play, which needs no explanation. 
It was one of the best institu- 
tional window displays we ever 
had, and it attracted unusual at- 
tention. This window was fol- 
lowed uv immediately with regu- 
lar window and store displays of 
office paper. Good display signs 
explained briefly the vast variety 
of weights, colors, sizes, and char- 
acters of papers sold by Horder’s, 
and I believe we accomplished 
what we most desired — making 
many Chicago businesses and of- 
fice workers conscious of the fact 
that Horder’s are in the office 
paper business and can furnish 
any office with any of its office 
paper requirements. 
A Few Seasonal Windows 

“Spring Time is Clean-Up 
Time.” There are two moving and 
clean-up periods—May and Octo- 
ber—when a window such as this 
produces good results. Notice the 
inexpensive type of storage cases 
featured. They are sold at such 
times for storage of many things 
besides letters. It pays to sug- 
gest these for “any kind of stor- 
age use.” 

Here is an interesting seasonal 
window offering supplies for the 
vacationist and the tourist. This 
could have been carried out fur- 
ther by including portable type- 
writers, typewriter supplies, and 
other merchandise. Hot weather 
cushions are the central attrac- 
tion. 
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A window of “Duplicating De- 
vices” and supplies like this one 
always creates interest and often 
develops into pretty good sales for 
the larger and more expensive 
type of equipment. 

Here is a well balanced and 
nicely decorated window of mer- 
chandise for the Christmas shop- 
per. All items shown, except the 
Christmas cards, are standard, 
every-day goods, just placed in 
the right holiday surroundings 
and atmosphere. 

Another holiday window. Rather 
nice, don’t you think? 

Specialty Windows 

Here in the fourth and last 
group are some “specialty” win- 
dows just as a suggestion of how 
the assembling of “related” or 
“kindred” items may be featured 
in an interesting manner: An all- 
metal window; an envelope win- 
dow; an “all-wood” window. 

And so, gentlemen, I have tried 
to pass on to you a few ideas on 
this important subject of window 
displays, learned from the book of 
practical experience. I realize, as 
I know you do, too, that I have 
only scratched the surface. There 
are many other phases and angles 
that could be brought into this 
discussion, but time will not per- 
mit. However, it is my hope that 
I may have contributed just one 
idea to this convention and so I 
thank you for your kind attention 
and I hope to see you all in good 
old Chicago in 1940. 


Note.—Mr. Skibbe illustrated his talk with 
slides showing window displays of various 
descriptions 


Governor of Wassachusetts 
Welcomes Delegates 


In R. CHAIRMAN, Mr. President, 
and delegates to the National 
Stationers Association convention: 
I certainly appreciate the warmth 
of your welcome, and as it comes 
in the middle of the day I am con- 
fident that it is sincere. 

Your president tells me that the 
last time you met here was twelve 
years ago. Of course, this is a 
nonpartisan meeting, but I am 
glad you chose Republican aus- 
pices under which to come this 
time. And I hope you won’t have 
to wait twelve years to come again. 

Yesterday I attended the East- 
ern States Exposition in Spring- 
field, and there we had five gov- 
ernors of various states, and 
representatives from the ten 
eastern states on the Atlantic sea- 
board. There was a _ substantial 
crowd of people, including a very 
large crowd of young people, at 
the Fair Grounds. I think we were 
all impressed with our good for- 
tune in being a part of a meeting 
of that character here in the 
United States, knowing what many 
are meeting for in other parts of 
the world today. And I say the 
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same to you gentlemen here today. 

You have been in business five 
hundred years. Perhaps you could 
trace it back, if you tried, for a 
good many more years than five 
hundred, because your business in 
one form or another has been the 
background or foundation of all 
intellectual and educational effort, 
and even religious effort, through 
the centuries. If it were not for 
the paper and the books, etc., that 
you produce, then there would be 


no intellectual and educational im- 
provement in the world. 

You meet here today in Boston. 
We are glad to have you in the 
city and in the Commonwealth. I 
assume that Mayor Tobin, who has 
made a great effort to bring meet- 
ings of this character to Boston, 
has been here or will be here at 
some time during your meeting. 
So, I will confine myself to saying 
that I am glad for the Common- 
wealth to have such a representa- 
tive group of citizens join us. 

It is always dangerous for a pol- 
itician to try to tell a business 
man anything about his business, 
so I won’t, excepting to say that 
I have always been impressed by 
the creative imagination — and 
practical application of that crea- 
tive imagination,—which you gen- 
tlemen have put into your busi- 
ness. I have observed this in my 
business and political career of 
the last twenty-five years. I think 
there has been more improvement 
in office stationery, in private sta- 
tionery, and all that goes into that 
type of work than in almost any- 
thing we know of. Jobs today are 
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the most important problem that 
we all have, and we know jobs can 
be taken care of better through 
creative effort, creative practical 
application of new types of work, 
new types of things with which 
to work, than in any other way. 
And so when I try to tell you that 
I believe you gentlemen have 
shown more creative imagination 
in your work than practically any 


other branch of an old line of 
work that I know of, I hope that 
I am not criticizing, but praising 
you and your efforts. And those 
efforts come from meetings of this 
character. 

We are glad, as we have been 
for many years, to have new things 
come from Massachusetts, and to 
come from Boston. I hope this 
meeting of yours, here this week, 
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will produce something even newer 
that may later in the history of 
Massachusetts be assigned as hav- 
ing been created in Massachusetts. 

I welcome you here, I hope you 
have a bully time, and I know 
from the generous spirit with 
which you receive a_ politician, 
that you are having a good time 
and shall continue to do so. Thank 
you 


The Unfair Trade Practices Acts 


G. toward the end of Aug- 
ust I wrote our beloved “Phat 
Philosopher,” Charlie Garvin, that, 
if the program of this N.S. A. Con- 
vention was not crowded too close 
for time, I would like to hear dis- 
cussed the matter of “Unfair Prac- 
tices Acts.” Much to my surprise 
and chagrin, Charlie “wired” me 
that he had put me “on the spot” 
to lead the discussion on this sub- 
ject. Feeling inadequate to do 
justice to the subject, I wrote 
Charlie that the “blood was on 
his head.” 

Being one who has been in the 
stationery industry for 34 years, 
still learning something about the 
business today that I did not know 
yesterday, I feel that I am among 
friends and that we have many 
problems in common. 

Not being a lawyer is a handi- 
cap in discussing any new legisla- 
tion, but I have talked to lawyers 
on this particular law and to asso- 
ciation secretaries representing 
several industries, and the fact is 
both groups are a trifle “hazy” on 
the subject. All agree, however, 
that a great deal of good can be 
accomplished in and for any in- 
dustry which takes advantage of 
the Unfair Practices Acts in the 
various states. 

First, permit me to state that I 
am a firm believer in and staunch 
advocate of the “Fair Trade Acts.” 
In Washington, Oregon, and Cali- 
fornia we have more wholeheart- 
edly made fair trade correct some 
bad conditions than in many 
other states in this great country 
of ours. However, there are some 
“soft spots,” as I call them, in the 
fair trade structure and it is by 
invoking the powers contained in 
the Unfair Practices Acts that I 
firmly believe these “soft spots’’ 
can be made solid and profitable. 

No! One of these “soft spots” is 
not in my head, nor am I a “wild 
and woolly” westerner. For three 
years I lived in this grand old 
State of Massachusetts, prior to 
1912, and before that in the good 
old Quaker town of Philadelphia. 

The principal “soft spot” I have 
in mind is what appears in many 
fair trade contracts as paragraph 
No. 9 (sometimes as No. 4), which 
reads as follows: 

“The provisions of this contract 
shall not apply to sales made by 
Retailer in good faith to bona fide 
municipal, county, state and fed- 
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eral governmental agencies and 
bona fide educational institutions 
regularly supported by municipal 
county, state or federal funds.” 

In discussing this matter with 
factory representatives, and with 
officers of their firms, when I can 
get them across my desk, they all 
claim that nothing can be done 
about it. Well, they may be right, 
but I am one of those queer in- 
dividuals who believes in the old 
saying: “Never say it cannot be 
done, because someone may sur- 
prise you by doing it!” 

No need for me to remind you 
that much of our increased cost 
of operation has come _ about 
through various and sundry forms 
of taxation, and they become more 
burdensome each year. 

That being the case in these 
forty-eight states, why should we 
scramble all over one another to 
see who among us can give office 
supplies and equipment to tax 
supported institutions at an actual 
loss? Yet we do it everywhere in 
the belief that the volume will 
bear its share of the general over- 
head, thereby reducing our cost 
of doing business! T’aint so, 
folks! T’aint so! 


Analysis of Washington State 
Unfair Practices Act 


At this noint I shall quote ex- 
tracts from a brief prepared by 
competent attorneys, being what 
they term “A consideration and 
analysis of the Washington State 
Unfair Practices Act,” which be- 
came effective June 8, 1939. 

“At the outset, it must be borne 


in mind that it is both impossible 
and impractical in this type of 
brief to treat all situations which 
might conceivably arise under the 
Act. Rather, it is desirable to set 
out in relief the fundamental 
philosophy supposedly underlying 
the Act, together with the form 
in which such philosophy is ex- 
pressed in the Act, and the treat- 
ment now being given by the 
courts to the philosophy thus ex- 
pressed. 
“Accordingly, this brief has 
been divided into three parts, 
Part I being a consideration of 
the Act itself, pointing out some 
of the portions of the Act by 
which the industry is most vitally 
affected; Part II being a consid- 
eration of the constitutionality of 
the Act, and an analysis of the 
principal decisions bearing there- 
on; and Part III being a summary 
of possibilities and means of liv- 
ing under the terms of the act. 


PART I 


“The purpose of the Act is set 
forth in the title, in which it is 
stated that the Act defines and 
prohibits unfair competition, dis- 
crimination and practices in con- 
nection with the sale of certain 
articles and commodities and the 
rendering of certain services, and 
provides for civil and criminal ac- 
tions in connection therewith, and 
certain prescribed penalties. 

“Section 1 defines the various 
terms used in the Act, including 
‘Cost,’ ‘Cost of doing business,’ 
‘Loss Leader,’ and ‘Ordinary chan- 
nels of trade.’ 

“Section 2 of the Act makes it 
unlawful for any person engaged 
in the production, manufacture, 
distribution or sale of any article 
or product of general use and con- 
sumption, with intent to destroy 
competition, to sell or furnish the 
same at a lower price in one part 
of the city, town or state, than in 
another. Saving clauses permit 
differentials based on grade, qual- 
ity or quantity, when justified; 
the selection of customers on the 
basis of functional classification. 
This section also contains the 
statement that the Act shall not 
be construed to prohibit meting 
in good faith of a legal competi- 
tive price. 

“Section 3 provides for respon- 
sibility of an agent on an equal 
basis with that of the principal, 
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in the event of violation of act. 

“Section 4 prohibits the sale of 
an article or product at less than 
cost, or its being given away for 
the purpose of injuring competi- 
tors or destroying competition; 
and also prohibits the use of an 
article or product as a ‘loss leader,’ 
whereby a sale below cost is ef- 
fected, to the injury of a com- 
petitor. 

“Section 5 attempts to estab- 
lish the procedure to be used in 
determining cost. 

“Section 6 relates to the kind of 
proof required in any injunction 
proceeding under the Act, making 
cost surveys competent evidence, 
and making the act of selling be- 
low cost, or at discriminatory 
prices, presumptive evidence of an 
attempt to injure competitors or 
destroy competition. 

“Section 7 outlines the type of 
sales to which the Act is not in- 
tended to apply. 

“Section 8, a contract made in 
violation of the Act is declared to 
be illegal. 

“Section 9 provides for injunc- 
tion proceedings directed against a 
continuance of any violation, and 
for the recovery of damages. 

“Section 10 makes the violation 
of the provisions of the Act, or any 
of them, a misdemeanor subject 
to punishment by fine of not less 
than $100.00 nor more _ than 
$1000.00, or by six months impris- 
onment in the County Jail, or 
both. 

“Section 11 is concerned with 
solicitation, collusion or joint par- 
ticipation to violate the Act, mak- 
ing all persons so engaged subject 
to civil or criminal liability. 

“Section 12 provides for pre- 
sumptive evidence of cost in civil 
or criminal actions. 

“Section 13 empowers the At- 
torney General of the State, and 
the prosecuting attorneys of the 
various counties, to institute in- 
junction proceedings to restrain 
any conduct in violation of the 
Act. 

“Section 14 contains the usual 
proviso that, if any portion of the 
Act is held to be unconstitutional, 
such decision shall not affect the 
validity of the remaining portions 
of the Act. 

“Section 15 emphasizes the pur- 
pose of the Act as being to safe- 
guard the public against monopo- 
lies, and to encourage competition, 
by prohibiting unfair practices by 
which competition is destroyed. 

“Section 16 officially designates 
the Act as ‘Unfair Practices Act.’ 

“The Washington Unfair Prac- 
tices Act is modeled to a large 
extent upon the California Act. 
In addition to the California stat- 
ute, legislation dealing with the 
Same subject matter has been 
passed during recent sessions of 
the legislatures in a large number 
of states, and has been pending 
in the state legislatures of New 
York and Illinois. The _ states 
which have passed like or similar 
statutes are: 


Alabama Montana 
Arizona Nebraska 
California New Jersey 
Colorado Oregon 


Connecticut Pennsylvania 
Idaho South Carolina 
Kentucky Tennessee 
Louisiana Utah 

Maryland Virginia 
Massachusetts Washington 
Michigan West Virginia 
Minnesota Wyoming 


“The Act is clearly designed to 
prevent price cutting, for the ex- 
press purpose and with the ob- 
vious result of destroying compe- 
tition, and its ostensible purpose 
is to benefit the small business 
man by preventing, or attempting 
to prevent, his larger and particu- 
larly chain competitors from forc- 
ing him out of business through 
price cutting methods. 

“The Act is finding its most im- 
mediate application in such indus- 
tries as the grocery business, the 
wholesale tobacco business, and 
the drug business. While appar- 
ently applicable to all forms of 
retailing and wholesaling, the ap- 
plication of the Act and its work- 
ability in regard to the depart- 
ment store industry is not nearly 
so clear. 

“As a result, it has become the 
practice, in some localities at 
least, for merchants to comply 
as best they can with the Act, 
realizing that a technical viola- 
tion in some instances may be im- 
possible to avoid under the word- 
ing of the Act regarding the cost 
of doing business. In view of the 
fact that the Act is penal in char- 
acter, the Court would undoubt- 
edly be reluctant to find a crimi- 
nal violation of the same without 
there being a clear cut case in 
which the violation should have 
been readily apparent to the of- 
fender. There has been some 
apparent recognition of the diffi- 
culties involved, by the law en- 
forcement agencies themselves in 
other states, where only the more 
flagrant type of violations have 
been dealt with under the Act, 
and where the difficulty of its 
apnlication to some _ industries 
seemed to have been apnreciated. 
In the majority of instances, it is 
the civil remedies to which the 
application for relief has been ad- 
dressed under the Act. 


PART Il 


“The Unfair Trade Practices Act 
is an attempt by the legislature to 
fix directly a minimum price to be 
charged for all articles or prod- 
ucts sold in the wholesale or re- 
tail trade in the State of Wash- 
ington. In thus fixing a minimum 
price below which all articles or 
products may not be sold, this Act 
is broader than any similar Act 
which has been sustained by the 
Supreme Court of the United 
States thus far as a proper exer- 
cise of the state police power. 


PART III 
A summary of possibilities 
and means of living under 
the Act, and a treatment of 
certain hypothetical ques- 
tions. 
“As has heretofore been indi- 


cated, it is not possible to attempt 
to analyze all conceivable situa- 
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tions which might arise under or 
by virtue of the Act. 

“The following questions are a 
list of questions which were sub- 
mitted under the California Act. 
As we have pointed out earlier in 
this brief, the Washington Act is 
practically the same as the Cali- 
fornia Act. As the sections to 
which these questions are appli- 
cable are identical to the Wash- 
ington Act, we are including the 
questions in our brief with the 
answers as a correct analysis of 
these sections. 

Question No. 1: 

“Can the ‘total expense’ ratio pub- 
lished for any trade by the United 
States Department of Commerce for 
various Washington centers be adopted 
by the members of the trade as the 
‘cost survey’ referred to in the Act?” 

The pertinent portions of Sec- 
tion 6 read in nart as follows: 


where a particular trade or in- 


dustry, of which the person, firm or 
corporation complained against is a 
member, has an established cost survey 
for the locality and vicinity in which 
the offense is committed, the said cost 
survey shall be deemed competent evi- 
dence to be used in proving the cost of 
complained against.”’ 


the person 

The terms of the statute indi- 
cate that the levislature intended 
that a cost survey be established 
by the industry itself, and not that 
a survey compiled by an _ inde- 
pendent agency, such as the Fed- 
eral Government, be adopted. 

Question No. 2: 

“Could a trade by mutual agreement 
idopt a uniform mark-up which would 
ipply to all items handled, at a lower 
ratio than is shown to be ‘total expense’ 
as compiled by the United States De- 
partment of Commerce? 

“Tt is doubtful that a cost survey 
may be established by agreement 
of those in the industry. As used 

the legislature, cost is apvar- 
ently intended to be a fact estab- 
lished by an actual survey, and 
not by agreement. This would 
seem to be particularly the case, 
since it is authorized to be used 
as evidence in criminal proceed- 
ings. 

Question No. 3: 

“Can a §$ firm, desiring to use ‘loss 
leader select one or more items. of 
staple goods, usually nationally adver- 
tised and with rapid turn-over, and 
establish the right to sell those items 
alone at less than a general mark-up 
adopted by the trade? 

“The legislature may have in- 
tended the ‘cost’ established by 
survey to cover all items sold by 
the particular trade or industry, 
so as to prohibit the loss leader 
practices. In other words, the 
mark-up to cover cost of doing 
business is to be applied to each 
article or service sold. Any sale 
of any article or service below the 
cost thereof so arrived at, in order 
to constitute a violation of the 
Act, unless exempt thereunder, 
must of course be proved to have 
been made ‘for the purpose of in- 
juring competitors and destroying 
competition.’ 

Question No. 4: 

“What is the. significance of the 
phrase, ‘for the purpose of injuring 
competitors and destroying competition,’ 
found in Section 4 of the Act? Will 
these facts be presumed from the fact 
of selling below the cost agreed to by 
the industry, and based upon the United 
States Department of Commerce? 

“This being a penal statute, and 
there being specified therein vari- 
ous sales which are excepted from 
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STATIONERS FROM EVERYWHERE GATHER AT 


1. Seated: Claude Conger, Trussell Mfg. Co.; Lou Tavernier, Fulton 
Specialty Co.; Harry Yager, David Kahn, Inc.; Ray Urmston, J. S. 


Seward, R. A. Stewart Co.; Lou Caracci, Nor-Wood Co., New York. 


6 
Staedtler, Inc. Standing: F. W. Samson, Moore Push-Pin Co.; H. H. vs 
8 


Co., Trenton, N. J. Russell Ashley, Ashley-McCormick Co., 
Bridgeton, N. J.; W. F. Laskowski, Jr., Cotterel Co., Harrisburg. 
Pa.; 


H. L. Heymann, H. L. Heymann Co., Easton, Pa. Standing: ll. 
D. P. Field, Gunn Furniture Co.; H. G. Shreiner, Polar Mfg. Co.; 12. 


James E. Feeley. Springfield Office Supply Co., Springfield, Mass.; 


D. D. Hunting, Metal Office Furniture Co.; J. J. Sheehan, The Office 13. 


Appliance Co., Providence, R. I.; J. B. Graff, Gunn Furniture Co. 
3. William Hoge, The General Fireproofing Co.; Mrs. H. G. Carithers. 
Carithers-Wallace-Courtney Co., Atlanta. 


4. E. J. Lessard, Lessard Printing & Staty. Co., St. Louis; Mrs. Lessard; 14. 
W. S. Plant, Western Bank & Office Supply Co., Oklahoma City; 15. 


Harry Tehan, Jr., Joseph Dixon Crucible Co. 
5. Ed Wobber, Wobber’s, Inc., San Francisco; Rhys Llewellyn, R. H. 
Llewellyn Co., Manchester, N. H. 


BOSTON FOR THE NSA CONVENTION 


. W. W. Welch, Jr.. W. W. Welch, Sr.; Pete Welch; Ed. Lippmann, 


Kisco Co. 
Allan M. Davis, Boston—sixty-two years in the stationery business 


in that city. 


2. Seated: M. C. Vaught, Gunn Furniture Co.; A. W. Gill, A. W. Gill : The president's breakfast. 


C. R. Burkhart; F. W. Sansom; H. C. Hooks, Moore Push-Pin Co. 


. T. L. Kormmann, Master-craft Corp. 


Guy Hart, Joseph Dixon Crucible Co. 

Leon Banov, The Clarotype Co.; R. B. Sainberg, Jack Banov, Sain- 
berg & Co. 

Seated: Mort Chute, Bainbridge, Kimpton & Haupt, Inc.; Ivan Allen, 
Ivan Allen-Marshall Co., Atlanta, Ga.; Walter Ruedy, S. G. Adams 
Co., St. Louis, Mo. Standing: S. F. Chidsey, Bradley & Scoville Co., 
New Haven, Conn.; J. G. Bainbridge, Bainbridge, Kimpton & Haupt, 
Inc.; Carl G. Grimes, Grimes-Stassforth Staty. Co., Los Angeles. 
C. H. Everly, Office Appliances. 

Mr. Willig has interesting prospects. B. Agronick. Bene & Co., 
Providence, R. I.; M. L. Willig, Security Steel Equipment Corp.; 
W. H. Patterson, Johnstown Office Supply Co., Johnstown, Pa.; 
O. A. Wilkerson, Jr., Security Steel Equipment Corp. 


its provisions, such a presumption tion of the judge and jury, as is try, in — oe . ee 
" . P . : iverave cos oO dao 4 us 288 2Stah- 

of guilt probably does not exist. usual in criminal prosecution. edt ba aaah auiwan lean: anaes 
On the contrary, there would be a . & ost of selling by segregating commodi- 
; oP ; Question No. 5: ea : > dunantadieah 
presumption of innocence, which of . Neelam aie Bo sn 
. 4 a, socal iti Where a cost survey Nas been estat sucn as sugar, cannec n . ae ACCO, 
presumption could only be over- he for it particular ndustry and on the theory that quick turn-over, 
uch ind ge quantity sales, inexpensive han- 


come by evidence to the satisfac- t in a member 
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dling or other factors greatly reduce 
cost of selling such commodities? 

“Our reply to Question 1 an- 
Swers Question No. 5. 


Question No. 6: 

“Can a dealer enter into special agree- 
ments with organizations whereby the 
members of the organization are per- 
mitted to buy at regular prices and 
then later are given a rebate on their 
purchases which results in a sale of 
such merchandise below cost? 

“This question is one arising 
under Section 4 of the Act, refer- 
ring to the operation of so-called 
discount clubs or codperatives, or- 
ganized for the purpose of obtain- 
ing special privileges and dis- 
counts through selected retailers 
who extend to the club members 
discounts ranging from 2 to 20 per 
cent off the regular retail price of 
merchandise. These clubs or co- 
ops attempt to obtain one mer- 
chant in each classification of 
retailing in each district and offer 
him the patronage of all club 
members if he will give discounts 
not available to other purchasers 
or non-member stores. The dis- 
count is secret, inasmuch as the 
member pays the full price and 
later, by surrendering his sales 
Slip, obtains a rebate through the 
club. Competitors know that a 
discount is given to club members, 
but have no way of knowing who 
are members, and, therefore, the 
rebate is secret in this respect. 
It is our view that such practice 
is in violation of Section 4 of our 
Act, where the evidence shows 
that the rebate is secret as be- 
tween the member and non-mem- 
ber customers purchasing under 
like terms and conditions, or secret 
as between competitive retailers, 
and where the evidence shows in- 
jury to competitors, and that the 
practice tends to destroy competi- 
tion. 

“We point out that the Federal 
Trade Commission recently an- 
nounced that it had begun an 
investigation of resale price main- 
tenance under the various State 
Fair Trade Laws. This investiga- 


tion shall embrace, among other 
things: 

1. “A study of the prices charged 
by manufacturers and retail deal- 
ers for commodities not under 
price contract. 

2. “A study of the quality re- 
ceived by the consumer in his 
purchase both of commodities 
under price contract and of simi- 
lar competing commodities not 
under price contract. 


3. “Methods employed in ob- 
taining the support of industry 
and the retail and wholesale 
trades for resale price mainte- 
nance and in the practical estab- 
lishment thereof.” 


Washington Stationers Getting 
Under Way 


Now that comnletes the extracts 
that I have chosen to read to you 
from a twenty page analysis. The 
omissions are interesting but 
would require more time than has 
been allotted for this discussion. 


Right here I will tell you that 
great strides have been made in 
Washington State in the tobacco, 
grocery and drug industries. Some 
progress has been made among 
gasoline, jewelry and soft drink 
industries. Others are just getting 
under way, including stationers. 


Enforcement agencies are being 
set up to police various industries 
already operating. They are using 
civil action injunctive proceedings 
with restraining orders issued to 
prevent dealers from selling below 
cost in certain localities. No crimi- 
nal action is contemplated, al- 
though allowed by this law. These 
enforcement agencies are not nec- 
essarily trade association secre- 
taries, it being preferable to have 
them separate 

The psychology of this Unfair 
Practices Act is its greatest asset. 
A telephone call from the Prose- 
cuting Attorney’s office to appear 
at 11:00 o’clock tomorrow morning 
works wonders, and violations stop 
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instantly. A threat is sufficient. 

The Washington and California 
laws name no arbitrary margin or 
percentage, and that is left to the 
industry itself to establish. 

“Streamlining” of prices has 
taken place in the grocery indus- 
try; namely, articles formerly sold 
at cost or less now bear a profit, 
and some goods that formerly car- 
ried a “long” profit have been re- 
duced so that actually the public 
is getting fair treatment. 

I quote two paragraphs from 
the Act: 

“Cost? has its usual meaning 
and in addition as applied to 
production includes the cost of 
raw materials, labor and all 
overhead expenses of the pro- 
ducer, and as applied to dis- 
tribution means the invoice 
cost or replacement cost, 
whichever is lower, of the ar- 
ticle or product to the distrib- 
utor and vendor plus the cost 
of doing business by said dis- 
tributor and vendor;” 

“Cost of doing business’ or 
‘overhead expense’ means all 
cost of doing business incurred 
in the conduct of such busi- 
ness and must include without 
limitation the following items 
of expense; labor (including 
salaries of executives and of- 
ficers) , rent, devreciation, sell- 
ing cost, maintenance of 
equipment, delivery costs, 
credit losses, all types of li- 
censes, taxes, insurance and 
advertising;” 

Gentlemen, you have been very 
patient in listening to this rather 
rambling talk on a subject which 
may not be as important to you 
as it is to us. I make no definite 
claims that these Unfair Practices 
Acts are a cure-all or even a rem- 
edy for some of the ills of our in- 
dustry. I submit this matter to 
your consideration and thorough 
investigation as it may affect your 
particular business in your respec- 
tive states. 


Prison Competition 


oiiecesines with industry as 
a result of prison production is be- 
coming acute almost daily, and I 
ask particularly that you keep in 
mind that this competition is not 
confined to steel office furniture 
or other products which are dis- 
tributed through your organiza- 
tions. Many lines of business are 
affected to a far greater extent 
than we realize, and certainly 
every stationer has a keen appre- 
ciation of the fact that anything 
affecting any other business ad- 
versely is a menace to his business. 

To substantiate my statement 
regarding the increase, there are 
many facts. In November 1937, 
based on the statement made by 
a Philadelphia judge, the popula- 
tion of our prisons was increasing 
about 25.000 a year, and to take 
care of this increase a new peni- 


Prison-Made Goods Continues 
Its Penalizing Effect Upon Busi- 


ness. Speaker Urges the Mem- 
bers Curb Trend in States 


By J. S. SPROTT 


Vice-President. Mfrs. Division; 
President, The Globe-Wernicke Co. 


tentiary should be built every 
other week. After the prison is 
built the question of keeping oc- 


cupied such a great number of 
prisoners is a big job, and if they 
are to be occupied by taking away 
from private industry enough 
work to keep them busy, you can 
readily visualize the inroads in a 
vear’s time on free labor. 


What the States Are Doing 


Early in 1938 Illinois established 
a plant to supply office needs to 
such departments as Old Age 
Benefits. These departments are 
compelled to purchase prison- 
made equipment whether it is 
good or bad. The prison plant is 
compelled to make up these goods 
at a slightly lower price than the 
lowest public bid offered. 

In Indiana early in 1938 a bill 
was put through to set up a paint 
manufacturing unit in the prison 
So secretive were the officials in 
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this action that by the time the 
manufacturers’ association, whole- 
salers and retailers could get into 
action the equipment had been 
bought and installed. As a result 
of this, a vast volume of paint 
which formerly was. made by free 
labor and distributed through re- 
tailers now comes out of the In- 
diana state prison. Also in the 
same year, the State of Indiana 
invested between $25,000 and $30,- 
000 in wood working machinery to 
make office furniture. 

In 1938 in New York state or- 
ders were issued that heads of 
state departments must purchase 
New York prison-made goods in 
the future. Correction Commis- 
sioner Edward P. Mulrooney ex- 
plained, “we are trying to build 
up our prison industries.” 

In 1938 the State of Tennessee 
enlarged its manufacturing facili- 
ties in its prisons to cover galvan- 
ized products, paint, foundry work, 
and wood working. In the same 
year a West Virginia newspaper 
stated, ‘“‘all West Virginia institu- 
tions may in the not distant fu- 
ture be entirely equipped with fur- 
niture and equipment convict 
made.” 

It is impossible for me within 
the limited time to list all of these 
activities through 1938 and 1939. 
However, before continuing I 
think it well to mention that in 
April of this year the Board of 
Welfare of Baltimore, Maryland, 
opened bids for improvements to 
Maryland Penitentiary for $37,000 
worth of equipment which will 
produce knit goods, $3,000 worth 
of equipment which will compete 
with the clothing industry, $2,000 
worth of equipment which will 
compete with the shoe industry, 
$7,600 worth of equipment which 
will compete with the steel furni- 
ture industry, etc. 

In May the State of Missouri 
installed equipment for the manu- 
facture of filing equipment, and 
it was mandatory that the state 
departments buy  prison-made 
goods wherever they possibly can. 
At the end of 1938 a Tennessee 
newspaper stated, “by 1942 the 
prison industry program will make 
all state institutions self-support- 
ing. By that time if the program 
reaches its objective, there will be 
comparatively little purchase from 
private business. Prison labor 
would make everything from paper 
clips to steel desks.” 

I also desire to call your atten- 
tion to the Federal Prison Indus- 
tries, Inc., which began operations 
in January 1935 in accordance 
with Executive Order of December 
11, 1934. This is a permanent in- 
stitution, maintaining a main of- 
fice with the Department of Jus- 
tice in Washington and other 
offices at the several penal insti- 
tutions throughout the United 
States. It finances and operates 
Federal prison industries, the out- 
put including baskets, bags, mat- 
tresses, shirts, shoes, brooms, 
brushes, filing cabinets. and foun- 
dry products. The capital fund is 
apvroximately $900,000 which was 
originally appropriated by Con- 
gress. Other funds are obtained 


by the sale of products to the vari- 
ous government departments. The 
annual turnover averages about 
$3,000,000. 


Penalty Upon Business 


Because of lack of accurate fig- 
ures on the total output of prison 
manufacturing today, it is difficult 
to state the penalty imposed upon 
business through this activity. It 
appears, however, that we are well 
within the facts when we esti- 
mate that $200,000,000 worth of 
goods at retail prices have been 
withdrawn from private enterprise 
as a result of this activity. 


The contention of prison man- 
agement is that this is necessary 
because the prisoners must be sup- 
plied with work. I have come to 
the conclusion that this conten- 
tion is based upon the theory of 
the welfare worker; namely, that 
our job is not alone to punish 
offenders but to rehabilitate so 
that when the prisoner has com- 
pleted his term of punishment he 
is returned to the world fitted to 
take up his duties as a worker and 
as a citizen. 

It seems to me that in this con- 
tention two facts are overlooked. 
First, that many men committed 
to the prisons have previously 
earned a livelihood in some trade 
in which they knew at least 
enough about it to secure em- 
ployment; and, second, that in ac- 
complishing the thing the welfare 
workers desire they are taking the 
means of livelihood away from an 
honest man. I do not believe that 
anv welfare worker or any citizen 
of this country has the right to 
take work away from an honest 
man in order that a criminal 
might be employed. I am also con- 
vinced that the first offender can 
be better fitted to take his place 
in the world through vocational 
training and education that will 
bring to him a true understanding 
of his obligation to his country 
and to humanity. 

Again let me say that every in- 
dustry and all commercial activity 
in this country is adversely af- 
fected by this competition. In 
making this statement in some of 
the talks I have made over the 
country, I have been contradicted 
and it has been pointed out that 
the heavy industries, at least, will 
not be affected. When anyone 
brings this point up, he overlooks 
the fact that if business is taken 
away from private manufactur- 
ing the heavy industries are af- 
fected because if the _ private 
manufacturer does not grow, the 
demand for products of the heavy 
industries is reduced. 

Again let me call your attention 
to the fact this is not a problem 
in which our field is the only 
sufferer. As an illustration, it was 
recommended several years ago 
that the State of Ohio enter into 
greater manufacturing activity in 
its prisons in order that 5000 
prisoners might be employed. The 
statement was made that this 
would not be felt by private in- 
dustry. I do not think that this 
was thought through. Five thou- 
sand employed men will support 
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17,500 people directly, but this is 
only the start. These people re- 
quire things and services of all 
kinds. They must have food, 
clothing, and shelter; they have 
need for service of the professions, 
financial institutions, place of 
amusement, etc. When you con- 
sider the many firms and indi- 
viduals affected, you will find be- 
tween 30,000 and 40,000 people de- 
pending for their livelihood upon 
the activity of the 5000 employes. 
If you doubt this, consider your 
own city. Find out the number of 
employes in your manufacturing 
concerns engaged in productive 
labor, and you will find as you 
analyze it a substantiation of 
these figures. They do not include 
the persons engaged in produc- 
tion of the raw material used in 
manufacturing the products, as 
naturally this raw material would 
be used whether the articles are 
made in a prison or in a private 
plant. 


Industry Action Needed 


What can we do about it? First, 
as individuals we should each 
have an appreciation of the han- 
dicaps under which we are work- 
ing due to this activity. We should 
then see to it that those we con- 
tact in our daily lives are aware 
of this handicap. We should make 
it our business to see that every 
candidate for office, not only in 
our state legislature but every 
other political office, is aware of 
the attitude of business men and 
organized labor on this proposi- 
tion. Second, we, as an associa- 
tion. should see that other asso- 
ciations are interested in this and 
are actively attacking the prob- 
lem. Our general manager has 
been successful in bringing this 
before the trade association execu- 
tives. and I understand that this 
will become a permanent part of 
their program in connection with 
improving conditions under which 
the various industries so repre- 
sented are working. Third, we as 
an industry could appoint at least 
one man in every state whose duty 
it would be to watch the pro- 
posed activitv along this line and 
see to it that the legislature does 
not make appropriations which 
would increase prison production. 
In most states the retail associa- 
tions covering the different fields 
are well organized, and if they 
become interested this can be con- 
trolled. 

Not only our livelihood but the 
welfare of the country is depend- 
ent upon business. Business is the 
greatest game in the world. It calls 
for courage just as does any phys- 
ical game, it calls for sportsman- 
ship, it calls for energy, resource- 
fulness, and continuous activity. 
It offers greater compensation, 
opportunity for great accomplish- 
ment, and a greater period of ac- 
tivity. This being the case, let’s 
see to it that we jealously protect 
our rights to do business in a way 
that is fair to all, and eliminate 
anything that is a handicap to 
present and future business. 
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en don’t let this high-fa- 
lutin’ title scare you. This plan 
I’m talking about is an individual 
one which each of us can apply to 
our own peculiar needs. And it’s 
important to note that planned 
selling, for and by the individual 
salesman is a peculiar need in this 
industry. Factory men as well as 
retail salesmen are left too much 
to their own resources. Whether 
this is by design or neglect is of 
no concern of ours here. For his 
own good, the individual salesman 
should—yes—must plan his day, 
his season, his year. 

There are many obvious reasons 
why a plan is necessary. All the 
steps in the production of our 
various products and merchandise 
are carefully planned, from the 
very source of the raw material 
right through the factory to the 
warehouse. Why, therefore, 
shouldn’t the distribution of these 
products be just as carefully plan- 
ned? Especially today, when the 
distribution of most manufactured 
goods costs twice as much as the 
production. Besides all the more 
apparent rewards there is one 
more or less psychological benefit 
to an individual selling plan: when 
we’re not busy selling we can keep 
busy planning. 

Let’s start right off by agreeing 
that the plan itself, no matter 
how definite, how well thought 
out, is no open sesame to tough 
customers or any panacea for lack 
of orders. Rather, here we are 
talking about not “how to sell” 
but how to “prepare to sell.” We 
must not forget that two-thirds 
of PROMOTION is MOTION. How- 
ever, it’s the other one-third we’re 
analyzing now. Physical activity 
1S no guarantee to success in sell- 
ing. In fact, I venture the ob- 
servation that in number of calls 
per day per salesman our indus- 
try would rank near the top, if 
not at it. Mental laziness is our 
common weakness, and it seems 
to be just as prevalent among 
good salesmen as among those 
who lack the natural qualities of 
salesmanship. 


Keep Orderly Records 


Planned selling tends to keep 
you out of a rut, but does not dis- 
card routine entirely. It varies 
routine according to changing 
conditions and personalities. First, 
remember that most of the things 
we sell are for the orderly keep- 
ing of business records. Let’s use 
some of these articles ourselves 
for several reasons: One, they are 
necessary to progressive and con- 
structive selling. Two, they aid 


lanned Selling 


Speaker Outlines Essentials in 
Preparation for Making Sales 


Solicitations 


By JOHN B. DWYER 


Acco Products, Inc. 


orderly thinking. Three, they set 
a good example for our customers. 
Whether you use a card file, ring 
book, visible binder, or all three 
is not important so long as you 
keep orderly records. This may 
sound ridiculous to some of you, 
but I know some good salesmen 
who don’t even carry a notebook 

Now let’s discuss of what these 
records are to consist. At least 
once a year you'll pick up an ar- 
ticle on “Outside Selling,’ which 
analyzes the salesman’s day and 
“proves” that he actually “works’”’ 
only two hours a day, because 
that’s all the time he spends in 
the physical presence of his cus- 
tomers. Right here and now, let’s 
start a campaign to spike that 
false conclusion and all the false 
premises upon which it is based. 
Must a lawyer stand in front of a 
jury all day long? Even the farmer 
isn’t always in his fields. A sales- 
man is like a soldier going into 
battle; each campaign must be 
planned by the assembling of 
knowledge. This knowledge, prop- 
erly recorded and classified, be- 
comes our strongest weapon in the 
battle. Many years ago at a re- 
gional meeting here in Boston, 
down at the Chamber of Com- 
merce, I gleaned a choice phrase 
which has stayed with me ever 
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since: “Knowledge takes the 
drudgery out of selling.” 

Now, what is this knowledge we 
must have to enable us to do our 
job well? First of all, we should 
know the various items that we 
have to sell, and their applica- 
tions. Secondly, we must know our 
clientele, and we must Know it to- 
day and next week and next year, 
through all it’s ebb and flow. 

Customers change, grow, dwin- 
dle, move, merge. Neighborhoods 
and buildings, cities and towns 
change from year to year. Right 
here in Boston, those of us who are 
New Englanders can recall how the 
shoe industry has changed. Years 
ago there were a few large con- 
cerns employing thousands of 
workers in huge factories. Names 
like Rice & Hutchins, Plants, For- 
bush once were dominant, now are 
gone. What does this mean to the 
stationer? More and smaller ac- 
counts and_ different printed 
forms. Keep abreast of these 
changes. Watch new industries 
grow as old ones fade. Plan your 
work accordingly. The city of 
Pittsburgh has just standardized 
on all its printed forms, eliminat- 
ing many. The drug trade is pros- 
perous right now. Exporters are 
in a bad way because of war and 
other international complications. 
Where do I get all this informa- 
tion? Out of the daily newspaper. 


You’ve all heard of the building 
supply salesman reading’ the 
Dodge reports. Well, the station- 
ery and office equipment salesman 
has many more sources for his in- 
formation. Nearly all universities 
with schools of business adminis- 
tration publish weekly and 
monthly reports giving general 
and detailed information on busi- 
ness in their locality. Usually 
these reports can be had for the 
asking. The Bureau of Business 
Research of the University of 
Pittsburgh publishes a very inter- 
esting and easily assimilated ac- 
count of conditions in that area 
every month. No doubt the Whar- 
ton school at Penn, and Harvard 
and Boston University business 
schools furnish similar studies in 
their respective communities.* 

Current information on these 


*Note A number of reports indicat- 
ng current trade trends along regional, 
ndustrial, and commodity lines are pub- 
lished by the U. S. Department of Com- 
rer Suggestions on their use by 

ilesmen were given it in address at 
the recent convention of the National 
Typewriter and Office Machine Dealers 
\ssociatior by J W Vander Laan, 
Cleveland District Manager, Bureau of 
Foreign and Domestic Commerce. This 
i1ddress appeared on page 45 of August 
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ever-changing conditions are 
necessary to us if we are to serve 
our customers well. But fixed prac- 
tices are also important. What 
does the old-fashioned, stand-up 
document file in the court houses 
and law offices of the land mean 
to you as salesmen? Apparently 
it means very little to most of 
your superiors, because court 
houses are being planned and 
built today and the architects are 
specifying those same old-fash- 
ioned files, with not one word of 
protest from the filing supply or 
equipment industry. Yet we all 
know that wills, titles, bonds, 
deeds, and other documents when 
folded and filed on end are taking 


up more space, for one thing; are 
hard to handle and read, for an- 
other; and, most important of all, 
the fold, in the course of years, 
sometimes wears away entire sen- 
tences, making these valuable 
records incomplete and _ invalid. 
One enterprising stationer in Phil- 
adelphia sold the Registrar of 
Wills on flat filing in legal size 
four-drawer files, using a strong 
legal folder with a fastener at the 
top. Sales like that are made af- 
ter careful planning. They don’t 
just happen. 

Planned Selling means knowing 
a lot of things about our clients. 
We may just call on the pur- 
chasing agent, but we _ should 
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know who the office manager is, 
the filing executive, the sales man- 
ager, the advertising manager, 
and the sales promotion manager. 
Did you know that there is a Na- 
tional Society of Cost Account- 
ants? You should get a roster of 
your local chapter. These gentle- 
men are very much interested in 
up-to-the-minute office equip- 
ment and supplies. Reports to 
governmental agencies of all types 
can be more quickly and accu- 
rately compiled with your assist- 
ance and suggestions in supplying 
the proper forms and latest de- 
vices. 

He serves best who is prepared 
to serve. 


Service Means Sales 


re MY WAY of looking at it, 
the stationery industry offers more 
sales possibilities than any other 
industry in the world, with the 
possible exception of the food in- 
dustry. The only reason I except 
the food industry is because we 
have to eat three times a day. 
But let me tell you every customer 
of the food industry is a potential 
prospect for the stationer, whether 
it be a little six-year-old who 
wants a pencil and tablet for 
school or the president of a large 
corporation who wants some new 
equipment for his office. 

Your field of prospects is limited 
only by the amount o1 work you— 
each one of you— wants to do. 
What you do with these prospects 
is entirely uv to you, individually, 
and whether you succeed or fail 
depends on the amount of effort 
you put into it and the number 
of hours’ work you do. 

However, regardless of how 
many hours you put in or how 
much work you do, there is only 
one way to get this business, and 
that is through real honest-to- 
goodness salesmanship. 

Let us stop for a minute and 
consider just what salesmanship 
is. I could perhaps give you a 
dozen definitions of the word, but 
to me the best way to paraphrase 
the word salesmanship is this: 
“the ability to serve.’’ Service and 
salesmanship are as naturally re- 
lated as ham and eggs, or dough- 
nuts and coffee, or, to use a sta- 
tionery term, as related as pen 
and ink. 

This word, SERVICE, has, ac- 
cording to the dictionary, about 
thirty definitions as to its various 
meanings, two of which stand out. 
First, service is “labor done for 
another’; second, service is “as- 
sistance rendered another.” It is 
this latter definition I want to 
talk to you about tonight. Service 
is “assistance rendered another.” 
Just what we do in our daily lives 
to give that kind of service to our 
fellowmen spells the difference be- 
tween success and failure in our 
Selling career. 


A Stimulating Talk on the 
Relationship of Service to 


Each Factor in Selling 


By HERBERT C. HOOKS 
Moore Push-Pin Company 


How can we best serve our cus- 
tomers? The answer to this is 
knowledge of the products we sell. 
The manufacturers of the prod- 
ucts you sell have at your dis- 
posal full information of the items 
they manufacture. These sales 
helps are prepared by competent 
writers—-men who know their 
products thoroughly—and they 
have explained them in language 
any one of us can understand. 
They tell you how and why their 
products are made and also of the 
many and varied uses to which 
they can be put. I cannot empha- 
size too much this study of the 
items you sell. It does not matter 
if you have been selling station- 
ery for one week, one year, or 
twenty years, you can learn some- 
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thing new every day if you will 
just put your mind to it. Too 
many salesmen go on a Call en- 
tirely unprepared for the task be- 
fore them. 

When you call in a physician to 
look you over when you are ill, 
you expect him to come fully 
equipped with the various tools of 
his profession, the stethoscope, 
thermometer, blood pressure re- 
corder, etc., and, most important 
of all, the ability to prescribe the 
necessary medicine to make you 
well. Likewise, if something goes 
wrong with your electric refrig- 
erator at home, you call your local 
service man, and when he comes 
you expect him to be able to have 
your machine working again in a 
few minutes, making ice cubes 
for you. 

When your customer asks you 
for some information—a price on 
a certain file, desk, binder, loose 
leaf sheets, etc——he expects you 
to be in the same position as the 
doctor, able to give him the infor- 
mation requested right then and 
there. He is not going to wait 
while you go back to the store or 
office to get a price or to look up 
and see what goes into the article 
he wishes to know about. He 
wants this answer right then and 
there, and if you cannot give it 
to him, he will look around and 
find the fellow who can. 

Never forget for a minute that 
just so well as you know your 
products or the items carried in 
your store, just that well does the 
customer think of your store or 
organization. A _ slipshod, unin- 
formed representative causes a 
negative reaction toward his com- 
pany. 

So, I say to you, the most im- 
portant factor in salesmanship is 
knowledge of your products. The 
more you study the items in your 
line, the easier it becomes to 
please the customer. 


Knowledge Builds Confidence 


Knowledge of your products will 
give you that indispensable and 
essential possession, confidence. 
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Confidence in what? Confidence 
in yourself. Know definitely and 
be positive that vou are the man 
you want to be. Be confident that 
every statement you make to the 
customer is backed up by facts. 
When you promise a delivery, 
know that tne delivery will be 
made. If you tell the customer 
the stock in a sheet is of a certain 
weight, that it is ruled a certain 
way, be sure it is that way. Your 
confidence will promote your sale 
and you will leave the customer 
feeling that you are taking care 
of his order in the manner you 
would wish him to take care of 
your order if the situation were 
reversed. 

Knowledge and confidence go 
hand in hand. One is entirely de- 
pendent on the other. If you do 
not know your products, you will 
never have confidence either in 
yourself or the product you are 
trying to sell. The more you study 
the product you are selling, the 
more you learn about it, and the 
easier it becomes for you to please 
your customer and give him that 
service which I say is the bulwark 
of salesmanship. 

Hold “post-mortems.” I once 
read that when the late John D. 
Rockefeller was active in business, 
he spent at least ten minutes every 
night reviewing each little detail 
of the day’s transactions in an at- 
tempt to learn to his own satisfac- 
tion if he had made some mistake, 
or if by handling some matter 
a little differently he might have 
handled it better. Sitdown and pon- 
der over the things you have done. 
Go over the sale you lost on those 
files for Jones. Think! Did you 
tell him of that new item you 
started to carry this morning? If 
you have these little meetings 
every night with “ME, MYSELF, 
and I,” you will be less liable to 
make the same mistake again. It 
will help you perfect your sales 
presentation and enable you to 
give a little better SERVICE, 
which I say is salesmanship. 

Sell quality. Sell merchandise. 
Forget the price complex. I hon- 
estly believe there is more busi- 
ness lost by salesmen because of 
a price complex than by any other 
factor. The customer knows as 
well as you do that he is going to 
get just what he pays for. If a 
man buys a cheap file, he knows 
he is not going to use it the num- 
ber of years he would use one of 
a better make. Quality is now, 
always has been, and always will 
be in the future the cornerstone 


As an Aviator Sees the Business 

Skyline of Boston With the 

Beautiful Public Garden and 

Boston Commons in the Fore- 
ground. 


of your success. Remember at all 
times, you are out to sell mer- 
chandise and not to call on your 
customers and swan dollars or 
sell money. 

When you sell a man a piece of 
merchandise of better quality and 
at a price that is higher than he 
intended to pay, you are definitely 
rendering him a service that was 
not and is not included in the bill 
of sale. Because the item he pur- 
chased is going to last him longer 
and give him far more satisfaction 
than an item of inferior quality. 
In the long run, he is going to find 
it was cheaper for him to have 
paid the higher price and you are 
going to have a well satisfied cus- 
tomer. That, my friends, is 
SERVICE. 


Preparation for Calls 
Involves Service 


The next step is PREPARATION. 
A call well prepared means a cus- 
tomer half sola. This reminds me 
of one of the best examples of 
selling I have ever known. 


Some years ago, a concern in 
Chicago brought out a new ad- 
vertising sign. The makeup of the 
sign consisted of a piece of plate 
glass with letters sandblasted into 
it, and this glass was inserted 
edgewise into a show box. When 
illuminated the letters in the 
glass showed prominently, being 
readable from a considerable dis- 
tance. Today this sign is quite 
commonplace, but at that time 
was an innovation in the adver- 
tising sign business. 

The day this sign was presented 
to the sales force, one of the men 
remarked that the sign was “a 
natural” for a large national ad- 
vertiser in the silk stocking and 
silk underwear field. Bright and 
early the next day, the salesman 
who had the account called on 
the sales manager of this national 
advertiser. But he returned with 
the information that he had been 
turned down, and it was his opin- 
ion that this type of sign would 
not sell. So, he told the fellow who 
had made the suggestion regard- 
ing the account that if he wanted 
it from now on he could have it. 

The very next day, the second 
salesman left the office with the 
sign under his arm. About noon 
he returned with an order for 
1,000 of these signs, at a cost of 
$12.00 each. 

Now, why did the first sales- 
man lost the sale, and why did the 
second fellow go back to see the 
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same buyer twenty-four hours 
later and walk out with the order? 
The answer lies in that little word, 
SERVICE. 

The second salesman took the 
sign and went to the merchandis- 
ing managers of some of the 
larger department stores in the 
city and showed it to them. One 
of the men he called upon told 
him that it was tne first sign he 
had ever seen that he would al- 
low a manufacturer to put in his 
department. 


Another, who happened to have 
three stores under nis supervision, 
told him how many he would use. 
The salesman got similar responses 
from five stores. He also learned 
the manufacturer was selling most 
of them. Then, and not until then, 
did he call on the manufacturer’s 
sales manager. With this infor- 
mation he was prepared to make 
the proper presentation. He had 
a story to tell. He showed the 
buyer the service these signs 
would render in telling the sales 
story of the manufacturer to the 
consumer, which logically would 
increase the sales of the articles 
advertised. Naturally he walked 
out with the order. 

I read in a trade journal the 
other day the following state- 
ment: “A salesman deals in the 
most difficult of raw materials— 
human nature.” Each prospect we 
call on, each customer we face is 
a new personality and a new situ- 
ation. We must be versatile, we 
must have the desire to serve, and 
to give all the service at our com- 
pany’s command; never forget- 
ting for a moment that during 
the time we are with the customer 
we are the company. How well we 
serve the customer, and how we 
take care of his requirements, de- 
termines our sales results. Like 
the potter moulding his clay, we 
can mould this raw material we 
deal with to mean more business 
for us, and at the same time be of 
more service to him. 

If through our contacts we are 
rude, inefficient or tactless, we 
have created a bad impression. 
On the other hand, if we are well 
informed and have handled the 
customer thoughtfully, we have 
made a Sale and at the same time 
a friend. We have left the cus- 
tomer with a desire to do business 
with us again, both as an indi- 
vidual and the organization we 
represent. We have rendered a 
service and that, my friends, is 
salesmanship. 


Proximity to Convention Head- 
quarters Made This Park Invit- 
ing for Daily Strolls. 
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Importance of Fine Office Furniture 


Bin a salesman the other 
day the definition of a fine office, 
and what was the most important 
part of it. He said, “The commis- 
sion check,” and he may be right. 
The definition I want to give is 
that it is more than a beautiful 
office, more than pretty decora- 
tions or lovely furniture, and 
splendid draperies and rugs. It is 
an office that is a planned one. It 
need not be tremendously expen- 
Sive, but it should be carefully 
and thoroughly thought out and 
planned to do the thing it was in- 
tended to do; that is, to give the 
man or woman a place to work 
most efficiently, and it should be 
as attractive as possible for the 
amount of investment in it. 

I heard a while ago about a 
dealer in scrap iron. He had re- 
ceived twenty thousand dollars 
for a delivery. Some thugs went 
to rob this old man, who had a 
beautiful safe, although an old 
one, standing in a corner. He had 
no desk; he probably used a cheese 
box. But he had this big safe, and 
the burglars spent a lot of time 
trying to get into it. The old man, 
however, didn’t have the money 
in this safe at all, because he 
couldn’t open it. 

One of our dealers was very 
proud of the fact that he had sold 
the best of furniture for an office. 
I went out and looked at it, and 
it was very attractive furniture, 
the most expensive of the line. 
But it was set in a room with 
walls cracked and patched plas- 
ter; there were no rugs on the 
floor, nothing on the floor, noth- 
ing in keeping with the furniture. 
There were old oil cloth blinds, 
moth-eaten fittings, and of course 
the furniture looked out of place. 
Perhaps we as manufacturers 
should have been very happy over 
that sale, but we were not, because 
that salesman did not fulfill his 
obligations to his customer. It 
would have been much wiser if he 
nad served his customer different- 
ly, instead of selling him this fine 
furniture. That money could have 
ae much more wisely distrib- 
uted. 


Reasons for Purchasing Fine 
Office Furniture 


To understand the importance 
of fine offices, let us analyze for a 
moment what makes people equip 
fine offices. Why do they spend 
their money for them. The two 
big reasons are pleasure and 
profit. 

You need a new car, and you 
go to buy one. What do you con- 
sider first? Usually it is appear- 
ance. Necessity may demand you 
have a car, and profit may de- 
mand you buy a car, but you do 
not buy it for necessity; it is for 
pleasure. You might buy one that 
would do the work, but you do not 
buy it for that; you buy it because 
it is beautiful. 

And when your wife fixes up a 


Fine Office Not Necessarily 
An Expensive One, Nor Is 


the Costly One Necessarily a 
Fine Office 


By MAX VAUGHT 


Gunn Furniture Company 


juicy steak with onions nicely 
placed on it, and then proceeds 
to talk you out of a new dress, it 
is not because she hasn’t a dress. 
Sne may have six or seven. But 
do you Know why she wants one? 
Mrs. Brown was at the bridge ciub 
and she was going to get a new 
dress; so your wife wanted one. 
Tne main reason for buying fine 
office furniture is pleasure. That 


is the greatest motivating force, 


and if you concentrate on it, you 
might increase the other impor- 
tant things — the commission 
check. 

The second reason is profit. A 
man fights and struggles to get 
profit. He demands it. He may 
not always recognize it when he 
sees it eventually. But if you can 
really show the prospect it is go- 
ing to be profitable to have a fine 
office, he will rush at you so fast 
to put his name on the dotted line 
you won’t understand it. You will 
be offering him pleasurable profit 
and profitable pleasure. 

One of the greatest aids to the 
executive is a restful atmosphere 
in his office. 

You can attest to that from your 
own experience. Here is a familiar 
situation: A customer is standing 
at the counter demanding service, 
another is on the telephone with 
a call, the collector is there for 
payment of a bill, and the bank 
calls about the note that is due; 
a telegram needs an answer, and 
you are trying to get out the last 
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tax report to Washington. If you 
go into a messy office with every- 
thing piled up, you start on the 
merry-go-round again. But if your 
office reflects quiet, peaceful or- 
ganization, your planning and 
thinking will be more organized, 
too. 


Profitable Pleasure 


We like to be he-men and stick 
our chests out, and we do not like 
to admit that we are enticed by 
beautiful things, but we are. We 
like moonlignt on the water as 
much as the women folks. There 
is sheer beauty in the artistry of 
line of beautiful furniture that 
goes to make a beautiful office. It 
is a pleasure, and we do not real- 
ize how profitable a pleasure it is 
to keep us in that frame of mind. 
To me the greatest thing in a 
beautiful office is a beautiful piece 
of furniture. My admiration for 
furniture is so profound a fine 
article has a very strong appeal. 

I am reminded of the story of a 
man who placed an order for a 
pair of pants with a certain tailor. 
in due time he called for them, 
only to be told they were not 
finished. After repeated calls and 
waiting several weeks, however, 
his persistence was at last re- 
warded with a fine pair of 
trousers. The man grudgingly ad- 
mitted that they were well made. 
“They are nice trousers,” he 
agreed, “but,” he said, “it took 
you nine weeks to make those 
things. The Lord made the whole 
earth in six days!” The tailor, on 
the other hand, would not stand 
reproached, for in full confidence 
he replied, “Maybe you are right, 
but take a look at the world, and 
then take another look at those 
pants!” 

A man’s office is his world. It is 
the kingdom he owns and surveys. 
He may not be boss at home, but 
he is there, and I think it would 
give him a lot of pleasure to have 
it beautiful. 

We are all proud of our accom- 
plishments. We are proud of the 
progress we have made. We have 
heard it said that a man is known 
by the company he keeps. I say 
he is known just as surely by the 
appearance of his office. A fine 
office is a real mark of success. 

In Grand Rapids we have a 
young dentist, a friend of mine, 
who graduated from the Uni- 
versity of Michigan four years ago. 
When he began practicing he 
moved into the best office building 
in Grand Rapids, and established 
the finest office, I believe, there is 
in the city. He even had an in- 
terior decorator to do the thing 
up well. Then he kept his prices 
in keeping with his surroundings. 
Today, four years later, he is the 
most outstanding and successful 
dentist in the city. A contributing 
factor unquestionably has been 
that he and his surroundings have 
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radiated success. Nothing succeeds 
like the appearance of success. 

You will remember how several 
years ago the so-called oil op- 
erators used to put on a big front. 
When they came into town they 
always rented a fine office and 
furnished it well, and then began 
selling their stock. At least their 
psychology was right. 

It has been gratifying to me to 
notice in the past four or five 
years of depression that many of 
the big businesses are putting in 
fine offices. For instance, Swift 
& Company, the Kraft company, 
and some of the railroad com- 
panies. Do you know why? Be- 
cause they realize the importance 
of constantly repeated hinting to 
their customers that they are suc- 
cessful and big, and are going to 
be there constantly. Five years 
ago they didn’t consider it so im- 
portant, but with firms going out 
of business, and conditions chang- 
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(Above) Memorial to fisherman of 
Gloucester who have lost their 
lives at sea. This famous fishing 
port was one of the places visited 
as a part of the convention enter- 
tainment program. 


(Above, center) Old North Church, 
from whose belfry hung the lan- 
tern signals sent Paul Revere on 
his famous ride. Built in 1723, this 
church is the oldest in Boston. 


ing, even those big boys have 
realized it is important. 

Certainly it is important to you 
and me. We would not have the 
nerve to say that those fellows 
that run gigantic enterprises do 
not know their own business. 


“Small Price to Pay for 
Self Respect” 


Another thing is the value of 
self respect. Not long ago one of 
our furniture dealers in Chicago 
sold an office to a man that we 
thought could ill afford it. As the 
man started out of his store, he 
said, “That cost me more money 
than I can afford to spend, but it 
is a small price to pay for self 
respect.” Self respect is both a 


pleasure and profit to us. 

Did you ever go home and start 
to clean out the basement, with an 
old shirt and an old hat on, then 
when you were tired go upstairs 
for a glass of beer about the time 
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your wife’s girl friend came? Prob- 
ably you rushed for the bathroom 
to clean up and then came down 
with all your good clothes on! Self 
respect! Why isn’t it the same in 
an office? You walk into your of- 
fice, and if it is nice and fine 
you feel master of the world, mas- 
ter of your own destiny. Problems 
seem to solve themselves. I re- 
peat, it is a mighty low price to 
pay for that. 

Orderly work goes directly with 
an orderly state of mind. One of 
the big companies in the automo- 
bile industry recently found out it 
was costing them in the vicinity of 
four thousand dollars a day to 
keep their factory clean, to keep 
all the steel shavings and all the 
litter cleared away, so they de- 
cided to save that four thousand 
dollars a day. Their workmen soon 
went nearly crazy. They didn’t do 
as much work or do it as well. We 
have a rug here, and we do not 






(Above) Bunker Hill Monument, 
Charlestown, on Breed’s_ Hill, 
which was the center of the battle 
of Bunker Hill, June 17, 1775. This 
place where history was made was 
also visited by delegates. 


(At left) Minute Men Statue and 
Concord Bridge where was “fired 
the shot heard ‘round the world.” 


(All photos by courtesy of the Boston 
Chamber of Comerce.) 
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drop cigarettes on it, but put lin- 
oleum on this floor and see what 
happens. We invariably react to 
our surroundings. If we have a 
fine office, carefully planned and 
complete, it will react on our men- 
tal state until our problems be- 
come a little simple equation. 
There is a glow of pride in hav- 


Report o 


Bose we are called upon to 
pause in our busy lives to recog- 
nize the Mystery of Divine Provi- 
dence in the creation and limita- 
tion of our mortal lives. The Great 
Creator of the Universe has said 
to us all, “The Lord giveth and the 
Lord taketh away. Blessed be the 
name of the Lord.” 

During the past year a consider- 
able number of our members have 
run the race and completed the 
course. They have taken that 
journey from which no traveler re- 
turns. 

With sadness we record their 
names; with regret we record their 
passing. 

We do not know why they have 
been taken from among us. Too 
often we cannot understand why 
this should occur as it does. 

We recognize the particular 
hardship for those who are closest 
to those who have passed on. Let 
us remember the good and treas- 
ure it. If there were differences 
let us forget whatever they may 
have been and concentrate on the 
present moment. As we bow our 
heads in reverent tribute to those 
of our fellow workers who during 
the past twelve months have been 
called by our Heavenly Father to 
their last reward, let us offer a 
prayer of thanks for their friend- 
ship, counsel, and inspiration that 
during their lives they have be- 
stowed upon us. 

Will the members please rise as 
we read the Honor Roll of this 
association for 1939. 

Respectfully submitted, 
C. H. Everly, Chairman. 
Harold E. Hawkins. 
Chas. P. Garvin. 


The Departed 


Fred Adams, McMillan Book Co., 
Syracuse, N. Y. 

Theodore L. Backus, Richmond- 
Backus Co., Detroit, Mich. 

Edwin I. Baer, Baers’, Canton, 
Ohio. 

Jonathan Bartley, Joseph Dixon 
Crucible Co., Jersey City, N. J. 

Claes W. Boman, Eagle Pencil 
Company, Brooklyn, N. Y. 

George E. Bowker, Underwood 
Elliott Fisher Co., Buffalo, N. Y. 

Ennis Cargill, Cargill Company, 
Houston, Texas. 

Charles A. Chase, American Pad 
& Paper Co., Holyoke, Mass 

G. M. Chase, Nagel-Chase 
Manufacturing Co., Chicago, Ill. 


ing that fine office. There is 
always the pleasurable profit from 
the fine office. Let us go to our 
work tomorrow with one thought 
in mind, and accept the challenge 
of the obligation we have to our 
customer. A fine office is not 
necessarily an expensive one, and 
neither is a costly one necessarily 
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a fine office. We have an obliga- 
tion to give our customer the fin- 
est office we can give him for the 
money, to plan his office according 
to his problems, and to sell him a 
unified office. Let us fulfill that 
obligation to our customers. When 
we look at our own offices we may 
decide to start there. 


the Necrology Committee 


Henry Curtis, Curtis 1000, Inc., 
St. Paul, Minn. 

Frank Dameron, Dameron-Pier- 
son Co., Ltd., New Orleans, La. 

Edna N. Davis, Oxford Filing 
Supply Co., Denver, Colo. 

J. W. Freeman, E. L. Freeman 
Co., Central Falls, R. I. 

J. F. Hansen, Esterbrook Steel 
Pen Mfg. Co., Camden, N. J. 

Thomas A. Hayes, W. H. Kistler 
Stationery Co., Denver, Colo. 

R. E. Horton, Standard Office 
Supply Co., Oklahoma City, Okla. 

k’. B. Johnson, Omaha Printing 
Co., Omaha, Nebr. 

Joseph F. Johnson, 
Chair Co., Chicago, Il. 

F. W. Lilley, Eagle Pencil Co., 
New York City. 

H. S. Mansur, T. H. Payne Co., 
Chattanooga, Tenn. 

George Putnam Metcalf, Carter’s 
Ink Company, Cambridge, Mass. 

Donald C. Miller, Office Appli- 
ances, Chicago, Ill. 

H. G. Mitchell, Democrat Print- 
ing & Lithographing Co., Little 
Rock, Ark. 

Harry Morgan, Stationers Cor- 
poration, Los Angeles, Calif. 

David Blair Morrow, Globe-Wer- 
nicke Co., Cincinnati, Ohio. 

Charles Niedecken, H. Niedecken 
Co., Milwaukee, Wis. 

C. R. Oates, Sanford Ink Com- 
pany, St. Paul, Minn. 

G. E. Parmenter, American 
Crayon Co., Branford, Conn. 

Sherman Phillips, Phillips’ Book 
Store, Bozeman, Mont. 

M. E. Roberts, Fox River Paper 
Corp., Appleton, Wisc. 

Harry S. Scott, Markwell Manu- 
facturing Co., East Orange, N. J. 

Charles H. Shields, Blade Print- 
ing & Paper Co., Toledo, Ohio. 

W. D. M. Simmons, Underwood 
Elliott Fisher Co., Fort Worth, 
Texas. 

Edgar A. Stover, H. & W. B. 
Drew Co., Jacksonville, Fla. 

J. M. Triner, Triner Scale & Mfg. 
Co., Chicago, II1. 

Fred H. Van Ausdall, Royal 
Typewriter Co., New York City. 

John V. I. Wood, S. E. & M. Ver- 
non, Inc., Rochester, N. Y. 

Frank Willenborg, Cincinnati, 
Ohio 

John Duncan, Victor Safe & 
Equipment Co. 

V. T. Broddus, Bartlesville Staty. 
Co., Bartlesville, Okla. 

Harry Freeman, Sanford Ink 
Company. 


Johnson 


Donald Weston, Byron Weston 
Company, Dalton, Mass. 

Note.—At the close of the Ne- 
crology Committee report, Mr. 
Everly requested Mr. Garvin to 
read the following: 


THERE ARE NO VACANT 
CHAIRS 
By Charles Garvin 
Down through the years I watched 
them on their way; 
Not lordly men, but men who felt 
that they 
Must spend some time with friends 
as days went fleeting by; 
Men who, knowing failure, still felt 
that they could try 
To build a bridge that others com- 
ing on might find 
A shorter way to better things—a 
service to mankind. 


Not saints were these good friends 
of ours, nor were they sinners, 
too; 

They knew so well the weakness 
and the _ trouble’ running 
through 

The souls of those who fight alone 
this problem we call life; 

Who, battered and bescarred and 
beset by social strife, 

Can still look up, and looking up, 
find a ray of light. 

Beyond the clouds and darkened 
curtain we describe as Night. 


If I could find the words as I 
travel day by day 

To humbly and, yet sure, record 
these men of N.S. A. 

To tell of what they sought and 
relate from whence they came, 

To write the story of each one and 
then to give his name, 

I think that I would say of them 
and of their works sublime, 
They left glistening footprints in 
the shifting sands of time. 


For these men were my brethren; 
their faces I can see; 

Their monuments are standing 
high in the hearts of you and 
me; 

We need not weep, for they would 
have us not do else but smile, 

As they did when they trod the 
road that last eternal mile; 

Down through the years, we'll 
ne’er forget they climbed 
celestial stairs; 

Whene’er we meet, they meet with 
us—there are no- vacant 
chairs. 





Allen, Ivan, Ivan Allen-Marshall 


Baade, 
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INTERESTING CONVENTION ACTIVITIES CAUGHT BY THE CAMERAMAN 


. Seven young men, depicting various branches and ages of naval and 
military power who took part in the pageant at the banquet, and 
whose individual pictures are shown elsewhere. 


. Seated: R. M. Fraser, Marshall-Smith Inc., J. H. Schermerhorn, Joseph 
Dixon Crucible Co.; H. B. Van Dorn, Joseph Dixon Crucible Co.; 
W. L. Jaques, Jaques & Co., Inc., Harrie Copeland, Eagle Pencil Co., 
G. R. Hoffman, Biddle Purchasing Co. Standing: Alex Patterson, 
manufacturers’ agent, Birmingham, Ala.; R. P. Towne, National Blank 
Book Co 
Seated: L. H. Mory, Swift Business Machines Corp.; Gordon Laurence. 
Allen Calculators. Inc.; Harry Birt and John McWilliams, Byron 
Weston Paper Co.; Lou Obstfeld, Markwell Mig. Co.; C. G. Gregory, 
Gregory Fount-O-Ink Co. Standing: W. L. McCullouch. Finch & 


Convention 


A Safe & Lock Company, Can- 


. aM q ton, Ohio. 
——— een Boe _— Sta Babson, S. M., The Bates Manu- 
Ahrens, H. W., National Vulcan facturing Company, Orange, N. 
ized Fibre Company, Wilming 
ton, Del. 
Allen, Claude W., The General 
Fireproofing Company, Youngs 
town, Ohio. 


Badger, C. A., Acme Visible 
Records, Inc., Chicago, III 
Bahr, J. A., Wilson-Jones Com 

pany, Elizabeth, N. 
Bainbridge, J. G., Bainbridge, 


Company, Atlanta, Ga Kimpton ¢ Haupt, Inc., New 


Anderson, G. P., F. S. Webster York, N. 
Company, Cambridge, Ma‘s Baker, ingli C., G. & C. Mer 
Anderson, Harry C., The Globe- riam Company, Springfield, 
Wernicke Co., Cincinnati, Ohio. Mass. 
Anderson, Phil, Kansas Book Banov, Jack, Sainberg & Com 
Dealers Association, Newton, pany, New York, N. Y. 
Kas. Banov, Leon, manufacturers’ rep 
Ankeney, F. H., The Ankeney resentative, Baltimore, Md. 
Company, Cumberland, Md Barry, Jack, Art Metal Construc 
Armington, James R.., Erie Art tion Company, Jamestown, N. Y 
Metal Company, Erie, Penna. Bate, J R i , 
Ashley, E. Russell, Ashley-Mc- F sviaies C nvincible Metal 
Cormick Company, Bridgeton, Wi uiture Company, Manitowoc, 
N. i Isc. 
Atwood, Harold, manufacturers’ Bates, Elmer E., Quality Park 
representative, New York, N. Y. Envelope Company, St. Paul, 
Austin, Rupert, C. Howard Hurt Minn. 
Pen Company, Camden, as Battelle, Jim, Peerless Key-Im 


perial Manufacturing Company, 
 # 


Lester F., The Diebold New York, N 


Bengston, Thure, Adkins Printing 
Bergstrom, E. 


Berman, 


Berry, Edgar, 
Berry, Leon B., W. W. Berry & 


Best, Leonard E., Richard Brest 


J. 
Biggleston, W. H.., 


Bittman, H. U., 
J 
Blish, Nat P., The Reyburn Man pany, Inc., 


McCullouch; J. L. White, The White Co., Columbus, Ga.; Harold 
Atwood, Finch & McCullouch; C. W. ‘‘Neal’’ Leonard, Leonard & Co., 
Detroit; G. W. Reinhardt and W. K. Munson, Finch & McCullouch. 


. Seated: C. G. Gregory. Gregory Fount-O-Ink Co.; Art L. King, bag he 


Boston; C. A. Stott, Chas. G. Stott & Co., Washington, D. 
Standing: Paul Cheney, Southworth Co.; Howard Sanders, Stationers 
and Publishers Board of Trade. 


The famous red coated Bostonia band playing as the guests found 
their way to tables on the ball room floor several steps below. The 
band furnished music during the banquet and for the dancing which 
followed. 


. A section of the crowd at the opening session. 


Registration 


Baxter, R. H., R. H. Baxter ufacturing Company, Philadel- 
Sales Corporation, New York, phia, Penna. 
N. Y. Block, W. F., Victor Safe & 
Bayless, Owen G., Lowman & Equipment Company, North 
Hanford Company, Seattle, Tonawanda, N. Y 
Wash Bonney, John O., E. L. Freeman 


Company, Providence, R. 
Boppart, John, Hall Bros., Inc., 
Kansas City, Mo. 
Bowman, Henry W., American 
Lead Pencil Company, Hoboken, 


Company, New Britain, Conn. 
» Evans Print- 
ing Company, Concord, N. H 
Robert I., Markwell 
Manufacturing Company, New ye 
York, N. Y. Bracken, O. T., 
Loring, Short & facturing Compary, 
Harmon, Portland, Me Mass. 
Bradford, H. S., American Pad & 
Paper Company, Holyoke, Mass. 
Brainard, George C., The General 
Fireproofing Company, Youngs- 
town, Ohio. 


Dennison Manu 
Boston, 


Compan , Waterville, Me. 


Pencil Company, Irvington, N 


American Bramwood, Garner, Bramwood 
Blank Book Company, Boston, Press, Indianapolis, Ind. 
Mass. Brett, Roger B. G. Volger 
Bingham, Arthur W., Jr., Boorum Manufacturing Company, Pas- 
& Pease Company, Brooklyn, saic, N. J. 
ey # Brigham, H. B., Crane & Com- 
Birt, Harry, Byron Weston Com- pany, Dalton, Mass. 


Bristoll, B. J., Koch Bros., Des 
Moines, Ia. 

Bromley, E. H., Bromley & Com- 

Boston, Mass, 


pany, Dalton, Mass 
A. W. Faber, 
Inc., Newark, N. 
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Brooks, John E., manufacturers’ 
representative, Boston, Mass. 
Brown, L. Dale, E. C. Eastman 

Company, Concord, N. H. 
Brown, . M., Eberhard Faber 
Pencil Company, Brooklyn, N.Y. 
Brown, Phelps, Southworth Corn- 
pany, West Springfield, Mass. 
Buchanan, G. T., Buchanan Sta- 
tionery Company, Wichita Falls, 


Tex. 

Buckwalter, Paul B., National 
Blank Book Company, New 
York, N. Y. 


Burbank, Paul E., Eaton Paper 
Corporation, Pittsfield, Mass. 
Burgess, George E., Gregory 
Fount-O-Ink Company, Los 

Angeles, Calif. 
Burkhart, C. R., Moore Push-Pin 
Company, Philadelphia, Penna. 
Burt, Leo, Burt & Jeffers, Inc., 
Hartford, Conn. 
Cc 
Callahan, Harry, C. R. Gibson & 
Company, New York, N. Y. 
Cameron, Cal, manufacturers’ rep- 
resentative, New Ycrk, N. Y. 
Caracci, Louis, The Nor-Wood 
Company, New York, N. Y 


Carithers, H. G., Carithers-Wal- 
lace-Courtenay Company, At- 
lanta, Ga. 

Carpenter, Russell P., Sanford 
Manufacturing Company, Chi- 
cago, Ill. 

Carroll, Frank S., Neva-Clog 
Products, Inc., Bridgeport, 
Conn. 

Carter, Richard B., The Carter’s 
Ink Company, Cambridge, 
Mass 

Casey, 'D. J.. D. J. Casey Paper 
Company, Haverhill, Mass. 

Caswell, F. H., F. S. Webster 
Company, Cambridge, Mass. 


Chadduck, Donald, The Carter’s 
Ink Company, Cambridge, Mass. 


Chandler, H. L., Adams, Cushing 
& Foster Company, Boston, 
Mass. 

Chenet, J. B., S. Stafford, Inc., 
New York, N Y. 

Cheney, Paul W., Southworth 
Company, West _ Springfield, 


Mass. 

Chidsey, S. F., Bradley & Scoville, 
Inc., New Haven, Conn. 

Cholet, Bert, Charles M. Higgins 
& Company, Inc., Brooklyn, N. Y. 

Churnick, Edward S., Daco Card 
& Index Company, Boston, 
Mass. 

Chute, Mortimer H., Jr., Bain- 
bridge, Kimpton e Haupt, Inc., 
New York, 


N. 
Clark, Elihu B., L 'E. Waterman 


Company, Pigeon Cove, Mass. 
Clayton, Samuel S., Koh-I-Noor 
Pencil Company, New York, 
N. Y. 
Clegg, William C., The Clegg 


Company, San Antonio, Tex. 


Cody, C. F., F. Cody Com- 
pany, Dubuque, Ia. 
Cody, Jack, C. F. Cody C-cm- 
pany, Dubuque, Ia. 


Coelln, A. B., Wilson-Jones Com- 
pany, Boston, Mass. 

Cole, A. O., S. E. & M. Vernon, 
Inc., New York, N. Y. 


Cole, Ira, Mittag & Volger, Inc., 
Park Ridge, N. J. 
Coleman, Henry I., Nathan Cole- 


man & Son, Savannah, Ga. 


Conger, Claude M., Trussell Man- 
ufacturing Company, Pough- 
keepsie, N. Y. 

Cook, Joseph F., Boston, Mass. 


Cooper, David, Daco Card & In 
dex Company, Boston, Mass. 
Cooper, J. W., Jr., manufactur- 
ers” representative, Atlanta, Ga. 
Copeland, Harrie F., Eagle Pencil 
Company, New York, N. Y. 
Corbett, William P., Hotchkiss 
Sales Company, Norwalk, Conn. 
Cramer, Harold W., Cramer Sa‘e 
& Office Equipment Company, 

Kansas City, Mo. 


Cravens, William H., Walcctt 


Taylor Company, Inc., Wash 
ington, 

Crile, Don, The Office Equipment 
Company, Canton, Ohio, 

Croke, J. S., National Blank Book 
Company, Holyoke, Mass. 

Crosby, H. Brooks, Thorp & Mar- 
tin Company, Boston, Mass. 

Curtiss, Frank, Neva-Clog Prod- 
ucts, Inc., New Haven, Conn. 


Dacey, J. P., Wilson-Jones Com- 
pany, Elizabeth, N. 

Daily, E. F., Meilink Steel 
Company, Toledo, Ohio. 
Daltor, Ernest, Art Specialty 
Company, Chicago, IIl. 
Davidson, J. P., National Blank 
Book Company, Holyoke, Mass. 
Dean, Herman P., Standard Print- 


Safe 


ing & Publishing Company. 
Huntington, W. Va. 
Decker, Howard, Decker Bros.. 


Inc., Lafayette, Ind. 


Dell, Garry, Acco Products, Inc., 
Long Island City, N. Y. 

Denzer, C. F., The C. F. Denzer 
Company, Sandusky, Ohio. 

Diehl, William R., Sr., Diehl 
Office Equipment Company, 
Columbus, Ohio. 

Diehl, William R., Jr., Diehl Of- 
fice Equipment Company, Co- 
lumbus, Ohio. 


Doblmeier, F. M., The J. L. Han- 
son Company, Chicago, IIl. 

Dolliver, W. R., Providence Paper 
Company, Providence, 

Donahue, J. E., Yawman and Erbe 
Manufacturing Company, Lake- 
wood, Ohio. 


Donahue, J. L., The Carter’s Ink 


Company, Cambridge, Ma's 
Donnelly, William §S., Modern 
Stationer, New York, N. Y. 
Downey, C. Lee, The C. L. Dow 


ney Company, Cincinnati, Ohio. 
Draper, Carl, Noesting Pin Ticket 


Company, Inc., Los Angelcs, 
Calif. 

Dresser, Malcolm, Standard Diary 
Company, Cambridge, Mass 
Driscoll, William J., The Carter’s 
Ink Company, West Roxbury, 

Mass. 

Duncan, W. A., The Parker Pen 
Company, Janesville, Wisc. 
Dunn, C. Geer-Dunn Com 
pany, Inc., Jamestown, N. Y 
Dwyer, John B., Acco Products 


Inc., Long Island City, N. Y. 


Edgren, H. W., Corry-Jamestown 
Manufacturing Corporation, New 
York, N. ‘ 

Ellsworth, W. B., 
town Manufacturing 
tion, Corry, Penna. 

Erny, Harry A., C. Howard Hunt 
Pen Company, Plainfield, N. J. 

Eshleman, J. Ream’s, Lan- 
caster, Penna. 


Evans, W. D., 


Corry-James- 
Corpora- 


W. A. Sheaffer 


Pen Company, Fort Madison, 
56 
Everett, W. W. Geyer Publica- 
tions, New York, N. Y. 
Everly, Charles H., Office Ap- 
pliances, New York, N. Y. 
F 
Faber, Eberhard, Eberhard Faber 


Pencil Company, Brooklyn, N.Y. 
Fallon, John, E. C. Eastman 
Company, Concord, N. H 


Fargo, Frank H., Frank H. Fargo 
Company, Bridgeport, Conn. 
Farr, Albert E., National Blank 
Book Company, Holyoke, Mass. 
Favor, Gerald M., Koh-I-Noor 
Pencil Company, New York, 

N. Y. 

Favor, Irving P., Koh-I-Noor 
Pencil Company, New York, 
N. Y. 

Fecho, J. S., Burrows Bros. Com- 


pany, Cleveland, Ohio. 

Feeley, James E., Springfield Of- 
fice Supply Company, Spring 
field, Mass. 

Fellowes, Folger, Bankers Box 
Company, Chicago, III. 


Fellowes, H. L., Bankers Box 
Company, Chicago, III. 
Fernyak, C. S., Mansfield Type- 


writer Company, Mansfield, 
Ohio. 

Ferry, Harry, National Blank 
Book Company, Longmeadow, 
Mass. 

Field, B. P., Gunn Furniture 
Company, Grand Rapids, Mich. 


Gustave 
Hartford, 


Gustave, The 
Company, 


Fischer, 
Fischer 
Conn. 

Fisher, Frank N., Standard Diary 
Company, Melrose, Mass. 

Fletcher, W. M., The Carter’s Ink 
Company, Cambridge, Mass. 

Ford, J. J., Dennison Manufac- 
turing Company, Framingham, 


Mass. 
Fraser, R. M., Marshall Smith 
Company, Inc., Cleveland, Ohio. 
Frederick, C. L., The Parker Pen 


Company, Janesville, Wisc. 


Freeman, R. J., Jasper Chair 
Company, Jasper, Ind. 
Frisbie, Horton, Roberts Office 


Supply Company, Portland, Me. 
Fritz, R.. Fulton Specialty Com- 
pary, Elizabeth, 


Frost, A. G., Esterbrook Steel 
Pen Manufacturing Company, 
Camden, 


Frv, W. Gregg, Gregg Publishing 
Company, New York, N. 

Gail, Maxwell T., General Office 
Supply Company, Detroit, Mich. 

Garrison, W. W., W. A. Sheaffer 
Sa Company, Fort 
a 

Garvin, Charles P., National Sta 


Madison 


tioners Association, Washing- 
ton, D. C. 

Geer, Charles, Geer-Dunn Com 
pany, Inc., Jamestown, N. Y. 

Gibbons, Archer, Stationers Asso 
ciation of Northern New Jersey, 
Newark, N. 

Gibson, Arthur, Book- 


Gibson’s 
store, Nashua, N. H. 


Giddy, F. C., American Lead 
Pencil Company, Hoboken, N. Tf. 

Gilbert, John A., Office Appli- 
ances. Chicago, Ill. 

Gill, Albert W., A. W. Gill & 


Company, Trenton, N. 
Gillespie, J. L., Sheridan Sta- 


tionery Company, Sheridan, 
yo. 

Gilpatric, George H., The Globe- 
Wernicke Co., Cincinnati, Ohio. 

Godwin, Mrs. May S., Godwin 
Stationery Company, Birming- 

_ ham, Ala. 

Goltzman, Samuel, Mutual Sta- 
tionery Company, Inc., New 
York, bs 

Gourley, Edwin L., L. E. Muran 
Company, Boston, Mass. 

Gowdy, Hark. E. P. Gowdy Com- 
pany, Pittsfield, Mass. 

Gowen, I. B.. The Bates Manu 


facturing Company, Orange, N. 


Graff, George. George B. Graff 
Company, gy Mass. 
Graff, J. B., Gunn Furniture 


Company, Grand Rapids, Mich. 
Gram, John S., J. L. Hanson 
Company, Ceicome, Ill. 

Granath, C. » L. E. Waterman 


Company, BE N. 


Grant, Donald C., McMillan Book 
Company, Syracuse, N. Y. 
Grayson, Ben S., Ace Fastener 
Corporation, Chicago, Ill. 
Grayson, Herbert, Ace Fastener 
Corporation, Chicago, III. 
Gregory, C. G., Gregory Fount- 


O-Ink Company, Los Angeles, 
Calif. 
Greim, J. H., F. S. Webster Com 


pany, Cambridge, Mass. 
Grennan, E., Finch & McCul- 
louch, Aurora, III. 
Griffith, John H., Art Metal Con- 


struction Company, Philadel- 
phia, Penna. 

Griffiths, G. F., Noesting Pin 
Ticket Company, Inc., New 
York, N. Y. 

Grimes, Carl G., Grimes-Stass 
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forth Stationery Company, Los 
Angeles, Calif. 

Gross, Kirk, Waterloo Office Sup- 
ply Company, Waterloo, Ia. 
Gurska, Jerome, Eagle Pencil 
Company, New York, N. Y. 


H 
Hall, Asaph B., Hall & McChes- 
ney, Syracuse, N. 
Hall, Van Holt, Scri to Manufac- 
turing Company, Atlanta, Ga. 
Hamlin, Guy C., McMillan Book 
Company, Syracuse, N. 

Hampton, Harold J., Indiana lis 
Office Supply Company, Indi- 
anapolis, Ind. 


Hanse, Lee A., W. A. Sheaffer 
Pen Company, Fort Madison, 
Ta. 

Hargen, Theodore M., Yawman 


and Erbe Manufacturing Com- 
pany, Rochester, N. Y. 
Harris, George B., Jr., G. & C 
Merriam Company, Springfield 
Mass. 
Hart, Guy, Joseph Dixon Sed 
Company, Jersey an S wide 
Hawkins, Harold Stationers 
Loose Leaf Soins. Milwau- 
kee, Wisc. : 
Hayes, George | R., Boston Station- 
ers Association, Bceston, Mass. 
Healy, E. B., Santa Fe Book & 
Stationery Company, Santa Fe, 
N. 


Heinrich, Cc. C., Heinrich Sea- 


bold Stationery Company, 
Rochester, N. Y. 
Henderson, George, Indianapolis 


Office Supply Company, Indi- 
anapolis, Ind. 

Herrick, . W., Wilson- * 
Company, Elizabeth, N. Jj. 
Herrmann, G. H., Heyer Carpere- 

tion, Chicago, Til. 


Herrmann, Jule M., Robinson 
Manufacturing Company, West- 
field, Mass. 

Heymann, H. L., H. L._ Hey- 


mann Company, Easton, Penna. 
Higgins, Tracy, Charles M. Hiv- 


gins Company, Inc., Brook- 
lyn, N. Y. 
Hobart, J. O., Eberhard Faber 
Pencil Company, Brooklyn, N.Y. 


Hodge, R. E., Gary Office Fquip- 
ment Company, Gary, Ind. 


Hoelscher, Louis H., Hoelscher 
Stationery Company, Buffalo, 
N. Y 


Hoffman, G. R., Biddle Purchas- 
ing Company, New York, N. Y. 

Hoge, William, The General Fire- 
proofing Company, Youngs- 
town, Ohio. 

Holmes, H. B., Columbia Ribbon 
& Carbon Manufacturing Com- 
pany, Glen Cove, L. I., N. Y. 

Hooks, H. C., Moore Push-Pin 
Company, Bellerose, N. Y. 

Hooper, Edgar R., Stuart- Hooper 
Company, Chicago, Ill. 

Horne, J. D., Eberhard Faber 
Pencil Company, Brooklyn, ™. Y. 

Howell, C. H., T. H. Payne Com- 
pany, Chattanooga, Tenn. 

Hughes, Frank W., Automatic 
Pencil Sharpener Company, Chi- 
cago, IIl. 

Hulatt, R. B., Dennison Manu- 
facturing Company, Framing- 
ham, Mass. 

Hunting, D. D., Metal Office 
Furniture Company, Grand 

Mich. 

Huott, Edmond J., Frank A. 
Weeks Manufacturing Company, 
New York, N. Y. 

Hutchinson, George M., Scripto 
Manufacturing Company, At- 
lanta, Ga. 

I 


J. P., The Carter’s Ink 
Mass. 


Inman, 
Company, Cambridge, 


Jacobs, Samuel, Norma Multi- 
kolor, Inc., New York, N. Y. 
Jacquin, W. C., Jacquin & Com- 

pany, Peoria, II! 


(Turn to page 177, please) 
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These views of old and new store of Edson C. Eastman Company, Inc./; 
Concord, N. H., illustrate factors in improvement which contribute toward 





profitable results of modernization. The right view and front were shown 
on page 132 of the August issue. This store, however, does not happen to 
be among those discussed below. The above photos courtesy National 


Blank Book Company. 


Survey Reveals How Profits Rise 
When Dealers Modernize 


Study of Before-and-After Statements of 23 Office 
Equipment Dealers Shows by Composite Figures 
How Modernization Paid for Itself, Increased Profits 


W HEN an office appliance re- 
tailer is approached to invest in 
modernization, whether a new 
store front, streamlined fixtures 
or a redecorated interior, the first 
question that arises is, ‘““Will the 
investment pay me?” Insofar as 
we know, this query has never 
been answered with actual fig- 
ures; only with general explana- 
tions anent the profitable advan- 
tages of any form of moderniza- 
tion touching the merchandising 
of office equipment and related 
lines. Generalities, however, too 
often do not convince, hence, 
many office appliance dealers, 
large and small, who probably 
would benefit by modernization, 
do not invest in it. 

To determine the average profit 
increase and other benefits of 
modernization experienced by of- 
fice equipment dealers, we ana- 
lyzed the business records of 23 


By FRED MERISH 


WHAT MODERNIZATION 
DID FOR 23 OFFICE 
EQUIPMENT STORES 

(Based on composite of their annual state- 
ments before and after modernizing.) 

Sales increased $6,672.34 
Net profit increased $1,427.21 

Net profit increased 6.2% 

Cost of sales decreased 1.4% 

Light bill reduced up to 25% 

Salary expense per sales dollar 
reduced .9% 

Interest on borrowed money re- 
duced as much as 50% 

Stock turnover increased .8% 

Cash discount taking increased 
$687 first year. 


(Average investment per store in modern- 
ization amounted to $1,162.) 


establishments which had been 
modernized during 1938. Profit 
and loss statements for the same 


stores were compared with 1937, 
when they were operating with 
gay-ninety store fronts, foot-worn 
floors, slaphappy fixtures, and 
window showmanship without the 
win. 

The condensed comparative 
statements shown on the opposite 
page present with X-ray clarity 
the profit-building power in mod- 
ernization which resulted for 
these dealers. Of course, the re- 
sults for others might not be the 
same. 

Type of modernization was not 
considered. The only objective of 
this business research was to show 
the average profitable results of 
any form of modernization. 

Notice that cost of sales dropped 
3.4 per cent after moderniza- 
tion, due to faster turnover and 
better discounts on larger quan- 
tity purchases. Modernization 
speeds up turnover and keeps cost 
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of sales at a safe ratio. This sur- 
vey revealed that office appliance 


dealers did not increase inven- 
tories substantially but they 
turned their stocks faster. Turn- 


over on Statement A averaged 2.7 
per year, on Statement B, approx- 
imately 3.5 yearly. 


Compared Statements Show Fa- 
vorable Effects of Modernization 


Statement B showed that over- 
head, after modernization, de- 
creased in percentage 1.4, although 
sales averaged an increase of 31.6 
per cent. Modernization effects 
bigger profits in two ways: by de- 
creasing the overhead percentage 
to sales, and by increasing the 
volume. Sometimes fifty per cent 
more business can be handled 
with the same overhead-to-sales 
ratio. This is because fixed 
charges—such as rent, deprecia- 
tion, taxes and insurance—do not 
increase with sales; and variable 
charges—such as advertising and 
light—increese but slightly and 
these increases are often offset by 
savings elsewhere. 

Statement B shows that the in- 
creased business was handled with 
less selling expense per sales dol- 
lar because salaries dropped from 
21.1 to 20.2 per cent of sales. This 
despite the fact that proprietors, 
whose salaries are included, in 
some cases, drew more money af- 
ter modernization. 

Adequate display and_ stock- 
keeping fixtures enable salespeo- 
ple to do more work and serve 
customers more promptly. Dealers 
reported that, after moderniza- 
tion, their stocks could be kept in 
more sales appealing condition in 
one-third the time. 

Likewise, with floors. Many 
floors in office equipment stores 
are eye sores. Dealers who re- 
floored reported that they for- 
merly employed help to wash and 
wax the old floors as much as 
three times weekly, to keep them 
presentable. After modernization 
this was done every ten days, 
which means a saving in labor 
and cleaning materials, not to 
mention the better display effects. 

Where lighting had been mod- 
ernized, dealers reported better 
light with lower costs, the saving 
amounting to as much as 25 per 
cent. Inadequate illumination is 
high in operating cost because 
more wattage must be burned to 
get necessary visibility. Slap- 
happy illumination produces shad- 
ows, glare spots, and uneven dis- 
tribution, which are detrimental 
to sales. Modern lighting builds 


STATEMENT A—BEFORE MODERNIZATION 


Composite Figures of 23 Dealers the Year Before Modernization 








Sales $21,115.00 100.0% 
Cost of Sales be 13,471.37 63.8 
(Including freight, express, cartage) 
Gross Margin $ 7,643.63 36.2% 
Overhead expense 
Salaries $4,455.26 21.1% 
Rent 802.37 3.8 
Advertising 168.92 8 
Light and heat 126.69 6 
Taxes na 358.96 i i 
Other expenses, including in- 
Surance, bad debts, depreci- 
ation, telephone, supplies, re- 
pairs, donations, delivery ex- 
pense, interest paid, miscel- 
laneous 1,435.82 6.8 
Total overhead expense..... $7,348.02 34.8% 7,348.02 34.8% 
Net profit $ 295.61 1.4% 


STATEMENT B—AFTER MODERNIZATION 


Composite Figures of Same 23 Dealers the Year After Modernization 











Sales $27,787.34 100.0% 
Cost of Sales 16,783.55 60.4 
(Including freight, express, cartage) — 

Gross Margin $11,003.79 39.6% 
Overhead expenses 
Salaries ..$5,613.04 20.2% 
Rent 861.41 3.1 
Advertising 389.02 1.4 
Light and heat 166.72 6 
Taxes 416.81 15 
Other expenses, including in- 

surance, bad debts, depreci- 

ation, telephone, supplies, re- 

pairs, donations, delivery ex- 

pense, interest paid, miscel- 

laneous Sg 1,833.97 6.6 
Total overhead expense $9,280.97 33.4% 9,280.97 33.4 
Net profit $ 1,722.82 6.2% 
business. Sales increases, after Our contacts revealed this defi- 


new lighting equipment had been 
installed in show windows and 
display floors, ran from 20 to 55 
per cent. Modernized lighting in 
show windows doubled their at- 
tention-arresting power, accord- 
ing to the dealers who installed 
improvements. 

Advertising increased in over- 
head percentage after moderniza- 
tion, because dealers invested 
more heavily in newspaper and 
direct-mail copy. Twinned with 
new store fronts and display fix- 


tures, advertising is much more 
effective; so, naturally, dealers 
spent more money to publicize 


their establishments. In fact, 
modernization is a stimulus to 
better merchandising all around. 


nitely. Dealers, feeling more confi- 
dent in their ability to get results 
with a better set-up, promoted 
sales more aggressively after mod- 
ernization because they felt they 
had “what it takes” to get maxi- 
mum results with their efforts. 


Interest on Borrowed Money 
Reduced After Modernization 


Interest on borrowed money was 
cut in half after modernization. 
Dealers stated that they had to 
borrow less after streamlining be- 
cause their stocks turned faster. 
They converted their investments 
in merchandise into cash more 
quickly, hence, they could pay 
their suppliers without borrowing 
to get the funds. Slow liquidating 
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stocks increase overhead, cause 
loss on commercial discounts, and 
necessitate recourse to outside 
agencies for funds. The greater 
liquidity of working capital after 
modernization is plainly indicated 
by the comparative figures on 
cash discounts, which do not ap- 
pear on Statements A and B, but 
which were deducted from gross 
cost of sales to arrive at the net 
costs shown. Cash discounts in 
1938 topped 1937 figures by $687 
on the average. To make $687 net 
profit, a dealer must sell approxi- 
mately $11,000 in merchandise 
when figured at 6.2 per cent, the 
average net profit shown on State- 
ment B. This shows the desir- 
ability of taking cash discounts 
whenever possible, but it is often 
difficult when stocks do not move, 
when money is frozen in heavy 
inventories—a condition which 
can be rectified with modern dis- 


play. 


Increase in Net Profits Pay 
Expenses the First Year 


“Other expenses” listed on 
Statement B run about the same 
in percentage as on Statement A. 
Some items under this classifica- 
tion dropped but the decrease was 
offset by higher charges for de- 
preciation on the new equipment 
the first year it was used. The old 
equipment it replaced averaged 
lower yearly charges for deprecia- 
tion. In some cases, the old furni- 
ture, fixtures and the like, had 
been written off the books entirely 
or carried at the nominal sum 
of $1. 

The average investment in mod- 
ernization was $1,162; in some 


cases, more, in other cases, less. 
The average yearly increase in 
Sales was $6,672.34; in net profit, 
$1,427.21; which indicates that 
modernization pays for itself the 
first year and then some. One of- 
fice appliance dealer who was 
asked, “How much did your new 
store front cost you?” replied, 
“Nothing. I paid as I made.” He 
explained that he paid for it on 
installments. He paid the 20 per 
cent down payment and install- 
ments out of increased profits 
from month to month. 

Using this research, as a yard- 
stick, we may conclude that an 
average investment of $1,162 for 
modernization of one kind or an- 
other will produce a minimum of 
$66,723.40 in sales and $14,272.10 
in net profits during the next 10 
years, when it will be time to 
modernize again. Commercial ex- 
perts state that the average store 
and fixtures have a normal life of 
about 10 years. Some office ap- 
pliance dealers will exceed these 
10-year averages on sales and 
profits, others may do less; but, 
taking it by and large, modern- 
ization pays sweet dividends. Con- 
sider this research from any angle 
and that is apparent. 

Actually, the returns from mod- 
ernization over 10 years will very 
likely exceed these averages for 
sales and profits because modern- 
ization produces cumulative in- 
creases from year to year. For ex- 
ample, one dealer statei that his 
January 1939 sales, the second 
year since modernization, were 8 
per cent higher than January 
1938, and he had experienced an 
increase in that month of 10.2 
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per cent over January 1937—when 
he was still operating with a ja- 
lopy store front and obsolete fix- 
tures. 

Dealers who served as “guinea 
pigs” for this research did from 
$12,500 to more than _ $40,000 
yearly before and after modern- 
ization. Considering that the deal- 
ers had varying volumes; oper- 
ated in different sized towns, 
cities, and locations and under 
different conditions; and that, as 
a group, they averaged a substan- 
tial increase in net profits and 
sales after modernization, the 
facts would seem to _ indicate 
streamlining is a profitable in- 
vestment for office appliance re- 
tailers, regardless of size. 


Modernization Pays, Regardless 
of the Store Size 


Whether an office equipment 
retailer does $5,000 or more than 
$50,000 yearly, the adequacy of his 
merchandising equipment has a 
definite relationship to profits. 
This research shows that under 
normally favorable conditions 
profits rise when you modernize, 
and that modernization in some 
form is within the means of most 
all retail stores in this field. 

Not long ago, an office appliance 
retailer told us, “I can’t afford to 
modernize because business is so 
poor.” He was putting the cart 
before the old gray mare. This 
survey would seem to show that an 
office appliance retailer cannot af- 
ford NOT to buy modern merchan- 
dising tools, because business is 
not likely ever to be tops while he 
operates with jalopy accoutre- 
ments. 


Bo Your Christmas Sales Planning Carly 


an at the calendar tells stationers and 
office equipment dealers that now is the time to 
prepare for the Christmas merchandising season 
this year has 
brought considerable comment on the advantages 
this will mean to business. Increasing the Christ- 
mas shopping period by one week may or may not 
Successful mer- 
chandisers know that how their stores fare depends 
largely on their own initiative and enterprise— 
appealing presentations and an early start. 


A great variety of things in this field are appro- 
priate for gift selections. And many manufacturers 
put their products in holiday gift containers. Now is 
the time to get advertising plans under way to fea- 
ture all these things. Some dealers issue gift cat- 


Moving up Thanksgiving Day 


result in greater holiday sales. 


alogues, direct mail pieces (including manufac- 


turers’ circulars), and employ newspaper, radio, 
and sign board advertising. You'll be telling cus- 
tomers, “Do your Christmas shopping early,” so do 
your Christmas sales planning early! 


PERF 





CT GIF 


PORTABLE 


Cor ona TYPEWRITER | 


OFFICE EQUIPMENT 
16 N. SIXTH ST., ALLENTOWN 


OUTDOOR SIGN BOOSTS CHRISTMAS PORTABLE SALES.— 
Last year Royal H. Echert, Allentown, Pa., used this 10 x 25 foot 
outdoor sign during the holiday season. “The results were most 


gratifying,” said Mr. Echert. 
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Office Machines in the U. S. Army 


OF zncntnsreen: D. C.—War, and 
typewriters and adding machines 
and check-writers and all the 
paraphernalia of a normal, busy 
office going about its usual daily 
tasks, superficially, would seem to 
have only an indirect and casual 
relationship. The U. S. Army, 
however, regards this office busi- 
ness so important that the War 
Department picks the best men 
who have enlisted in the Service, 
gives them the best training in 
office technique to be had in the 
United States, and pays them the 
highest salaries available to the 
enlisted personnel of the nation’s 
professional fighters. 

The men who do the “paper” 
work of War in this country num- 
ber over 2,000 of the best types of 
humanity that may be found in 
the Army. Most of them are non- 
commissioned officers, which in 
itself is significant. A non-com- 
missioned officer in the Regular 
Army always is a man of some 
special qualifications, and of ex- 
ceptional character. Stability is 
always essential in a non-commis- 
sioned officer. The Army desires 
these qualities in the men who 
conduct its office business because 
they constantly meet the public. 
They are scattered around the 
United States and its possessions 
in ninety different localities. As a 
rule there are only five men in 
each of these ninety district of- 
fices. One is a commissioned officer 
and the rest are non-coms and 
first class privates. 

Incidentally, it is interesting to 
note that a first-class private al- 
ways receives $30 cash per month, 
and that the first-class privates 
in the Finance Corps—the name 
of the business division of the 
Army—are almost invariably paid 
$60 cash per month. With their 
lodging, meals, clothes, medical 
care, and other expenses defrayed 
by the Government, their total ac- 
tual earnings each month amount 
to a minimum of $160, according 
to Army reckoning. 

There are a larger number of 
the officers and men of the Fi- 
nance Corps at each of the 12 
corps area headquarters. And of 
course the greatest number are to 
be found here in Washington, 
where they occupy a twelve story 
apartment house all to themselves. 
They do all kinds of office work, 


World's Best Military Business 
School" at Camp Holabird 


By ARNOLD KRUCKMAN 





MAJ. ARTHUR O. WALSH 


including typing, filing, corre- 
spondence, and recording; but 
their major activities are con- 
cerned with keeping account of 
the two billion dollars the Army 
is spending this year. This work 
already is in process of sudden ex- 
pansion since the President has in- 
creased the personnel of the Army 
by his recent Emergency Order. 
It is anticipated the gross expen- 
ditures of the Army will exceed 
two billion dollars annually for 
some years to come; and that it 
will be even greater if the United 
States becomes involved in the 
European War. 


Equipped With Latest of 
Office Appliances 


The Washington offices, and all 
offices of the Finance Division 
everywhere, have the latest types 
of mechanical office appliances. 
Practically every soldier has his 
own typewriter. There are steno- 
type machines, and there are ac- 
counting machines used for post- 
ing schedules of funds received 
and similar transactions; and 
there are check listing apparati 
which identify checks by number 
and unit. There also are check- 
writers which print the amount of 
every individual check in both 
numbers and letters. Most of the 
offices have check-writers which 
sign the checks at the rate of 


10,000 checks per hour. The officer 
in charge of this section explained 
the machines were installed when 
it was revealed that it took an 
average man three days, working 
eight hours each day, to sign an 
equal number of checks by hand. 

Each office has the usual com- 
plement of calculating machines, 
adding machines, filing machines, 
tabulating machines, and various 
special types of typewriters. But 
the pride of the Finance Division 
are the check-printing machines, 
which cut sheets of blank paper 
into check size and print the 
check form. And above all else 
they are proud of the contraption 
which, for the want of a better 
title, they call the “check inserting 
and enveloping machine.” The 
soldiers tell you it is almost human 
—except that it never fails. The 
instrument is able to insert the 
check, a statement and a letter 
into the envelope, and seal the 
envelope; and it can handle 
seventy such jobs in one minute. 
Obviously the envelopes have first 
been put through the addressing 
machine, which is found at all the 
hundred odd offices of the Finance 
Division. The addressing machine 
is capable of stamping the letters, 
but Uncle Sam does not have to 
place stamps on his letters; they 
are all franked. 


Finance Division Business School 
at Camp Holabird 


The men who do the work are 
chosen in competitive examina- 
tions from the entire enlisted 
personnel of the Army. The ex- 
aminations themselves are _ so 
thorough that the men who pass 
them automatically qualify for a 
Civil Service rating. They are 
probably the only soldiers who 
have Civil Service status. After 
they have served in the Finance 
Division for not less than six 
months, and often as much as 
three years, they are eligible to 
enter the Finance Division Busi- 
ness School, at Camp Holabird, 
near Baltimore, Md. Only forty 
men may enter the school at one 
time. Eighty men are put through 
the school each year. There are 
two classes every year, each class 
lasting nineteen weeks. 

The curriculum is divided into 
three general sections. The first 
is an exhaustive survey of finance 
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and accounting; the second 
period is concerned with property 
accounting and auditing; and the 
third period covers typing, corre- 
spondence, and filing. The pri- 
mary objective of the school is to 
make the men thoroughly com- 
petent to handle the office details 
of any business requiring the 
usual office routine and including 
accounting. The special objective 
is to acquaint the soldiers with 
Army finance procedure, to syn- 
thetize the method of preparing 
reports, and to impress upon them 
speed consistent with reliable ac- 
curacy. Almost every man who 
comes out of this Army Business 
School has become an expert in 
figuring payrolls. 

The Army people regard the 
school at Camp Holabird as the 
best of its kind in the United States, 
and as the best military business 
school in the world. It is so good 
that in pre-depression days as 
many as one-third of the members 
of a class would receive offers of 
jobs from large corporations and 
other private business firms even 
before they had served the full 
terms of their enlistments. Often 
the business people went to ex- 
traordinary lengths to secure the 
honorable discharge of soldiers 
they wanted in their service. Sol- 
diers who have been graduated 
from the school never have diffi- 
culty in securing jobs, even in 
these days, according to the offi- 
cers of the division. 


More than one out of every three 
soldiers in the Finance Division, 
who have graduated from the 
school, are non-commissioned of- 
ficers. Privates invariably are the 
young men who have recently en- 
listed, while those who have been 
soldiers for two years, or more, 
invariably rank as corporals, ser- 
geants, staff sergeants, technical 
sergeants and master sergeants. 
A master sergeant, for instance, 
receives a cash salary of $137.50 
per month, plus food, clothing, 
quarters, and medical care, all of 
which the Army people consider 
the equivalent of $250 in civil life. 
A master sergeant who reaches 
the age of retirement receives a 
pension of $133.87 per month for 
life, plus certain commissary priv- 
ileges and medical care. 


Use Mechanical Devices 
of Business 


Instructors at the school are 
high-ranking non-commissioned 
officers and commissioned officers 
of the Finance Division. Many 
lectures are given by famous 
members of faculties of institu- 
tions such as the Harvard School 
of Business, and by distinguished 
experts in business from all parts 
of the United States. 

Almost all the mechanical de- 
vices used in modern business 
offices are demonstrated by the 
inventors and the manufacturers 
to the classes. Maj. Arthur O. 
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Walsh is head of the school. The 
Major entered the Army during 
the World War from civil life. He 
had been a successful adminis- 
trative business man. He became 
an artilleryman, loved the life, and 
remained in the Army. The school 
began its career in 1920. 

The Finance Division of the 
Army offers a limited field of op- 
portunity to civil employes. In 
the Capitol it employs 350 men 
and women. Most of them are 
persons who have qualified under 
Civil Service. All rate high in 
qualifications. It is anticipated 
the increase in the Army person- 
nel will create a substantial num- 
ber of new jobs for civil employes 
in the Finance Division. 

All branches and divisions of 
the Army require stenographers 
and typists. They take their help 
from among the enlisted men. The 
ability to do the office work en- 
ables the soldier to attain what is 
called a specialist’s rating, which 
gives him additional salary and 
rank. While many of the soldiers 
chosen for this service originally 
were trained in the Finance Di- 
vision Business School, the sup- 
ply of this personnel is not con- 
nected with the Division. These 
soldier-office workers chiefly come 
out of the branches to which they 
were originally assigned. The in- 
creased work of the Army has cre- 
ated a need for a much larger 
number of men capable of doing 
such work. 


Systematic Effort Builds 
Fountain Pen and Pencil Sales 


Cm widespread discrepancy in 
volume sales of fountain pens and 
mechanical pencils among sta- 
tionery stores of the same type 
often may be due to the extent to 
which a systematic display and 
selling effort is maintained. 

In many city stores fountain pen 
and pencil sales produce volume 
and profit which are surprising, 
but in these stores the stationer 
and his salespeople are operating 
on the principle that this mer- 
chandise must be sold. A certain 
volume of demand sales can be 
expected in this line, but there are 
opportunities for building addi- 


Pen and Pencil Sales of Two 
Stores in the Same Section 
Compared. Plausible Reasons 


Why One Got the Lion's Share 


By E. J. CLARY 


tional volume by constructive and 
systematic selling effort. 

As an example, a stationer in a 
large eastern city is considerably 


outselling his nearest competitor 
in fountain pens and mechanical 
pencils, year in and year out. 
These two stores are about on a 
par as to size, class of trade served, 
and location. Both are equally 
well managed, generally speaking. 
Now, why has this one store gotten 
the lion’s share of the business in 
this line? 

Investigation revealed some 
hard facts which may account for 
it. Let us call the store with the 
biggest pen and pencil volume 
store A, and the other store B. 

In store A, I found that the 
management has secured and held 
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a big volume of pen and pencil 
sales over several years. The atti- 
tude of the management was ex- 
pressed in these terms: “We found 
by experience that an aggressive 
personalized selling job on pens 
and pencils, if sustained, will move 
the merchandise profitably, and 
that merely to supply the normal 
demand will not.” 

But this is not all the story. In 
the first place, store A has a per- 
manent window display of foun- 
tain pens and automatic pencils. 
Second, the case is located up 
front in the most favorable traffic 
location. Third, the stock is a 
wide one. Fourth, there are sev- 
eral leader specials which are con- 
stantly being featured in counter 
and case displays. Fifth, every 
clerk in this store is pen and pen- 
cil conscious. An actual count re- 
vealed that out of every twenty 
persons entering the store an 
average of twelve are approached 
by the clerk on a pen or (and) 
pencil need. 

Procedure is always to call at- 
tention to the “special.” This leads 
the conversation naturally and 
logically into the subject of foun- 
tain pen or automatic pencil. From 
this point the clerk habitually 
sells up. The special is an atten- 
tion getter, a natural way to get 
the prospect thinking of his writ- 
ing equipment. When that is ac- 
complished, the transition is easily 
made to better and different types 
and grades. It is one thing to say 
to a customer: “Wouldn’t you like 
to look over our stock of fountain 
pens and automatic pencils?” and 
quite another to put it this way: 
“Mr. Blease, we have an unusual 
special in fountain pens this week 
—wouldn’t you like to see it?” 

The big idea here is to get the 
casual prospect’s mind on the sub- 
ject, and once that is done and he 
handles a pen or two, the clerk 
has a first rate chance to “go to 
town” on a better sale. 

A visit to store B reveaied a dif- 
ferent modus operandi. The at- 
titude of the management here 
proved to be: “We carry about all 
the pens and pencils our trade de- 
mands. It takes time to demon- 
strate both, and we haven’t the 
help or the time, especially in busy 
periods. When people need these 
things they always say so.” 

Store B has a very narrow stock 
of both items and no specials or 
leaders were in sight. Here, there 
is an occasional window display, 
usually at holiday time. The case 
is halfway back in the store out 


of the line of maximum store 
traffic. No established system of 
attention calling is in vogue here 
among the clerks, regarding pens 
and pencils. I was surprised, also, 
at the lack of knowledge of the 
stocks displayed by one clerk 
when, as a matter of fact, it took 
him four minutes to locate the key 
to the case! 

The best results are achieved 
where everyone in the store en- 
gages in pen selling. Too many 
dealers insist on doing all pen 
selling themselves, or they may 
keep the case key in custody per- 
sonally, which often necessitates 
waiting when a clerk gets a pen 
prospect. This may result in the 
loss of sales. 


“Get People to Try Them” 


The management of store A re- 
ferred to one of their methods of 
stimulating the interest of store 
customers in their pen and pencil 
lines. The manager said: 

“At intervals we select a medium 
priced pen, and display it upon a 
desk blotter near the stock dis- 
play, with a placard reading: ‘You 
are invited to try this latest type 
of pen.’ The pen is attached to a 
fine gold chain, and there is a pad 
of smooth white paper on the blot- 
ter. No price card appears. It is 
surprising how many people, 
merely out of curiosity, stop in 
passing to try the pen. If they 
like its feel, often they ask the 
price, which opens the way for 
the nearest clerk to make a sale. 
We do not recommend that the 
clerks immediately go after the 
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man or woman who pauses as a 
result of our invitation. For we 
avoid high pressure selling. 

“The way to sell fountain pens 
and automatic pencils,” he con- 
tinued, “is to get people to try 
them—and as many of the differ- 
ent writing instruments as they 
will try. In few things are people 
so finicky and choosy as they are 
in the ‘feel’ and ‘grip’ of a pen 
or pencil.” 

If your stock is too limited to 
cover this wide range of prefer- 
ence, you miss many a sale. How 
many times does a prospect show 
his interest in a new pen, then 
after trying out a few walk out 
without buying, because none of 
them just suited? In store A, each 
prospect is immediately con- 
fronted with a wide variety of 
types and prices, and is urged to 
try them all in rotation, in the 
hope that among so many he will 
hit upon one that just suits. 

Some sales people pay so much 
attention to serving trade with 
routine demand merchandise that 
the specialties which call for ag- 
gressive and intelligent salesman- 
ship are forgotten until the cus- 
tomer expresses his interest. 

It is logical that store sales 
forces not interested in pens and 
pencils do not get the sizable 
volume. Many do not appreciate 
that the profits can be, and fre- 
quently are, considerable. 

Fountain pens in general have 
a high unit of sale and a good 
margin of profit—as do many me- 
chanical pencils. The amount of 
time needed to sell them is unim- 
portant, if sales are really made. 








DEALER FEATURES FAST SERVICE WITH MERCHANDISE.—The fast service idea 

was effectively dramatized by Kendrick-Bellamy Co., Denver, with a series of 

windows using a cartoon-type character for the background centerpiece. The 
“K-B Man” is also used in newspaper advertisements. 
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Suggestions For the Office Furniture 
Department of Interior Decoration 


C ue public is today becoming 
interior decoration conscious: The 
result of frequent presentations in 
the press, attractive model dis- 
plays in stores, and the pleasing 
effects and other advantages ob- 
served in the well appointed home 
and office. Men in the office fur- 
niture business will find it prof- 
itable to become more alert to this 
situation and fortify themselves 
with the knowledge of interior 
decoration, so they may offer a 
complete service in office furnish- 
ing. 

The architect and decorator 
have found this a large and re- 
munerative field. They are often 
called upon to decorate and equip 
offices because of their ability to 
work out proper design and color 
schemes. The extensive field exist- 
ing, however, offers an opportu- 
nity for the architect and decora- 
tor to work with the office furni- 
ture outfitter. Also, since the man 
in the office equipment business 
has the knowledge of commercial 
activity, if he will add to this 
background and experience a 
knowledge of interior decoration, 
he will do himself and his firm a 
lot of good. Some office furniture 
dealers now have departments cf 
interior decoration which are pro- 
viding the means to expanded 
sales and development of loyal 
customers. 


Methods of Establishing Such 
a Department as a Means to 
Expanding Office Furniture 
Sales. Many Helpful Hints 
Upon Important Factors in 
Proper Office Furnishing 


By A. J HEDMAN 


Manager, 
Office Furniture Department, 
Horder’s, Inc., Chicago 











MR. HEDMAN 


It behooves other aggressive of- 
fice furniture dealers to catch the 
vision of greater sales possibilities 
in this direction. Let them acquire 
the necessary information, fit up 


attractive display rooms, and ad- 
vertise their ability to serve in the 
capacity of the office planner and 
decorator. 

In addition to enhancing office 
furniture sales, this field opens 
other avenues of profit that are 
being overlooked: light fixtures, 
acoustical treatments, wall treat- 
ments—such as paneling, wall pa- 
pering, and canvassing; floor cov- 
erings—such as carpeting, tiling, 
linoleum, and wood floors; pic- 
tures, air conditioning appliances, 
inter-communicating systems, 
venetian blinds, and drapes. All 
these things are necessary in a 
complete decorating and planning 
service, and the dealer should fa- 
miliarize himself with knowledge 
about them. This knowledge is 
what the decorator uses in creat- 
ing his schemes. 

If the dealer cannot establish a 
department of interior decoration, 
he should be prepared to assist his 
customers in buying these neces- 
Sities. 


Dealer Can Be Subcontractor 


Even in the operation of such a 
department, the dealer does not 
need to carry all of these related 
lines in stock. He can act as a sub- 
contractor for acoustic ceilings, 
light fixtures, flooring, and cir 
conditioning. Manufacturers of 
these lines have distributors in 
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HORDER’S OFFICE FURNITURE DISPLAY ROOM.—wWide selections in fine furnishings are 
offered the Horder customers at the 111 West Adams street store, Chicago. 


most all sections which will fur- 
nish literature on their products 
and their uses. These outlets are 
interested in getting business and 
are only too happy to work with 
the enterprising dealer wishing to 
make a sales connection of this 
kind. 

For drapery connections, he can 
locate good material houses which 
will provide samples and informa- 
tion about their materials. They 
will also advise the dealer as to 
where he can have the drapes 
made. Here, in Chicago, there are 
a number of drapery houses. 

The same applies to carpeting. 
There are always large carpeting 
firms in the community that will 
be glad to furnish informative 
literature on carpeting, and codp- 
erate with the dealer’s interior 
decorating department. 


Layout Service Presents Ideas 
That Sell Furniture 


In the field of interior decora- 
tion, you will find your problems 
are always different, and you must 
understand the operations of all 
departments of a business office. 
Then, you must not only analyze 
your settings but your individual. 

Executives, as a rule, like to select 
their own office furniture—just as 
they like to pick out their shirts 
and ties. It enables them to ex- 
press their personal ideas and pref- 
erences. But often they decide on 
a desk upon the basis of cost, 
rather than utility; and upon a 
chair without regard to design and 
harmony with the desk and other 
furniture. 


In offering your layout services, 
it gives you the opportunity to 
present ideas that may be better 
for the executive than his own 
selection. After you have worked 
out a complete scheme, you are 
prepared to reason with your 
client as to why such an office 
should be his. Here, you are sell- 
ing an idea which incorporates the 
articles you know are necessary. 
Oftentimes a good order and a 
better profit can be had by selling 
the idea, and not so much the 
article. 

Not long ago, we were called to 
a customer’s office to sell the ex- 
ecutive a new chair. Upon arrival, 
we found a cluttered-up room 
furnished with tables, bookcases, 
an odd desk, and four wood arm 
chairs that were so old they 
squeaked in the joints. We felt 
that there was an opportunity to 
assist this customer in establishing 
an office in which he could work 
with much less fatigue. 

At first he was not interested, 
but we pleaded with him to permit 
us to furnish a layout giving him 
the surroundings he should have. 
It’s a long story, but the result was 
a happy one—to the tune of 
$2,700! Many similar instances 
have proved to us that there is a 
market for good livable offices. 

In making an office layout, im- 
portant factors to consider, besides 
the floor plan, are color effects, 
acoustical effects, and air condi- 
tioning. 

Obtaining desirable color effects 
involves giving consideration to 
size of the room and exposure to 


light. Be sure to use cool colors 
in rooms with sun exposures, and 
warm colors with cold exposures. 
The colors suitable for warm ex- 
posures are blues, grays, and blue- 
greens. Those for cold exposures 
include yellow, yellow-greens, reds, 
and browns. The foregoing are 
what we call “commercial colors,” 
which should be employed only 
for commercial offices. The more 
delicate colors are better suited 
for use in the home than the 
office. 


Knowledge of Colors Important 


If you are interested in enhanc- 
ing your knowledge of colors, there 
are any number of books in the 
libraries which will assist you in 
suggesting colors for scientific 
uses 

A well equipped office should re- 
flect a cheerful as well as suc- 
cessful atmosphere. It is therefore 
advisable to refrain from using 
drab colors. They tend to be de- 
pressing. Cheerful colors, on the 
other hand, are buoyant to the 
spirit and engender a feeling of 
well-being. In offices visited by 
customers, the proper use of colors 
will help to create business. 

We try to avoid color schemes 
that will cause a “yawny” feeling. 
This reaction of inactivity may 
come from the use of inactive col- 
ors; such as too much brown. We 
try to keep from the over-use of 
brown in decorating because so 
much of the furniture is chosen in 
the brown finishes. An excessive 
amount of the same color in a 
room makes it difficult to create 
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an active atmosphere. Many dec- 
orators today are employing 
bleached wall treatments in pref- 
erence to dark colors for this rea- 
son. 

Lighting also has considerable 
to do with coloring effects. In 
these days of wide usage of in- 
direct lighting, it is very important 
to employ colors that will reflect 
light. Dark tones absorb light 
rather than reflect it. For this 
reason it is preferable when panel- 
ing an office to use a bleached 
treatment, as it will assist ma- 
terially in affording more light. 

Some people live and work in 
surroundings that might be called 
horrible mistakes in color. Should 
you be sufficiently conversant with 
color treatments, you can direct 
the conversation with such people 
toward suggestions that will con- 
tribute to the proper assembly of 
colors in the office. 

Recently we were called in to 
equip an office with furniture for 
a customer who had already had 
his walls decorated and who had 
purchased his carpets elsewhere. 
We were surprised to find a room 
with both west and south windows 
carpeted with a red carpet, and 
with walls painted in yellow. These 
selections comprised a great mis- 
take. But this customer thought 
he was doing the right thing. Had 
he been properly advised by one 
who understood color, this mistake 
never would have happened. 

We took immediate steps to help 
him correct this mistake; with the 
result that he recarpeted the office 
and repainted the walls. The new 
carpet was of jade green, and the 
walls an alabaster color; the ceil- 
ing in an off-white. 

From there we proceeded to in- 
troduce complimentary colors in 
the upholstered pieces of furniture. 
The drapes blended with the color 
of the carpet. After our scheme 
was completed, the customer 
seemed very much satisfied, for he 
then realized that color can 
create either a disturbing or live- 
able atmosphere. 


Avoid Monotony in Furniture 


In setting up an office, be care- 
ful to avoid monotony. Too many 
offices have been equipped in this 
manner. Interesting variety may 
be introduced without disharmony. 
The executive may have a fine 
desk, table, and swivel chair, but 
he can do better than to have as 
many as three to five additional 
chairs all matching the swivel 
chair. Variance in design and 
color will assist the livability of 


his office, which may be achieved 
in the chairs and other pieces. 
Complimentary occasional pieces— 
such as a club chair, davenport, 
and distinctive accessories—help 
materially. 

In the executive’s living room at 
home his chairs are all different. 
Although adapted in design and 
style, they are upholstered in vari- 
ous fabrics to make a livable 
scheme. He is likewise entitled to 
such a scheme in his office, where 
he spends most of his waking 
hours. 


Importance of Correct Accessories 


The importance of proper desk 
accessories in harmony with the 
scheme should be impressed upon 
the customer. Even one out-of- 
place item can destroy the desir- 
able effect of a complete scheme. 
No doubt in your experience you 
recall having seen things in fine 
surroundings that disturbed you 
and seemed to detract from the 
effect of the whole. 

For example, the other day I 
was in an executive’s office that 
had been beautifully furnished by 
a well-known decorator. But 
alongside the desk in this office 
was an ugly-looking ash stand of 
modern design, in all-polished 
chrome, which was not in keeping 
with the design of the room and 
its furnishings. This item was a 
gift from a department of the 
business. In its place should have 
been a neatly designed bronze 
stand with an open glass tray. All 
of the other furnishings reflected 
the high caliber of this executive. 
If possible, sell all the necessary 
accessories to be used in the room 
you decorate and furnish. 

Pictures play a significant part 
in making an effective appear- 
ance, and can be made a very 
profitable division of your depart- 
ment. It is advisable to familiar- 
ize yourself with information 
about recognized artists and their 
various types of art; namely, etch- 
ings, prints, water colors, and oils. 
Business and professional men 
prefer buying their art work, as 
well as other needs, from a “busi- 
ness man’s department store.” 
This has been expressed to us by 
many of our customers. Furnish- 
ing pictures for the office enables 
you to frame them in harmony 
with the other items used in your 
scheme. 

So it is with light fixtures. It is 
important that they harmonize 
with the furniture, and that the 
lamps do likewise. Light fixtures 


OFFICE APPLIANCES 


can be sold by the office furniture 
dealer on a subcontracting basis, 
as previously indicated. By in- 
cluding them in your service, you 
can recommend the proper fittings. 

In many cases, office buildings 
equip all offices with the same fix- 
tures, regardless of size or treat- 
ment of rooms. The cost of suit- 
ably designed fixtures is not very 
great, compared to what they con- 
tribute in appearance. They retail 
at $15 and up. If the firm should 
move to other quarters, the special 
fixtures can be detached and taken 
along. 


Emphasize Comfort and Health 


A good talking point about com- 
fortable offices is the elimination 
of fatigue. Light glare can cause 
fatigue by eye strain. Noise can 
cause fatigue by nerve strain. And 
uncomfortable chairs will cause 
bodily fatigue. We emphasize the 
value of comfort at all times, to 
combat fatigue and increase ef- 
ficiency. 

Freedom from fatigue makes 
executives mentally alert, more 
creative and more productive. The 
use of posture chairs, proper color, 
light, and elimination of noise 
should also be stressed in conver- 
sations when equipping the gen- 
eral offices. For many employes 
are working under conditions that 
are conducive to fatigue and detri- 
mental to health. 

Many executives are availing 
themselves of the advantages of 
acoustic treatments and sound 
proofing in their offices. Your 
recommendations in this regard 
will be a big help to customers. 
Office appliance dealers today 
should become informed upon the 
subjects of sound proofing and air 
conditioning. If you can recom- 
mend all necessary treatments to 
the executive buyer, you will make 
not only a good customer but a 
good friend for your organization. 


A Case in Point 


The following instance of a com- 
plete installation well illustrates 
how our department of interior 
decoration functions, and how it 
has become an invaluable means 
of expanding our office furnitur: 
business. 

A chap who had been employed 
by an old-established real estate 
firm in one of our north suburbs 
decided to go into business for 
himself. When preparing to equip 
his offices, he happened into our 
store. Luckily for us, it was his 
first stop—and he says it was lucky 
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for him. As he felt it necessary 
to start at the bottom, he was in 
the market for some second-hand 
furniture. This was to include a 
piece for himself, a desk for his 
stenographer, and two or three 
salesmen’s second-hand desks. 

We asked him where he intend- 
ed to locate, and when he told us 
we advised against these pur- 
chases. He was a very clean-cut, 
wide-awake appearing young 
executive —a graduate of North- 
western University—and his family 
was well known on the North 
Shore. His background entitled 
him to something better than cir- 
cumstances at the moment seemed 
to permit. 

After a lengthy talk about the 
probabilities of a successful busi- 
ness in his community, he finally 
managed to obtain financial as- 
sistance to enable us to go for- 
ward with a plan we suggested. 
His offices were as follows: 

In a main street location, with a 
sizable sales room that would ac- 
commodate at least eight sales 
people, an accountant, and two 
secretaries, as well as space for 
customers. A private office for 
consultation. 

We covered the floor in the outer 
office with a beige colored carpet, 
in twist weave. The lower portion 
of the walls was finished with wal- 
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nut wainscoting. The upper part 
was painted in a flesh color which 
had been cut in half with white, 
giving a very cheerful tone. The 
ceiling was of the same color. 

Natural colored venetian blinds 
gave a pleasing effect across the 
three spacious windows. On the 
walls we hung water color prints, 
framed in natural woods. The 
ceiling fixtures were of the in- 
direct type. 

This room was furnished with 
neatly designed desks in walnut, 
those for the salesmen being 60 
inches in length. Each salesman 
was fitted with a chair designed 
to match the desks, and uphol- 
stered in green leather. Side chairs 
to match were provided for custo- 
mers 

The private office and consulta- 
tion room was paneled in knotty 
pine. We continued the carpet 
color scheme into this room. 

Here we varied our treatment of 
the wood furniture by using ma- 
hogany in old-world finish and 
Georgian design. The furniture 
consisted of a desk, a telephone 
cupboard, a bookcase, davenport, 
pair of lamp tables, a club chair, 
and two pull-up chairs to match 
the swivel chair. 

The davenport was upholstered 
in mohair fabric of color to blend 
with the carpet. (It is well to 
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blend huge pieces with the carpet, 
rather than contrast them, in most 
schemes.) The club chair was 
upholstered in a natural tan 
leather. The swivel chair and the 
two pull-up chairs were upholster- 
ed in a green leather. The drapes 
in this room were in green, har- 
monizing in color with the two 
pull-up chairs. 

There was nothing unusual 
about this color scheme, but it 
illustrates what is considered 
proper in assembling colors that 
are complimentary. 

Upon completion of this office, 
sales representatives working with 
other real estate firms on the 
North Shore hastened to make 
connections with this one, as this 
place of business reflected a con- 
vincing atmosphere to prospects. 
The salesmen found it made sell- 
ing for them far easier than the 
offices of the concerns for which 
they had previously worked. 

In three months’ time, this 
young man had in his employ 
eleven sales people, plus other help. 
We might say further that today 
this chap is an outstanding suc- 
cess in the real estate business on 
the North Shore. Naturally, he is 
our friend and a good customer. 
If rendering intelligent service to 
a customer assists him, you auto- 
matically assist yourself. 





AN EXTENSIVE “YandE” INSTALLATION.—Yawman and Erbe Manufacturing Com- 


pany Style-Master steel desks and Empire files were placed in the offices of H. & L. 
Block Company, San Francisco. (Top) Executive desk and phone stand finished in 
No. 640 gray and Harter chairs upholstered in red. (Lower) The outer office com- 
pletely equipped with No. 640 gray equipment to harmonize with pale green walls, 


cream ceiling and marble block linoleum. 
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Regulated Calls Enhance Furniture Sales 


P RODUCING an evenly-round- 
ed volume on office equipment, 
particularly in the field of office 
furniture, is one of the most diffi- 
cult problems in retailing. Econom- 
ic trends, individual prosperity and 
the prospect’s own personality 
each exercise a powerful influence 
over whether or not he can be 
sold. Still, it’s possible to main- 
tain a modified market control, 
one which gives at least a fair 
premise of how much business can 
be expected in any section, accord- 
ing to Jordan & Scheid, Inc., large 
office equipment dealers in St. 
Louis, Missouri. This store has 
been selling the entire line of of- 
fice supplies for eleven years in 
St. Louis, and has achieved a high 
degree of customer loyalty which 
has done much to keep each custo- 
mer returning to buy again. 

Jordan & Scheid have only two 
outside salesmen, whose huge ter- 
ritory amounts to over ten thou- 
sand offices in metropolitan St. 
Louis. Naturally, it isn’t possible 
to cover this field tightly. Yet the 
name of the firm is carried into 
each office at least four times a 
year—figured as the right number 
of visits from long experience. 


Calls Once a Quarter 


In 1935, O. K. Scheid, president 
of the company, took a survey of 
“turnover” in the furniture field. 
This proved to be almost impos- 
sible, but the figure seeming most 
correct was ten years on complete 
sets, meaning of course everything 
in the office from adding machines 
to desks. Broken down into calls, 
this meant that the original buyer 
of a complete set of furniture re- 
ceives forty calls in the course of 
his use of his set; ample to keep 
the Jordan & Scheid name upper- 
most in mind. 

Like most furniture and equip- 
ment firms with a large stock, 
Jordan & Scheid have spent a 
great deal of time on promotional 
effort, testing each idea long 
enough to either demonstrate its 
Sales-pulling worth or uselessness. 
For an excellent example, the store 
spent an entire year with direct- 
mail systems on all of its accounts, 
experimenting with more than a 
dozen angles of this type of adver- 
tising. Even at the extremely low 
overhead cost of one cent per 
mailing-piece it failed to show 
enough results tc justify repeti- 


Jordan & Scheid, of St. Louis, 

Tell Number of Calls on Each 

Account and Prospect They 
Find Desirable Per Year 


By ROBERT A. LATIMER 


tion. Newspaper advertising was 
put through the same paces, and 
by process of elimination was cut 
down to six-inch monthly ads dis- 
playing the store name, rather 
than concentration on any one 
equipment item. In this way, the 
company believes it strikes into 
the only “potent” field for busi- 
ness—the man who has office 
equipment on his mind. 


Service Important Factor 


One interesting type of promo- 
tional activity which has shown 
good enough returns to be kept up 
is the store “layout service” for 
customers who are either fitting 
new furniture into an office badly 
laid out, or those who are opening 
an entirely new office. Both are 
important, and the store has a 
practice of sending a planning ex- 
pert with delivery of the equip- 
ment, and spending a day if nec- 
essary in seeing that it is properly 
placed,:+light well-arranged, and 
convenience brought to the maxi- 
mum. Particularly in the case of 
the man who is opening his first 
business office is this important. 
Jordan & Scheid are firmly con- 
vinced that no sale has been 
actually made until the customer 
has been assertedly satisfied for 
the period of one year. Requests 
for “layout service” are not fre- 
quent enough seriously to hamper 
store management—and every 
single customer thus served has 
purchased again. Requests of this 
type amount to perhaps 100 per 
year, and are taken care of by 
Mr. Scheid, armed with a battery 
of diagrams, figures on space ar- 
rangement, and technical details 
of lighting which assist the custo- 
mer in working out his problem. 

These two points are of real 
merchandising aid in making the 
first sale—but the store doesn’t 
stop there. Every account on the 


Jordan & Scheid books, including 
even a thousand or so who have 
never purchased a single item 
from the company, are steadily 
“policed,” no matter how barren 
the field appears. This idea is 
based on two beliefs of Mr. Schied: 
that the small business man is a 
potential big business man, and 
that successful salesmanship is 
made up of footwork and head- 
work. Hence, every account is 
visited four times a year, strictly 
on office furniture sales. Regular 
business such as monthly selling 
of office machines and supplies is 
operated entirely separate from 
this system. 


Record System Used 


In the sales office of the com- 
pany are two visible card files 
which contain a record of every 
office contacted for eleven years. 
These are divided into three- 
month sections—each section to be 
used four times annually. Across 
the bottom of the card is a pro- 
vision for dates, which are checked 
off as each call is made. Thus, by 
steadily going through the file, 
every man contacts them all in 
the year, often enough to insure 
against losing contact with poten- 
tial buyers. A note indicating the 
“prosperity” season of whatever 
business is concerned is likewise 
included for a special sales effort 
at that time. Each card must be 
checked for one call before it is 
returned to the file. The result is 
certainty that if a possibility of 
business exists, the firm will be 
well represented. That it gets re- 
sults can be seen from the fact 
that 25 per cent of the cards in the 
file bear sales made—with a good 
percentage of those remaining 
still in the “prospect bracket.” 

In making from ten to thirty 
calls per day from the file, each 
man talks nothing but actual busi- 
ness, playing up the fact that the 
average man spends eight hours a 
day in his office, and that it should 
be as important as his home. 
Furniture condition is always ob- 
served and mentioned — with 
plenty of suggestions. The sales- 
men don’t expect immediate sales; 
instead they plant the idea firmly, 
and call back frequently enough 
that furniture is kept alive in the 
prospect’s mind. The results ac- 
count for at least 70 per cent of 
the total furniture sales each year, 
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A “BEFORE AND AFTER” INSTALLATION OF SHAW-WALKER 
PRODUCTS.—Old wood counters in a style of great many years 
ago (top) were recently relegated to the discard and replaced 
by Shaw-Walker Triple-Duty counter in the offices of the 
Marion Building & Loan Association, Marion, Ind. The impres- 
sive change in appearance, which made for better customer 
relations, quicker service and increased business, is shown 
by a study of the lower picture. In addition to the counter 
other Shaw-Walker equipment was installed, including the 
S-W organized desks and aluminum chairs with all equipment 
finished in a rich and attractive burl walnut. The installation 
was made by Carl Bleke, Shaw-Walker representative in 
Marion. 














81 








AUTOMATIC COUNTER EQUIPMENT RECENTLY INSTALLED 
IN NEW CITY HALL AT PLYMOUTH, WIS.—(Top) Special au- 
tomatic counter in the offices of the relief director. Front of 
counter is panelled and has steel covered base. A protective 
steel mesh counter screen extends from counter top to ceiling 
and from wall preventing entrance to office except through 
gate at right end of counter. A service gate is immediately 
over center of counter top. (Lower) Another automatic counter 
in the city clerk and city treasurer office. It has bank style 
glass screen with satin chrome upright corner posts and grille 
service gate. Lower portion of glass is sandblasted and upper 
part clear. Drawer pulls, label holders, fixtures, etc., also in 
satin chrome finish. Both counters, products cf the Automatic 
File & Index Company, have black linoleum tops, units, panels 
and mesh being in a special brown finish. 











GENERAL FIREPROOFING INSTALLATION FOR COCA COLA 

BOTTLING COMPANY, CLEVELAND.—Desks and tables were 

specially finished in tan with steel binding strip around top 

done in red. GF Super-Filers and storage cabinets were fin- 

ished in the same tan with the chairs upholstered in grayish- 
tan top grain leather and finished in satin aluminum, 








GF CHAIRS “ON THE ROAD.”—The Pennsylvania’s “Traii 

Blazer,” running between Chicago and New York, has a dining 

car unit completely equipped with General Fireproofing Com- 

pany aluminum chairs. The GF equipment balanced the other 

features of the de luxe train in that it affords the utmost in 
sturdy construction with an extreme lightness, 
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EDITORIAL 


A Beneficial Convention 


© THE story in this number of the N. S. A. 
convention covers the highlights of the very 
practical and inspirational program which was 
attended in Boston by representatives of all divi- 
sions of the industry. There was a fine interest 
in the meetings. A sustaining enthusiasm for 
the possibilities in serving business with furni- 
ture, systems, and machines permeated the con- 
vention. The manufacturers’ exhibits, with their 
new and improved products, gave further dem- 
onstration of opportunities open to the dealer 
and his sales organization. 

Readers of this number will be sure to find 
the descriptions and addresses in the convention 
section—of 62 pages—stimulating and helpful, 
whatever one’s field of activity. 


ONE example is worth a thousand arguments. 
William E. Gladstone. 


—_--->- 


On State Preference Laws 


@ STATIONERS and office equipment firms 
will find interest in the new publication, “Bar- 
riers to Trade Between States,” published by The 
Marketing Laws Survey, Works Progress Ad- 
ministration. 

In the section “General Preference Laws as 
Barriers to Interstate Trade” are charts cover- 
ing the general preference laws enacted by the 
various states in favor of their own residents, 
and products. Among the commodities used by 
the State which must be purchased from manu- 
facturers and suppliers within the state are 
office and school supplies, blank books and sta- 
tionery. The laws differ among the states. 
Copies of this 88-page volume may be obtained 
for 25 cents from the Superintendent of Docu- 
ments, Washington, D. C. 


—_<-——_- 


THE epicures of pleasure are those who are experts 
in the art of quitting—Dr. Frank Crane. 


—_<——-_-- 


Women and Typewriters’ 


@@ ANENT the influence of the typewriter 
upon women’s advancement toward economic 
freedom, to which we have often referred in 
these columns, the Detroit Free Press on Septem- 
ber 4, presented the following editorial, entitled, 
“Women and Typewriters”’: 

“When the typewriter was invented in 1868, 
women in business offices were almost as scarce 
as hen’s teeth. 

“When the 1930 census was taken there were 
775,000 women stenographers and typists in the 


United States—almost 37 times as many, we are 
told, as there were as late as 1890. 

“As typewriters made jobs for women, women 
made jobs for those who make typewriters. The 
number of wage-earners in the typewriter and 
supplies industries has increased from 15,669 in 
1919 to more than 34,000. Another 20,000 wage- 
earners are engaged in making adding and cal- 
culating machines and cash registers, which are 
more or less related to typewriters. 

“At least a million jobs have been created in 
the United States by business machines of all 
kinds—and women have their share of them.” 

Those of the industry who are familiar with 
the history of the development of the first prac- 
tical typewriter by Sholes and Glidden will recall 
that Mr. Sholes said the great thing about the 
invention was its emancipation of women: “I 
feel that I have done something for the women 
who have always had to work so hard. This 
will enable them more easily to earn a living.” 


—_<o—-- 


WHO serves his country well has not need of ances- 
tors.—Voltaire. 


_—_e-- _ 


"How In L' 


#¢ “HOW in L can you get so much interest- 
ing stuff each month,” queried an old friend, 
reader of the journal for many years, the other 
day. The point of the question was also ex- 
pressed in another phrase some time ago by an 
enthusiastic reader abroad—‘“I do not know how 
you are able to put together month after month 
such an inspiring journal.” 

We also sometimes wonder. But our monthly 
problem is to reduce five pecks of substance to 
bushel measure. Accumulating, assorting, select- 
ing, interpreting and integrating the material 
for dissemination and permanent record, and 
conducting the attendant correspondence af- 
fords a panoramic view of the Office Equipment 
Industry impressive of its magnitude and ro- 
mance and of its importance to the world. 

NATURE is commanded by obeying her.—Francis 
Bacon. 


_—_—_—eom- 


Industry's Stand on Peace and War 


@¢@ AMERICAN industry’s position on peace 
and war, which has been the subject of much 
public misunderstanding, was defined on Sep- 
tember 19 in a statement of the National Asso- 
ciation of Manufacturers issued by its president, 
Howard Coonley. In substance, the statement 
held that (1) American industry wants peace. 
(2) Industry opposes profiteering—the utiliza- 
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tion of war psychology to boost prices for the 
purpose of excessive profits. (3) The democratic 
process of consultation and criticism must never 
be abandoned. 


_—_e1-m- 


In British Tradition 


@@ MAINTAINING the British tradition to 
carry on, come what may, a number of manu- 
facturers and other firms in the stationery in- 
dustry of the British Isles moved to country ad- 
dresses upon the outbreak of war. 

To assist businesses in carrying on with their 
buying and selling under war-time conditions, 
The British Stationer published in its September 
issue before the war started, the names and 
emergency addresses of seven manufacturers 
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and associations which had announced their in- 
tention to move immediately upon the declara- 
tion of hostilities. 

“In a number of instances firms in the trade 
plan to carry on from their usual addresses as 
far as possible, and will advise the trade direct 
of any changes,” said The British Stationer. “In 
other cases London offices are being closed for 
a few days on the outbreak of war, owing to the 
probability of transport difficulties arising, but 
will re-open as soon as conditions make re-open- 
ing possible.” 

In his monthly London Letter, printed in this 
issue Of OFFICE APPLIANCES and written the day 
war was declared, Mr. Vincent Jackson expresses 
belief there will be an increased demand for 
office machines because of shortage of labor. 


HERE AND THERE 


ROBINSON CRUSOE ORIGINAT- for fools like me, who cannot even 


miss a tree." 


ED THE SAVINGS BANK 


WHISKERS FEATURE MONTANA 
CELEBRATION 


When the State of Montana re- 





Those of us who read the thirty- 
seventh anniversary issue of "Your 
Man Friday," house organ of the 
Ames Supply Company, Chicago, 


MISS FETTES SINGS HER WAY 
FROM "FRISCO" TO N. Y. 


cently decided to celebrate the 
finding of gold in Last Chance 
gulch the residents of Helena en- 


probably never associated the thrill- 
ing story of "Robinson Crusoe” with 
the first savings bank. But there is a 
connection as the Ames booklet ex- 
plains. 

During the seventeenth century 
the people of Europe lived in grow- 
ing discontent due to the fact that 
the masses were poverty-stricken. 
They possessed no property and were 
unable to accumulate anything of 
value. Daniel DeFoe, author of Rob- 
inson Crusoe, in 1689 devised a plan 
whereby the wage earner could in 
vest part of his earnings in savings. 
The plan was successful and a num- 
ber of institutions were organized in 
Germany and Switzerland and later 
in England. 





ATTENTION, GOLFERS! 


From the pages of “The Tan- 
barker", official house organ of the 
Eagle-Ottawa Leather Company, 
we are accorded the following con- 
ception of a tree as seen through 
the eyes of a disillusioned and em 
bittered golfer: 

"| think that | shall never see a 
hazard rougher than a tree—a tree 
o'er which my ball must fly if on the 
green it is to lie; a tree which stands 
that green to guard, and makes the 
shot extremely hard; a tree whose 
leafy arms extend to kill the mashie 
shot | send; a tree that stands in 
silence there, while angry golfers 
rave and swear. Niblicks were made 





Miss Grace Fettes, cashier for the 
past four years of the Schwabacher- 
Frey Company, San Francisco, re- 
cently was singled out for unusual 
honors by virtue of her ability as a 
singer. 

The young lady entered a ‘‘Talent 
Parade’ sponsored by the Chrysler 
Corporation at the San Francisco 
Fair and with her golden voice won 
first place over 1500 contestants, 
the reward being a trip from the 
Bay City to the New York World's 
Fair with all expenses paid. 





MISS GRACE FETTES 


an phot 


Miss Fettes, who is a talented co 
oratura soprano, left San Franciscc 
on August 23 and during her stay 
in New York gave an impromptu con- 
cert at the Chrysler exhibit and 
appeared on a_ nationally-known 
radio program, 





tered into the spirit of the thing 
by hiding their razors and boycott- 
ing barber shops so that they could 
grow all the known varieties of 
beards. 

Chief of the celebrants were 
members of the State Publishing 
Company who greeted F. C. Chet 
Williams, district manager of the 
Yawman and Erbe Manufacturing 
Company, when he called while 
making his rounds from his office in 
Seattle, Wash. He was so smitten 
by the variety of whiskers waving 
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WHISKERS ARE WHISKERS WHEN THEY GROW ‘EM 
IN MONTANA.—(L to R) Bert Card, Ed. McHaftie and 
Les. Christison, of the State Publishing Company, Helena, 
allow their newly-sprouted spinach to wave in the 
breeze as part of a celebration at Helena. 


n the breeze every time a Helena 
itizen sauntered by that he cor- 
three proudly bewhiskered 
gents and held ‘em long enough 
for the picture presented here. Their 
pride in the hirsute adornments is 
quite evident. 
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NEW MACHINES AND DEVICES | 





TWO NEW MIMEOGRAPHS AND NEW INTERLAYER 


With two new middle priced Mimeograph models, 
Nos. 91 and 92, and the new Mimeograph Interlayer, 
announced in September and here pictured, the A. B. 
Dick Company, Chicago, closes a gap in the price range 
of Mimeograph duplicators which enables their dealers 
to supply equipment appropriate in price for the dupli- 
cating requirements of whatever sized business. 

The “Mimeograph Family,” streamlined, now con- 
sists of four members: Models No. 100, $705; No. 92, 
$315; No. 91, $235; No. 90, $98.50. (Note:—Prices on 92 
and 91 do not include motor drive, which is $160, 110 
volts, A.C.) All similar in production standards, in 
engineering and construction quality, and alike in gen- 
eral form and finish, with the exception of No. 100 in 
smooth black enamel. 


The New No. 91 
The machines are in dark brown wrinkle finish, with 





THE MIMEOGRAPH 92 WITH INTER- 
LAYER ATTACHED 


all surfaces rust resisting and with operating controls 
simplified and accented in red. 

The feed table of the new No. 91 holds 165 sheets, 
substance 20 paper. Visible scale markings aid in posi- 
tioning paper from 3x5 to 81x16 inches. Right guide- 
rail pivots open while a light touch of feed pads sepa- 
rates and forwards single sheets of all weights, sub- 
stance 16 to card stock, at all speeds. 

Copy control is positive throughout the entire mech- 
anism. One simple adjustment moves paper stock and 
entire feed table to left or right for a quick adjustment 
of side margins. Another adjustment provides for 
ample raising and lowering. A control recorder rings 
bell. Strippers guide copies horizontally to extreme 
back of the tray and a one-piece receiving tray, adjust- 
able to letter or legal size paper, stacks 500 sheets 
evenly. 

Other features include strong, box-beam construc- 
tion, bronze bearings throughout, unit construction. 
Central oiling system for certain bearings and individ- 
ual wick containers for others. Easily removable closed 
cylinder. Safety crank and brake and Vaco impression 
roller. The No. 91 is priced as follows: With Mimeo- 


CLOSE-UP OF THE INTERLAYER AT- 
TACHED TO THE MODEL 92 





graph 16 stand (motor driven), $395: with 16 stand 
(motor driven) and Mimeograph Interlayer, $521.50; 
with Mimeograph 17 stand, $295, and the duplicator 
alone, $235. 


The New No. 92 


In addition to all features outlined for the No. 91, 
Mimeograph No. 92 is supplied with fine marginal ad- 
justment which moves the entire paper stack and feed 
table gauges. This machine has a ream feed (500 
Sheets substance 20 paper) with unexcelled feeding 
efficiency from light (substance 16) paper to card 
stocks. Copy can be straightened while machine is 
operating without cylinder adjustment or realignment 
of stencil. A control recorder rings bell and stops feed. 
Improved stacking is effected by strippers, which guide 
copies horizontally to extreme back of tray, and the 
receiving tray’s three positions reduce offset at various 
speeds. The tray is adjustable to any size paper that 
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THE MIMEOGRAPH 91 WITHOUT THE 
INTERLAYER 


can be fed and stacks 500 sheets evenly and neatly. 

Prices: Mimeograph No. 92 duplicator with Mimeo- 
graph stand 16 (motor driven) and Mimeograph Inter- 
layer, $598; with the 16 stand (motor driven), $475; 
with 17 stand, $375. The duplicator alone, $315. 


The New Interlayer 

The new Interlayer becomes an integral unit with 
either duplicator and has same finish. It has a simple 
push-button control. Paper feed stops when Interlayer 
tray is full of copies and new mechanism holds copies 
free of any contact until ink has had an opportunity 
to set. One hundred copy-separators with metal bind- 
ing make up a tray unit and are supplied in two sizes 
for either letter or legal work. Two tray units—letter 
size unless legal is specified—are supplied with each 
Interlayer. 

The receiving tray greatly increases duplicator effi- 
ciency when used as receiving tray without copy- 
separators. It holds 1000 copies, substance 20, and has 
an auxiliary kicker which assures uniform stacking. 
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NEW F. & M. DESK PAD-CALENDAR 


A new item added to the line of “Memory Master- 
pieces,” manufactured and sold by Finch & McCul- 
louch, Aurora, Ill., is the Major-Domo desk memo pad 
and perpetual calendar, listed by the company as the 
No. 948. 

The full cover is of brown lifetime fabricated leather, 
handsomely embossed, in which is framed a perpetual 





THE F. & M. MAJOR-DOMO 


calendar, removable for instant changing to current 
month. A celluloid window protects the calendar from 
dust. 

Inside the cover is a space for important telephone 
numbers, etc., and the unit contains 300 memo sheets 
of white bond stock in size 5 by 8 inches, punched and 
fitted over brass binding posts. Each sheet is perfo- 
rated at the top for instant removal. The base, of 
brown lifetime fabricated leather and protected by a 
felt pad, measures 51% by 8 inches. The item retails 
at $1.65 complete. 


9 —— 


TRUSSELL’S MULT-O RING BOOK 

The Trussell Manufacturing Company, Poughkeepsie, 
N. Y., is introducing to the trade its new Mult-O ring 
book embodying a number of features adopted after 
considerable experimentation and research and pro- 
claimed “The Ring Book of Tomorrow.” 

As the name implies “Mult-O” is a multiple ring 
book. It is equipped with twenty-two rings which 





THE MULT-O RING BOOK 


combine the strength of permanent binding and which 
lend themselves to the use of any type of paper, even 
light-weight coated printing paper, without hazard 
of tearing out sheets. 

The rings are never handled. To open, the operator 
need only exert a light pressure with two fingers, while 
a light touch upon a closing lever closes the rings. 


85 


The closing lever locks automatically when the rings 
are closed. Sheets in any part of the book may be 
removed or inserted and sheets, smaller than the 
binder, can be inserted anywhere. 

To overcome cover edge wear “Mult-O” covers are 
given a clever “cushion edge,” a moulded curve which 
serves as an absorber of the shock of accidental blows 
or mishandling. 

Further details and a list of the economical prices 
are available to dealers on request to the company. 


—_—-. 


NEW FILE LINE BY BROWNE-MORSE 


The Browne-Morse Company, Muskegon, Mich., has 
introduced to the trade a series of new Office files 
under the trade name of “The Glider Line.” Available 
in the output are two, three, four and five-drawer 
models, of which the four-drawer, standard high in 
letter and cap and inserts, number is illustrated here. 

Full progressive type extension slides are standard 
operating on plenty of large “floating” steel balls 
which give effortless and silent movement. Drawers 





BROWNE-MORSE FOUR-DRAWER FILE 


cannot be shaken or carelessiy pulled off their slides, 
yet are instantly and easily removable when desired. 
Extension slide units can be installed or removed in 
any opening without the use of tools. A locking device, 
simple and positive, locks all three members of the 
extension slide unit and thus locks the drawer. 

Handsomely designed, the line is finished in a soft 
olive green enamel baked on, with mahogany or wal- 
nut available. Illustrated literature is ready for the 
dealer on request. 


*—- 


TENACiTY ANNOUNCES NEW LOCKING BOOSTER 
RING METAL 

A new type of ring mechanism which can be locked 
so securely that the rings cannot be pulled apart has 
just been announced by The Tenacity Manufacturing 
Company, Cincinnati, Ohio. : 

Next to the positive locking feature which prevents 
either abuse or the sheer weight of the sheets from 
forcing the rings open, Tenacity officials stress the 
ease of operation. A slight touch of the locking boost- 
ers opens, closes and locks the ring binder easily. 

Rings cannot jump or snap open, shut and injure the 
fingers, or tear and mutilate the sheets. Overcrowding 
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of the sheets does not affect the working of the rings. 
The new device is made only in 114-inch and 2-inch 
capacities, where strength is so essential to a ring 
binder and overcrowding is common. 

This latest in ring binder devices, on which the pat- 





NEW TENACITY RING MECHANISM 


ent is pending, was invented by Michael Griffin, who 
by a coincidence holds some of the early original pat- 
ents issued on ring binders. He has been associated 
with The Tenacity Manufacturing Company from its 
beginning. 
—-< — 
CLEMCO “THIRTEEN GROUP” DESK 

The Clemco Manufacturing Company, Inc., 4405 West 
North avenue, Chicago, has recently introduced to the 
trade its new simplified Modern Junior Executive 
office group of desks. The item illustrated is the No. 
160-WE. 

The entire group contains all the paramount fea- 
tures of the Clemco output, being handsomely de- 
signed, sturdy of construction and workmanship and 
possessing a number of Clemco patented features. 

An “Island” support affords much additional foot 
room and aisle space. Finely-grained finishes and 
modern hardware add to the general attractiveness 
and dignity of the various models. The thirteen group 
also includes typewriter and secretarial desks and 





ONE OF CLEMCO’S “13 GROUP” DESKS 


chairs, while a companion design—the “Eleven Group” 
includes tables, bookcases and telephone stands. 

The Thirteen Clemco Group as well as other lines 
can be found in the company’s Catalogue R which is 
available to dealers on request. 

intimal cca 


STENCILCRAFT’S PLASTIC STENCIL 


The Stencilcraft Corporation, 162 West Hubbard 
street, Chicago, has recently developed after lengthy 
research a new stencil which is non-cellulose and 
bears the trade name Plastic. According to the manu- 
facturer the Plastic stencil dries within an hour of 
manufacture, thus avoiding stickiness, dryness and 
deterioration. It produces clear, bright copies and 
will not “fuzz,” fray or give “feathery” copies. Sold 
with a money back guarantee, the stencil is boxed 
under Commodore and Lafayette brands and is sold 
exclusively through dealers. 
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NEW TYPEWRITER PAD BY BICKETT 


The L. M. Bickett Company, Watertown, Wis., last 
month announced to the trade a new rubber-felt type- 
writer pad which has been listed as the No. 513, and 
which is marked by several usual qualities and im- 
provements. 

The new pad, due to its special rubber-felt com- 
pound and a vast number of small projections on the 
top and bottom, is supplied with a gripping action 
which effectively holds it steady in one place once it 
has been placed and a machine rested upon it. A 
typewriter, for instance, is as stationary as though 
locked into place with the pad beneath it. 

In addition, the device reduces noise of operation 
and increases the machine operator’s efficiency. 

—>-—______— 

VICTOGRAPH ANNOUNCES NEW DUPLICATOR 

Backed by a nation-wide advertising campaign 
which is ready to be launched soon, a new duplicator 
has been introduced to the trade by the Victograph 
Corporation, 647 West Randolph street, Chicago. The 
duplicator has been named the Victograph. 

New in design and with a streamlined case, the 





THE VICTOGRAPH DUPLICATOR 


Victograph duplicator possesses a number of outstand- 
ing features. It is finished in a steel gray, handles 
paper with a rapid speed and prints clear, legible 
copies without curling paper stock. 

The machine is capable of reproducing any printed, 
typed, drawn or handwritten form in any size up to 
814 by 14 inches and will make impressions on stock 
from tissue-thin paper to 14-point cardboard. The 
Victograph will also print colors, reproducing as many 
as eight colors in one impression. Precision manufac- 
ture and care in assembly assures the user that an 
almost perfect register can be secured when placing 
impressions on forms or making additions to previ- 
ously printed copies 

In introducing the new duplicator the manufactur- 
ers announced that the machines will be sold through 
dealer’s stores as will be the complete line of duplicat- 
ing supplies including Victograph rolls, ribbons, car- 
bons, papers, inks, pencils, soaps and cleaners. 

The Victograph Corporation is organized to manu- 
facture a complete line of gelatine and spirit dupli- 
cators as well as the list of supplies mentioned above. 


_—- 
MAYER’S NEW METAL SIGN LINE 


The Mayer Manufacturing Corporation, 1436 West 
Randolph street, Chicago, has announced a new line of 
signs made in two sizes and built to sell for ten 
and nineteen cents each. 

To effectively display these signs the manufacturer 
has designed attractive counter and wall racks which 
are so constructed as to clearly show every title. The 
signs as well as several other items are illustrated 
and described in the company’s new Fall catalogue 
No. 39-F which is available to dealers on request. 
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NEW “SCOTCH” EDGER ANNOUNCED 

The Minnesota Mining & Manufacturing Company, 
St. Paul, Minn., has recently announced a new Scotch 
edger for use with Scotch cellulose edging tape. The 
machine, sturdily constructed and attractive in ap- 
pearance, is made to sell for $9.75. 

The operation of the device is simplicity itself. 
There is no need for the use of water or heat, the 
user merely inserts the edge of the drawing or other 
article to be edged and turns the handle, automati- 
cally applying a permanent edge. 

The Scotch cellulose edging tape is a new product 
of the company made expressly for edging purposes. 
It will not curl or shrink nor is it affected by heat 
when used in continuous blue print machines. An- 
other important feature is the fact that sheets edged 





THE SCOTCH TAPE EDGER 


with this special tape can be filed without danger 
of them sticking together. 

The Scotch edger is particularly useful for applying 
permanent edges to drawings and tracings, posters 
and layouts, sales photos and price data, cards and 
records.—JEH 

—- 
NEW DESK FILE BY QUALITY PARK 

The Quality Park Envelope Company, Merchandise 
Mart, Chicago, has recently introduced to the trade 
a new De Luxe Executive desk file which is available 





DE LUXE EXECUTIVE DESK FILE 


in two models, the No. C-8 and No. C-12. Useful for 
keeping current papers available for immediate refer- 
ence, the file is made with a black imitation leather 
cover and attractive green celluloid tabs. A list of 
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printed headings and blank inserts are furnished with 
each file. 

The Nos. C-8 and C-12 have eight 114-inch tabs and 
twelve 11-inch tabs, respectively, while the C-12 has 
in addition twelve monthly headings. Further particu- 
lars will be furnished on request to the manufacturer. 

eee ee TES Le 


BATES’ IMPROVED MODEL “B” STAPLER 
The Bates Manufacturing Company, 30 Vesey street, 


New York, N. Y., has announced a new and improved 
Model “B” stapler which, like the previous model, 





THE IMPROVED BATES MODEL B STAPLER 


sells complete with 5000 staples for $6. There are 
three major improvements involved as follows: 


1. A funnel-shaped opening for wire. It is only 
necessary for the user to lock the handle down, push 
two or three inches of wire into the funnel opening 
and the machine does the rest automatically. 


2. Temporary as well as permanent stapling. There 
are three types of staples; one for permanent work 
and two for temporary stapling or pinning. The user 
merely pushes the anvil on base of the machine to 
the kind of staple desired. 

3. A new locking device, which eliminates tweezers, 
operates by a clutch underneath the stapler, holding 
the handle in a depressed position. The lock can be 
released instantly. When the last piece of wire is 
left in the forward part of the device it can be seen 
through a window in the feeding bracket, and is 
instantly removed by a turn of the locking screw. 





THE B-10 REFILL 


At the same time the Bates organization announced 
the new Bates Refill B-10, a device capable of making 
10,000 staples. The B-10, selling for $1.20, was made 
especially for industrial users and offices in which 
large quantities of staples are used. It is sold packed 
in individual boxes, twelve boxes to a carton. 


BERGER’S 1940 SILENTAIRE VENTILATOR 

The Berger Manufacturing Division, Republic Steel 
Corporation, Canton, Ohio, has recently placed on 
the market a new, 1940 model of its Silentaire window 
ventilator which draws in, circulates and filters the 
air. 

The Silentaire is an electrically-operated window 
ventilator capable of delivering a positive circulation 
of air ranging up to twenty miles an hour. Agitation 
of room air is effective up to 50 feet while a thermo- 
stat provides for speed control of the discharge and 
adjustable louvers permit direction of air current as 
desired without creating drafts. 


Capacity has been increased to 650 cubic feet per 
minute anemometer volume and a new controllable 
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mixing damper permits blending of outside and room 
air in correct proportions for each season of the year. 
A filter used is said to be more than 97 per cent effi- 
cient in removing pollen and bacteria and other for- 
eign matters. 

The device is weatherproof and the mechanism is 
silent in operation. The cabinet, the inside of which 
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THE NEW MODEL SILENTAIRE 


is treated with a special sound-absorbing material, 
has been redesigned to provide greater attractiveness 
and accessibility of switch and controls. A “tell- 
tale” light on the panel indicates when the machine 
is in operation. Standard finish is fawn tan (opal- 
escent). 
I 
AUTOPOINT’S “GIANT AUTOPACK” 

Following the successful introduction of its small 
Bakelite memo pack holder, the Autopack, the Auto- 
point Company, 1801 Foster avenue, Chicago, has an- 





THE GIANT AUTOPACK 


nounced a similar desk accessory for larger (4 by 6 
inch) memo sheets named the Giant Autopack. 

The larger edition of the Autopack is a streamlined 
model in black or walnut and is packed in an attrac- 
tive brown pin-dot set-up box. Like the smaller 
number it is molded of Bakelite material in one 
piece with nothing to get out of order or wear out. 
The loose memo paper is an added convenience while 
the broad area at the top of the unit allows ample 
space for a printed or imprinted sales message for 
advertising use. The black and walnut models are 
priced at $1 and $1.25 respectively. 


_ — 


“UNIQUE” DUPLICATING INK ANNOUNCED 
Manufactured after months of experimentation to 
find a quality ink which would produce neat, clear 
and legible duplicator copies, a new duplicating ink, 
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named the Unique, has recently been announced by 
the Unique Ink Company, 141 West Jackson boulevard, 
Chicago. 

The Unique is said to be a fine body, quick-drying 
ink made especially for use with either open or closed 
cylinder duplicating machines. It will not spread, 
does not require thinning, gives the maximum num- 
ber of copies to the pound and cannot injure the 
machine, stencil or pad. 

The Unique duplicating ink is manufactured in a 
wide assortment of colors of deep intensity. Prices on 
colors are slightly higher than on black. Dealers and 
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4 Trade Building 





CONTAINER FOR UNIQUE DUPLICATING INK 


others desiring further particulars and prices on the 
entire line should communicate with the manufac- 
turers at the address given above. 


—>-—— 


EVER READY’S CALENDAR-LIGHTER 


A novel combination desk calendar and cigarette 
lighter has recently been introduced to the market 
by the Ever Ready Calendar Manufacturing Company, 
160 Maple street, Jersey City, N. J. 

The standard Ever Ready calendar is mounted on 
an attractive, streamlined plastic base. The richly- 
finished lighter attachment is heavily plated and is 
built into the stand. It operates by contacting the 
lighter stem at two places on top of the fluted 
column. The device was designed by the company with 
the thought in mind of combining into a tasteful unit 





THE “EVERLIGHT” DESK CALENDAR 


two important accessories—a yearly calendar and a 
satisfactory, cigar, pipe and cigarette lighter. 

In addition to the calendar pad, the company can 
furnish a stand with plain memorandum pages or 
with a bridge pad if desired. 
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NEW GUNN CHIPPENDALE BOOKCASE 


The Gunn Furniture Company, Grand Rapids, Mich.., 
has produced a new and handsome bookcase named 
the Chippendale and with two models available. Made 
in genuine mahogany or genuine walnut, the two 
models are the No. 1, which is 22 inches wide, 11 inches 





THE CHIPPENDALE 


deep and 44 inches high, and the No. 3, which is 30 
inches wide, 11 inches deep and 44 inches high. 
Closely following the trend of the Chippendale 
period, the bookcase is beautifully designed and stur- 
dily built. It is finished in dull tones to emphasize the 
beauty of the wood. 
<i 


WOLBER’S MASTER ROLL-O-MATIC 


The latest addition to the already extensive line 
of liquid type duplicators manufactured by the Wolber 
Duplicator & Supply Company, 1203 Cortland street, 





THE ROLL-O-MATIC 


Chicago, is the Master Roll-O-Matic which lists for 
$89.50. 


The new machine is designed around an entirely 
different roller moistener principle which not only 
gives much longer run, but, due to an even and 
accurate automatic fluid control, eliminates streaking 
and smudging. Other special features of the Roll-O- 
Matic are positive automatic paper feed and a time 
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and labor-saving single turn handle—a copy for every 
turn. 
A beautiful and lasting finish of polished chrome 
and stain-proof green crackle is standard. 
————2 


ORTHOGKAPH POSTCARD PRINTER 


The Orthograph Company, 318 San Fernando build- 
ing, Los Angeles, Calif.. has recently produced an 
automatic Post-Card Printer said to be capable of 
printing 4,000 cards an hour with ease and accuracy. 

The machine, which is said to be the only one of 
its kind on the market, is equipped with a unique 
feeding arrangement, entirely mechanical, which feeds 
the cards from the bottom of the pile. It is designed 
to print standard United States post-cards only and 
adjusts instantly and easily to the thickness of the 
cards being used. A perforated drum is inked from 
the inside by means of a brush. 

Dimensions of the duplicator are 7 by 12 by 6 inches 
not including the extension of handle. It weighs five 
pounds including supplies and individual container 








THE POSTCARD PRINTER 


and is beautifully finished in crackle enamel olive 
green with nickel-plated parts. 
The retail price, including supplies, is $19.50. 


o—~Se 


“CLIX” PUNCH FOR THREE-RING BINDERS 


A new three-hole punch for three-ring binders 
named the Clix, has been placed on the market by the 
New England Paper Punch Company, 95 Washington 
avenue, Natick, Mass. The device is accurately and 
permanently spaced for all standard three-ring bind- 
ers with no gauges to move or parts to get out of 
order. 

Clix punches three quarter-inch holes, spaced 414 on 
centers, overall 81 on center. It also spaces one- 
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THE CLIX PUNCH 


quarter inch from back binding edge, and 114 inches 
on center from bottom of sheet, making standard 
spacing for sheets 11 by 81% inches. 

In operation the device is simple. The user merely 
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inserts the sheet into the front feed of the Clix and 
presses the top of the punch. The unit is precision 
made of the finest materials. 


—>-—— 


KAHN’S NO. 284 FC UNTAIN PEN 


David Kahn, Inc., North Bergen, N. J., has recently 
announced a new fountain pen listed as the No. 284 
and made to sell for twenty-five cents. The new pen 
is finely finished with an eight-sided barrel and in 
pearl colors. The cap has the latest black and gold 
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INK SUPPLY ALWAYS VISIBLE 





KAHN’S NO. 284 PEN ON DISPLAY 


two-band effect and a black and red end. A 14-kKarat 
gold-plated, stainless steel point is supplied for good 
performance. The pens are attractively mounted on 
a counter display card and a pencil to match is 
available. 

aa ee 


NEW “3-IN-1” COSTUMER ANNOUNCED 

The Vogel Peterson Company, Inc., 1820 North Wol- 
cott avenue, Chicago, specialists in checking equip- 
ment, have recently announced the “3-in-1” rack for 
occasional crowds. The manufacturer claims that 
where checking facilities are limited, a “3-in-1” rack 
answers every emergency call. 

Assembled from two costumers and a “Hat Shelf 
Bridge” it accommodates forty-four people in six feet, 





THE 3-IN-1 COSTUMER 


yet, knocked down, can be stored in any closet. Beau- 
tifully finished in crackle enamel with choice of six- 
teen modern colors, the “3-in-1” is in keeping with the 
finest appointments. Can be assembled in ten seconds. 

For further information on the complete Peterson 
system dealers should write the manufacturer direct. 
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THE CONTINENTAL MUSIC TYPEWRITER 
Wandererwerke, Siegmar-Schonau-Sa, Germany, has 
recently placed on the European market a new music- 
writing typewriter named the Continental. An un- 





CONTINENTAL MUSIC TYPEWRITER 


usual feature of the machine is the construction of 
the keyboard with the alphabet and numerals. These 
are, however, only in lower case. 

There is a double shift and three sets of charac- 
ters on every key—lower case letters and numerals, 
music characters, and small strokes for music lines. 
The platen is the free-wheel type and, working in 
conjunction with a special lever which permits writing 
a character over or below the previously-printed one, 
allows the user to write any combination of music 
characters in any wanted position. 

The machine is equipped with 135 characters, two 
shift keys and several new and important features 
specifically installed for music composers.—ERB 
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RITE-LINE’S NEW EXTENSION GUIDE 
The Rite-Line Corporation, 48 West Forty-eighth 
street, New York City, has announced a new and im- 
proved twenty-inch extension eye guide for use with 
the standard Rite-Line copyholder. With the new 
guide wide accounting forms and sheets are supported 
across their entire width and in this manner greatly 





NEW EXTENSION EYE GUIDE 


improve copying facilities. Further particulars on 
the guide, which is manufactured to sell for $1.00, will 
be furnished to dealers on request to the company. 


_— 


DAUGHERTY TRANSFERS TO COLUMBUS 


Thomas P. Daugherty, district manager at Wheeling, 
Va., for Remington Rand, Inc., last month was trans- 
ferred to Columbus, Ohio, where he becomes manager 
of the typewriter division office of his company. He 
was connected with the Wheeling office for two years 
and before that with the Uniontown branch. 
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GALLUP’S NEW STORE HAS MANY NEW MERCHAN- 
DISING FEATURES 

Already proving their worth in a store of this type— 

one with large sales space, lots of aisle room and 

traffic of good buyers interested in office supplies and 


merchandis- 
supplies and 


furniture—are among the many new 
ing features of Gallup’s, Inc., office 
furnishings dealer, of Kansas City, Mo. 

With a front of forty to fifty feet, the sales room 
of this store, which was moved recently from a nearby 
location in the same block, presents a nice division 
for furniture, on one side; office supplies and maps 
on the other. Displays in both sections have been 
built with great care to obtain the greatest benefit 
possible. 

Here are some of the outstanding “arrangements” 
and fixtures which are promoting better business: 

1. New windows. The largest shows furniture suite 
displays, with low level floor. One not quite so large, 
but with same level floor is good for furniture or 
displays of office supplies. But the real step forward 
in window display for the store is to be found in two 
small windows, with high floors, on either side of 
the entry way. Already the store is realizing benefits 
from single merchandise displays, erected in either 
of them, and brightly lighted at night. This does 
away with old style, low-floor displays of wide miscel- 
lany of merchandise, necessary in that type of win- 
dows. And it permits a good, massed showing in 
limited space—limited enough so that not too much 
merchandise of the single item shown, need be used 
for good massed display effect. 

2. Salesmen’s office on second floor. Gallup’s has 
always been committed to a special room with indi- 
vidual desks and separate telephone for members of 
the sales staff. This does away with compelling street 
men to “live off the shelf,” permits them to organize 
their work better. More than this, it segregates them 
from the general office where their movement in and 
out is often “disrupting.” 


Better Display 


3. Two large center cases, about four feet deep, end 
to end down the center of the floor and about four 
feet high, have been altered to give a slight slant 
inward, along upper half, on one side of each. That is, 
on the customers’ side their faces tilt inward toward 
top, with moulding about half way up to support 
merchandise laid against this slanted face. This idea 
is already selling desk pads, laid against slanted side 
of one, and seat cushions, laid against slanting face 
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WHERE MODERN SELLING METHODS 
REIGN.—Gallup’s, Kansas City office 
supply. furniture and equipment store, 
has interior scientifically laid out to pro- 
mote sales. Here lighting, sloping show- 
cases and display windows have been 
systematically designed to function to 
their fullest extent. The accompanying 
article tells how this ideal situation was 
created by officials of the company. 


of the other. It brings the mer- 
chandise into better view. 

4. Desk and case top windows. 
Some of the cases have been pro- 
vided with composition board tops 
with square windows cut into their 
centers. Plate glass is laid down 
in these windows beneath which 
are exhibits of merchandise, 
whether tags, stickers, or file case 
dividers. 

“We had been trying to find some way to make 
stickers more saleable,” it was explained. “It isn’t 
enough for a customer to see the exact replica on 
the end of a box of tags; many of them want to 
see what the actual tag looks like.” Sales have come 
more easily, have “upped” quantities of specific tags 
shown through the windows, and selling time has 
been saved by the case top “window.” Tags so dis- 
played have their identification numbers and price 
written on a posterboard, just beneath them, so that 
this information is beside the tag so labeled. 

Such “windows” are used on the center cases de- 
scribed above; on other case tops, where a customer 
can lean over the counter and study the merchandise 
so presented. 

5. The same idea is found in one or two large cases 
with long flat drawers. The top of one of these has 
been given a window, so that the merchandise—pen- 
cils and paint brushes—can be seen in proper sections 
of the first drawer, visible through glass. This gives 
quick view of merchandise without leaving it out 
in the open. 

6. Formerly the store was burdened with a large 
section of odds and ends which do not make good 
display but are frequently called for. These are 
articles such as erasers for mechanical pencils, key 
rings, etc. in a variety of types and sizes. It was a 
“time killer” to the salesman, who had to go through 
large numbers of small boxes to find what he wanted. 
Remedy: a metal cabinet, an 8l-drawer file (Pronto 
27-drawer files) was installed as a unit in one section 
of the store, near the front, and all these odds and 
ends were laid out openly (if feasible) in properly 
divided sections of each drawer. Drawers could be 
labeled to classify merchandise properly; check of 
drawers and their contents made stock control easy. 

7. Metal merchandise cases down the wall broken 
in two places for display alcoves. This was easily 
done by leaving out shelving in an upper section, 
giving the wall behind a bright colored background, 
to contrast with that for rest of the case; providing 
lights, out of sight, at top of each such case display 
“window.” 

8. In the old store, blank books of one kind or 
another, ledgers, etc., gave an untidy appearance 
because when some of them were sold out of the 
sections others dropped over on their sides. This was 
corrected by metal uprights fixed rigidly between 
shelves, so that space is too short for a book to fall 
fiat on its side; but is held upright as others are 

removed from the same shelf unit—BART 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrews street, London EC4. Mr. Jackson’s 

contacts with the trade and its organizations afford him information valuable to 
those desiring to cultivate the British market. 


4th September, 1939. 

Within the last 24 hours a vital decision has been 
made—one, however, that had to be made sooner or 
later and which, we believe, all civilized nations will 
agree with. 

It is impossible at this stage to say just how this new 
European war will affect the office appliance industry. 
Naturally, at first there will be a considerable falling 
off in business, but before long we should be getting 
into our stride again because it is essential that the 
country carries on with its normal business. For this 
purpose, particularly with a shortage of labour, office 
machinery will be in greater demand. Certain import 
restrictions were immediately put into force, but it is 
possible that after negotiations between the trades 
associations and the Board of Trade over here, some 
arrangements will be made to allow office appliance 
firms to carry on more or less as usual. 

* e » 

During the last month only two magazines were re- 
ceived at this office, one being that regular publication 
—the Powers Samas magazine. This month’s issue 
gives some interesting information as to the Powers- 
Four as applied by the Sydney (N.S. W.) county coun- 
cil to costing. 

. * + 

The other magazine was the official organ of Block 
& Anderson, Ltd., called “Banda Log.” This, as pre- 
viously, has been entirely reproduced by themselves. 
It is good to read in the preface an apology signed by 
Mr. W. E. Block for the tardiness in issuing the July 
number owing to excess of work. Mr. Block mentions 
that “business is good” and he writes with confidence 
of the future. It is to be regretted that this confidence 
has not been justified, but let us hope that before long 
we shall get this ghastly combat over, and once again 
try to build up sound business. 

* ¥ - 


Particulars have been received regarding the forth- 


coming convention of the Typewriter Trades Federa- 
tion of Great Britain and Ireland to be held in Scar- 
borough, but this, like the London Business Efficiency 
Exhibition, has had to be cancelled. 

*x * 

A visitor who was welcomed last month was MY. 
Calmer L. Johnson, vice-president-secretary of Illinois 
Tool Works and Shakeproof Lock Washer Company, 
who, whilst on holiday, was acting on behalf of Mr. 
D. S. McAllister of The American Perforator Company 
in an endeavour to fix up an agency on this side. It 
was our privilege to have a short chat with Mr. John- 
son and a friend accompanying him 

* ok + 

Most readers will have read of the disastrous explo- 
sion which occurred in the centre of the city of Lon- 
don some weeks ago owing to a subsidence breaking 
a gas main, and the gas being ignited by the fusing of 
an electric cable. The explosion occurred in the prox- 
imity of Queen Victoria street, which so happens to 
contain quite a collection of the members of the office 
appliance industry. Most of the windows in the neigh- 
bourhood were blown in, including those of Underwood 
Elliott Fisher, Ltd. No casualties have been reported 
in the industry.—VEJ 


covereeensisli lita bis 
GARLICK COMPANY MOVES INTO NEW LINCOLN 
HOUSE 

The Garlick’s Office Equipment Company, well- 
known South African organization with branches in 
practically every section of the country, has recently 
completed Lincoln House, its new headquarters at 92- 
96 St. George’s street, Cape Town. 

The property just rebuilt was purchased in 1913 by 
the late Mr. John Garlick—from the estate of the late 
firm of Gordon Mitchell and Company—to house one 
of his businesses, the Remington Typewriter Agency, 
and until demolished was known as Remington build- 
ings. The trading name of this organization was re- 
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cently changed to Garlick’s Office Equipment Company 
as the old style was apt to be misleading to the public, 
and the new building for similar reasons was also 
given a new name, Lincoln House, to commemorate 
the late Mr. Garlick’s birthplace. 

The building is faced in Hume semi-glazed bricks, 
relieved by similar bricks in a darker shade, with 
pointing finishes in dark cream. Floors and sub- 
structures are in reinforced concrete, with oak strip 
flooring and, on the ground floor, wood block flooring. 
Guillotine steel windows have window sills in black 
precast terrazzo, and the shopfronts, in stainless steel, 
are relieved by walnut entrance doors, black granite 
base and red granite surrounding. The vestibule and 
entrances are lined with travertine marble, and floors 
are laid in olive and gilt quartzite tiles. 


The whole building is air-conditioned, all machinery 
being housed under the roof in a portion of the top 
floor. Cloakroom accommodation is finished in metal- 
faced plywood, and the white tiles relieved with a 


Se es «hae PE 





ote sieen PMR We. 


oe 


LINCOLN HOUSE, THE NEW CAPE TOWN HEADQUARTERS 
OF GARLICK’S OFFICE EQUIPMENT. COMPANY, LOCATED 
AT 92-96 ST. GEORGE’S STREET 


green strip. At the back of the shops on the ground 
floor a single-story structure is lighted by Glascrete. 

The building has a roomy basement most of which 
was excavated from solid rock and is intended for 
storage and packing purposes. The ground floor on 
the street level provides one large shop for the firm’s 
own branch business and on each side there is a small 
shop both of which have been rented. Above the shops 
there are seven floors, five of which have been laid out 
as Offices for leasing purposes. Most of this accommo- 
dation was long since bespoken and was arranged ac- 
cording to the requirements of the tenants. The sixth 
floor will be occupied by the head office of Garlick’s 
company which controls the business throughout the 
country; while the seventh floor has been reserved for 
the service department attached to the branch busi- 
ness, aS well as the caretaker’s quarters. 


Started in Cape Town 


The business for which the building was primarily 
erected was founded by the late Mr. Garlick when he 
was appointed agent for the Remington typewriter. 
It was started in Cape Town and gradually spread 
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throughout the country. It now has branches at 
Johannesburg, Durban, Pretoria, Port Elizabeth, East 
London, Bloemfontein, Bulawayo, Salisbury, Pieter- 
maritzburg, Kimberley and Springs, and is one of the 
largest organizations engaged in the office equipment 
trade in South Africa. It is under the control of A. I. 
Little, himself a director of the parent Garlick organi- 
zation, assisted by a general sales manager stationed in 
Johannesburg, and district managers at the various 
depots throughout the country, each with complete 
staffs of salesmen, office assistants, and service me- 
chanics. 
ssnsesliniilddpbitttiaiiiainale 
ZELLERS ADDRESSES ADVERTISERS 


Stressing the need for codperation between sales 
management, advertising and public relations, and 
the advisability of a policy of non-interference in 
European affairs, John A. Zellers, vice-president of 
Remington Rand, Inc., recently delivered a stirring 
and timely address before the National Industrial 
Advertisers Association conference at New York. 

Mr. Zellers began his address by explaining that 
despite America’s obviously greater natural resources 
other countries have managed better than we. In a 
land of unparalleled wealth and abundance, the 





JOHN A. ZELLERS 


speaker explained, we still have the greatest number 
of unemployed, both actually and relatively, of any 
modern nation. In speaking of the office equipment 
industry Mr. Zellers said there is no one on whom a 
greater economic responsibility rests today than upon 
the sales manager, the advertising manager and the 
public relations counsel. The proper and active codp- 
eration of these three, he said, are essential to the 
success of all modernized effort. 

Of our policy in international affairs Mr. Zellers 
declared: 

“Our policy in regard to Europe . . . remains the 
same, which is, not to interfere in the internal con- 
cerns of any of its powers; to consider the govern- 
ment de facto as the legitimate government for us; 
to cultivate friendly relations with it, and to preserve 
these relations by a frank, firm and manly policy, 
meeting in all instances, the just claims of every 
power, submitting to injuries from none.” 

So 0 9 


BELLACK SUCCEEDS THE LATE M. E. ROBERTS 


R. F. Bellack, formerly vice-president of the Fox 
River Paper Corporation, Appleton, Wis., last month 
was appointed executive vice-president to fill the va- 
cancy created by the death of the late M. E. Roberts, 
whose passing was reported in the September issue. 

At the same meeting of the board of directors, David 
E. Oberweiser was promoted from the position of treas- 
urer to that of vice-president and W. M. Roberts, 
formerly secretary of the corporation, was named sec- 
retary-treasurer. E. A. Oberweiser continues as presi- 
dent of the firm. 








94 





The Five Millionth Un- 
derwood Typewriter 
Brings Celebration 


State, City and Company Officials 
Join Underwood Elliott Fisher 
Company employes and People 
of Hartford in Demonstration as 
the Noted Machine is “Born.” 
Will be Contest Prize Soon. 


UEF CELEBRATES 
FIVE MILLIONTH 
UNDERWOOD.— 
(Top) Patrick J. Mc- 
Intee, assembly 
foreman, presents 
the five millionth 
Underwood _type- 
writer to L. E. Lentz, 
vice-president in 
charge of manufac- 
turing. Looking on 
are Gov. R. E. Bald- 
win of Connecticut, 
Vice-president F. 
U. Conard, Mayor 
T. J. Spellacy of 
Hartford, E. Kent 
Hubbard, president 
Conn. Manufactur- 
ers Assn., and L. C. 
Stowell, executive 
vice-president. 





STOWELL TELLS THE WORLD ABOUT THE CELEBRATION.—Mr. Stowell. 

executive vice-president, speaks at Radio Station WTHT at Hartford. Bob 

Martineau, radio announcer of special events, in background and George L. 
Hossfield, speed typing champion, seated at the 5,000,000th machine. 


Factory whistles in Hartford, Conn., last month 
shrieked over that city as the five millionth Under- 
wood typewriter arrived at the end of the production 
line at the Underwood Elliott Fisher Company’s fac- 
tory on September 12. Celebrating the arrival of the 
“Five Millionth’” machine, high state and company 
officials gathered in the office of President P. D. 
Wagoner and received this milestone of industrial 
progress with fitting ceremony. 

Governor Raymond E. Baldwin, of Connecticut, 
spoke at length on the merits of the company, praised 
their business operations and recounted the extensive 
value they had been to Hartford, the state of Con- 
necticut, New England and the whole of the United 
States. He pointed out that U. E. F. is represented in 
every country of the world and that through their 
extensive operations has given employment to hun- 
dreds of thousands and brought business prestige to 
Connecticut. 

The five millionth machine was then presented to 
L. E. Lentz, vice-president in charge of production. To 


demonstrate the capability of this latest Underwood, 
Mr. Lentz requested George L. Hossfield, ten times 
world’s professional champion typist, to test its speed, 
action and performance. Mr. Hossfield gave the ma- 
chine an extensive trial and after his demonstration 
(during which he obtained a speed of 160 words a 
minute), he said, “This is by far the finest Underwood 
I have ever used and is, in itself, an example of how 
American business and business methods have ad- 
vanced during the past decade.” The “Five Millionth” 
was then turned over to L. C. Stowell, executive vice- 
president of the company, who declared the machine 
would not be sold but would be given away to the 
winner of the nation-wide contest that the company 
is now conducting for secretaries, typists and students. 
To win the machine one must write an article of 300 
words or less on the subject of—‘“‘What are the quali- 
fications of a good secretary’? Mr. Stowell added 
that until the conclusion of this contest the machine 
would be placed on display in the Underwood Elliott 
Fisher exhibit at the New York World’s Fair. 
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The Guest Book 


Harold J. Hampton, president, National Stationers 
Association (on the date of the call) and president 
Indianapolis Office Supply Company, looked in upon 
us August 30 radiant with good cheer. On hasty visit 
to Chicago, but with time to see the Wilson-Jones 
factory “from turret to foundation stone” under the 
guidance of George Wolcott. And to learn from his 
guide some particulars about the Old Stationers Home 
to be erected on Wolcott Acres near Redlands, Calif. 
Mr. Wolcott had but recently returned from a trip 
around the coast of Africa, stopping here and there 
to study the architecture of the African natives and 
its adaptability to the “home.” A visit with Harold 
Hampton always brings out interesting information 
about the commercial stationery business and the 
grand old Hoosier state. From the conversation we 
gather that the dealers in Indianapolis are doing fairly 
well and that pawpaws are at their best after the 
second frost. 


Harold D. Leach, treasurer, George B. Graff Com- 
pany, Cambridge, Mass., and E. J. “Gene” Mitchell, 
representative of the Graff company in the Middle 
West, signed their names to the Guest Book August 30. 
Mr. Leach was completing an extensive trip which 
took him to nearly all the principal cities of the West 
including those on the Pacific Coast. He called upon 
as many dealers as his itinerary permitted and was 
gratified with the outlook for the autumn season. 
He and Mr. Mitchell were calling upon Chicago sta- 
tioners and took time out to make the visit to the 
offices of this publication. During their visit Harold 
Hampton, president of N.S.A., called and added to the 
interest of the occasion. 


Harry E. Morton, a member of Harold Hampton’s 
sales staff in the Indianapolis Office Supply Company, 
paid a welcome visit to the New York office of this 
journal on September 1. Wide awake to general con- 
ditions in the industry both inside and out of the 
territory he covers, Mr. Morton is an interesting talker 
and the time he spent with us was all too short. 
After a few visits to the Fair and a trip to Atlantic 
City, he returned to Indianapolis. 


Edward L. Little, sales manager, The Wabash Cabi- 
net Company, Wabash, Ind., pulled our latch string 
September 6, and made another bright spot in our 


FUTURE ARMY SIGNALERS LEARN ON 
L. C. SMITH TYPEWRITERS.—Pictured 
here is a class of United States Army 
signal corps members learning their pro- 
fession with the aid of L. C. Smith type- 
writers at the Signal Corps School, U. S. 
Army, Fort Monmouth, N. J. These men 
must possess perfect ability to “pick up” 
messages via telephone, “dot and dash” 
and even wig-wag signaling and faith- 
fully transcribe them to paper without 
errors, an oftentimes difficult feat in 
battle. They are the ears of the army 
and must maintain communication be- 
tween GHO and the various divisions at 
the front, between artillery batteries and 
their commanders and between brigade 
and brigade. 
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day. On his way to the N.S. A. convention in Boston, 
but with several business stops en route. Things pretty 
good, circumstances considered, and anyways, there 
are always some complications with which to contend. 
Ed’s folksiness and philosophy always stimulate our 
desire to find the right perspective: to work the thing 
out in the proper way. Contending, one time, witn 
confusing complications, Ed called upon a friend for 
advice: which was—“wrong can never be a success, 
right can never be a failure.” A phrase that needs no 
elucidation; worth pasting on the front of the metal 
filing cabinet. 


Wardell Tupper, Montclair, N. J., son of Frank E. 
Tupper, president, The National Business Show Com- 
pany, gave us the pleasure of a call September 7th. In 
Chicago for two weeks to assist C. H. Hunter, western 
manager of the show company, in preliminary work 
on the thirty-sixth National Business Show to be held 
on Navy Pier, Chicago, toward the end of this month. 
Returned to headquarters, New York, on the 22nd to 
take up his work on the Chicago show in the eastern 
field. 


Charles I. Tager, Champion Fastener Company, 
New York, N. Y., affixed his name to the Guest Book 
on September 8th. In Chicago on a business trip 
which included some other cities coming and going. 
Reported business as sufficiently satisfactory to en- 
courage the company in plans for extension of its 
operations within a few months. 


J. R. Paisley of Pittsburgh, Pa., F. L. Robinson, Jack- 
sonville, Ill., and Homer G. Bradney, also of Jackson- 
ville, and all with Paisley Calculator Company, signed 
the Guest Book September 11. Mr. Paisley is the 
inventor of a calculator bearing his name which was 
placed on the market during the summer. The other 
two gentlemen are field representatives. Mr. Paisley 
reported an attractive number of inquiries concerning 
the calculator, many of which were turning to sales. 


William P. Hoy, manager of branch sales of the 
Postindex Company, Jamestown, N. Y., was in Chi- 
cago on a hurry-up trip September 14. He visited with 
the office of this publication, but because of a full 
schedule was obliged on this occasion to make his 
visit by telephone. He is the same old aggressive Bill 


who is at his best when he has some difficult systems 
or sales problem to solve. 
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FORBES NEW PRESIDENT OF MITTAG & VOLGER, 
INC. 

One of the outstanding appointments announced to 
the industry last month was that of the election of 
Thomas G. Forbes to the presidency of Mittag & Vol- 
ger, Inc., Park Ridge, N. J. The news was received 
too late to be properly reported in the September issue. 

Mr. Forbes, who has been connected with the com- 
pany since 1897, was appointed president at the annual 





THOMAS G. FORBES 





stockholders’ meeting, held August 24, to succeed 
Frank O. Mittag, Jr., who recently retired. Other offi- 
cers elected with Mr. Forbes were Ira Cole, vice-presi- 
dent and sales manager; R. A. Stark, vice-president; 
V. G. Stark, treasurer, and L. E. Mittag, secretary. 


Started in 1897 


Starting with Mittag & Volger on October 16, 1897, 
as a young lad, Mr. Forbes immediately demonstrated 
an unusual aptitude for technical matters. When still 
a comparatively young man he became a director of 
the company and, in 1930, became vice-president and 
superintendent of the corporation. Long before that, 
however, he became recognized as an outstanding 
specialist in the manufacture of ribbons and carbons 
and a man of unusual skill in factory management. 
He has demonstrated many times that the broad 
knowledge of the industry which he possesses today 
is due in major part to his lifelong willingness to learn 
the other fellow’s job and do his work whenever the 
opportunity offered. This general utility work in 
which he has indulged since his boyhood has made 


him an expert worker in every department of the firm. 
Despite his busy life Mr. Forbes has found time vv 
take an active part in municipal, fraternal and bank- 
ing affairs and is a prominent citizen in the com- 
munity in which he lives. 
—>-—__— 


ARMSTRONG BECOMES SALES PROMOTION MAN- 
AGER FOR VICTOR ADDING MACHINE 


Knox Armstrong, well-Known in the Middle West as 
an authority on sales promotion methods and adver- 
tising mediums and chairman of the Chicago Feder- 
ated Advertising Club’s educational committee, last 
month was appointed sales promotion manager of the 
Victor Adding Machine Company, 3900 North Rock- 
well street, Chicago. Mr. Armstrong’s experience in 
the field includes all types of markets from rural to 
metropolitan and he possesses a clear insight of busi- 
ness conditions, their trends and reactions. For the 
past ten years he held an executive position with 
Wilson Brothers, Chicago, leaving there to join Victor. 
He resides at 201 Crest road, Glen Ellyn, Ill. 

Among the number of congratulatory messages re- 
ceived by Mr. Armstrong when news of his connection 
with Victor was announced were several from the 





KNOX ARMSTRONG 


Chicago Federated Advertising Club’s executives. One 
from Elon G. Barton, president of the club, thanked 
Mr. Armstrong for continuing for a second year the 
chairmanship of the educational committee despite 
the many additional activities entailed in changing 
companies, 
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THE NATIONAL BUSINESS SHOW 


On October 23 the annual National Business Show 
will hold its thirty-sixth consecutive exhibition. Few 
commercial show companies can point to such a con- 
sistent record of accomplishment and few industries 
have been as fortunate as the office equipment in- 
dustry in having shows that have been conducted on 
such a high plane and which has been so truly 
representative in scope and character. 

A “broadside” reproducing scores of National Busi- 
ness Show advertisements and news items covering a 
period of three decades has been mailed by the Show 
company to equipment manufacturers as evidence 
that the type of material used in directing the at- 
tention of the public to the show and its exhibits has 
always featured the accomplishments of the industry 
itself and thus has been an element of constructive 
contribution to the steady progress which the in- 
dustry has achieved. 

The change of location this year of the National 
Business Show from New York to Chicago represents 
a bit of strategy on the part of the Show management. 
With World’s Fairs on both coasts, the “Windy” City 
is a favored spot this year for industrial shows of 
national scope, and the timing of the Business Show 
—October 23 to 27, is an assurance that most fair 
visitors will have returned to their homes and their 
businesses. Moreover Chicago, where business shows 
of recent years have been held in hotels, is due for a 
full-fledged show and the Navy Pier, where this year’s 
show is to be held, affords virtually unlimited space 
for exhibitors to give free scope to their ingenuity 
in displaying their products to best advantage. 

In times like the present, when no man Knows what 
the morrow may bring forth, the Business Show man- 
agement is to be congratulated on its forward-looking 
policy. It should receive every encouragement and 
support from an industry that it has served well and 
faithfully for so many years. 



















ANOTHER EDUCATIONAL WINDOW BY 
HORDER’S.—Horder’s, Inc., Chicago, re- 
cently gave the Chicago Loop district 
another object lesson in office equipment 
when it displayed this window made up 
entirely of stapling machines of prac- 
tically every make on the market. Every 
kind of stapling and tacking and the 
machines for doing the work are shown 
with (at extreme left) a device for tack- 
ing labels and tags on heavy barrels 
demonstrating the manner in which it is 
used. The display was shown in all of 
the Horder’s nine stores. 
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MILLION DOLLAR DAMAGE SUIT 


On September 23, Moss & Inlander, attorneys for 
C. R. Keeran, inventor of the Eversharp propelling 
pencil, filed suit for $1,000,000 damages for Mr. Keeran 
as plaintiff, naming as defendants The Wahl Com- 
pany (formerly Wahl Adding Machine Company), 
Thomas Drever and John C. Wahl. The complaint 
recites that the plaintiff “prays to tell the story of the 
Eversharp pencil” and secure redress for having “for 
long years been deprived of the just reward of his 
genius.” 

The complaint cites the plaintiff’s losses sustained 
in the original Autopoint Company which he formed 
after being “forced to resign” from The Wahl Com- 
pany, which losses he attributes to certain actions of 
The Wahl Company; among the actions being defama- 
tory statements doing “grievous harm to the plain- 
tiff’s good name and reputation.” 

* 


Replying to inquiry about the above mentioned suit, 
an official of The Wahl Company stated that they had 
not at that time seen copy of the bill of complaint, 
but had the impression from what they learned else- 
where that the action involved matters “without merit 
and previously disposed of.” 

inicndsineigaaieeidtiitad alk 


EXCUSE US; PEASE 














On page 41 of the September issue appeared a group 
of photographs taken at the Chicago Stationers outing, 
in the caption of which Harry J. Isador was listc 
as being connected with Just & Son, Chicago. This was 
an error, Mr. Isador being the guest at the party ot 
his son, Jerry Isador, The Crown Office Supply Com- 
pany, Chicago. 


ERY PRUE og eR? 


EVEN CONGRESSMEN LOOKED!—This 
engine, tender and five cars, made up 
entirely of stationery items and ingeni- 
ously arranged to remind Washington- 
ians that the company offered stream- 
lined delivery “to your door’, was a 
recent window display of the Stockett- 
Fiske Company, 919 E street, N. W., 
Washington. Wording on the side of 
the cars announces the company stock 
includes “Carloads and carloads of of- 
fice supplies, stationery and art mate- 
rials.” According to W. E. Stockett, Jr., 
vice-president and treasurer of the com- 
pany, the display was the first of its 
kind shown in Washington and drew its 
full share of attention, 
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MEETINGS—CONVENTIONS—DINNERS 





MONROE EMPLOYES GUESTS OF EXECUTIVES 
AT LAKESIDE PICNIC 

E. F. Britten, Jr., head of the manufacturing division, 
and W. G. Zaenglein, head of the sales division of the 
Monroe Calculating Machine Company, Inc., were busy 
and cordial hosts at an outing and picnic recently 
given for all employes of the company’s plant and gen- 
eral offices at Orange, N. J. 

The picnic was held Saturday, September 9, at Lake 
Hopatcong, a half-hour drive from the plant, where 
facilities were available to the guests for boating and 
swimming and all sorts of athletic contests. 

And the food! Chalk up a high score for the two 


popular hosts for knowing what is what in the way of 
“vittles” at a picnic. They had steamed clams, chowder 
that WAS chowder, huge ears of tasty corn, ham- 
burger and that king of all picnic viands, His Majesty 





MONROE MERRYMAKERS FACE THE CAMERA.—(Leit) C. R. 
Britten, secretary, and J. A. Ready, secretary and traffic manager 
of the Monroe organization respectively, show their most 
satisfied smiles after regaling the inner man with the complete 
picnic bill of fare. (Right) E. F. Britten, Jr., head of the manu- 
facturing division and one of the two hosts at the picnic, 
(extreme right) chats with a group of men from the Checkwriter 
division of the Monroe plant. 


The Hot Dog! And no less than 800 happy men, women 
and children partook of this elegant fare. 

Besides the usual baseball game, races, tug-of-war, 
etc., the sports program included such hilarious events 
as an egg-throwing contest, a greased pig race, a live 
chicken scramble with a number of women’s teams 
participating and thereby adding to the merriment. 
There was plenty of action for the contestants and 
plenty of amusement for the spectators. A committee 
of factory employes headed by A. G. Downey, person- 
nel manager and his assistant, W. H. Bedell, arranged 
the program and managed the events. E. F. Britten 
III, assistant works manager, was an active member 
of the committee and G. A. Stanier, assistant treasurer 
and assistant secretary, was one of the judges. Chalk 
up more high marks for ability to arrange real enter- 
tainment. 

Handsome trophies and prizes were offered by the 
Monroe company to the winning teams and individuals 
and these were presented at the end of the day by 
C. R. Britten, secretary of the company. 


—- 


NEW ORLEANS TYPEWRITER DEALERS ORGANIZE 


With representatives of eleven of the city’s largest 
typewriter stores present at a meeting on August 31, 
the Typewriter Dealers Association of New Orleans was 


formed with the following men named to head the 
organization for the first year: 

President, Comille Duvieilh, Comille Duvieilh; vice- 
president, A. M. Churchill, Churchill’s Typewriter Re- 
pair & Sales Company; treasurer, J. O. Schaedel, 
Schaedel Typewriter Service; secretary, G. H. Amann, 
Amann Typewriter Company. 

In explaining the aims of the new association Secre- 
tary Amann said: “The purpose of the organization is 
to make for closer co6peration among the regular type- 
writer dealers and to protect their interests against 
department and jewelry store competition. There will 
be some social activities, of course.” 

—><-. 


HORDER’S BOWLING LEAGUE HOLDS ANNUAL 
OUTING 

The fifth annual summer outing of Horder’s Bowling 
League, made up of employes of Horder’s, Inc., Chi- 
cago, was held Sunday, September 10, at Northbrook 
Country Club, Northbrook, Ill. Eighty-seven persons, 
including members of the Horder organization and 
representatives of manufacturers, participated. Golf 
started at eight o’clock and was continued throughout 
most of the day. The most coveted prize—a loving 
cup donated by F. P. Seymour, secretary of the com- 
pany—was awarded to Tom Aldrich, who turned in 
the lowest gross score. He retains it until next year, 
and if he wins it three times, he may retain it per- 
manently. 

Prizes were nearly as numerous as players. Nearly 
everyone who played had some valuable article of mer- 
chandise to take home with him as a reward. The 
day was perfect and everyone thoroughly enjoyed the 
outing. 

The committee responsible for creating and success- 
fully carrying out the program was composed of 
Homer C. Schulenburg, Edward Shapiro and C. H. Bird. 


ON OPPOSITE PAGE.—Personalities snapped by the camera at Horder’s 
Bowling League outing at the Northbrook Country Club. 


1. F. P. Seymour; Karl Castle, Weis Mfg. Co.; Ralph Maneval, A. W. 
Faber, Inc.; George Bassing; George Herrmann, The Heyer Corp.; 
Frank Mueller; A. L. Lovig; Ben Powell, A. W. Faber, Inc. 

2. J. W. Starck, Boorum & Pease Co.; H. I. Haugen, The Wahl Co.; 
H. H. Dobey. Parker Pen Co.; Sam Siedband, Jordan Siedband. 

3. Bill Weber, Ace Fastener Corp.; Elmer Krumwiede, G. J. Aigner 
Co. and Art Steel Co.; Bill Adams, Gibson Art Co.; W. J. Pankonin, 
Ace Fastener Corp. 

4. Jim Rohrs, guest. 

5. S. S. Westlake, Ajax Box Co.; K. M. Todd, Frank Rainey, Walter 

zog. 

6. Ralph Maneval, A. W. Faber, Inc.; Dick Gingland, Esterbrook Pen 
Co.; Charles Mueller, Joseph Dixon Crucible Co.; Ben Powell, 
A. W. Faber, Inc.; Harry Sturdevant, Ace Fastener Corp.; W. J. 
Dalton, advertising agent. 

7. George Bassing: Chet St. Clair; Tom Bledsoe, Autopoint Co.; O. T. 
Stahl, Dr. Scat Chemical Co. 

8. E. J. Keeler, Midstates Gummed Paper Co.; D. C. Frisbee and 
G. A. Mueller, Midland-Zellerbach Co.; J. B. Anderson. 

9. E. W. Steinbeck, S. K. Smith Co.; Justin Miller, Globe Binding & 
Embossing Co. 

10. Lee Smith, Frederick Post Co.; Harry Calvin, Wilson-Jones Co.; Tom 
White; Carl Strassburger. 

1l. Bob Overend, Eagle Pencil Co.; Ed. Shapiro; Tony Peters; George 
Kuhfuss. 

12. Whiting Parks, Crane & Co. 

13. W. G. Comstock, G. J. Aigner Co.; R. J. Vojta and L. F. Elsasser, 
Frank Mashek & Co.; G. J. Aigner, G. J. Aigner Co. 

14. William Boyd. Acco Products, Inc.; Dr. A. Reymont, guest; F. H. 
Jones, Jr.; R. D. Campbell. 

15. Al Shermer, Charles Folkerts. 

16. George Bassing; A. C. Van Horne, Eberhard Faber Pencil Co.; Karl 
Castle, Weis Mig. Co.; Jack Lyng. 

17. H. C. Schulenburg; C. E. Larsen, guest; P. D. Lloyd. 

18. John Uden, Boorum & Pease Co.; John Rushmore, Reyburn Mfg. Co.:; 
Leonard Rose, Boorum & Pease Co. 

19. Art Mueller; Leo Stein, Stein Bros. Mfg. Co.; Russ Schlensker; Art 
Dreesbach. 

20. The oldest foursome in the tournament. H. R. Wilson; A. J. Hedman; 
E, J. Floun; A. J. Krelle. These four have been playing together 
regularly for eighteen years. 

21. Ed. Rohrs, Eaton Paper Corp. 

22. W. L. Snelling: George Cormack, Wilson-Jones Co.; C. H. Carlson: 
O. E. Bull. 

23. A. A. Mosher; Charles Bird; Marsh Palm; Tom Kanabe; U. L. Hobbs. 

24. Tom Aldrich; H. G. Horder; C. E. Reynolds: W. G. Goodman; Harry 
Stathan; Al Kennedy. 
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GEORGE F. MALCOLM 

















F. H. CASWELL 


WEBSTER HOLDS 50TH ANNIVERSARY SALES 
CONVENTION AT CAMBRIDGE 


With company executives, branch managers from 
every part of the country and nine star salesmen and 
their wives in attendance, the Fiftieth Anniversary 
Sales Convention of the F. S. Webster Company was 
held at Cambridge, Mass., from August 23 to Sep- 
tember 2. 

And what a time they had, with such hosts as Vice- 
President George F. Malcolm and General Sales Man- 
ager F. H. Caswell acting as a committee of welcome. 
Cambridge hotels, Webster employes and even the 
weather united to see that the visitors thoroughly 
enjoyed themselves. 

Before any business session was opened, or even 
mentioned, the delegates and their ladies were taken 
to New York for a three-day visit to the World’s Fair. 
There they made a leisurely inspection of everything 
the Fair had to offer, from the “playground” section 
with its rides and amusements, to the huge educational 
displays of the major manufacturing firms of the 
nation. 

At the end of the three days the party of twenty- 
four was given another unexpected treat when it de- 
veloped that the Webster company had made arrange- 
ments with a steamboat company to return the visitors 
and their escorts to Boston by boat in a delightful all- 
night sail. Upon their arrival, due to the fact that 
Boston hotels were crowded, splendid quarters were 
reserved at the Hotel Commander in Cambridge 

The general sales meeting opened on August 28 and 
the delegates were given particulars on the Webster 
advertising program for 1940. From Mr. Malcolm and 
Mr. Caswell they learned that the company is follow- 
ing the celebration of its half-century of existence 
with a diversified and consistent advertising program 
in consumer, trade, purchasing, school and insurance 
publications on‘ a large scale. 


them a three-day visit to the New York Wor!d's 
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EXECUTIVES AND SALESMEN OF THE F. S. WEBSTER COMPANY POSE FOR PHOTOGRAPH 


From South, East, North and West they jour- Fair, a boat trip to Boston and a five-day sales 
neyed to Cambridge, Mass., to attend the meeting with the executive and local sales 
fiftieth anniversary sales convention of the staff. At extreme right is Vice-president 
F. S. Webster Company which included for George F. Malcolm and, seventh from right, 


General Sales Manager F. H. Caswell. 


New and snappy advertising pieces were shown for 
the first time, including Webster’s novel fiftieth anni- 
versary window display. Many improvements in pack- 
aging the company’s lines were announced and, before 
the business sessions came to an end, the delegates 
learned of the fiftieth anniversary contribution of a 
new typewriter ribbon which was described as the 


finest ribbon the organization has ever produced. 
oie 


S. & P. BOARD OF TRADE RESUMES LUNCHEONS 


Luncheon meetings for sales executives, representa- 
tives and credit executives will be resumed on Thurs- 
day, October 19, at the Aldine Club, 200 Fifth avenue, 
New York City. 

These meetings were originated last year through 
the efforts of Howard S. Sanders, executive secretary of 
the Stationers and Publishers Board of Trade, and 
were successfully held throughout the Fall and Winter. 
Discussion of sales and credit policies was the means 
of assuring a good attendance at all meetings. 

Harry W. Lynn of the Esterbrook Steel Pen Manu- 
facturing Company, who is chairman of the committee 
in charge, announces that the Fall and Winter pro- 
gram will be unusually interesting. Mr. Lynn is as- 
sisted by Paul F. Miller, Oxford Filing Supply Com- 
pany; Robert Miller, Miller Art Company, Inc.; J. P. 
Templeton, Joseph Dixon Crucible Company; Louis 
Wachtel, American Lead Pencil Company, and Harry 
Yager, David Kahn, Inc. 

>— 
AMA COMPLETES CONVENTION PLANS 

The American Management Association has com- 
pleted pians for its annual conference which will be 
held in the Hotel Pennsylvania, New York City, on 
October 25 and 26. 

Among the topics to be discussed are the follow- 
ing: Status of management in the office; Putting 
the entire office organization behind the company 
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Complete Family 
of Mimeograph 
Duplicators 






— built for what 
any customer has 
to say—in a full 
range of prices. 











MIMEOGRAPH IS THE TRADEMARK OF A. B. DICK COMPANY, CHICAGO 


© Story Told 
g Way 


As you go through the October 7 issue 
of The Saturday Evening Post, and, a 
little later on, the October 16 issue of 
Life something is going to hit you be- 
tween the eyes—the way a Mimeo- 
graph distributor likes to get hit. 

On two full pages, clear to the edge, 
in a bright color combination of red, 
black and white, is the formal an- 
nouncement to the public on the new 
Mimeograph 92. 

In this two-page advertisement is 
perhaps the largest single picture of a 


Mimeograph 


REGISTERED IN THE 
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piece of office equipment ever to ap- 
pear in a magazine (The New Mimeo- 
graph 92). 

In a short, easy-to-remember way, 
news of the new models is told and 
how they complete the full modern 
line of Mimeograph duplicators. 

In single pages this News Message 
appears also in Fortune, October issue, 
and Newsweek, October 16 issue. 

These advertisements reach better 
than5,000,000 readers. They’re going to 
do a real job selling these new models. 





U.S. PATENT OFFICE 
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public relations policy; Hidden abilities in office per- 
sonnel; Performance standards in office operations; 
Salary standardization in the office; Measurement of 
employe attitudes; What’s new in office machines and 
appliances; Paving the way for methods improve- 


ment; Current office practices. 
iterating: 


NORTHWEST TRAVELERS GOLF OUTING 
By A. J. Nordstrom, Correspondent 


The annual stationers and Northwest Travelers golf 
tournament took place as scheduled on August 24, 1939, 
at Southview golf course in South Saint Paul, with the 
stationers taking the honors, as they have so many 
times in the past. 

Vic Andrist of Farnham Stationery and School Sup- 
ply Company won the cup and the $10 gift certificate. 
No. 2 prize of a $5 gift certificate went to Clarence 
Benson of Farnham’s. George Lazier of Boorum & 
Pease Company won third prize, with Karl Keisel and 
John Dougherty of Curtis 1000 also winning prizes. 

Herb Morgan, financier of the Northwest Travelers, 
also was a lucky prize-winner. The grandfather’s prize 
was hotly contested for by Billace Smith, Dixie Allen 
and Herbert Fall, and Herb outdid both Bill and Dixie 
by the tall tales of his grandson’s exploits at the ten- 
der age of three months, so was awarded the prize for 
having the most marvelous grandchild. 

Bob Davies won the “hole-in-one” cup (putting con- 
test), with Ed Hansen as runner-up, though Bob was 


OFFICE APPLIANCES 


defeated by Ed, who claims that a bystander pushed 
Bob’s ball in the hole. The debate on this phase will 
never be settled, or at least not until the next tourna- 
ment. Cliff Talty and Pete Masterson also won prizes. 

Karl Castle did his usual fine job as master of cere- 
monies, with Harry Woodson, of Hastings, on the 
Mississippi, assisting by distributing prizes, as Karl 
was afraid of dirty work at the crossroads, if he 
allowed a stationer or traveler to handle this job. 

Roy “Micro” Clarke was absent for the first time 
since these tournaments started, but his job was ably 
handled by Herb Morgan, Fred Schaefer and Ed Fried- 
man. Fred also was the official photographer and is 
responsible for the pictures presented. 

Stanislaus Griebel and Water Hole Fleet did not play 
golf, and the writer took the honors at the water holes, 
aided and abetted by reverse encouragement on the 
part of “Pierpont” Morgan and Wally Margulis, who 
led a cheering section to help him on his way. 

_— 
BARNES TO HEAD MISSIONARY SOCIETY 

At the first convention of the Maritime Christian 
Missionary Society, held at Charlottetown, P. E. L., 
recently, J. W. Barnes, of St. John, N. B., was chosen 
president. Mr. Barnes, who is president of Barnes & 
Company, St. John, office appliance dealers and dis- 
tributors, has been active in missionary promotion 
work in the St. John area for the past forty years, as 
well as prominent in church affairs—WJM 





PLAYERS AND VISITORS AT THE NORTHWEST TRAVELERS HOLD OUTING 


14. Ken Chase, Dennison Manufacturing Co.; H. Witson; Walter Nelson, 
General Paper Co.; Herb Fall; Japs-Olson Co. 

15. John Parsons, ‘Joe Crane Co."’ 

16. Wally Margulis, Brady-Margulis Co.; Herb Morgan, Associated Sta- 
tioners Supply Co 


]. Brunner, Irv. Wilthout, Clarence Benson and Hank Johnson, all of 

Farnham Stationery & School Supply Co. 

. Ed Friedman, Signet Ink Co.; Johnny Friedman. 

John Dougherty. Curtis 1000, Inc.; Jack Gurtrum and Karl Kiesel 

Carter's Ink Co. 

. Art Ingleston, ‘‘Pro’’ at Southview. with Merrill Hasty, Sengbusch 

Self-Closing Inkstand Co. 

M. W. Knobiauch, Hank Huette, Phil Ackermann, all but Mr. Huette, 

of Farnham Stationery & School Supply Co. 

. Cliff Talty, Poucher Printing & Lithographing Co.; Ed Hansen and 

Bob Davies, Miller-Davis Co. 

Pete Masterson, Acco Products, Inc.; Vic Andrist, the 

Farnham Stationery & School Supply Co. 

. Sterley Jerue. McClain & Hedman Co. 

. Jay Wiltrout, father of Irv Wiltrout. ‘‘the golfer,’" Farnham Stationery 
& School Supply Co. 

10. Hank Huette, Autopoint Co.; W. E. Hubbs, Earl Vanda and Jack 

Goldman, Thomas & Grayston Co. 

ll. Bob Jerue. McClain & Hedman Co. 

12. M. W. Lane, Farnham Stationery & School Supply Co. 

13. Stam Griebel. Yawman and Erbe Manufacturing Co.; Herb Morgan 

Associated Stationers Supply Co. 


~ 


““cup’’ winner 


17. Fred Schaefer, ‘‘official photographer,’’ Sanford Manufacturing Co. 

18. Frank Statt, Thomas & Grayston Co. 

19. Al Shopnitz, American Printing Roller Co.; Al Nordstrom, Smead 
Manufacturing Co.; C. G. Peterson, Paper Supply Co.; Oscar Ber- 
telson, Bertelson Bros. 

20. Bob Valleau. The Leopold Co.; BiH Smith, Ace Fastener Corp.; Karl 
Castle. Weis Manufacturing Co.; Art Grayston, Thomas & Grayston 
Co.; Larry Collins. 

21. Floyd Kongsvik, Curtis 1000, Inc. 

22. Stan Griebel, Yawman and Erbe Manufacturing Co.; Howard Schaub, 
Thomas & Grayston Co.; H. Ed Cooper. Boorum & Pease Co. 

23. Geo. Lazier, Boorum & Pease Co.; Merrill Hasty. Sengbusch Self- 
Closing Inkstand Co.; Chuck Regan, Globe Publishing Co.; Russ 
Wheeler, Curtis 1000, Inc. 

24. Arnold Berglund, Joseph Dixon Crucible Co. 

25. Fred Geiger. Rogers ae Billy Allen, Joseph Dixon Crucible Co.; 
Larry Ackert, Eaton Paper Corp.; Tom Valleau, Geo. E. Fox & Co., Inc. 
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ROYAL ADVERTISING PLANS ANNOUNCED AT 
SERIES OF LUNCHEON MEETINGS 


For two weeks in September the Royal Typewriter 
Company, Inc., held a series of sales meetings through- 
out the country for all portable dealers to officially 
announce the company’s new advertising campaign by 
which it is planned to introduce the public to the 
Magic Margin Royal portable. 

At the same time the great crowds which attended 
the meetings as guests of Royal were given details of 
the firm’s “$10,000 for Names” contest, which is fully 
described elsewhere in this issue. 

Typical of all the gatherings was the meeting held 
at Jack Dempsey’s restaurant in New York City on 
September 7. Following a luncheon the assembled 
dealers were impressed by the far-reaching and exten- 
sive advertising which Royal will use during the com- 
ing months to make the public Magic-Margin- 
conscious. 


The Chicago Meeting 


In Chicago the Royal company was represented by 
J. L. McDonough, western supervisor of the portable 
division, and other officials, who were on hand to greet 
the more than 100 dealers gathered in the Bismarck 
hotel. 

After a delicious luncheon and some pre-luncheon 
refreshments Mr. McDonough introduced George Mor- 
ley of the western portable division, to whom fell the 
job of explaining to his listeners the impressive and 
far-reaching advertising program planned by Royal 
during the next four months. Using a chart with 
which to emphasize his points the speaker explained 
statistics proved that fifty-four per cent of the year’s 
entire portable business was done in the four months 
from September to December. This, he said, was 
mainly brought about by the opening of schools and 
the Christmas holiday gift buying. With this impor- 
tant point in view, the speaker declared, Royal had 
concentrated its big gun advertising battery on that 
period and would, through the medium of nationally- 
known magazines, newspapers and school periodicals, 
reach more than 55,000,000 prospective portable buyers 
with a barrage of colorful and consistent advertising 
of the Magic Margin portable. 
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Mr. Morley also explained details of Royal’s “$10,000 
For Names” contest which closes on October 17 and 
which is fully described elsewhere in this issue. 

Two other speakers on the program were L. B. Moses, 
representing The American Weekly, the paper in which 





J. L. McCDONOUGH 


the contest’s first announcement was made last month, 
and P. C. Fulton, of the advertising department of 
The Chicago Tribune. 

After the meeting came to an end each visitor was 
presented with a large broadside for use as a window 
display on the contest, and a handy loose-leaf booklet 
containing eighty-two printed pages of information on 
the Magic Margin portable as well as several illustra- 
tions of parts and the allowance schedule for ex- 
changed typewriters. 


—_-e—___- 
WATERS GUEST SPEAKER AT SAN FRANCISCO 
MEETING 


C. B. “Duke” Waters, of Remington Rand, Inc., was 
the guest speaker at a gathering last month of the 
Carbon & Ribbon Dealers Association of Northern Cali- 
fornia, held at the Palace hotel, San Francisco. His 
theme was “The Advantages of Noiseless Typewriters” 
and he introduced the first typewriter brought around 
the Horn to California. 





ROYAL'S “MAGIC MARGIN” LUNCHEON HELD IN NEW YORK CITY ON SEPTEMBER 7. 
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No. 860 


JASPER CHAIR COMPANY 


Leather Upholstered Office Chairs 





Buy them for long service! Most users like them, want to continue 
them on duty, recommend them on occasion and get many extra 
dividends of use from the purchase price. It’s the sincere crafts- 
manship with genuine materials in JASPER CHAIR COMPANY 
Chairs that makes for assurance, sales power and lasting satis- 
No. 886 faction. 





Our line of today is built upon the experience of many hustling 
years in production and nationwide distribution in which user 
preference was consulted every step of the way. Important refine- 
ments of form and proportion are shown. Genuine walnut wood 
(and a popular series in birch), genuine Eagle-Ottawa leathers 
in guaranteed colors, Collier-Keyworth balanced action chair irons 
in the hands of JASPER CHAIR COMPANY craftsmen become 


outstanding quality—“The Right Chair at the Right Price.” 


Then we have an extensive group of all wood office chairs made 
in solid walnut, quartered oak and birch—as wide a variety of 
executive chairs as to be found anywhere in these grades, together 
with posture chairs, tablet and jury chairs, stools, ete. Make a 
selection for your display-—write us for details. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr. 
R. J. Freeman, (Eastern) 505 Fifth Ave., New York, N. ¥ 
S. H. MacDonald, (West) 405 Orpheum Bldg., Seattle, Wash 
James 8. Fowls, (Southern) 3414 Euclid Heights Blvd., Cleveland, Ohio. 


W. H. Brown, (Chicago-Midwest) 6708 Glenwood Ave., Chicago (Phone ROGers Park 3644) 
E. W. Thomas, (Southwest) 3004 Mountain Ave., Apt. No. 2, Birmingham, Ala. 
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AT THE OXFORD SALES MEETING.—Back row: 
Arch Ryan, the South; A. E. Petersen, Penn- 
sylvania to North Carolina; R. A. Jonas, Jr., sales 
manager; S. A. Wood, advertising; F. D. Jonas, 
plant engineer; R. P. Jonas, sales promotion; 
W. Beyer, Western New York, Pennsylvania and 
Ohio; E. F. Jonas, production manager; A. Mott, 
New York City; P. F. Miller, credit manager; 
]. T. Hurley. New York City. (Seated) E. J. 
Blest, St. Louis plant manager; G. E. Sanger. 
New England; C. E. Reynell, field manager; 
R. A. Jonas, Sr., founder of the company; W. M. 
Glenn, St. Louis; E. A. Laube, purchasing agent: 
H. Armitt, Northern New Jersey and Eastern 
New York. 
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OXFORD FILING HOLDS ANNUAL SALES 
CONFERENCE 

The annual conference of the sales staff of Oxford 
Filing Supply Company was held at the Brooklyn plant 
on September 6, 7 and 8 with representatives and 
executives combining their efforts to make one of the 
most successful gatherings in the history of the firm. 

The principal subjects under discussion and demon- 
stration were the company’s new sales promotion pro- 
gram which is impressive in scope and far-reaching in 
extent, and a number of new items ready to be added 
to the Oxford catalogue. 

But the conclave wasn’t all business by a long shot 
as the delegates found out when the company’s plans 
for their entertainment were revealed. To begin with, 
each visitor was given a book of World’s Fair tickets 
which enabled them to see everything the big exhibi- 
tion had to offer for no more effort than tearing a 
coupon from a book. And none of them will forget the 
big, juicy T-bone steaks served to them at an excellent 
dinner at Peter Luger’s. This entertainment, plus a 
“refresher course,” in which the office and field stafi 
exchanged ideas, sent each man back to his territory 
with renewed pep. 


<>< 





CAMERA SHOTS AT THE NEW YORK STATIONER-GOLFERS “LADIES DAY” OUTING 


l. D. A. Davies and T. E. Davies, Hotel Seville; R. J. Urmston 
and Herman Muller, J. S. Staedtler, Inc. 

2. J. K. Clark, Keith Clark, Inc.; L. McCready, McCready’s 
Calculating School; L. S. Messina, Professional Printing 
Co.; E. G. Gehring, American Paper Goods Co. 

3. N. Loewenstein, Universal Stamp & Stationery Co.; Max 
A. Dreyer, American Colortype Co.; P. Volkert, Fifth Ave- 
nue restaurant; George W. Fairchild, unattached. 

4. Al Ficks, Wilson-Jones Co.; Mrs. Ethel Stuart; Mrs. Al Ficks; 
H. L. Tavernier, Fulton Specialty Co. 

5. Mrs. Sam Kahn; Mrs. Julius Kahn; W. G. Whittemore, Amer- 
ican News Co.; Mrs. Harry Yager. 
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CANADIAN STATIONERS POSTPONE CONVENTION 


Announcement that the Stationers Guild of Canada 
has indefinitely postponed the third annual All Can- 
ada Stationers convention, originally scheduled for 
October 2, 3 and 4 in the Royal York hotel, Toronto, 
was received late last month. The announcement read: 

“Due to circumstances beyond their control the 
members of the convention committee have found it 
advisable to postpone the third All Canada Stationers 
convention. (Signed) The Stationers’ Guild of Canada.” 

tipi Sciacca 


LADIES’ DAY AT NEW YORK STATIONERS’ 
GOLF ASSOCIATION 


An otherwise dull and overcast day was made radiant 
by the presence of the fair sex at the September 
twelfth tournament of the Stationers Golf Association 
of New York at the beautiful and spacious Westchester 
Country Club in Rye, N. Y. 

Luncheon was served in the Sports House at mid- 
day after which the golfers assembled at the first tee 
for the usual bout with old man par. While these 
determined individuals pursued their capricious white 
pellets up hill and down dale, others tested their put- 
ting skill on the club’s putting greens while still others 
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6. R. A. Jonas, Oxford Filing Supply Co.; I. M. Levy, Art 
Steel Co. 

7. J. S. Hillebrand, Vulcanized Rubber Co.; H. G. I. Sameth, 
Sameth Exterminator Co.; Eberhard Faber, Eberhard Faber 
Pencil Co.; Sam Kahn, David Kahn, Inc. 

8. Julius Kahn, David Kahn, Inc.; Fred G. Huber, Eberhard 
Faber Pencil Co.; Harry Yager, David Kahn, Inc.; R. A. 
Weissenborn, General Pencil Co. 

9. T. R. Rudel, Eberhard Faber Pencil Co.; Mrs. Rudel; Mrs. 
R. B. Sainberg; R. B. Sainberg, Sainberg & Co. 

10. E. T. MacIntyre, Defiance Sales Corp.; W. G. Whittemore, 
American News Co.; F. B. Leedom, LaPorte & Austin; G. H. 
Barber, Ray-O-Vac Co. 
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MONROE “VELVET TOUCH” 
SAVES TIME, MONEY AND EFFORT 
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Monroe Adding-Calculator, Model LA 200-X. A desk-size, compact machine with all . 
the basic Monroe features. Ten column keyboard and result dials of twenty places. The slightest touch depresses the keys of the 


wonderful LA and the same is true with its plus 
cand minus bars. “Velvet Touch” saves time, 
nerves, and effort. Try the cigarette test. 


0 WONDER the Monroe Adding-Calculator is the 
N operators’ favorite. The Monroe “Velvet Touch” 
keyboard takes the strain and stress out of the day’s work, 
for by far the greatest part of operating a calculating 
machine is using the keyboard. 

The simple, quiet, compact Monroe speeds up figure 


production in many ways. Spot-Proof does away with re- 





‘2 .F> cs ~/ Ls 
checking, quietness does away with nerve strain, its por- The keys of the Monroe LA are brought close 
: together to eliminate reaching and hand travel 

+1: : ° ° ° ° but they leave plenty of clearance to accom- 
tability is a great convenience, and its size makes it the modate the manaiee, Mapex. Sy.Ce.diaen. tat 





perfect desk machine. 
Business depends on Monroe for figures because 
Monroe machines turn out the greatest number of accu- 


rate figures at lowest cost. 


MONROE 








Another way the LA saves energy is by the 


Calculating Machine Company. Ine. miniacun ditante <4 ts ieee Se Oe 


uniform for every key up and down and across 
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4-TO-10 TIMES THE VOLUME! 


You will want to display Sheaffer’s FINELINE instead of 10c and 25c pencils— 
after you consider this: 


Sheaffer has proven that you can get 4 to 10 times the pencil volume with little 
added sales effort—4 to 10 times the profit by featuring on your counter and in your 
window Sheaffer’s FINELINE, and by doing so insure a satisfied customer every time, 
because you are giving him a better value. 


Your minimum Sheaffer’s FINELINE sale is $1.00—not 10c, not 25c—and Sheaffer 
FINELINE sales the last year prove it can be your volume seller. The public gladly 
pays it for the greatest pencil writing improvement in 24 years; for the 39% smaller 
writing point, for the Spiral Grip that tends to turn and keep lead at maximum 
sharpness; for’the double-length propelling eraser; for Sheaffer’s famous precision 
mechanism; for many times the writing satisfaction and long pencil service. 


So decide today to make pencils pay—display FINELINE and write for Sheaffer’s 
tested mass display plan that really sells FINELINE in volume. 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
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SHEAFFER'S Gift Sets 








4 STEPS TO HIGHER UNIT SALES 


You will want to show Sheaffer gift ensembles instead of single pens to customers 
at your counter—after you know how sales units, obtainable by Sheaffer methods, 
can reach $8.50 to $35.00. 

First, you need an impressive display that is completely made up of Sheaffer’s 
brilliant pen and pencil gift ensembles, beautifully cased, in the new Sheaffer Fluores- 
cent Eye Level and floor cases. 

Second, use Sheaffer’s simple Rule-of-Four Customer-Approach to qualify the 
customer for a LIFETIME sale that may be as high as $35.00—all without any urging 
by the salesperson. 

Third, when pen is sold mention the matching pencil and beautiful gift case. 
Gift customers will want both. 

Fourth, to insure salesperson’s personal interest employ Sheaffer’s Merit System 
Plan. 

Write for Sheaffer’s complete sales increasing plans, if you want to increase your 
sales and gain more satisfied customers. Address: 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
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preferred bridge on the terrace. Scores for both classes 
were as follows: 


Class A Gross Hdcp. Net 
Fred Huber ° 80 14 66 
R. A. Weissenborn 77 11 66 
Pete Clark 77 11 66 
H. Sameth 82 14 68 
C. P. Finck . 96 26 70 
J. Kahn 82 11 71 
R. J. Urmston 86 14 72 
Elmer Crady...... 91 17 74 
R. B. Sainberg 88 13 75 
S. Kahn 91 14 77 
L. H. Tavernier 86 8 78 
T. R. Rudel i 87 9 78 
A. Ficks 87 8 79 
H. Yager 98 19 79 
D. A. Davies 103 16 87 

Mr. Huber won drawing for first prize in 
Class “A”. 

Class B Gross Hdcp. Net 
Max Lowenstein 92 26 66 
L. J. Messina 90 22 68 
F. B. Leedom 94 24 70 
E. G. Geehring 94 23 71 
G. W. Barber 99 26 73 
D. G. Volkert 100 23 77 
R. A. Jonas 99 22 17 
P. Elias 102 25 77 
G. W. Fairchild 101 24 77 
W. G. Whittemore . 104 23 81 
M. A. Dreyer 106 24 82 
I. M. Levy 109 27 82 
G. W. Griffiths 122 40 82 
E. T. MacIntyre 109 25 83 
B. Abrahams 126 38 88 


In the evening an informal dinner dance was held 
in the main dining room where the Roy Gordon Broad- 
casting Orchestra furnished the inspiration on the 
outdoor terrace. 

—-<- 


MALCOLM ENTERTAINS AT SUMMER HOME 


Coming as a welcome period of relaxation and rec- 
reation following a strenuous sales meeting lasting 
through the last week of August, sales executives and 
branch managers of the F. S. Webster Company, Cam- 
bridge, Mass., were the guests of Vice-President and 
General Manager George F. Malcolm at his summer 
lodge at Bridgton, Me. 

And the visitors had everything they could wish for. 
There were swimming, sailing and many other forms of 
amusement with plenty of excellent food. Those who 
sought to win laurels at the ancient sport of archery 
found they had a formidable contestant in Mr. Mal- 
colm, who, with apparently little effort, far outclassed 
the field. 

The sojourn by the Maine lake was a fitting climax 
to the sales convention, which is reported elsewhere in 


MR. MALCOLM AND HIS GUESTS.— 
(Front row) Mr. Malcolm, J. C. Krueger, 
Chicago; J. M. McCarthy, Pittsburgh; A. 
Putnam, New York; F. H. Caswell, general 
sales manager. (Rear) A. C. Crandall, 
Philadelphia; H. C. Craig, Chicago retail 
manager; W. P. Funck, San Francisco; 
W. A. Wentworth, Eastern sales manager. 
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this issue, and the visitors voiced an enthusiastic 
thanks to their host before departing for their various 
branch offices. 
—~<_=-.——— 
U. S. TEAM OUTCLASSES CANADIAN SPEED 
TYPISTS IN TWO-WEEK CONTEST 


An American team of twelve speed typists outclassed 
a Canadian team, a huge crowd got a thrill and 
Shakespeare was battered from A to Zed in a two- 
week, non-stop typewriting marathon held during the 
Canadian National Exhibition held in Toronto recently. 

The opposing teams used a 1,052-page volume con- 
taining William Shakespeare’s thirty-seven plays, five 
poems and 154 sonnets which it took the immortal 
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CONGRATULATIONS !|—So says the loser, W. Roy Harrison, 

to the winner, Mrs. Lee M. Fairbrother, as the Canadian two- 

week, non-stop typing contest comes to an end. Mr. Harrison 

and Mrs. Fairbrother captained the Canadian and the United 
States teams respectively. 


Bard of Avon a lifetime to write. And they copied it 
nearly twice in 324 hours. 

As the nimble fingers sped over the typewriter keys, 
each contestant writing at top speed for one hour 
each before being relieved, Shakespeare’s classics 
poured from the machine like grain from an elevator. 
“There is thy sheath; there rest and let me die,” 
Juliet said to the dagger, over the body of Romeo, with 
a machine-gun rapidity, while Macbeth’s meeting with 
the three witches, and Hamlet and the ghost of his 
father sped from the book onto paper with the light- 
ning rapidity. Across the sheets the speedy operators 
poured the lines of comedy and tragedy, originally so 
laboriously dipped letter by letter from an ink pot 
with a goose quill. A bystander at the close of the con- 
test observed—“That crew certainly knocked Shakes- 
peare’s block off.” 

After totaling the 
it was found 


teams’ individual speeds and 
that the American team’s net 


errors, 
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A CHAIR THAT ASSURES 
SUCH CONTINUOUS 
WORKING COMFORT 


AEST TLO CHAIR 


‘Condloned for Comfort’ 





Another reason why a Sikes Dealership Means 
Leadership! The Sikes Rest-Flo chair has features 
embodied in no other chair. It is built for 


comfort as well as for good working posture... 


and demonstration sells it. 
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No other executive chair has the "Fixed Floating 
Seat.’ This feature provides for necessary moments of 
relaxation in a new and improved way. The seat and 
back tilt together under spring tension .. . but the seat 
does not rise in front. It does not lift the user's feet from 





the floor or cause unhealthful pressure beneath the knees. 


The seat, back and arm rests are made of foam Latex. 
There is no sagging and, regardless of weight, occupant 
cannot touch bottom. The chair shapes itself to the most 
comfortable working position no matter how the user 
may move or turn. 


Write for complete descriptive literature, explaining 
further advantages of the Sikes Rest-Flo Chair. 





Cut-away view of seat spe- 
cially moulded of foam Latex. 


THEY TES cOMPAN\ nc 


BUSINESS CHAIR MANUFACTURERS 
BUFFALO NEW YORK 
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score was 1,596,243 words, and the Canadians’ 1,560,- 
577, indicating the winning team was two words per 
minute faster than Canadian competitors. 

The leaders and outstanding members of the two 
teams were Mrs. Lee M. Fairbrother, San Diego, Cal., 
and Patricia Jean White of Vancouver, B. C. Botn 
will receive a free trip to the New York World’s Fair. 


HORDER’S HONORS HARRY SHAFFER 


Fifty years with Horder’s, Inc. and George E. Cole 
& Company (the publishing division of Horder’s, Inc.), 
Chicago, is the record of Harry H. Shaffer, who is on 
the job regularly as manager of the Horder store in 
the Conway building. In recognition of his long period 
of service he was presented with a beautiful Elgin 
watch at a luncheon held September 1. On the watch 
was the inscription: “Presented to Harry H. Shaffer 


September 1, 1939, with appreciation of fifty years of 





THE SHAFFER FIFTIETH ANNIVERSARY PARTY.—(Top) F. P. 
Seymour, at right, presenting watch to Mr. Shaffer. (Lower) 
Seated, L to R: W. J. Goodman, second vice-president; H. G. 
Horder, treasurer: Harry H. Shaffer, manager, Conway store; 
F. P. Seymour, vice-president; Edward Shapiro, promotional 
sales manager. Standing: A. R. Skibbe, manager, Associated 
Stationers Supply Company; E. S. Appleton, brother-in-law 
of Mr. Shaffer; Walter L. Snelling, merchandise manager; 
C. H. Carlson, sales manager; F. H. Jones, manager, national 
sales division. 


service—George E. Cole & Company, Horder’s, Incor- 
porated.” The presentation was made by Fred P. Sey- 
mour, vice-president, on behalf of the company. In- 
cluded at the luncheon besides Mr. Shaffer and Mr. 
Seymour were H. G. Horder, treasurer; William J. 
Goodman, second vice-president; C. H. Carlson, sales 
manager; Walter Snelling, merchandise manager; Ed 
Shapiro, promotion sales manager; Fred H. Jones, 
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manager national sales division, and A. R. Skibbe, 
manager of Associated Stationers Supply Company, 
also E. S. Appleton, Mr. Shaffer’s brother-in-law. 

Mr. Shaffer was surprised when a large, artistically 
decorated anniversary cake was set before him. He 
started to cut it, with the thought of passing it around. 
At Mr. Seymour’s suggestion it was taken home intact 
so that Mrs. Shaffer could see it in its complete 
attractive design. 

Mr. Seymour told of his friendship with George E. 
Cole, Mr. Shaffer’s previous employer, and of the 
promise to Mr. Cole when the business was taken over 
that the Horder organization would always recognize 
the former service of members of the Cole staff. He 
told of Mr. Shaffer’s many excellent personal qualities 
and stated that his Christian life was the basis of his 
success and happiness. After conveying his personal 
congratulations and those of the company, he pre- 
sented a wire from E. Y. Horder reading: “Hearty 
congratulations. Your fifty years clean, constructive, 
faithful business career is fine example to all Horder 
employes and to the business world in general. May 
God bless you and your life’s partner.” 

Then he presented a letter signed by himself as sec- 
retary and by Edwin M. Stark, chairman of the board 
of directors, reading in part as follows: “The Board of 
Directors of Horder’s, Incorporated, is proud to record 
the stability, loyalty and efficiency of its devoted friend 
and fellow worker, Harry H. Shaffer, who completes a 
full half century of service to George E. Cole & Com- 
pany and Horder’s, Incorporated, on September 1, 193”. 
In sincere appreciation of the good fortune of the 
company in having Mr. Shaffer on its staff all these 
years, the Board sends to him its thanks for his serv- 
ices, its congratulations on his achievement and its 
best wishes for his health and personal satisfaction.” 

After expressing his thanks for the many kind ex- 
pressions, for the watch and the cake, Mr. Shaffer told 
how he landed the job at George E. Cole & Company. 
He answered a sign which was hung outside of the 
store, then located on Lake street. Mr. Cole gave him 
a temporary job and he remarked that the suspense 
has been terrible during the last fifty years. As a 
young man he enlisted in the first regiment of the 
Illinois National Guard and served in the Pullman 
strike and the Spanish-American war. He was with 
George E. Cole & Company thirty-seven years and 
with Horder’s for thirteen years. Mr. Shaffer is on tue 
job every day and has hundreds of friends among 
Chicago stationery buyers, as well as the trade at large. 


—><-—__—_—— 


PITTSBURGH BUSINESS SHOW COMMITTEE 
CHAIRMEN NAMED 


Committee chairmen have been named for the thir? 
annual business show sponsored by the Pittsburgh 
Office Appliance Managers Association and the local 
chapter of the National Association of Cost Account- 
ants. The event is scheduled to be held in the William 
Penn hotel on November 15, 16 and 17. 

Those appointed to head the various committees 
under the general chairmanship of H. B. Cunningham, 
Todd Sales Company, are: 

W. J. Jacquette, White Tower System, cooperating 
committee; Fred H. Barteaux, Dictaphone Sales Cor- 
poration, program and entertainment committee; 
Milton Wiener, Allen-Wales Adding Machine Corpora- 
tion, space and floor committee; Frank J. Lobert, Buck- 
eye Ribbon & Carbon Company, advertising and pub- 
licity. 

city “ 

STEWART HEADS CHICAGO OFFICE APPLIANCE 
MANAGERS 

James T. Stewart of W. S. Gilkey Printing Company 
was elected president of the Office Appliance Man- 
agers Association of Chicago at a meeting held at 
Medinah Athletic Club September 8. Other officers 
include Harry Shifflette of Marchant Calculating Ma- 
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FOR WOODEN CHAIRS, 
TABLES, ETC. 











Bassick 


RUBBER CUSHION SLIDES 
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FOR METAL CHAIRS 
AND EQUIPMENT 








FLOOR PROTECTION 
EQUIPMENT 


You'll find it easier to sell BASSICK—the 
outstanding line of quality products 
for office equipment dealers. Write for 





FOR STEEL 
TUBULAR 
CHAIRS 
AND 
FURNITURE 











complete catalog and information. 











DRIVE-ON AND SOCKET 
TYPES SPREAD OUT THE 
WEIGHT AND PROTECT 
FLOORS 


“DIAMOND- 
ARROW” BALL BEARING—THE 
ACCEPTED STANDARD OF QUALITY 







FOR WOOD 
TO FIT 
STANDARD 
CASTER 
SOCKETS 












“ATLASITE” DESK CUPS 





FOR DESK AND TABLE LEGS 

















GLOVE-FITTING RESILIENT 
RUBBER DESK SHOES 








THE BASSICK COMPANY «BRIDGEPORT, C 


The world’s largest manufacturers of Casters and Floor Protection 


ONNECTICUT 
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EXECUTIVES AND DELEGATES AT THE GLOBE-WERNICKE SALES CONVENTION IN CINCINNATI 


From all points of the compass they came—the district 
managers and representatives of The Globe-Wernicke 
Co.,—to attend the firm’s annual sales convention at 
the general offices in Cincinnati on September 7, 8 


chine Company, vice-president, and Sanford Cundall 
of Stromberg Electric Company, secretary-treasurer. 
J. E. Chestnut of Ditto, Inc.; W. A. Ireland of Todd 
Sales Company; Albert H. Foxcroft of L. C. Smith & 
Corona Typewriters Inc; W. H. Roquemore of the 
Multigraph Sales Agency and V. W. Evans of Standard 
Mailing Machines Company were appointed to the 
board of control. J. B. Ward of the Addressograph 
Sales Agency was made chairman of the program com- 
mittee, with Mr. Ireland, Mr. Foxcroft and Norman 
Collister of the typewriter division of Internationa! 
Business Machines Corporation, to complete the com- 
mittee. Plans have been started for unusual activity 
in the organization starting with the first meeting of 
the new year, which will be held the second Friday 


in October. 
—_><- — 


and 9. Seated in the front row, fifth and sixth from the 

left are General Sales Manager Harry C. Anderson, 

who presided at the meetings, and Sales Promotion 
Manager C. W. Hamilton. 


ENTHUSIASM MARKS GLOBE-WERNICKE SALES 
MEETING 

High enthusiasm and a decided optimistic outlook 
for the office furniture business in 1940 were the 
highlights of the annual sales convention of The 
Globe-Wernicke Co., held at the general offices in 
Cincinnati, on September 7, 8 and 9. 

From every section of the country the delegates 
came, each ready to add his bit to bolster up the 
chosen theme of the conclave which was “Creative 
Selling.” The meeting was called to order on the sev- 
enth with the key address being delivered by J. S. 
(Jerry) Sprott, president of the company. Harry C. 
Anderson, general sales manager, presided and did a 
creditable job in keeping the meetings interesting as 
well as instructive and introducing the speakers to the 
assembled delegates. Another executive of the com- 


BANQUET ENDS ESTERBROOK SALES MEETING.—Headed by Chairman of the Board Edward S. 

Wood and President Albert G. Frost, members of the sales staff of the Esterbrook Pen Company, 

Camden, N. J., recently held a successful and enthusiastic sales meeting. Many important company 

matters were discussed and the assembled delegates to the convention were given details of the 

company’s extensive advertising and sales plans for 1940. Forty-three persons attended the meeting 
which was in charge of Sales Manager Robert N. Wood. 
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T- tion of the clear depth of a file drawer that can be 
ve used for conveniently accessible filing after making 
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ang allowance for working space in rigid front files is 


a minimum of four inches per drawer. With 
Super-Filer, the working space is ADDED when- 
ever the swing front is opened, and therefore, no 
deduction for working space should be made — the 
entire clear depth of the Super-Filer is FILEAGE. 
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pany who was much in evidence during the convention 
was Sales Promotion Manager C. W. Hamilton who 
nobly did his bit that the visitors should thoroughly 
enjoy themselves. 

Those in attendance at the gathering and who are 
pictured in the accompanying photograph were: 
Arthur R. Frey, George S. Long, H. J. Warnock, H. B. 
Elmer, Charles W. Hoover, John B. Hibbard, R. W. 
Sprott, Ben Roth, E. G. Rahe, Stanley Wright, P. H. 
Leonard, L. J. Schubert, D. T. Ryce, Nelson Cady, 
George Gilpatric, Charles Finke, Herman Hammer, 
W. Grogan, Claud Allen, W. F. Gammage, C. R. Miller, 
Jack Pickett, Ben Guyger. 

J. P. Drane, Newell Woods, Walter Sandmann, Al. 
Spiess, George B. Blaine, George Handorf, J. N. 
Roberts, Jr., Jack Fallon, Jack Eggers, J. A. Schwae- 
gerle, Harold Dearwester, T. Hart Fischer, Gordon 
Corken, J. D. Birchard, F. E. Kebler, Gordon J. Kickels, 
G. Burneston, F. F. Braun, Al. Sietz, C. H. Berry and 
Paul Kent. 

—_—__0—=-0-—____- 
WICHITA STATIONERS REORGANIZE 

A group of Wichita stationers met in executive ses- 
sion on the night of September 5 and reorganized the 
Wichita Stationers Association, which includes the 
following firms: Cast Office Supplies, Inc.; Coleman 
Typewriter & Office Supply Company; Goldsmith Book 
& Stationery Company; The Johnston Press Company, 
and Tanner Book & Office Supply Company. 

After the election of Ralph Bauman, Cast Office 
Supplies, Inc., as president, and Allen Pickarts, Tanner 
Book & Office Supply Company, as secretary of the 
new association, a round-table discussion was held by 
the various members and salesmen of the above insti- 
tutions for the purpose of working in closer harmony 
with each other for the ultimate benefit of the con- 
sumer and a stronger alliance with the manufacturers 
and their representatives. 

In addition to the regular monthly business meet- 
ings. members of the new association meet for lunch- 
eon every Friday at the Lassen hotel for a “get 
together” of good fellowship and to bring up things of 
general interest. Travelers who may be in Wichita on 
Friday are welcome to attend the luncheon and meet 
with association members and their salesmen 

—s. 


MICHIGAN STATIONERS HOLD FIRST OUTING 
The Stationers Club of Michigan held its first outing 
on September 13 at the Green Lake Country Club 
with sixty persons in attendance. A golf game was 
the principal attraction although many of the visitors 
enjoyed other sports including horseshoe pitching, 
baseball and races a number of fine prizes being 
awarded contestants. A dinner and dancing brought 
the day to an end. 
cae hal sesintasee 
SQUARE CLUB RESUMES MEETINGS 
Ending the usual summer adjournment, the Station- 
ers Square Club of Greater New York on September 
28 resumed its regular meetings with a gathering in 
the Greeley room of the Governor Clinton hotel. After 
the business session dinner was served and plans dis- 
cussed for the coming season. 
- —— 
ILLINOIS RIBBON DEALERS TO MEET 
The Illinois Carbon Paper & Inked Ribbon Asso- 
ciation will hold its regular meeting on October 9 at 
the Atlantic hotel, Chicago, according to a notice 
issued by Secretary H. R. Holden. The meeting will 
be preceded by luncheon set for 12 o’clock noon sharp. 


*—- 


BURROWS BROS. IN NEW HOME 
The Burrows Brothers Company of Cleveland has 
moved its Euclid-105th store to larger quarters at 10030 
Euclid avenue. The store is 32 x 100 feet, 50 per cent 
larger than the former store, and has been remodeled 
with an improved front and modern fixtures. Burrows 
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opened this finer branch store a little less than a year 
after their main store at 633 Euclid avenue was com- 
pletely remodeled, and again are expressing in action 
their confidence in business improvements during the 
coming year. 

The new fixtures, of walnut with maple trim, dupli- 
cate those in the main store, and again carry out 
Burrows’ principle of displaying as much merchandise 
as possible in the most easily accessible fashion. All 
show cases are lighted with the new fluorescent lights, 
which makes the merchandise stand out more clearly, 
and at the same time do not produce heat. The walls 
are painted with an attractive shade of green. 

Because this is a neighborhood store, a specialty is 
made of gifts, fountain pens, books, greeting cards, as 
well as a complete line of office supplies. The new 
store has made it possible to increase displays of such 
merchandise materially. Frederick O. Wagner, man- 
ager of Burrows’ Euclid-105th store, says, “We have 
already been in the new store long enough to discover 





EXTERIOR AND INTERIOR OF THE BURROW BROS., NEW 
STORE IN CLEVELAND. 


that these improved displays have been effective in 
increasing sales.” 

Most prominent feature of the front of the store is 
the large “Burrows” zeon sign which hangs vertically 
above it, and which can be seen for blocks. The store 
was probably the first in Cleveland to make use of the 
new white zeon letters in a store sign. There is more 
adequate window space than in the old store, but the 
larger windows brought Burrows two problems. They 
realized it would be advantageous to give the rounded 
doorway windows an appearance of greater size. They 
wished, also, to induce passersby to look at individual 
items in the larger window, rather than see it only in 
a quick glance. This 15-foot window can not be trim- 
med as a unit, except during special seasons, as in 
this type of store a variety of merchandise must be 
displayed in this window. Carl Gaertner, one of Cleve- 
land’s leading artists, and the son of the company’s 
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ew Neva-Clog J-60 Stapling Plier 


TEMPORARY 
FASTENING 


PERMANENT 
FASTENING 


a 


PRICE $3.50 
With Anvil A NEW With Anvil 
Outward Inward 
Temporary NEVA-CLOG Permanent 
Fastening STAPLING PLIER Fastening 


NEVA-CLOG now offers a dependable Stapling Plier 
that will deliver either a temporary (spread), or a per- 
manent (clinched) staple. 

The anvil is easily and quickly set at either desired 
position by slight pressure on a button in the base of 
the lower jaw. It is simple and fool proof, and remark- 
ably efficient. 

This new NEVA-CLOG J-60 fills the demand in many 
offices for a temporary fastening device which is prac- 
tical, efficient, portable and durable. It has all the 
exclusive features of the famous NEVA-CLOG J-30 
Stapling Plier, plus the temporary anvil feature. 





A rugged, powerful Stapling Machine with 4 to 1 lever- 
age. Will fasten all materials that the staple will 
penetrate without bending. Particularly designed for 
production work and hard usage, but can be used for 
any stapling operation within its capacity. Delivers a 
strong sharpened staple and clinches it securely even 
in light material. Safety Lever and Ejector Bar make it 
clog-proof so that it will give constant production. 
Easily and quickly loaded with NEVA-CLOG A-1000 

or L-1000 Staples. Guaranteed. 


“FASTEN THINGS TOGETHER” 














This is your Fall 
Buying (atalog.. 


There are many uses for NEVA-CLOG Stapling ma- 
chines in offices, stores, shipping rooms, warehouses, 
manufacturing plants, greenhouses, dry cleaning estab- 
lishments, laundries; from fastening correspondence to 
assembly operations in manufacturing. 





MODEL J-30 STAPLING PLIER $3.00 


MODEL J-30 is light in weight, yet rugged. Requires but 
little space and can be put into the desk drawer or 
pocket when not in use. Indispensable for vertical filing 
or for attaching material to a permanent card. Uses 
DJ340 NEVA-CLOG Staples 





MODEL B-100 STAPLING PLIER $5.00 
For heavy duty and for fastening of tough materials, 
this machine uses a broad flat staple. Fastens such 
materials as fibre, softwood baskets, veneer wood, 
leather and belting. Used for sealing heavy paper or 
cloth bags, packages of corrugated board, and similar 
difficult operations. 

Features: Powerful leverage, durable, fool-proof. Staples 

used: NEVA-CLOG B-%. 

Colorful, sales-impelling displays, folders, and blotters 

GRATIS, help you increase your profit and maintain 
turnover. Write. 


|NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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pan EQUIPMENT 


- VISIBLE RECORD EQUIPMENT . . . sizes, styles and types for every busi- 
ist ness record need . . . outstanding construction and ease of operation . . 
large library of stock forms . . . complete display and demonstration equipment . 
sold only through exclusive franchise dealers. 















2. "i STEEL AND INSULATED FILES . . . Six complete lines with many exclu- 


wT ~ sive, sales-building features . . . sold through exclusive franchise dealers. 


as STEEL DESKS AND TABLES . . . exclusive, “vibration dampened” con- 

3 - ry * . . * 

* struction... executive, modern and general office designs in a wide range of 
sizes and models, competitively priced. 


4 "i DUPLICATOR STENCILS AND INKS... . the uniform, dependable quality 
is of these duplicator supplies will win friends and produce a most profitable 
volume of repeat orders for your business. 


he MAK-UR-OWN INDEX TABS... . highest grade of materials . . . precision 

5 - ~ BD “ 

(sf > manufacture . . . most complete line of sizes and styles . . . enable you to 
serve every indexing need. 


‘. hs LISTING INDEX EQUIPMENT .. . effective equipment in several practical 


forms for visibly indexing all lists requiring fast and accurate reference. 


7. 9a FILING SYSTEMS AND SUPPLIES . . . simplified, easy to sell and demon- 
l* strate card and letter filing systems. . ealty folders and guides for all filing 
purposes including the famous Visible Name Celluloid Angle Tabs. 


8 bi CERTIFIED SAFES . . . a complete line of fire-resistive Safes, Chests and 
“ (T Burglary Chests bearing both Underwriters’ and S.M.N.A. certifications for 
the efficient filing and protection of every kind of record. 


a SELLING AID... you will find the entire Victor organization primarily 

9- i"? interested in helping you to SELL Victor equipment profitably. Displays, 
literature, demonstration equipment are available for your use . . . plus complete co- 
operation from Victor field representatives. 


the profit-building Victor Franchise 
THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 
NORTH TONAWANDA, NEW YORK 
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secretary, H. Fred Gaertner, solved both problems. 
Two black lines were painted across the breadth of the 


windows, dividing them into three sections. The larger | 
of the curved windows is mirror-backed, and the re- | 
flection of the black lines gives the illusion of a cir- | 


cular window of twice the actual size. The large win- 
dow is seen by the passerby in three parts, rather than 
one. An additional result of this distinctive black 
line has been curiosity of passersby—people frequently 
run their fingers along it. 

Customers are telling how much they like the new 
store, and how great an improvement they consider 
it, says Gordon B. Bingham, president of The Burrows 
Brothers Company. “It is very gratifying indeed to 
have our efforts meet such a response. You know, this 
was our first neighborhood branch, opened seventeen 
years ago, and inaugurated our policy of stores in im- 
portant outlying districts of greater Cleveland. It has 
made us many friends, and we are glad they are find- 
ing the new store such a convenient place to shop.” 

—— oe 


POSTAGE METER COMPANY LAUNCHES LARGEST 
SALES EXPANSION IN ITS HISTORY 


Coincident with launching the largest sales expan- 
sion in its history, The Postage Meter Company, 
through Wilbur R. Greenwood, vice-president and gen- 
eral sales manager, announces the following appoint- 
ments, effective at once. 

Elwood M. Davis, former New York branch manager. 
is appointed Eastern division manager, succeeding S. 
W. Sells, now manager of the company’s special ma- 
chines division. 

H. M. Nordberg, former Kansas City, Mo. branch 
manager, is appointed Central division manager, to 
succeed Frank A. Nuttall, recently appointed director 
of sales instruction and sales schools. 

J. A. Lamplugh, former branch manager at Des 
Moines, is appointed to the new post of Western di- 
vision manager. 

New York branch operations are now directed bv 
C. E. Murray; the Kansas City office is now managed 
by J. H. Donaldson, the Pittsburgh office by H. M. 
Jardin, and the Des Moines branch by A. M. Shearer. 
Further branch manager appointments include C. S. 
Berger at St. Louis, Alden A. Carrigan at Dallas, and 
E. P. Davis at Indianapolis. 

Two new sales and service offices were to be opened 
October first; one at Birmingham, Ala., the other at 
Oklahoma City, Okla. They will be managed by A. J. 
Foster and William A. Whiteside, respectively. 

The Postage Meter Company, within another month, 
will have expanded its field sales personnel by thirty 
per cent during a four month period; and sales ac- 
tivities will reach an all-time high with the number 
of branch offices increased to forty, from coast to coast. 

The expansion, according to Mr. Greenwood, is keved 
to an increasing, nation-wide acceptance by smaller 
business firms of the company’s small, desk-type post- 
age meter. It has been further encouraged by a steady. 
uninterrupted rise in U. S. postal revenue as printed 
and collected by the company’s office machines. 

Latest Post Office department figures for 1939 re- 
veal that metered mail postage revenue now amounts 
to twenty per cent of all U. S. postage revenue, as 
against sixteen per cent for the year 1938, when post- 
age meters were responsible for $106,000,000 of U. S. 
postal income. 

spline cea 


FOLDERS INCREASED SALES 


A. A. Peasner of Bartlett’s Office Supplies store, | 


Jefferson City, Mo., believes that wider use of a large 
number of folders, as package inserts and handouts 
in his store, has helped increase sales. The folders 
are in all classifications—covering a mixed group of 
merchandise. They were chosen as handy, available 
material which, Mr. Peasner points out, is often over- 
looked by the office supplies dealer —BART 
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Prepare fora 
LONG RUN! 


A run without printed forms! 
A run of 150 if you wish! 
A clean run—first to last! 


A 2-color run—once through only! 
A PERFECT REGISTER run! 


No fumbling, no fouls with 
these clean-running Master 9 Qo aws 
Backs! he s Gb aet 
No dirty or mis-register J eg 


copies to discard or cause 
mistakes! 


Ideal for 
internal 
shop 
forms, 
invoices, 


etc. 






The ONLY Master form 
that saves printed form 
cost—and also gives you 
contrasty, quick - reading 
2nd COLOR FILL-IN eco- 


nomically! 


No need to “coach” your 
operators: nothing new to 


Reproduce your FORM and 
FILL-IN in one run! 


Just fill-in on typewriter as learn! 


usual (any color you wish) 


. . insert in duplicator drum » 
... and RUN... on BLANK 
PAPER! 


For Information and Demonstration, write: 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
HECTOGRAPH CARBON PAPERS 
BROOKLYN, N. Y. 


188 THIRD AVENUE * 
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It's Here—The “True Mark” 
Office Machine Pad 


A superior pad built to Amesco specifications. 
Based upon our intimate knowledge of what the 
operator of office machines wants and what the 
dealer can serve his customers best with and sell 
the most of. Write, phone or wire today for prices 
and complete details. 


¢ AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
4ddding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Home Office: 


Foreign Of ficesENGLAND, Longs, Ltd., 80 Queen Street 


a London, E. C. 4., England 
and Branches: Tel.—City 1621 


MEXICO—L. Gomez, Jesus Carranza No. 2% 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


ATLANTA—1l11 Pryor Street 
Tel.—Walnut 2443 
DALLAS— 206 Lane Street 
Tel.—2-8894 
NEW YORK CITY—37 Marray Street 
Tel.—Barclay 7-2191 


Branches 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 
Boston—Ames Supply Agency 
136 Federal Street 
Tel.—Hubbard 6895 


Cincinnati—Peter Paul Service 
808 Main Street 
Tel.—Parkway 0866 


Cleveland—Typewriter & Supply Co. 
1006 Superior Ave., N. E. 
Tel.—Main 0136 

Denver—J. S. Stahl & Co. 

926 Seventeenth St 
Tel.—Main 1024 
Detroit—John J. Mooney Co 


169 W. Jefferson Street 
Tel.—Cherry 0355 


Minneapolis—Precision Platen Co. 
126 South Third Street 
Tel.—B.R. 6482 
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Pittsburgh—Standard Typewriter Co 
129 Fifth Avenue 
Tel.—Atlantie 0342 
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St. Louis—Fletcher Typewriter Co. 
806 Pine Street 
Tel.—Main 0843 

; Indianapolis—King Typewriter Exch Seattle—Seattle Platen Mfg. Co 

207 Massachusetts Ave. 


Tel.—Lincoin 9470 


9! Spring Street 
Tel.—E.L. 1576 


LosAngeles—W inder’s Platen Serv.Co Washington—General Typewriter Co 
524 S. Spring Street D.C. 806 F. Street, N. W. 
Tel.—Michigan 0259 Tel.—NA, 2249 
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HIGH COURT RULES ON NEW JERSEY 
FAIR TRADE ACT 

Lower court invalidation of New Jersey’s so-called 
“fair sales act,” banning below cost sale of any mer- 
chandise, was upheld by the State Supreme Court in 
a ruling handed down at Trenton Sept. 16 by Justice 
Ralph W. E. Donges. 

The statute was passed by the 1938 State Legislature 
over the veto of Governor A. Harry Moore. Although 
pressure for its enactment came principally from in- 
dependent retail grocers seeking to curb “loss leader” 
competition from chain stores and super markets, 
terms of the measure were broad in scope and full 
enforcement would have affected every merchandising 
industry. 

The Supreme Court ruling affirmed a decision of last 
fall by Bergen County District Court Judge Berthold 
Vorsanger, who branded the law unconstitutional in 
dismissing an action brought by Harry Lief as presi- 
dent of the New Jersey Retail Grocers’ Association 
against Packard-Bamberger & Co., Inc., operators of 
a super market in Hackensack. 

In upholding the law’s invalidation, Justice Donges 
wrote: 

“There is no definition or wrongful intent or pur- 
pose to limit fair competition or to inflict injury upon 
any one in the present case. 

“Indeed, intent or motive or the existence of injury 
to any one are not essential to punishment under this 
act. Guilt may obtain without knowledge of the 
violation of any of its provisions. 

“A person might believe he was complying with the 
provisions of the act in all respects and find himself 
guilty of its violation because he had purchased goods 
at a price not justified by market conditions of which 
he was unaware, or that he met the price of a com- 
petitor believing such price to be a lawful one when it 
was not a ‘lawful price.’ 

“It (the law) does not anywhere exhibit a purpose 
to accomplish a valid object. It arbitrarily imposes 
restrictions upon trade when no injury is inflicted 
thereby and without resultant benefit to any one. 

“To give effect to this act would be to deprive the 
respondent (Parkard-Bamberger) of its property with- 
out due process of law, in violation of its constitu- 
tional rights.”—-NJNS 


—__— 9-9 ——————__ 


W. P. LEE RESIGNS 


W. P. Lee, who has been associated with the type- 
writer division of Remington Rand, Inc., for more than 
a quarter of a century, has resigned his position as 
branch manager of the Louisville office. Mr. Lee’s 
record in the typewriter industry has been an unusual 
story of achievement and he is known from coast to 
coast for his remarkable success with the largest ac- 
counts in his area. He started out as a typewriter 
salesman in the mountains of Kentucky and was pro- 
moted to the Louisville office as a result of his out- 
standing work there. By hard work and square deal- 
ing, he worked his way to the branch manager’s job 
and in this capacity, built up an unusually strong and 
intelligent sales force. 

Mr. Lee plans to sell various types of office special- 
ties in and near Louisville and he will welcome cata- 
logs and information from firms dealing in such lines 
as he has not yet made all of his connections with 
manufacturers. His present address is 1703 Edenside, 
Louisville, Ky. 

On Friday, September 29, the entire sales force of the 
typewriter division in the Louisville, Lexington, and 
Evansville offices join with the duplicator supplies and 
Remtico supplies divisions of the Company to give a 
party in Mr. Lee’s honor and to award him a token of 
appreciation. 
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Dealers everywhere are enthusiastic over the great sales pos- 
sibilities opened for them with the introduction of the new 
Victor 600. Never before have you been able to offer so 


Victor much in a standard adding machine for so little in price. 


Electrics Surprisingly noiseless — requires no more desk room 
+] {45° than a telephone—hand-size in weight—man-size in work. 
Three models at prices within the reach of any business. 
and Up 
at 
oat 





New Low Prices on Victor 500 Line 


These are the famous Victors, known from coast to 
coast, with new Victor improvements which give you 
added sales advantages. 
Victor offers you a complete line — easier to sell—and 
protected profits. Write or mail coupon for full details. 
Address Dept. OA-10 


VICTOR ADDING MACHINE CO. 
3900 N. Rockwell Street +« + «* Chicago, Illinois 
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Z MORE DEALERS WILL INCREASE THEIR 
PROFITS BY SELLING THE LINE THAT IS 
"MOVING UP FAST" 


Most dealers know a “good thing” when they see it—most 
of them like to back a winner and find it easier and more profitable to do so. 

That is why more and more dealers every month, are protecting their interests for 
the immediate as well as the more distant future by selling the A-S-E line—why A-S-E 
sales again reach new peaks. 

The “hit of the show” line contains genuine sales features and extra values, which are 
easily recognized by most buyers. The wide range of models and prices enables deal- 


ers to meet virtually every size and budget requirement. 


YOU, TOO, CAN MAKE YOUR SALES CURVE GO UP FASTER 
WITH THESE PROFIT-BUILDERS 


ai *s, You'll find it easier to sell A-S-E Bal- 


AURORA 
FILES 





anced Design Filing Equipment because 


it gives you 58 sales producing features 







there is no one feature you must sell 
to cover up the defects of other parts. 


Each of the four full lines of A-S-E Aurora 
Files is a sales leader in its own right—each in- 


cludes a wide range of type, size, arrangement 





and price which enables you to meet the require- 


ments of all your customers. 


Ne A ee ee ee ee UR 


608 JOHN STREET 








OCTOBER, 1939 ini 


REACHES NEW SALES PEARS 





Here's one of the fastest moving products which 
have been made available to Office Appliance 
dealers in recent years. Practically every busi- 
ness organization in your locality needs DS Files 
for storing permanent and inactive records eco- 
nomically and safely. 


| Dean Srorace 


FILES 












A-S-E Dead Storage Files are made in sizes to fit any 
form—cost less than cardboard boxes and shelving—and 
save storage space. First sales are easy, a few phone and 
personal calls start the ball rolling—repeat business is 
assured. 





, . 

, 
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ASE STORAGE AND 
WAROROBE CABINETS 


(73 
WY 


For steady, year around, best sellers 
A-S-E Storage and Wardrobe cabinets 
are hard to beat. With 57 models in two 
complete A-S-E lines there is a size and 
arrangement for virtually every need 

a price to meet most requirements. 








You can sell the Master line to those who de- 
mand De Luxe Cabinets—and the Popular line 
to the others who insist on maximum value at the 
lowest possible cost. 





, a Don’t overlook the BIG sales possibili- 
. ties of A-S-E Aurora Desks and Tables. 

AURORA There are two full lines, built in all 
DESKS popular sizes—both the Diplomat and 
Standard lines are sturdily built and 
have plenty of eye-appeal. 

The new DIPLOMAT line is of modern design, 
available in Light Tan, Gunmetal, Olive Green or Black. Slight additional 
charge for Walnut, Mahogany or Bleached Walnut finishes. Tops of black lino- 
leum, pontoon bases, black trimmed with satin finish, stainless steel bands. 












The STANDARD line is of the attractive, conventional 4-leg design specified by many 
concerns. Available in all standard finishes. 


BE SURE TO HAVE COMPLETE INFORMATION ABOUT THE PROFIT- 
BUILDING POSSIBILITIES OF THE LINE THAT IS “MOVING UP FAST.” 


MAIL THIS COUPON TODAY! AlLStecl-Equip Co., Incorporated 


610 John St., Aurora, Ill. 





Mail catalog and complete infor- 


mation about A-S-E Aurora 


C ©] MPAN Y l INC. eee 


AURORA, ILLINOIS un 


Address 








City State. 





























Unusual Ring Features 








“The Ideal Ring Book’’ With a combination 
of Features Never Offered Before 


@ Multiplicity of rings (two to the inch) give strength of permanent 
binding with advantages of loose leaf. 


@ No tearing out of sheets. 


@ Any kind of paper can be used, even light coated printing paper. 
No reinforcements needed. 


@ Two fingers easily oper- 
ate opening and closing 
levers—without touching 
rings. 


@ Rings lock automatic- 
ally. 


@ Any sheet removable at 
any point without disturb- 
ing any other sheet. 


@ Any size sheet smaller 
than the binder can be in- 
serted. 


@ NEW, striking depar- 
ture—the TRUSSELL 
Shock-Absorbing "Cushion 
Edge.’ Beautifully mould- 
ed curved edge cover that 
rebounds from every shock 
and blow, and keeps its 
luxurious appearance far 
longer than rigid, straight 
edge covers. 





@ Indicating strength of binding @ 


Send for sample book and illustrated literature. 


Light - durable - serviceable - practical — 
AND — ECONOMICALLY PRICED! 


Perfect for all purposes where loose leaf has always 
been desirable, but heretofore not practical. 


TRUSSELL MANUFACTURING COMPANY 


Poughkeepsie, New York 
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OHIO APPROVES POST CANCELLING MACHINES 

The Ohio State Tax Department has authorized the 
use of postage meter cancelling machines to replace 
the decalcomania tax stamps which are now affixed 
to cigaret packages to indicate payment of the two- 
cents-for-twenty-cigarets state tax. The department 
has not yet specified the type of machine to be used, 
however, or determined whether the machines are to 
be purchased by the state, or by cigaret jobbers who 
heretofore received a ten per cent discount for affixing 
the stamps. The discount was reduced to five per 
cent on August 31, it was announced, a saving to the 
state of an estimated $400,000 annually. Both the 
Pitney-Bowes Postage Meter Company of Hartford, 
Conn., and Meters, Inc., of Memphis, Tenn., have of- 
fered to sell the machines to the state. William S. 
Evatt, state tax commissioner, said that a saving of 
approximately $17,000 a year would be made through 
use of the meter machines instead of the decalco- 
mania tax stamps. When the meter machines are put 


| into use, the state is expected to continue to purchase 


decalcomania stamps for the use of small jobbers, but 
wholesale cigaret dealers will find it more economical 
to use the machines, Commissioner Evatt said. Under 
the machine system, a dealer would pay the state 
treasurer for a meter capable of stamping a certain 
amount of numbers on cigaret packages. Instead of 
paying two cents a stamp, the dealer would pay two 
cents a number. The state thus would save the cost 
of the stamps and the expense of handling them, 
while dealers who used the machines also would save 
the cost of putting the stamps on cigaret packages, 
which must be done by hand. If the state purchased 
the machines, an appropriation probably would have 
to be made by the Legislature to pay for them. The 
machines then would be rented to dealers. If the 
state did not purchase the machines, they would be 
sold or rented directly to the cigaret dealers by the 
manufacturer —AK 
=. 

CRAMER IN NEW FACTORY FOLLOWING FIRE 

On Angust 30 a devastating fire which caused thirty 
thousand dollars worth of damage, practically de- 
stroyed the plant of the Cramer Safe and Office Equip- 
ment Company in Kansas City. Among other valuable 
merchandise and equipment that was rendered value- 
less was the display material intended for use at the 
National Stationers Association convention in Boston. 
Substitute furniture samples were sent from a dealer’s 
stock so that Cramer chairs were on exhibit. 

Within three weeks after the fire, the company was 
established in a new location and in production. Sal- 
vaged from the fire were the steel parts of chairs 
which will be reconditioned. Most of the production 
machinery will also be reconditioned. Some new ma- 
chines have been installed in the new plant which is 
located in the 1200 block on Campbell street. The 
company’s retail store is now located at 1205 Grand 
avenue, Kansas City. 

Productions scheduled are now in full operation so 
that the company offers assurance that there are no 
delays in shipments to dealers. 

o—mee 8 — 
MARSHALL-SMITH, INC., EXPANDS SALES STAFF 

Recently Marshall-Smith, Inc., Cleveland, Ohio, 
added the following men to its sales organization: 
Robert Clowes, who joins the loose leaf division of the 
company with years of experience in accounting ap- 
plications and visible record control; Frank Wint, who 
is well-known to the printing industries in Cleveland; 
W. P. Obrien, who has had many years of experience in 
the visible record equipment field. 

Marshall-Smith, Inc., is a progressive organization 
that has established a fine record in the sale of Post- 
index visible systems. R. M. Fraser of the company 
is in charge of the visible records division. The com- 
pany’s loose leaf division has also made a successful 
record under the managership of R. R. Roeder. 
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Now... 


YOU CAN SELL A COMPLETE LINE 


VICTOGRAPH DUPLICATORS and the complete line 
of VICTOGRAPH Supplies for duplicators of all 
makes open a new source of supply for Dealers 
who want the profitable volume that can be de- 
veloped in this market. 


VICTOGRAPH introduces many new and exclu- 
sive features into the field of gelatin-process dupli- 
cators—both in simplified operation and improved 
efficiency; and in the complete new line of improved 
supplies which offers users of both gelatin and 
liquid duplicating equipment new savings in time 
and expense, and a wide range of application. 

Schools, churches, institutions, hotels, restaurants, 
offices—all are immediate prospects for VICTO- 
GRAPH, and their purchase of supplies offers you an 
endless source of repeat sales. 


Sell Rolls and Films For 
Duplicating Machines 


Rolls and films to fit gelatin type duplicating machines 
may be had from VICTOGRAPH. Here is another 
profitable volume of business now available for Victo- 
graph Dealers. Write us and learn if your territory 
is still open. 


CTOGRAPH CORPORATION 


‘653 W. RANDOLPH + + CHICAGO 
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100 DUPLICATE COPIES 5 CENTS 
__ , FOR Less MINUTES 
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Latest Bevelopments 


plus Superior merchandise Z 

give Quality Park dealers 

a decided advantage over Ea 
competitors = 





We now give you the Newly Improved 


Seathersid, Slide Fastener Wallet 


Adjustable to any expansion, with new patented ‘ 
triple reinforced flap which increases wearing quali- 
ties and prevents ‘‘dog-ears.”" 


i 9 Rrcnwnilllone Dil, File 


Preferred over others because of its smarter 
appearance and heavy rigid cover which pre- 
vents warping. Available in either black or 
gray covers with Ajico-Grip celluloid tabs or 
cloth tabs A-Z and 1-31. 


Also made with 8 or 12 insert- 
able tabs with printed headings. 





Champion Clasp Envelopes 
Plated metal clasps with smooth edges will not a 
injure fingers. | ve ne dt | 


Made with extra well gummed, deep flaps and | 
wide seams that give that added protection to = 


heavy mail. gt: ay | 
Ohibet Your Supply Vow! SF 


It will pay you handsome profits! 


QUALITY PARK Ld 
ENVELOPE CO. © 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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SOME CUSTOMERS HAVE MORE MONEY 

We have heard so much about decreasing incomes 
that we have come to believe no one has as much 
money to spend as formerly. As a result, we do not 
expect a business man to spend any more money for 
a set of books than he absolutely must spend. We do 
not expect a customer who bought a rebuilt typewriter 
last time to buy a new one this time. 

A prominent business man said the other day, “A 
dozen years ago my selling talk was all for interesting 
people in buying better quality, now I seem to be 
satisfied if I can sell them the same quality they’ve 
had before.” 

There has been some reason for this tendency on the 
part of many people selling stationery and office sup- 
plies. There have been many men who have had to 
curtail expenses, who have had to buy cheaper prod- 
ucts or, at least, refrain from buying better products. 

Mr. Greene comes in to look at waste baskets. 
may have paid 35 cents for a tin one last time, or 
perhaps 90 cents for a fibre container. He says, “My 
waste basket is all shot. I want to get a new one. It 
was a fibre affair and I paid seventy-five cents or a 
dollar for it.” 

Am I going to get out one of the 90-cent baskets 
and say, “Yes sir, here is one just like the one you had. 
Ninety cents. Thanks you, Mr. Greene.” 

It may be that Mr. Greene is doing pretty well, is 
making more money, has improved his office equip- 
ment. He might be interested in a steel waste basket 
at $2.50. I ought to know something about the cir- 
cumstances of many of my customers and know 
whether their incomes have increased—as indicated by 
the way they are living and managing their affairs. I 
ought to be looking for opportunities to step up their 
purchases, instead of being satisfied to make repeat 
sales of a mediocre product. 

“TI want to get another four-drawer letter file to go 
with one I got of you a year ago,” a customer told 
me. The file he had bought before was one costing 
him about $22.50. At that time he had thought that 
was a lot of money for a letter file when he could get 
something of the sort from a department store for 
something like $16.50. 

The easy thing to do would, of course, be to sell him 
another $22.50 file, thinking it would be enough to get 
him to pay the present price, up to $25. But I re- 
called noticing that man had bought a new car of 
better grade than his old one. He looked better 
dressed than usual. I said, “You bought the best file 
to be had for the money last time, but you are en- 
titled to have better equipment than that. Let me 
show you our $35 grade.” 

I showed him the better file. I got him interested 
in it. I offered to take his old file as a trade in— 


if he would take two of the $35 files, so his files would | 


match up and be a higher class outfit. I made the 
sale. 

People will come back and buy the same quality 
again and again, when they can afford a better grade. 
They have been getting along well enough with what 
they have been using and it does not occur to them to 
get something better. It is up to the salesman to 
boost the quality. 

It is well to remember thai, no matter what general 
conditions may be, they are always some people whose 
incomes are increasing, making them good prospects 
for better goods. And there are others, with incomes 
not increasing, who will stretch a point, go without 
something else, in order to buy a better quality prod- 
uct for which they have been led to develop a fancy. 
—FF 
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GIVE THE EMPLOYEES A PRODUCTIVE PART 
IN THE STORE 


Service specializations have become an important 
part in the personnel training program of the Hall 
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announce 


the new index catalog the sta- 
tionery trade has been await- 
ing. A complete new colorful 
56-page catalog devoted en- 
tirely to indexing and indexing 
problems. If you have not re- 
ceived your copy, don’t wait, 
fill in the coupon below. 


G. J. AIGNER COMPANY 


503 S. Jefferson Chicago, Ill. 








~ the 


G. J. AIGNER COMPANY, Dept. L 
503 S. Jefferson 
Chicago, Illinois 


Please send me a copy of your new complete 
index catalog. 


Firm Name 
Address 

City and State 
Individual Name 


i i i i in 
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Old Chris Columbus hit the biggest jack-pot of his life in October— 
and he did it with nothing more than three stout ships and the urge to 
it’s called the urge to 
The 


5,364 months later... 
“three stout ships.’’ 


adventure. Today .. . 
profit. You've got the urge—we've got the 
jack-pot is waiting for you! 


YOUR “NINA” —the Premier Noiseless 
Rebuilt—one of the greatest values ever offered. 
It's entirely rebuilt by its original maker—every 
worn part replaced—the case refinished to look 
like new. You can sell 'em and forget ‘em, so 
far as service headaches are concerned. Low 
prices? Send for your copy of the latest price 
list, and see! 


YOUR “PINTA”’ — a choice and 


" in all makes 














complete line of ‘‘roughs 
at very attractive prices. Real profits for 
you here if you like to tinker and have 
the time and facilities. 


YOUR “SANTA MARIA”’— the Sales and Service Manuals for 
the Premier Noiseless Factory Rebuilt. Every page of each book is 
crammed with money-saving and money-making ideas. Either or both 
will be sent free of charge to any legitimate Typewriter Dealer in the 
United States. If you haven't asked for yours, do so today. 

Let us play the part of Queen Isabella in your search for new trade 
routes to bigger profits. For 59 years we have been outfitters for hun- 
dreds of progressive Columbuses who come back again and again for 
famous AWMCO service. What better month than October to join 
them? Write us today! 


AMERICAN WRITING MACHINE CO. 


115-117 Worth Street, New York 


EST. 1880 
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| Stationery Co., of 623 Kansas, Topeka, Kan., during a 











recent period, John A. Crow, manager, reported re- 


cently. 

The Topeka firm prides itself on the fact that five 
salesmen on the floor have come up through the ranks, 
beginning as delivery boys. Putting in a repair de- 
partment for fountain pens, another for cameras, 
which are a special department in the store, and 
printing of greeting cards and social stationery is all 
part of a program designed to help employees spe- 
cialize in various phases of office equipment and sup- 
plies selling, on the one hand, and giving the public 
better service, on the other. 

The young salesman handling fountain pen repairs 
has had, set up in his own home, a small shop, where 
he does work for customers Tuesday and Friday nights. 
Expense of the shop, including installation cost, which 
was quite small, and parts needed, is carried by the 
store, Mr. Crow explained. 

By setting a definite night each week for the repair 
work, the repairs are regularized, so that customers 
can be told exactly when their work will be ready. So 
popular has the pen repair work become with store 
patrons, the shop has done as high as $300 worth of 
work in a single month. 

The salesman in charge of the camera shop, which 
has been set up in a subfloor location, has been trained 
in one of the manufacturer’s schools. Employees also 
do the greeting card and other social stationery print- 
ing, evenings 

In all cases, the customary iitienabeas of service 
sales price that would be paid in other shops, is paid 
to the salesmen doing the work. The move has meant 
more expeditious handling of repairs, as well as addi- 
tional money in the pockets of the employees.—BART 


*—- © 


AMERICAN MACHINES IN INDIA 

American made office equipment continued in favor 
in India during 1938 but sales of some items were ad- 
versely affected by the prevailing local economic sit- 
uation and the lower prices at which competitive prod- 
ucts were offered. 

This was the gist of a statement issued by Secretary 
of Commerce Harry L. Hopkins through the Specialties 
Division, Bureau of Foreign and Domestic Commerce, 
recently. According to the report, imports of type- 
writers into India from the United States during 1938 
totaled 11,474 units compared with 19,918 units in the 
preceding year, while imports from other countries 
increased to 2,962 units compared with 2,605 units 
during 1937. The two principal reasons influencing the 
reduced sales of American typewriters were an “un- 
fortunate” economic situation which prevailed in India 
during most of the year and an increased sale of com- 
petitive machines resulting from price cutting. 

While India has always offered a good market for 
American typewriter ribbons and carbon papers, and 
continued to do so all through 1938, the demand for 
carbon papers was stronger than that of ribbons, the 
report stated, due to the fact that a large American 
typewriter manufacturing concern distributes high 
quality ribbons with its typewriters. Competition, 
nevertheless, is keen, particularly from domestic manu- 
factures which are sold at a lower price. Domestic 


| manufacturers of carbon paper account for a large 


sales in India, while a good quality 
British paper offered in the market can undersell 
American paper of a similar quality because of the 
duty preference accorded imports from Great Britain. 

Sales of adding machines in India during 1938 de- 
creased compared with 1937, and calculating machines 
of American manufacture lost some ground during the 
year as a result of prevailing economic conditions, but 
encountered very little additional competition. Book- 
keeping and calculating machines and cash registers 
were in good demand—the year 1938 being the first 
in which bookkeeping machines had been employed. 
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how to increase your card index 
business is new and different—you 
should be interested if you want 
_to learn how to individualize and 
increase your sales of blank and 
ruled index cards. The way we 
will know you’re interested is to 
receive a letter from you asking 
to be shown. Without obligation. 


THE WEIS MANUFACTURING COMPANY 
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Dealers who have taken on our 


steel products are generous in 
their praise of this new Weis line. 
Especially do they comment on 
the quality of the product. If you 
want something new, that will 
sell, add single and double card 


index cabinets that are made from 





THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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When you have a customer wanting 





desk letter trays, show them the 
line— and 
sale is made. You can talk quality 
for this new line and it will 
let you down. Let us prove this 


“quality” argument to you, soon. 








THE WEIS MANUFACTURING COMPANY 


Ne gt te eo, 


MONROE, MICHIGAN 
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Wad cei-v-seat 





Most every time a dealer re- 
orders guides with the Cell-U-Seal 
protection, the order is larger 
than the previous one. Dealers 
who really push Cell-U-Seal are 
reaping good profits. They sell 
fewer plain guides but more 
Cell-U-Seal. Our sample sets 
help make sales. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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PASSED AWAY. 


HARRY ALVAN MORGAN 


One of the sad events of recent weeks and an event 
which brought sorrow to his family and large number 
of friends, was the death on August 30 of Harry Alvan 
Morgan, president of the Stationers Corporation, Los 
Angeles, and twice president of the National Stationers 
Association from 1933 to 1935. 

Born November 7, 1878, at Fisher, Ill., Harry Morgan 
started his business career at the age of sixteen when 
he began traveling the Middle West and Rocky Moun- 
tain areas. He worked these territories for a number 
of years, gaining vast experience and making a num- 
ber of lifelong friends before he moved to Los Angeles 
in 1910. 

From that year until he organized the Stationers 
Corporation in 1920, he was associated with Cunning- 
ham, Curtis & Welch, and later with the H. S. Crocker 
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THE LATE HARRY A. MORGAN 


Company. His long experience in the field plus a natu- 
ral business ability gave him a rare capacity for judg- 
ing realities and, while noted for .1is common sense, 
he was also distinguished for his philanthropy. He 
was ever ready to extend the helping hand and took 
especial delight in aiding young people who proved 
themselves worthy. 

In 1936 he continued his deep interest in the sta- 
tionery industry as a whole and his abiding affection 
for his hundreds of friends within its ranks with une 
result that he was elected vice-president of the Sta- 
tioners Association of Southern California in 1936 and 
president in 1937. His unceasing efforts on behalf of 
that organization so impressed the membership that 
he was asked to again serve a term as vice-president 
when his presidency ended and he complied, holding 
that position at the time of his death. 

Business was flourishing when Harry Morgan formed 
his own company in 1920 and it took but little effort 
to make a go of things during the next nine years. 
But, with the market crash of 1929 and the subsequent 
years of the depression the business ingenuity and firm 
hand of Harry Morgan at the wheel showed themselves 
and steered the business safely through the storm and 
into calmer waters. 

Mr. Morgan is survived by his widow, Mrs. Susanne 
Morgan; a son, George O. Morgan, both of Beverly 
Hills; a sister, Mrs. Elizabeth M. Googins of Santa 
Monica, Calif., and a brother, Frank Morgan, of Heald- 
ton, Okla. 

y ol 
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G. P. CONARD 
George P. Conard, seventy-five, former secretary otf 
the Wagner Typewriter Company, predecessor of the 
Underwood Typewriter Company, and father of Fred- 
erick W. Conard of Hartford, Conn., a vice-president 
of the Underwood Elliott Fisher Company, died Sep- 
tember 9 at his home in Brooklyn, N. Y. At the time 











EASY TO USE 


| LET THE DICTAPHONE SIMPLIFY YOUR 
OFFICE WORK 


Dictaphone is one of the takes care of anything you 
simplest methods of dou- have to say. 
bling your ability to get 


| 


It is equally simple for 
your secretary to tran- 
scribe. She transfers your 
dictated cylinder to a 
transcribing machine and, 
through earphones, she 
hears your voice—word 


work done! It has proved 
its value in thousands of 
progressive business of- 
fices all over the world 
To dictate, you merely lift 
the speaking tube from 


the hook, speak normally : , 
; ‘ for word!—exactly as you 
into the mouthpiece } . 

‘ have dictated. She may 
and your words are clearly 


Start and stop it at any 
point and listen back at 
will. 


engraved on a revolving 
wax cylinder 
| The Dictaphone records ; 
| a After a cylinder has been 
your voice exactly ... no 
transcribed, a shaving ma- 
matter what language or : 
3 chine removes the thin en- 
technical and unusual . * 
graved portion of the wax 
words you use. And at any . 
and each cylinder may 


time you may stop and lis 
; thus be used many more 
pases — to what you have times. Dictaphone equip- 
said. Notes, correspond- ment consumes only a 
| ence, ideas and memoran- negligible amount of elec- 
da .. . the Dictaphone trical current. 


| Get the facts about this modern method of dictating! 
' 


Mail the coupon below TODAY! 





Model A-12 
Dictating Machine 


Model B-12 
Transcribing Machine 


These machines are also available in De Luxe and Progress Cabinets 


DICTAPHONE CORPORATION 


420 LEXINGTON AVE., 
NEW YORK CITY 


The word ‘‘Dictaphone’’ 1s the registered trade-mark of the Dictaphone Corpo- 
ration, Manufacturers of Dictating Machines and Accessories to which said 


trade-mark is applied. 





DICTAPHONE CORPORATION —QA-10 
420 Lexington Avenue 
New York City 
In Canada—Dictaphone Corporation Ltd. 
86 Richmond Street, West, Toronto 


..l should like to talk with someone about the loan of a 
Dictaphone at no expense to me. 


....Please send me a copy of “‘The Dictaphone System.”’ 


Company... 
TT ET I A 
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NOW ALL HARTER 


FOR OFFICE USE ARE 

















NO. 31C PO 
SEAT HEIGHT 


NO. 74R EXECUTIVE POSTURE CHAIR 


‘to 20%" 





POSTURE CHAIRS 


Sel Fitting 
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NO. 35C POSTURE CHAIR 
SEAT HEIGHT . . . Adjustable 17” to 21” 


STURE CHAIR 


Adjustable 17” to 21 


SEAT HEIGHT Adjustable 17! 
SEAT— Moulded Foam Rubber on Metal Grill SEAT i2=i6 xix SEAT — 14'2" deep x 16" wide x 23," thick. 
SEAT WIDTH whe £28723 BACK —5" x 15" x 1” with rounded ends BACK 5x 15"°x 1" with rounded ends. 
BACK — Self-Fitting . 13" 216° =.2% .. BASI : 1‘’ O. D. Tubular Steel BASI . 1 O. D. Tubular Steel. 
ARMS 13" overall — 3” wide CASTERS MAL Diam. Atlasite Wheel CASTERS — 158" Diam. Adlasite Streamlined 
UPHOLSTRY — Leather — Imitation Leather No. 31C-22—Seat height adjustable 22” to Hooded Wheel 

Frieze 6" with 19” footring No. 35C-22—Seat height adjustable 22” to 
CASTERS Soft Rubber — Ball Bearing No. 31C-28 —Seat height adjustable 28” to 26" with 19" footring 
No. 74-- Same as No. 74R except tilting seat 32° with 1 footring No. 35CA Same as No. 35C except with 

and rigid back No.31CA~ Same as No.31C except with arms arms 


ARTER REPEATS—with important 
news to office equipment dealers: 
Now, all Harter Posture Chairs for office 
use are self-adjustable. From the lowest to 
the highest in price these famous posture 
chairs for offices are self-fitting. This is of 
great dealer importance because the ad- 
justment feature eliminates the need for 
special fitting service. 
The back adjustments—vertical and hori- 
zontal—and the seat height adjustment are 
made by means of quick acting hand con- 


THE 
STURGIS, 


trols. The occupant of the chair makes each 
adjustment—each is simple and positive. 


Of further interest to dealers are the foam 
rubber cushions on ventilator rests. These 
special seats—insuring extra comfort—are 
an exclusive feature on Harter Posture 
Chairs. They are standard equipment on 
most of the chairs in the office line. 

Please note: If you are not a Harter Dealer 
perhaps you would like to know more 
about the Harter Dealer Plan. We invite 
alert dealers to write us. 


HARTER CORPORATION 


MICHIGAN 
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of his passing, Mr. Conard was president of the Rail- 
way Equipment and Publication Company, of New 
York City. 

Born in Philadelphia, he was employed as a young 
man by a number of railroad companies, including the 
West Shore & Buffalo Railway and the Pennsylvania. 
In 1890 he purchased an interest in the Official Rail- 


way Equipment Register, which was incorporated as | 


the Railway Equipment and Publication Company in 
1892. He served as president since its incorporation. 
Besides also being one of the organizers of the former 
Underwood Typewriter Company, he served as its 
secretary at one time. 

Mr. Conard was active in the affairs of the Presby- 
terian church, of which he also was an elder, and 
from 1906 to 1928 he was chairman of the Synodical 


National missions in New York state of the Presby- | 


terian church. He was a member of the Union League 
Club, of Chicago, and the Transportation Club of 
New York. 

Besides his son in Hartford, he also leaves his widow, 
Mrs. Helen M. Underwood Conard; and three daugh- 
ters, Miss Edith Conard and Mrs. R. Whitney Gosnell, 


both of Brooklyn, and Mrs. Frank L. Gosnell of Au- | 


burn, N. Y.—NJNS 


Tr br + 
E. I. BAER 


Edwin I. Baer, for thirty-nine years proprietor of 
a stationery and office supply store in Canton, Ohio, 
and an enthusiastic member of the National Sta- 
tioners Association, died September 5. He was sixty- 
three years of age. 

Born in New York City on February 14, 1876, Mr. 
Baer was ten years old when his parents moved to 
Canton. There he attended grade school and business 
college. In 1894 he started work as a stenographer 
in a law office, later becoming librarian in the Stark 
County courthouse and, still later, deputy clerk in 
probate court. During this time he diligently studied 
law and successfully passed the bar examination 
although he never practiced. 

In 1900 Mr. Baer with his brother, the late Leonard 
Baer, opened an office supply store in rooms directly 
across the street from the present store’s location at 
216 Market avenue North and occupied these premises 
until 1915 when expanding business and increasing 
stock made larger quarters a necessity. 

Mr. Baer was a noted philatelist and was the owner 
of collections so well Known that they had been 





THE LATE E. I. BAER 


exhibited many times in national and international 
shows. One of his specialties was internal revenue 
stamps. 

At the time of his death Mr. Baer was serving as 
vice-president of the Family Service Society and was 
a member of McKinley Avenue Temple, Rotary Club, 
Canton lodge F. & A. M., Scottish Rite, Stark con- 
sistory. He was a thirty-second degree Mason, member 
of Nazir Grotto and belonged to the chapter and 











We need more 
high unit sales 
like this. 


Says the 
Dealer 












STAXONSTEEL 
INSTALLATION RECENTLY 
COMPLETED AT THE 
DALLAS JOINT STOCK 
LAND BANK ... Dallas, Texas 
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“4 WITH EVERYONE 
CONCERNED 






@® A MERCHANDISING 
STORY witx a MORAL 


Ninety-six voucher size STAXONSTEEL Storage 
Files were recently installed in the vaults of the 
Dallas Joint Stock Land Bank. The user writes, 
in part, “To our knowledge this institution has 
never used a system so completely satisfactory. 


its tops!” 


Completely satisfactory might well be a selling 
slogan for stationers in promoting STAXON-. 
STEEL. It performs with complete satisfaction 
for the user at less cost than comparable storage 
units. It performs for the dealer in selling quickly 

. in volume .. . and repeats without addi- 


tional effort. 


The moral being, of course, that if you are over- 
looking the possibilities of STAXONSTEEL .. . 


or if you are not giving it a fair trial . . . certainly 





you should do something about it! Merchandise 
that sells in such quantities deserves a lot of 


consideration. 


Ready Soon — In ample time for your regular 
transfer season harvest, we will have an outstand- 


ing series of dealer business-getting sales helps. 





BANKERS BOX COMPANY 
536 S. CLARK ST. e CHICAGO us. 























THE HEART of a BUSINESS! 

The ACCO FASTENER illustrated is not a single item 
that stands alone. It is a symbol of a sales-making, 
the broad co-related line of ACCO 


folders, covers and punches in which each product sug- 


profit-building idea 


gests the sale and use of all the others. In conception and | 


in profits it is without parallel in the industry. Write for 


the complete story. 


ACCO 
FASTENERS 


in all capaci- 
ties are avail- 
\ able for all 
|} commercial 
and school 
punchings. 








ACCO 
PUNCHES 


are unsurpassed in 
quality and work 
manship. Designed 
for use with Acco 


Fasteners. ~Yy 







ACCO 
COVERS 


= \ of genuine press- | 


practical and eco- 

ay nomical 
on the 

Yn Made for all sheet 


= | sizes, 





ACCOBIND 
FOLDERS 


of genuine pressboard, are 
the last word in filing pro- 
tection. 

@ 


Write for Catalog 





ACCO 


PRODUCTS. INC. 


39th Ave. & 24th St., Long Island City, N. Y. 





i AN ‘ board are the most | 
VAAL 


binders | 
market. 
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council. He was also a former director of the Canton 
Chamber of Commerce and the Canton Retail Mer- 
chants board. A few years ago he was prominently 
identified with activities of the National Stationers 
Association, being retail director of District No. 5 in 
1935. 

He is survived by his widow, Mrs. Belle Strauss Baer 
and a daughter, Betty, both of Canton. 

Following funeral services interment was in West- 
lawn cemetery. 

bok - 


D. M. WESTON 


Donald M. Weston, president of the Byron Weston 
Paper Company, Delton, Mass., and a World War vet- 
eran, died last month after an illness of only a few 
days’ duration. He was forty-eight years of age and 
was the last remaining member of a prominent Berk- 
shire family. 

Born in Dalton, April 27, 1891, the son of Byron and 
Julia Weston, Mr. Weston was the youngest and last 
survivor of ten children. He received his schooling in 
the grade schools, and graduated in 1914 from the Yale 
Sheffield Scientific school. Immediately after leaving 
school he joined the George D. Barnard Stationery 
Company in St. Louis, where he spent considerable 
time in the plant. From there he returned home and 
entered the Byron Weston company, becoming presi- 
dent of that organization in 1934. 

Mr. Weston possessed an impressive record with the 
A.E.F. during the war. He received a commission and 
was sent to France, becoming attached to a French 
artillery school at Fontainebleau. Later he went to the 
First Corps school in Gondrecourt. He served with the 
Seventh Field Artillery (First Division), remaining 
with that organization when it became part of the 
American Army of Occupation in Germany. 

Actively interested in his company and plant since 
1920, Mr. Weston steered the organization successfully 
through some bad business periods and it was due to 
his business ingenuity that his firm operated without 
interruption all through the depression. 

In 1928 Mr. Weston purchased the 217-acre estate 
which for a period of seven years, beginning in 1849, 
was the summer home of Oliver Wendell Holmes. Mr. 
Weston modernized the house but left a portion of the 
original structure which Holmes had occupied. 

He is survived by his widow, Mrs. Mary L. Weston: 
two sons, Donald M. Jr., and Peter Bryant Weston, and 
one daughter, Miss Joan Weston. 
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C. H. BIRDSALL 


Claude Harold Birdsall, president of the Standard- 
Johnson Company, Inc., Brooklyn, N. Y., and for thirty 
years a manufacturer of coin counting and separating 
machines, died in a Bronxville (N. Y.) hospital from 
a heart attack on August 27. He was sixty-six years 
old. 

Born at New Hampton, Iowa, the son of William and 
Mary Birdsall, he was educated at Cornell College, 
Mount Vernon, Ia. For some time he was in the 
real estate business in Detroit and Chicago and in 
the publishing business in Washington before he 
began the manufacture of the coin machines. 

Mr. Birdsall is survived by his widow, Florine Bird- 
sall; a son, William E. Birdsall, a member of the 
New York City legal firm of Sage, Gray, Todd & Sims; 
and a step-daughter, Miss Virginia Burns, of Bronx- 


ville. 
+ ok + 
H. K. FREEMAN 


Harry Kilbourn Freeman, one of the veteran travel- 
ers of the industry who served the Sanford Manufac- 
turing Company for fifty-four years before retiring 
in 1932, died at his Beverly Hill, Calif.. home on 
September 7. He was seventy-four years of age. 

It was in 1878 that Mr. Freeman joined the Sanford 
organization to begin a career which was to last for 
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Heres Real 
Desk News! 


Yes, news that leads to more sales—more profits—more customer 











satisfaction. Steelease is again setting the pace with two smart lines 






















of roll-edge island base desks that are tuned to the times—one for 
the executive and one for the general office. On your display floor 
the good looks and reasonable prices of these desks will win you 


many a quick and profitable sale. 


These new desks, with their pleasing roll-edges and stainless steel 
trim, their attractive chrome hardware and new rich metallic fin- 
ishes will surprise you with their beauty, efficient working features 
and sturdy craftsmanship. In these desks are incorporated all the 
mechanical and construction features that have made the Steelcase 
**600” line famous. Your customers will “take” to these stream-lined, 
good looking efficiency desks. 

We have just published an illustrated cireular giving the full par- 
ticulars of this impressive new line—sizes, finishes, etc. You owe it 


to yourself to get and study this circular. Address: 


METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan 


(‘STEELCASE 


| Business Lquipm ent 








No. 7720—4 drawer pedestal desk for the executive——66"x 
36”. Steelcase is proud to place its name on this out- 
standing example of the best in metal desks. The desks 
and table shown below are for the general office. 
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more than a half-century. Most of his territory was 
sparsely settled and his mode of transportation was 
a horse and buggy. Roads ranged from indifferent 
to bad, depending upon the season and condition of 
the weather, yet he covered his field efficiently and 
overcame the many obstacles of that day and age 
by utilizing his natural gifts of shrewdness and 
patience. 

One of Mr. Freeman’s lifelong friends is W. W. S. 
Carpenter, president of the Sanford organization, 
who said of him: 

“To know Harry Freeman was to never forget him. 
He made an impression upon one which always 
remained, and his wise counsel will be greatly missed. 
His life was a complete life, beginning with little 
and accumulating considerable. But the greatest 
accomplishment was his friendly helpfulness.” 


! Y Y 
7. "—: = 


C. D. RICE 

Charles D. Rice, vice-president of the Underwood 
Elliott Fisher Company and a director of several bank 
ing institutions and business houses, died Septembe! 
10 at his Hartford, Conn., home at the age of eight: 
years. 

Born in Auburn, N. Y., on April 15, 1859, Mr. Rice 
was first employed as a steam engineer at Union, Pa 
In 1884 he went to Corry, Pa., to work for the Cali- 
graph Company. Four years later he joined the Yos! 
Writing Machine Company at Bridgeport, Conn. 

In 1901 Mr. Rice joined the Underwood Typewrite1 
Company at Bayonne, N. J. He was said to have been 
instrumental in having the company move to Hart- 
ford. In 1907 he was appointed manager and held that 
position for thirty years. 

Mr. Rice was a director of the Phoenix State Bank 
& Trust Company, the Mechanics Savings Bank, the 
Atlantic Screw Company, Colt’s Patent Fire Arms 
Manufacturing Company and the Lincoln Life Insur- 
ance Company 

He is survived by his widow, Mrs. Anna Rice, and a 
daughter, Mrs. V. Russell Leavitt. 
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MRS. M. R. LOWMAN 


Mrs. Mary R. Lowman, wife of James D. Lowman, 
founder of the pioneer stationery house of Lowman & 
Hanford Company at Seattle, Wash., passed away at 
the family home, 820 Boren avenue, Seattle, this Sep- 
tember. Mrs. Lowman was born in 1863 at Williams- 
port, Pa., but came to Seattle at the age of six years, 
and was married to Mr. Lowman in 1881. Active in 
women’s and civic clubs, she was also a member of 
St. Mark’s (Episcopal) cathedral. In addition to her 
husband, now retired from Lowman & Hanford’s big 
stationery and office equipment setup, she is sur- 
vived by two sisters in Carmel, Cal., and two nephews, 
Col. C. E. Hathaway, U. S. A., retired, of Carmel, and 
Hal M. Hathaway, Weed, Cal. Honorary pallbearers 
at the funeral services were names prominent in 
Seattle’s civic and business leadership, including bank- 
ers, doctors, T. M. Pelly, head of Lowman & Hanford 
Company and other leading business executives —CML 

vy v 


v 
x a < x 


EDNA N. DAVIS 

Miss Edna N. Davis, western representative for Ox- 
ford Filing Supply Company and certain other com- 
panies, passed away August 28 at the Swedish hos- 
pital, Seattle, Wash. She became ill about the first 
of July but continued her calls upon the trade for 
another week, when she was compelled by the serious- 
ness of her condition to stop. 

Edna Davis was a woman of extraordinary qualities, 
intensely loyal to her employers and untiring in her 
work. Originally she traveled from Detroit to San 
Francisco. Later she worked from Chicago west, and 
for about fifteen years Denver west. She made an 
enviable record. Dealers in the western states long 
familiar with her sincerity of purpose and ability will 


Have You Seen 


SUPER 
VISIBLE 


The only major develop- 
ment in Visible Record 
Systems Equipment.in 
15 years! 
. 


Greatest Visible Card Capacity. 
& 
No More Space than ‘“‘Blind’”’ 
Files. 
2 
Low Cost—As Low as 1/S5th 
Cost of Ordinary Visible Files. 
eS 
For All Posting or Reference 
Records. 
& 
Group Shifting. 
a 
Small Portable Units. 
* 

Housing Arrangements for 
Every Record Requirement. 
a 
No Matter how large or how 
small record requirements are 
Super-Visible can ideally meet 
them. 

* 


NOW! Visible Records can 

be installed as fast or faster 

and more economically than 

conventional ‘‘blind’’ card 
systems. 


After that you have the valu- 
able benefits of Super-Visible 
Records and Business Controls. 


Write or wire for complete in- 
formation and prices on Acme 
Super-Visible Card Record 
Systems. 


ACME 
VISIBLE RECORDS, INC. 


8 South Michigan 
CHICAGO, U.S.A. 


VISIBLE RECORD SYSTEMS 
EXCLUSIVELY SINCE 1914 





141 

















142 


BULLETIN 
DUPLICATING 


DUPLICATING INhs 
of SUPERIOR QUALITIES 


A new, complete line of Duplicating Inks . . . made 
in 3 grades—Premium—Fast drying and Bulletin ... 
establishes new high standards in inks for all stencil 
duplicators. 

Consider the following special features and the 
yenuine sales advantages they present: 

@ Twelve to fifteen percent more copies per pound. 
Extreme sharpness of character on printed pages. 
Rich, Brilliant black color. 

Minimum penetration into the paper. 
Non-smudging. 
Non-oxidizing, doesn’t dry out in pad or drum. 


Perfect distribution in the pad. 


Minimum offset. 


a for samples 


You will be interested in testing these inks—generous 
samples will be sent on request. 
These New CANODE 
Inks are priced right. . 
full information will be 
sent with the samples. 









MFRS OF 
QUALITY INKS 
FOR OVER 
45 YEARS 


INh SPECIALTIES CO., INC. 


525 S. LAFLIN STREET ...... . . CHICAGO 
FRED B. CANODE, PRES. 


WESTERN DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 
421 Wali Street, Los Angeles, Calif. 
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miss her, as will her employers, the principal one 
remarking, “We have lost a co-worker who cannot 
easily be replaced.” 

rt bt f 


W. J. SENNER 

William J. Senner, for the past six years a sales- 
man with the S. J. Olsen Company, Milwaukee, Wis., 
died recently after a lengthy illness. He joined the 
Olsen organization in 1933 after serving for eighteen 
years with the H. H. West Company. He started with 
the latter firm as a window trimmer and through 
his exceptional ability later became store manager. 
Although beset with an illness of more than twelve 
years duration and the death of his wife in 1934, 
Mr. Senner maintained a cheerful disposition which 
amazed the many friends who will mourn his passing. 
Mr. Senner is survived by a son, William A. Senner, 
who is a member of the Olsen company staff. 


re 


G. P. SPALDING 
George P. Spalding, special representative of the 
Burroughs Adding Machine Company, and well known 
in the office machine and equipment field, died 
September 1 following a heart attack in his home, 
4514 Connecticut avenue, N. W., Washington, D. C. 
Mr. Spalding joined Burroughs in 1924 and during 
the last three years was attached to the Washington 
office as special salesman to government Offices. He 
is survived by a widow, Mrs. Louise Clark Spalding, 
and two daughters, Miss Margaret Spalding and Mrs. 
A. Perry Waterman, all of Washington. 
He ok ob 
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J. F. WILLENBORG 

J. Frank Willenborg, president of the Willenborg 
Printing & Stationery Company, Cincinnati, Ohio, died 
September 15 in his home at 1053 Academy avenue. 
He was seventy-four years of age 

Mr. Willenborg founded the firm which he headed 
about fifty years ago and for the past forty years had 
been connected with the Clark Street Loan & Building 
Association. He was a member of St. Lawrence church 
and the Knights of Columbus. He is survived by his 
widow, Mrs. Eva Faith Willenborg; two daughters, 
Mrs. Frank A. Reis and Mrs. Edward J. Doyle, and 
three sons, Frank G., William J., and Paul Willenborg. 

+ bt - 
W. A. SIMMONS 

William Albert Simmons, eighty-two, for ten years 
office manager of the Central Typewriter Exchange, 
Newark, N. J., died of heart attack September 9 at the 
Marcus L. Ward Home in Maplewood, N. J. He had 
been a resident of East Orange, N. J., before moving to 
the home six months ago. Earlier in his career he 
had been sales manager for hardware, life insurance 
and manufacturing concerns. Born in Ballston 
Springs, N. Y., he had resided in New Jersey many 
years. His wife, the former Georgia Belle Bassett, died 
some years ago.—NJNS 

+ FF +& 
F. L. SCHOFIELD 

Funeral services for Frank L. Schofield, formerly 
a prominent stationer in Richmond, Va., and pro- 
prietor of the Student Shop at Richmond College, were 
conducted on Monday, September 11. He was fifty- 
eight years of age at the time of his death. Mr. 
Schofield was born near Sutherlin, Va., and moved to 
Richmond forty years ago where he became connected 
with the firm of Hunter & Company. Later he became 
president, establishing the Student Shop when the 
firm was dissolved a number of years ago—JHR 


+ bf & 
A. C. CLOKE 
Alexander C. Cloke, for many years associated with 


his father in the management of the stationery firm of 
Cloke & Son, Hamilton, Ont., Canada, died suddenly 
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Below is shown a window recently displayed by many 
prominent stationers, featuring M & V Matched Packages 
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VERY MERCHANT interested in increas- 
ing his sales and profits on ribbons and carbons 
should give consideration NOW to the advisability of 
a change toM&V... or, if you are now an M & V 
distributor, to featuring the line more prominently. 
Not satisfied with simply providing you with fine 
products which admit no superior in quality, M & V 
continues to bring forth smashing window set-ups, 
display units, dealer help following dealer help... 
and back of it all a CENTRAL IDEA! 


Be sure you understand all the 


wonderful potentialities of 


MATCHED, PACHAGES 


The sensational showmanship 
and practicality of this novel 
Revolving Display Stand has the 
whole industry by the ears! 


You never dreamed such Sales 


Dynamite could reside in one 
metal cylinder! ASK THE STORE 
THAT SHOWS ONE! 





MITTAG & VOLGER, Inc. 


PARK RIDGE NEW JERSEY 

















































































Of course she does—and that is what every 
stenographer says as soon as she sees how 
DAWN LITE illuminates that most looked at 
part of her desk. 


DAWN LITE is not a “new fangled” idea! It 
definitely has “eye appeal’ through pro- 
ducing a soft light that is most natural to 
the eye. 


Can be used with or without a *Copyholder 
—easily installed, consuming no desk space, 
and folds away with the Typewriter in any 
style desk . . . Truly a stenographer’s light 
that sells on the spot... created a sensation 
at the N.T.0.M.D.A. Convention, and booked 
for a very fast selling item this Fall. Write for 
literature today! 


ALL MODELS *°7.25 


worth of concentrated 
light, saving costly 


overhead illumination 


*Mokers of the famous ERROR-NO ond TURN-A-PAGE Copyholders 





The Dawn Manufacturing Corp. 
HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 
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last month. Alec, as he was affectionately known to 
many in the field, had made a fine success of the busi- 
ness with which he was associated and was a hard 
worker. He was chairman of the Hamilton division of 
The Stationers Guild of Canada.—SJL 

ys oe ol 


D. G. ROBERTSON 


Donald Graham Robertson, president of Buntin, Gil- 
lies & Company, Ltd., Hamilton, Ont., Canada, died 
late in September in that city. He was forty-two years 
of age and the son of Mrs. and the late Lieut.-Col. 
R. A. Robertson. Mr. Robertson attended the Royal 
Military College of Canada and the University of 
Toronto. 

+t + -& 


R. D. KIMBALL 

Robert D. Kimball, retired sales executive who was 
for a considerable time connected with the Burroughs 
Adding Machine Company, died September 3 at his 
home in White Plains, N. Y. During his service with 
Burroughs Mr. Kimball, who was sixty-seven years of 
age, had worked in New York City, Fall River, Mass., 
and New Haven, Conn. 


CARL BRUER 

A few weeks prior to the arrival of his seventieth 
birthday Carl Bruer, an executive of Roto-und Debego 
Werke—A.G., died following a long illness. Mr. Bruer, 
whose thoughts and actions were absorbed in the trade 
he guided, was an important factor in the develop- 
ment of his organization which is located at Konig- 
slutter, Germany. 

oe + 


SHIPMAN-WARD SEEKS REPRESENTATION 


In line with its plan of national expansion the Ship- 
man-Ward Manufacturing Company, makers of type- 
writer parts and accessories and a large number of 
other office requisites, 325 North Wells street, Chicago, 
is seeking additional representation throughout the 
country. 

The company has maintained a consistent program 
of advertising its products and regularly issues a com- 
plete catalogue. These two factors have resulted in 
steadily increasing business, which makes the estab- 
lishment of representatives in every section of the 
country imperative. 

Dealers interested in obtaining further particulars 
of the Shipman-Ward organization’s offer should write 
to the company’s home offices. 


—->--— 


MEL WHEELER JOINS OLD TOWN 

M. G. “Mel” Wheeler, for the past ten years con- 
nected with the American Lead Pencil Company, last 
month joined the sales staff of the Old Town Ribbon 
& Carbon Company, Inc., Brooklyn, N. Y., and was 
assigned to the national dealer division. 

Mr. Wheeler, who is well-known in the New England 
territory, takes to his new job a background of experi- 
ence and the wishes of a large number of old friends 
in the stationery field. It is expected that his activities 
in Old Town’s national dealer division will result in 
closer relations with and more effective help to Old 
Town distributors throughout the country. 


*—- 


SEYMOUR CONOVER DISTRIBUTOR OF 
GUARDSMAN ASHTRAY LINE 
The Seymour Conover Company, New York, N. Y., 
which recently announced a change of address to 350 
Broadway, has become the sole distributor of the line 
of Guardsman safety ash trays. The company has 
the entire manufacturing, shipping and invoicing of 
the line and will fill orders from stock. 
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The New Art Metal S-Drawer File is only 5814” 
high with full height (103%” clear) drawers. 


OST FILING is done by girls, most girls are five foot 

five. So the four-drawer file became standard. The obvi- 
ous advantage of the five-drawer file with 25% more filing 
space per square foot of floor space, has been offset until now 
by the fact that it could not be used comfortably, efficiently 
by average feminine filing clerks and stenographers. 

Now Art Metal has solved the problem—with the only 
58'2-inch five-drawer file on the market that provides stand- 
ard (full size) drawers using standard guides, that has the 
guide tops below the eye level of a five-foot clerk, and that 
permits top drawer filing with the upper arm horizontal. 

In this Art Metal five-drawer cabinet height has been saved 
by ingenuity in design —not sacrificing important features such 
as cross rail between drawers, reducing guide rod chan- 
nel depth, or by necessitating guides of special design. 

This new Art Metal five-drawer file gives 25% more \ 
filing space with no strings to it. It is available with 
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WITH THE NEW ART METAL 
FIVE-DRAWER FILE 









Speed-File or Standard Action in 2, 3, 4 and 5-Drawer units. 


both Speed-File and Standard Action. It is just one more in 

a long list of examples of Art Metal's realistic thinking and 

progressive designing. 

Here is something that offers true value that your custom- 
ers can appraise instantly. Some territories are still 
available. Write today about yours—to Agency 


Jamestown, N. Y. 


EQUIPMENT 
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When they scramble 


for a ‘Deal’ 


THAT'S NEWS! 


IMPERIAL CARBON 
SCORES BULLSEYE! 


Although we are veterans when it comes to putting 
on successful Deals, our new combination offer on 
IMPERIAL 711 Carbon has even staggered us by its 
amazing reception. 

One of America's finest carbon papers, with features 
found in no other sheet on the market, outstanding in 
sheer excellence of impression and durability, our 
No. 711 has done a bang-up job on its own merit 
But aided by this special offer, its sales are skyrocket- 
ing. A Chattanooga Dealer disposed of 25 units in a 
day. When his repeat order arrived his men actually 
scrambled for it. He has re-ordered four times. A 
Pennsylvania Dealer repeated 3 times in 30 days. 
And the Drive has just begun! 

What is the Deal? When we tell you it will blow 
your hat off! Practically EVERY CALL MEANS A 
SALE! But we want to be sure first that you mean 
business, because this Deal is too important to reveal 
indiscriminately. If you want to go places, it will be 
many moons before you get another such opportunity. 
So write, wire or phone at once—before someone 
beats you to the gun. And that's no advertising 
blarney—but the TRUTH! 


PEERLESS 
TUCHTYPE KEYBOARD 


. . . the most consistent phenomenon in the stationery 
world. Record sales—record profits! 


IMPERIAL RIBBONS & CARBONS 


. the choice of Dealers and Specialists who face tough 
old-line competition. IMPERIAL has the quality—the 
profit, too! 


Pads © imperial Ribbons 


arbon Rolls for all uses 


all Office Keyboard Machines © Peerless Tuchtype Keyboards 
* Rubber Twirler Rings, all sizes © Rubber Cushion Feet 
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We make Peerless Rubber Keys for 
for all Office Keyboard Machines 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA..Manufacturers with the dealers’ viewpoint 
BRANCHES: 


New York City, 321 Broadway 
Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St 
Los Angeles, 827 S. Main St. 





OFFICE APPLIANCES 


~ Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


1 


- WAR and its possibilities are, of course, the 

leading topics of conversation among thinking people 

and a good many of those who only think they think. 
| Newspapers melt away from the newsstands like water 
| on a hot plate. Two days after war was declared in 
| Europe the shelves of local map houses and stationers 
| dealing in maps were swept clean of everything bear- 
ing on the subject of foreign maps, with special em- 
phasis on European cartography. 

But however we view the matter, if the war is at all 
prolonged, we certainly are in for some high prices, 
which, artificially produced, are not good for business. 


* > * 


Ink Manufacturer Calls on Los Angeles Trade.—H. T. 
Griswold, vice-president of the Sanford Manufacturing 
Company, Chicago, celebrated in the ink and adhesive 
field, called last month on the Los Angeles trade. He 
was accompanied by the company’s Los Angeles man- 
ager, Charles Evans. 

* * * 

Welcome to Miss Ward.—Born to Mr. and Mrs. C. 
Sherin Ward on September 9 a daughter. She weighed 
seven and one-half pounds, and has been named Caro- 
lyn Jo. Her dad is associated with the Industrial 
Printing and Stationery Company of Huntington Park 
and Los Angeles. 

* ” ” 

Bates Official Visits Los Angeles.—Stanley M. Bab- 
son, vice-president and general sales manager of the 
Bates Manufacturing Company, visited Los Angeles in 
August. He was accompanied by his daughter. 

Corona Dealers Hold Luncheon.—On Thursday, Au- 
gust 17, Branch Manager C. J. Harris called a meeting 
of all Corona dealers in Southern California and Ari- 
zona who contribute to the sales of the Los Angeles 
branch of the L. C. Smith & Corona Typewriters Inc. 





The meeting was held in the Blue Room of the Hay- 
ward hotel, Los Angeles. A first-class luncheon with 
all the trimmings was enjoyed by the assembly, and 
the matters discussed proved to be so interesting that 
all guests remained until every point in connection 
with advertising and Corona products had been dis- 
cussed to the end. In spite of the vacation period 
there were 86 guests present, many from distant points 
in the territory. In view of the outstanding merits of 
the Corona products offered and the advertising sup- 
porting them, all look forward to a large business in 
the coming months. 
* x * 

New Stationery Store.—Doris Call Lynd has opened 
a gift and stationery shop at 625 South Western av: 
nue, Los Angeles. She came from Buffalo, N. Y., where 
she conducted a like store for many years. 


* * * 


Harry Homer Home from Convention.—Harry Homer, 
western manager for the Esterbrook Pen Company, 
accompanied by his assistants, Messrs. Guy Denison 
and George Silman, returned a few weeks ago from 
Philadelphia and Camden, where they attended a five- 
day sales convention. They also spent three days at 
the New York Fair, two days in the factory at Camden, 
and two days at Washington, D. C. 

* bad 7” 

Lively Demand for European Maps.—The demand for 

European maps in Los Angeles is quite startling. As 
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Ask the Shaw-Walker Dealer 
His Source of 
éatta Profits. 


ASK any Shaw-Walker dealer how many extra dollars 
dropped into his pockets last year through the 


sales of products available only from him as the Skyscraper 
A VC You _ dealer in his city. 
Prepared ASK any Shaw-Walker dealer about the number of 


profitable sales he made because so many Shaw- 


Walker products are of exclusive design and have superior 
for 1940 operating features, both of which are quickly recognized 


by Mr. Consumer. 


* 


» ASK any Shaw-Walker dealer to tell you how much 


& more productive is his selling time because he 
now has the Shaw-Walker BUYERS’ GUIDE which brings 
together in one place all sales facts, illustrations and prices 
pertaining to our 8,000 items for the office. The BUYERS’ 
GUIDE saves time for both consumer and dealer—and it 


ASK ABOUT 1940 


gets plus business. 
You're overlooking an opportunity to in- 
crease your net profits in 1940 if you fail 


Profit Mabers 
ij to ask about the Shaw-Walker franchise for 


Available Only In The your city. 


Shaw-Walker Line All correspondence relative to the 

, ; Shaw-Walker franchise is confidential. 

Fire-Files (Two Grades) 
Applied Indexing 


Corner-Clip Folders 


“Built Like a 
Skyscraper” 





Triple-Duty Equipment 


Insulated Cross Files 


Wobble Block Card Files 
Space-Saver Expandex “W: KER 
NorthKraft Folders SHAW. AL 


Fire Protected Trays 





MUSKEGON, MICHIGAN 











LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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, { 
STATIONERY 
SAN LUIS OBISPO i 
CALIFORNIA i 
e 
tne 
HILLS STATIONERY SAY: “Any dealer that puts in your line is bound to increase his business.” 
W 
/ . . . . . . . 
HY is it that so many leading stationers merchandise is your policy of dealer coopera- 
are Columbia dealers? Why is it that so tion and your first class, complete line 
many well-known firms in many lines of busi- any dealer that puts in your line is bound to 
ness use Columbia ribbon and carbon papers? increase his business.” 
Things like this don’t “just happen.” Cus- Columbia has long emphasized these sound 
tomers of Hills. progressive dealers in San principles. It seems to follow naturally that 
Luis Obispo, Calif. know this store as the most communities Anow their Columbia deal- 
source of supply for ribbons and carbons that ers. Columbia can help you to build a profit- 
give splendid service, superb writing. Hills able ribbon and carbon volume with the better 
succeeds because they select their ribbons and class trade in your locality. \ rite for facts i 
carbons from the standpoint of consumer sat- that will prove it. 
isfaction. Because they have a performance COLUMBIA RIBBON & CARBON 
ou ve they 7 eo a Sera MANUFACTURING CO.. Ine. i 
take advantage of Columbias merchandising ‘ 
: _hie zs Main Office and Factory: 
cooperation. GHEN GOVE, i. 1. N. YW. 


New York: 305-313 East 45th St. 


On the subject of successful ribbon and 
: Kansas City, Mo.: Dwight Bldg. 


carbon selling, Mr. J. W. Fisher, of Hills, poe 
: <6 = . . rtories : 
says in part: Vy reason for pulting in your Milan, Italy; London, England; Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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soon as the war broke out orders for maps and more 
maps began to pour into the stationery stores and map 
houses. Calling the other day at the local office of 
Rand, McNally & Company on Sixth street, near Los 
Angeles street, the reporter found conditions on the 
hum. It was difficult for the staff to keep even samples 
on hand. There were enough globes and large wall 
maps, but a scarcity of other types. While the reporter 
was present a single order for 2,000 twenty by twenty- 
seven folding pocket maps, colored, was delivered. The 
customer was present when the maps came in and 
grabbed the package and left on the run. The order, 
we understand, was filled from Chicago. A great deal 
of intensive study is being given to the war moves in 
this conflict. 

Ellis Again with Leathercraft.—Dick Ellis, who was 
with the Leathercraft Furniture Manufacturing Com- 
pany a year or more ago, has rejoined the Leathercraft 
staff. 

* * * 

Bishop Motors East.—Dave Bishop of the Angelus 
Typewriter Company, Los Angeles, recently returned to 
Los Angeles after a journey by automobile to the East 
coast. He was gone nine weeks, and visited New York, 
Washington, Chicago, Toronto and other places. He 
drove most of the way, but part of the way he flew. 
Enterprising chap. 

Knapp Advanced.—W. M. Knapp is now general 
manager of the Los Angeles Stamp and Stationery 
Company. He was six years with the H. S. Crocker 
Company in San Francisco; with Kendall in Stockton, 
and with Norton Brothers at El Paso, Texas. 


* * * 


Fassler Now in Los Angeles.—Joseph Fassler has 


been transferred from San Francisco to Los Angeles. 
He is associated with the L. E. Waterman Company. 
ok * « 
Leach Visits Southern California.—H. D. Leach, 
treasurer of the George B. Graff Company, paid a visit 


to Southern California a few weeks ago. He believes | 


in the future of the state as well as its present. 
~ * * 

Heinze With Us in August.—Mark Heinze of Heinze, 
Bowen & Harrington (their names read like a firm of 
attorneys) visited Los Angeles early in August. 

Clifton Bats for Cook & Cobb.—E. C. Clifton is call- 
ing on the stationery trade in the interest of the Cook 
& Cobb Company. 


— aa 





CORONAS IN A BEAUTIFUL SETTING.—This attractive and 

sales-producing window was shown recently by L. B. Divelbiss 

of the Divelbiss Book Store, Columbus, Miss., local agents for 

L. C. Smith & Corona Typewriters Inc. Several models of the 

Corona are shown while in the center is a telling sign which 

reads: “SOLD! To a parent who believes in equipping a child 
for life’s competition,” 
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‘HEAVY-DUTY 


STANDS 


THAT REALLY SATISFY 


Model 24-SAB 


@ Ideal extra-brace tubular stands 
support heavy business machines prop- 
erly, to assure correct operation with 
easy, quick portability always available. 


@ Model 24-SAB, illustrated, is widely 
used for adding machines, calculators, 
typewriters, etc. The extra brace pro- 
vides extra rigidity and full safety, 
preventing accidental damage. 


@ The complete Ideal line enables you 
to meet all requirements for heavy, 
medium, or light duty stands. Ideal 
stands are bringing steady profit to 
dealers everywhere. Write for catalog 
and price list. We sell through dealers 
only. 


SHERMAN-MANSON MFG. COMPANY 


625 South Kolmar Avenue Chicago, Illinois 


IDEAL 


STANDS and STOOLS 

















150 











PROTECTION — CONVENIENCE 
for your 


FRIENDS and CUSTOMERS 


A safe in the home gives adequate protection for all valuables 
and records with the convenience of being able to obtain 


or refer to them whenever desired. 


The Need and Market Is Great 


People are becoming more conscious that fire is a ruthless 
destroyer and are seeking protective equipment. 


Supply This Demand and Profit 
FURNACE TESTED SECURITY CHESTS 





Have resisted heat in test furnaces 
that will seldom if ever be encoun- 


tered in an actual fire. 


Finish is attractive and durable 
black pin seal wrinkle with silver 


trim. 

STOCK NO. INSIDE DIMENSIONS WEIGHT PRICE 
*FC3 = 9'/,” 3%,” 35 Ibs. $12.00 
*FC4 13” 9,” 54,” 45 Ibs. 14.50 
tFCS 2: * W/,” 3%,” 55 Ibs. 13.50 
tFCé | ig 9/,” 5,” 65 Ibs. 15.50 
+FC7 141/,” 13'/,” = 90 Ibs. 19.00 


* Half Hour Test. + Standard One Hour Test 


Bear Safe Manufacturers National Association Labels of Certification 


MEILINK SAFE DRAWERS 
Every Office Needs This Protection 





LETTER, LEGAL AND LEDGER SIZES 
May be equipped as combination posting tray and safe at 


great savings over similar equipment. 


S. M. N. A. ONE HOUR LABELED 
The MEILINK Line Is the 
“COMPLETE DEALERS LINE” 


Protective Equipment From the Small Home Safe Deposit Box Listing 
at $7.50 to the Largest of Underwriters’ Labeled Office Safes. Write 
for Catalog and Discounts. 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 


Chicago New York 
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OLD TOWN ISSUES BEAUTIFUL “DEMONSTRATION 
BOOK” IN DEALER CAMPAIGN 


As part of a nation-wide intensive campaign on 
behalf of its hundreds of dealers throughout the 
country, the Old Town Ribbon & Carbon Company, 
Brooklyn, N. Y., has recently published the “Old Town 
Demonstration Book” and a companion piece, the 
“Secret of Beautiful Letters.” 

The first named is a twenty-six-page book measur- 
ing thirteen by ten inches and printed on high-grade 
glossy stock. In story and picture it teaches the 
dealers’ salesmen some of the things they must know 
to compete successfully for ribbon and carbon business 
as specialists. It is in color and contains a wealth 





PART OF OLD TOWN’S CAMPAIGN 
ON BEHALF OF ITS DEALERS.— 
Cover of the new Demonstration Book 
of the Old Town Ribbon & Carbon 
Company, Inc., which is part of a 
widespread and impressive campaign 
launched by the company on behalf 
of its dealers throughout the nation. 
The cover is beautifully finished on 
high-grade glossy paper and in at- 
tractive colors. 


of pictures to illustrate the interesting message ap- 
pearing in its pages. 

The booklet, “The Secret of Beautiful Letters” is 
replete with valuable information in story form and 
was published for distribution to the consumer by 
dealers’ salesmen. Like the larger book it is highly 
attractive both in format and in the unique manner 
in which it makes the reader Old-Town-conscious. 


In addition the company, in this progressive cam- 
paign, has also published a 52-page price book giving 
retail selling prices on its hundreds of items of ribbons 
and carbons, and a 3l-page sales manual entitled 
“Practical Salesmanship.” The latter is an advanced 
manual, interestingly written, for the dealer and his 
sales manager in charge of ribbons and carbons. 
Printed pamphlets, envelope literature of all types, 
eraser shields and backing sheets are also available 
to the dealer and will be backed up by a program of 
national advertising scheduled to increase steadily in 
scope. 

—- 


WATSON HONORED BY TWO NATIONS 


Decorations have been conferred by the govern- 
ments of Hungary and Indo-China upon Thomas J. 
Watson, president of the International Business Ma- 
chines Corp., in recognition of his achievements as 
president of the International Chamber of Commerce. 
The decorations, the Cordon of the Grande Croix of 
Hungary and the Grande Croix de Cambodge, were 
conferred upon Mr. Watson by Pierre Vasseur, secre- 
tary-general of the International Chamber of Com- 
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ACME VISIBLE RECORDS 
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IN OPEN FRAMES 





IN CABINETS 





IN CARD BOOKS 


AND now-Suner - Visible 


THE MECHANIZED VISIBLE RECORD IN VERTICAL FORM 


There is a type of Acme Visible Record 
Equipment for every purse and record. 





THE ACME RANGE 
Per Record 
34c to 1c 
Ic to 3'4c 
. 4'c to 6c 
. 434c to 8c 
7\4c to 14c 


Flexoline 
Super-Visible 
Card Books 
Insite Cabinets 
Acme Cabinets 











Any record worth keeping should be on 


Acme—and we can prove it! 
co 


Acme dealers find that 

—the Acme range 

—the completeness of the Acme line 

—the many items it contains not 
found elsewhere 

enables them to make sales 

other dealers have to pass up. 








e Low in Cost 
e Great Capacity 
e Less Space 
e Easy to Sell 





This one Super-VisibleTelefacts” Cabinet has a capacity of over 45,000 Visible cards 


Write for information regarding the Acme franchise and available territories 


ACME VISIBLE RECORDS, Inc. 


8 South Michigan Avenue e Chicago, U. S. A. 














"Drive Ft Yourself” Test 


@ To prove an automobile is all the manufacturer 
claims, you get behind the wheel and drive it your- 
self. Mimeograph papers too, must meet certain 
mechanical requirements of the operator. Expedite 
Mimeo does more—it has extra value for the Sta- 
tioner, and to prove it, we invite you to put it to 
your own tests, without obligation or expense. 

Though moderately priced, you'll find Expedite 
gives quality performance. It runs smooth and 


fast. and is free from lint. It is watermarked for 


your assurance of uniformity in quality, in sub- 
stance and color. There are five bright colors in 


both 16 and 20 Ib. basis. It’s a Box-Wrapt product 


too, (the package that looks like a box and is like 
a box). 

See for yourself what an excellent sheet Expedite 
is—send for the special packet containing gener- 
ous samples of 814 x I1 in the full range of col- 
ors. And when you see the price of Expedite you'll 
know that it’s the mimeo paper with which you 


can “go to town.” 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 


OFFICE APPLIANCES 


merce, on behalf of the Minister of Foreign Affairs 
of Hungary, and of the King of Cambodge, at a 
luncheon held in Geneva, Switzerland, on August 5.— 
AK 

a ne ee 


ROYAL OPENS “$10,000 FOR NAMES” CONTEST 


A nation-wide “$10,000 for Names” contest was 
opened last month by the Royal Typewriter Company 
to introduce its new Magic Margin Royal portable 
typewriter to the public, according to Advertising Man- 
ager W. H. Beckwith. 

The contest is for the purpose of finding a name 
to replace “portable.” First prize will be $2,500 in 
cash and there will be 150 honorable mention prizes 
of $50 purchase certificates for the next 150 best names 
submitted. All entrants are required to go to dealers’ 
stores for entry blanks. While the new Magic Margin 
Royal is a portable typewriter in size, it is felt that 
the word “portable” dates back to the days when the 
small typewriter was used only by traveling salesmen 
and newspaper reporters, and does not truly reflect 
the usefulness in the home of the new machine. The 
new machine will be presented as “the newest of new 
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OFFICIAL ENTRY BLANKS FOR ROYAL’S $10,000 FOR NAMES 
CONTEST 


home appliances” and the designation desired is a 
name that fosters that thought. Duplicate awards will 
be paid in case of a tie 

The contest will close October 17. A large list of 
publications is being used in the advertising, which 
is being placed through Buchanan & Company. The 
list includes a four-color page in “The American 
Weekly,” full pages in “The Saturday Evening Post,” 
“Life,” “Collier’s,” “Scholastic” and a daily newspaper 
schedule embodying more than three hundred news- 
papers. 

Magic Margin—the new improvement exclusive with 
Royal, which sets the margin automatically—will be 
featured throughout the advertising, as will other 
noteworthy advances presented for the first time on 
the new Royal and described in a recent issue of 
OFFICE APPLIANCES. 

—> 
GRIGGS IN NEW QUARTERS 

The Griggs Stationery & Printing Company, Belling- 
ham, Wash., has recently moved into new quarters at 
120 East Holly street, following a complete remodeling 
and redecorating job. 

The company is owned by H. H. Griggs, who has been 
in business in Bellingham for thirty-four years. Prior 
to opening his own establishment Mr. Griggs worked 
in Chicago for George E. Marshall, moving west when 
he sought for and obtained a position with the Low- 
man & Hanford Company. 











THE CASH REGISTER MACHINE DIVISION OF ALLEN CALCULATORS, INC. 


NOUNCES 28 IMPROVED CASH REGISTERING MACHINE MODELS 


Model 
#66-5 
Chromium 





CASH REGISTERING 
+ MACHINES — 


Every retailer will be interested in this big line. 
A model to fit every need. The biggest register 
value in the field. Serves both as a cash register 
and an adding machine. Popularly pnced. Simple 
bookkeeping system included free. Hand and 
electric models. Write for details and prices. 
Allen Calculators, Inc., 22 East 40th St., } ( 








‘Audit strip Model #75-6G 
| GAS 5 
GAS 5 
OIL 
GAS 1 5 
CAS 5 
LUB 
T&T 
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Save you 
$3.99 to $10.90 


per machine 


t 


UNDERWOODS 
ROYALS 
REMINGTONS 


ALSO, Big SAVINGS ON 


ADDING—BILLING 
BOOKKEEPING—-CALCULATING MACHINES 
MIMEOGRAPHS—DICTAPHONES—EDIPHONES 
ADDRESSOGRAPHS—MULTIGRAPHS 


Reliable Typewriter & 
Adding Machine Corp. 


303 W. Monroe Street Chicago, Illinois 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


Because Mr. Nordstrom’s news gathering efforts this 
month were centered mainly upon doing a fine job of 
“covering” the Northwest Travelers golf outing (said 
coverage appearing elsewhere in this issue), he has 
confined his column to the topic now claiming all the 
attention of the travelers—football. 

* * 

Football season is here and the rabid fans among 
the travelers and dealers are cheering for their favor- 
ite teams. 

Among the travelers who have arranged their itin- 
eraries so as to be in the right places when their teams 
play are Karl Kiesel, Karl Castle, Ed Cooper, Herb 
Morgan, Casa Fleet, Stanislaus Griebel and Bill Beven. 

* * + 

Herb Fall, Archie Hoffman and Herb Olson of the 
Japs-Olson Company are all boosters for the Golden 
Gophers and this trio will see many games this fall. 

* * * 

John Ford, Jr., Bill and Ed Peck of Peterson Litho- 
graph & Printing Company, Rudy Johnson of the 
Omaha Stationery Company, and Bill Bloom of the 
Omaha Printing Company are among the rooters for 
the Cornhuskers. 

- * * 

Art Bergstrom of Perkins Brothers at Sioux City; 
Roy Umpleby, Jimmie Smith, Stan Hall, Ossie Solem 
and Frank Zeller, all of Koch Brothers, follow closely 
the destinies of the University of Iowa squad. 

* * * 

Leo Blied, Jimmy Rane and Auggie Skolaskie of 
Blieds are Badger boosters. Bill Goff and Roy Hopko, 
along with Van Parker, make up another of the Madi- 
son group who think their Wisconsin team is going 
places this fall. 

Al Linde, George Schumacher, Bill Jarchow and 
Eddie Kushbert are Cream City men who think that 
Marquette is the tops in football. 


And don’t forget Rudy is still backing the Cornhusk- 
ers; the two Karls please take notice. Rudy says Milt 
can mail his in from Delaware, Ohio. The address is 
“The Sage of Omaha,” 309 Seventeenth street, Omaha, 
Nebr. 






oi © —— 

W. B. READ CELEBRATES GOLDEN WEDDING 

Surrounded by relatives and friends and radiantly 
happy in their flower-filled home, Mr. and Mrs. W. B. 
Read, owners of the W. B. Read Company, Blooming- 
ton, Ill., last month celebrated their golden wedding 
anniversary. 

September 11 was “open house” at the Read home 
and nearly 300 well-wishers took advantage of the oc- 
casion to drop in and wish the happy couple many 
more celebrations of a similar nature. All through the 
day telegrams from friends in far-away states were 
received and Mrs. Read counted forty bouquets of 
flowers from life-long friends. And it was not until 
well after dark that the last guest departed from the 
Read residence at 1304 East Grove street. 

—>-—— 
WPA EXPENDITURES FOR OFFICE EQUIPMENT 
TOLD IN SUMMARY 

Of the billions of dollars which the government has 
poured into WPA projects nearly $12,000,000 has been 
spent on office supplies, equipment and furniture, a 
summary released by Deputy Work Projects Commis- 
sioner Howard O. Hunter discloses. 

In actual figures the sum spent by the Work Projec.s 
Administration on all materials coming within the 
office equipment classification totals $11,263,222, of 
which the summary labels $5,134,580 as federal funds 
and $6,128,646 sponsors’ funds. 
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FOR Profitable Business—Give Serwwice 
[OOK AFTER TRANSFER EQUIPMENT AND SUPPLY NEEDS 
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“If records acre worth 


4000 ie Case for every Need 


= a _ | ~ There is a vast difference whether records are “stored” or “transferred for 
reference’. In most transferred files there is much reference for some time 
after transfer. Good steel cases with drawers operating on rollers pay big 
: dividends in saving time, effort and annoyance. “Y and E” 4000 Line 
; i . . offers more in economy of space, ease of operation, genuine protection and 
2-Drawer Check size 2-Drawer 5x3, 6x4.and 8x5 appearance than is generally found in Transfer Cases. 


#Her, Cap, Bill, Document double compartment Card 
re Deposit Ticket sizes —<——<= — 





Transfer time is reorganization time — New Filing Systems, Card Indexes: 
Sorters, and hundreds of supply items are given serious consideration. Give 
your customers real service. Offer to help them make transferring easy by 
starting early. Remember the “Y and E” Franchise includes the service of 
the “Y and E” System Department, which will assist you if our new litera- 
ture does not give you the answer. 


vrawer Tabulating Card 
ae for 75<x3'.'' Cards 1-Drawer Ledger Card size Bases 


YAWMAN»»? FRBE MFG.(O. 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 
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NEW EXECUTIVE DESK 





NEW EXECUTIVE 
CHAIR 


especially to Dealers 





who want to take advantage 
of the increased sales that 
will result from having the 
newest and most appealing 
sales arguments, made pos- 
sible with their new line of 
Royal Office Furniture. 





Style, dependability and me- 
chanical features make the 
Royal line sales dominating. 









LJ NEW DESK CHAIR 
ii l 
oe NEW POSTURE CHAIR 
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FOR 1940 IT’S 
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DISTINCTIVE FURNITURE 


Royal 


“Metal Furniture since °97" 





| ROYAL METAL MFG. COMPANY 
NEW SECRETARIAL DESK m 1109 S. Michigan Bivd., CHICAGO 


} New York Los Angeles Toronto 
. Miami Beach Pittsburgh Boston 
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SAKSVIG TAKES TESTIMONY DIRECT 
ON TYPEWRITER 
An unusual experiment—that of taking testimony 
direct from a witness in a court of law and using a 


typewriter instead of shorthand—was performed with | 
complete success recently by Norman P. Saksvig, well- | 


known professional champion typist. 


The test was made in the court of Judge Homer Fer- 


guson of the Wayne County Circuit court in Detroit, 
an L. C. Smith Silent typewriter taking the place tem- 





HIZZONER APPROVES!—Norman Saksvig (left) is congratu- 
lated upon his unusual courtroom demonstration by Judge 
Homer Ferguson of the Wayne County Circuit Court in the 
presence of (center) Court Reporter Harry R. Howse. Another 
picture taken at the time shows Mr. Saksvig actually operating 


his L. C. Smith machine in court and in the presence of a jury 


and attorneys. 


porarily of Court Reporter Harry R. Howse and his 
shorthand book. 

Mr. Saksvig took testimony from a witness under 
examination by an attorney and in the presence of a 


jury. A feature of the test was the fact that the type- | 


writer functioned so silently that counsel within four | 


or five feet of the reporter’s desk could not hear the 
machine’s operation. 

Those who witnessed the test saw the significance 
of the fact that the witness’ testimony, direct from the 
typewriter, was in the hands of opposing counsel and 








SMALL but IMPORTANT! 


Steady customers are won by 


| dependable merchandise. When 


you offer VAIL Paper Clips— 


Pins — Brass Fasteners — Staples 


_—and Thumb Tacks you present 


_the best that money can buy in 


the metal paper fastener field. 


Every fastener is_ perfectly 
formed to standard specifications 
and made of finest quality raw 
materials. And of course, pack- 


aged for “eye appeal.” 


|Get Acquainted With This 


the court as soon as he stepped down from the witness | 


stand, with no time lost. 
—-o— ie 
ACME VISIBLE RECORDS, INC., BUYS 
G. F. SUPER-VISIBLE 
Acme Visible Records, Inc., of Chicago has purchased 


the Super-Visible Card Record System Division of The | 


General Fireproofing Company of Youngstown, Ohio. 
Super-Visible was introduced about a year ago after 
five years of intensive research and development. Due 


to unique construction features it has already proven | 
volume | 


itself highly for large 
record users. 

With over twenty-five years of successful service in 
this field, Acme is now offering this new Super-Visible 
Card Record System through its organization of visible 
record specialists, in addition to its regular lines. 

Among the unusual features of Super-Visible is the 
fact that it is housed in letter type file cabinets which 
have drawer fronts which swing forward, thus increas- 
ing the visibility of each card panel. The cards are 
held on removable panels which are placed in file 


advantageous many 


Dealers Line — Dictate Your 
Request for Information 


Today and 
MAIL IT TO VAIL 


VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 
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“MAIL IT TO VAIL” 














STATIONERY RACKS 
Oak, Mahogany and Walnut Finishes 


No. 20 
Letter 
Size 





No. 200 





They sell quickly and profitably when properly 
displayed. Order today. 


IMPERIAL METHODS CO. 


Forest Park, Illinois 
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drawers in much the same manner as letter folders. 
This results in extremely compact records, many thou- 
sands being held in a single vertical filing unit. The 
removal and replacing of cards singly or in groups can 
be done very quickly due to ingenious devices for 
handling. The low cost per card is of great interest 
to record users. 
en 


MEANS-LAUFFER OPENS NEW STORE 


The Means-Lauffer Company, dealers in office ma- 
chines and equipment in Erie, Pa., recently opened a 
new store at 18 East Seventh street with a complete 
stock of General Fireproofing equipment, Allen-Wales 
adding machines, Friden calculators and typewriters. 

A. M. Means, who heads the organization, was 








THE MEANS-LAUFFER STAFF.—(L to R) Al. Means, manager; 

Jay Sharp, sales agent from the Cleveland branch of The Gen- 

eral Fireproofing Company who visited the store: George Dell, 
office manager, and G. A. Lauffer, service manager. 


formerly associated with the Burroughs Adding Ma- 
chine Company for twenty-eight years, thirteen of 
which he was manager of the Erie agency. G. A. 
Lauffer, the other owner, was with the same company 
for fifteen years as a service man. 

—>-—____ 
HANFORD & HORTON, VICTIMS OF FIRE, REBUILD 

SPLENDID ESTABLISHMENT 

In the same location in which their previous store 
was completely destroyed by fire last March, the Han- 
ford & Horton Company, stationers and business office 
outfitters, last month held formal opening of a new 
establishment at 6 North street, Middletown, N. Y. 

The company’s stock and equipment is housed in 
the larger of two ground floor stores of the new 
structure which has been named the Shimer building. 
The smaller store will be rented while the entire 
second floor has been divided into attractive office 
spaces for tenants. 

On hand to greet visitors when the store was offi- 
cially opened for business on August 29 was Stanley 
G. Shimer, president of the progressive firm since 
1910. With him were Vice-president Edward R. 
Herling, who has been with the company for more 
than sixteen years, and Martha E. Galpin, head of 
the firm’s book department. 

The Shimer building is entirely fireproof. Floors 
are constructed of gypsum plank supported on steel 
beams and the roof is of similar construction. Ex- 
terior walls are twelve inches thick and built of 
brick and cinder block. The interior is modern in 
every way and, having a ground area of approxi- 
mately 4400 square feet, leaves plenty of room for 
future expansion. 

The previous three-story home of the company, 
destroyed on March 13, possessed a history which was 
traced back to 1800 when it was reputedly erected 
as a farmhouse. In 1846 it was remodeled into a 
business establishment. Memories of the building’s 
beginning were awakened when, after the disastrous 
fire, there was discovered in a cellar a piece of an 
old mowing machine, with hand-hammered blade, 
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ALUMILITE Arcee Louch 


avecisentiidl WEICE RQUIPMENT! 





start NOW! senp coupon 
BE “FIRST” IN YOUR TERRITORY! 


A tremendous, new market is here! 
A big-time volume on an essential 
item has come to the office appli- 
ance field! Thousands of offices 
have—and are—equipping right now 
with venetian blinds for increased 
personnel efficiency, for better 
utilization of light and air. Get in 
now—but get in with ‘‘Alumilite.”’ 
Here’s why: 

Alumilite Venetian Blinds... are 
the ultra-modern, the“ Tiffany-note”’ 
of the entire blind industry—the fin- 
est ever created. Each slat is pure, 
heavy-gauge aluminum, scientifi- 
cally curved to diffuse translucent 
light; permanently satin-finished to 
a platinum tone and electrolytically 


processed against corrosion, tar- 
nish and wear; easy to clean; no 
painting; no fading. Beautiful! Alu- 
milite blinds deflect summer's heat 
and insulate against heat-loss in 
winter. 

Decoratively, Alumilite blinds re- 
flect colors from their surroundings 
and blend-in harmoniously with any 
scheme exquisitely beautiful: 
like twilight glow upon frosted 
shafts of glass. 

Adopt venetian blinds at once— 
it’s an easy-to-handle, profit-source 


Z 









you may have overlooked. But now 
you can tie to “Alumilite’—an ex- 
clusive item that is nationally ad- 
vertised, that has unapproachable 
top-flight quality, that has guaran- 
teed delivery and a rigidly enforced 
price-maintenance policy, and that 
will soon become one of the best 
profit makers in your line... Also, 
complete assortment of wood and 
rigid or flexible colored-enamel 
steel blinds. 





Chicago Venetian Blind Company 
Michigan Avenue at 39th Street 


.. Dear C. N.: Please let’s have the full 


' Chicago.. ( 
Venetian Blind, and 


story on your “Alumilite”’ 
! the whole line. 
i 





4 Name 
4 


iddress 


City or Town 
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Announcing 


OXCELOID 








A clear, transparent protective coating for guide tabs 


\fter years of research, Oxford offers a protective coating for guide tabs that 
has every advantage of celluloid. plus alvantages of its own! 

For example. Oxceloid seals all cut edges. strengthening the entire top 
edge of the guide to prevent splitting. dog-eared corners, and breaking at the 
base of the tab. 

Oxceloid adheres permanently to bristol. pressboard. and hard fiber, drys 
quickly to a smooth hard surface. imparts stiffness, yet bends without crack- 
ing. will not adhere to itself, and re nains impervious to perspiration and dirt! 

Oxceloid brings to users a better guide for less money. It offers dealers 
new opportunities for profitable sales and constructive service to their cus- 


tomers. Write us today for sample! 


340 Morgan Ave., Brooklyn, N. Y. 


OXFORD FILING SUPPLY CO. 125 South 8th St., St. Louis, Mo. 
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which had apparently been stored there for more than 
a century. An antique Dutch oven was another 
memento brought to light at the same time. 

The Hanford & Horton Company was founded in 
1846 by A. B. Deming who was later succeeded by 
Sylvester R. Morgan. In 1882 the firm became Morgan 
& Hanford. It was in 1886 that the present name 
was instituted and in 1912 Mr. Shimer had acquired 
the interests of both owners, E. T. Hanford and 
DeWitt S. Horton. 


et 
PACIFIC NORTHWEST NOTES 


T. M. Pelly, a leader in stationery circles as president 
of Lowman & Hanford Company of Seattle, and an 
outstanding business executive of the Puget Sound 
capital, has been appointed colonel of the business 
division of Seattle’s Community Fund, and is leading 
his working forces through the rank and file of busi- 
ness houses. A thorough organizer, and long active in 
Seattle’s cultural and philanthropic circles, as well 
as a leader in the Pacific Northwest Stationers Asso- 
ciation, Mr. Pelly has divided the city into nineteen 
districts for the better handling of the business sec- 
tions. The far-flung organization under his colonelship 
has more than a thousand men representing every 
occupation and interest,—each firm being solicited by 
its own people. 

* * ~ 

A fine new home for their splendid array of business 
machines has been taken by the Cash Register Service 
Company, at 1106 Third avenue, Seattle, Wash., fol- 
lowing removal from previous quarters at 1119 Third 
avenue, that city. 

* * * 

Planning a large expansion on the eve of the re- 
opening of the University of Washington with a record 
enrollment close by, the Linholm Book Store of the 
university district of Seattle, moved near the close of 
September into much more commodious quarters with 
ample stocks at 1409 East Forty-fifth street. It had 
been for thirty years at 4344 University Way, having 
been founded there in 1909 by Miss M. H. Lindsay 
and Miss S. Alice Holmes, who have remained in active 
charge of the management of this collegiate store ever 
since. In the new location there is a Gothic-style 
exterior and facade that matches the interior fittings 
which will attract many thousands of students. 

+ ~ 7~ 

The Pioneer Office Equipment, featuring desks, 
chairs, filing cabinets, typewriters and adding ma- 
chines, at 600 First avenue, Seattle, had the pleasure 
and privilege of furnishing a large quantity of office 
equipment for the new $100,000 Seattle Bowling Rec- 
reation Parlors at Sixth and Pine streets, Seattle, the 
resplendent office equipment being a focal point of 
interest at the ceremonious “First Night” at which 
more than seven thousand persons, including many 
sports celebrities and civic leaders, flocked to the 
reception of Henry Golobic and his associates, who 
provided Seattle recently with the magnificent bowling 
palace. 

With a wide selection of books, gift cards and other 
stationery, The Guild Shop was recently established at 
1328 Sixth avenue, Seattle, by Mrs. Florence Walsh 
Fitzpatrick and Miss Marie Freeburn. 

* +. - 

Recent annual meeting of the L. C. Smith & Corona 
dealers of the Inland Empire was oo at the Hotel 
Davenport of Spokane, Wash. A large number of type- 
writer sales heads were present at the big banquet 
at this hostelry, which was a kick-off for fall and 
winter business. Considerable enthusiasm was ex- 
pressed for bright business prospects for the balance 
of the year. 

As a Silver anniversary commemoration students of 
Washington State College at Pullman, Wash., have 
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VEW SELLER! 


To Ufoees and hudwvidual 


THOUSANDS WANT THESE 
NEW CONVENIENCES OF 


GIANT AUTOPAGH 


Here’s a double-barrelled natural! Giant Autopack combines 
the neatness of the writing-pad with the convenience of loose- 
leaf sheets. No torn sheets; no struggling with both hands to 
get out a single piece of paper. A smartly-streamlined Bakelite 
molded case holds 230 sheets, size 4” x 6". In black, at $1.00 
retail, and walnut, at $1.25. (Prices slightly higher in Canada.) 

Its own merits sell it—and remember, it’s backed by Auto- 
point’s name and Autopoint’s advertising. You can sell it with 
every kind of appeal: convenience for the everyday user; smart- 
ness, usefulness and desirability as a gift. NOTE: Giant Auto- 
pack is a proved “hot number”’ as an advertising novelty and 
salesmen’s ‘“‘door-opener.’’ Big volume opportunity in your 
community, too, through sales of imprinted Giant Autopacks. 
Why not imprint the pages yourself? Order from your jobber 
now, for regular stock; and while you’re at it, ask us for details 








of this volume-sales opportunity. 





THE 4 BETTER PENCIL 
AUTOPOINT CO., DEPT. 0A-10,1801 FOSTER AVE., CHICAGO, ILL. 


Exclusive Distributors to Stationers 
Mutual Stationery Co., Inc., 368 Broadway, New York 
Assoc. Stationers Supply Co., 2298S. Jefferson St., Chicago 

Zellerbach Paper Company, West Coast 

Brown Bros., Ltd., 100 Simcoe St., Toronto, Canada 




















PRODUCTS 


STEEL LETTER TRAYS 





STEEL PERSONAL FILES 








A complete line of 300 fast moving 
steel office supply items. 








COLE STEEL EQUIPMENT CoO., INC. 


DIVISION OF PRONTO FILE CORP. 
349 BROADWAY NEW YORK 
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had applied considerable face-lifting to their book 
store, as well as installed new features for the entire 
store, completely redecorated against fall quarter 
opening.—CML 


— <> —_—_ 


HORDER 


ONLY 
Cutopoink 


WAS ALL THESE FLA 





HORDER’S DISPLAYS THE AUTOPOINT.—The well-known 
stores of Horder’s, Inc., in Chicago recently made the above 
display in their windows of the Autopoint pencil processed 
for the “Real Thin Lead,” produced a short time ago. The dis- 
play included easel assortments of pencils and sets (lead and 
eraser packs with pencil) in the various styles. Additional 
punch was given by the use of the Autopoint Company’s new 
window card illustrating the pencil’s simple and dependable 
mechanism in detail. 


—>-—__—— 


REPLICA OF OFFICE MACHINE CREATES BUYER 
INTEREST 

That the business machine dealer may exploit his 
products in unusual manner if he is alert to pos- 
sibilities was recently demonstrated by the United 
Office Machine Company of Oakland, Calif.. when a 
large replica of an adding machine (Allen-Wales) 
was made and placed on top of one of the small types 
of automobiles used by the company for deliveries in 
the city, and for promotional effect. 

The adding machine, accurately scaled in every 
exterior detail to twice the size of the original, was 
17x15x30 inches in size, complete with all operating 
levers and six rows of “keys.” Painted in the exact 
colors of the original machine, at a distance of but 
a few feet it is almost impossible to believe that it is 
not an actual device. 

During the pre-school period when all retailers 
were featuring “Back to School” promotions, the alert 
firm placed the big fixture in a window beside an 
actual machine of the same type. This was before it 
had been painted, but the unfinished wood served to 
make it even more attractive. 

James Neil, one of the owners and managers of the 
firm, said: “The ‘machine,’ made by a model maker 
at a cost of $40, was one of the best things we have 
ever used for attracting attention to the business ma- 
chines in our windows and in stock. We can almost 
say that it developed sales, for many people came into 
the store to ask questions about it. Frequently they 
were office people more or less familiar with neces- 
sary equipment. Their visit gave us opportunity to 
demonstrate our machines. We hope that its appear- 
ance on the small car will provide us with as much 
stimulating influence.’”—BART 
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New Invention Improves Quality 


| LOWERS COST OF DUPLICATING 


RAPIDEX 
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DUPLICATING MACHINE 
















@ Over 200 brilliant copies from one inex- 
pensive master sheet @ No smudging @ No 
vital parts to rust © No protrusions to catch 
and rip fingernails, skin or clothes @ No oil- 
ing necessary ® Pressure roller won't flatten 





or bump ®@ Fluid-resistant finish. 
ff 


COMPLETE 
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NOTE THESE | 
14 SPECIAL FEATURES! 


1. Automatic counter. 

2. Automatic pump — positive 
flow control. 

3. Wick—highest quality and exact 
placement — assures uniform- 
ity over entire print. 

4. Adjustable paper guides permit 
rapid feeding—assure accurate 
registration. 

5. Master sheet lock easily accessible. 

6. Smooth nickeled feeding tray — 
durable and rigid. 


7. Makes post card to legal size copies. 
niform 


fluid 


8. Wear-ever roller insures U 
brilliance of copies. 

9. Effortless operation with positive 
stop. 

10. Beautiful, stainless finish. 

11. Self-lubricating bearings. 

12. Visible fluid gauge (far side). 

13. Easily filled fluid tank (far side). 

14. Positive adjustment pressure 
roller. 
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y\ 
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CHM. 


Profitable! Competitive! Easy to Sell! 


Office managers will appreciate the efficient oper- 
ation and trouble-free performance of the Rapidex 
Offers many unusual time-, work- and sineiins 
saving features! Greatly improved design makes 
possible brilliantly clean and uniform copies of 
anything written, typewritten or drawn...from 
post card to legal size. Provides a choice of 5 differ: 
ent colors. Easy to operate...sturdily constructed. 





Made and promoted by the same firm that made 
Argus cameras such a sensational success. Mail 
coupon for further details. 


i 
International Industries, incorporated 





336 Fourth St., Ann Arbor, Michigan 


I am interested in getting details of your 
— chi ‘ dis unts and prices for agents and 

salers on ft > api ’ : 
on e Rapidex Duplicating Machine 
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AULTLES¢ 
G@ Complcle Fone — 4 Kiem Policy 


Thumbs Down 
/ on Direct Selling... 


j 


For FORTY YEARS the name Stationers Loose Leaf 
Company has meant just what it was intended to 
mean the day it was adopted . . . a company de- 
voted to the business of serving Stationers in the 
development of loose leaf equipment. 





















FAULTLESS “S-O” RING BINDER 


With the name was born a unique concept of busi- 
ness relationships. This concept recognized the 
importance of the dealer and put the manufacturer 
at his service. The complete line was part of this 
policy of service to Stationers and so was the leader- 
ship in design. Among other features introduced by 
Faultless are the Flexi-Post Binder, the Ring Type 
Visible Binder and more recently . . . the Slide Oper- 
ating Ring Book with the Automatic Sheet Lifter. 


The Policy of No-Direct-Selling was adopted in the 
beginning, as part of the original concept, because 
no business built to serve Stationers could go into 


ALUMINUM SHEET HOLDERS competition with them. 










Stationers in every section are invited 
to request a complete Catalog. 







FLEXI-POST 
BINDERS 


EXCELLO POST 
BINDERS 


FAULTLESS 
VISIBLE RECORD BINDERS 
ON MULTIPLE UNIT STAND 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 


NEW YORK 524 NORTH BROADWAY CHICAGO 
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CHICAGO VENETIAN BLIND LAUNCHES 
NATIONAL SALES ORGANIZATION 


Acting on the steady rise of orders from offices and 
commercial buildings, Chicago Venetian Blind Com- 
pany is reassuring the office appliance dealer that a 
big market and real profit await him on this new 
item, stating that venetian blinds are just as essential 
to office furnishings as desks and typewriters, and that 
the office appliance dealer really has been overlooking 
this grand opportunity for additional volume. 

C. N. Cahill, newly elected president of the company 
states that: “Plans are already in operation for cover- 
ing the entire country with a big force of salesmen 
whose slogan may be condensed into: “guaranteed de- 
livery and a rigidly-enforced, price maintenance policy 
to responsible merchants.” 

Chicago Venetian Blind manufactures a complete 
line of top-quality blinds in wood, rigid and flexible 
color-metal, Plastone and the new “Alumilite,” alum- 
inum-slat blind—an exclusive item in the industry. 
This blind appears to be the best-tailored, ultra- 
modern advance in the field and should be a “plus- 
value” to any dealer considering the adoption of a 
venetian blind line. 

Each slat of the “Alumilite” blind is 98% pure, 
heavy-gauge aluminum, electrolytically processed 
against corrosion, tarnish and wear. It requires no 
painting. Its satin-finished, platinum tone is per- 
manent. Because it requires practically no mainten- 
ance it offers office and building management not 
only the most beautiful blind, but the least expensive 
over a long period of years. 

National advertising is scheduled and will appear 
early in 1940 in leading publications. Important-sized 
space will carry “Alumilite” messages to millions. 

NT eee 


For Protits ond Prestige 
FEATURE 


THE FRONT LINE 





PETERS WOWS ‘EM WITH ROYAL PORTABLE MUSIC.—Cortez 
W. Peters, speed writer, is pictured putting on a speed dem- 
onstration on a Royal portable before a crowd of Royal dealers 
attending a meeting and luncheon in New York. Mr. Peters’ 
technique of fast writing and supplying rhythm routines to 
recorded music was told in the August issue of Office Appli- 
ances in a story concerning the Central Typewriter Exchange, 
Chicago. 
—?— 2 
WIS-ILL CLUB’S NEW ROSTER OUT 
Containing a full list of the membership, arranged 
by names in alphabetical order and also by alphabeti- 
cal arrangement of company connections, a new roster 
has been published by the Wis-Ill Club. The booklet, 
dressed in an attractive orange cover, also contains 
the names of President Herbert J. Walsh and his offi- 
cers, committee members, past presidents and honorary 
members. 











THE WILLIAM AND MARY SUITE 





Now Available From Stock 
SLOANE 
EXECUTIVE SUITES 


NEVER BEFORE this year has Sloane sold executive 
furniture of this type except to order. 
TODAY, you have a wide range of periods...every one 
an authentic gn developed and made by Sloane’s 
own expert workmen. 
ALL THE characteristic Sloane extras you ssociate with 
custom-made pieces are in these suites. For example: 
the new Permo-Weld panels proofed against check- 
ing, climate, warping, age. Fine woods, distinguished 
hardware, Sloane quality all the way through. 
PUT SLOANE PRESTIGE behind your business. Ask for 
details about handling this new line of office furniture. 
Illustrated: Sloane’s William and Mary executive suite. 
Desk, $285; filing chest, $186; swivel chair, $102; 
armchair, $96; side chair, $80. 

Send for our literature, prices, and details on 


ral discount and protected dealer policy. 


Wholesale Office Furniture Division 


wsi Sloane 


575 FIFTH AVENUE» NEW YORE 
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OFFICE BUILDING FURNISHES “GENERAL OFFICE” 


. Y 
Take up this Challenge FOR MEDICS FLOOR 
A “general office,’ completely equipped with the 
‘ AKE Hi N! latest office appliances and stationery has been in- 
AND YOU'LL TAK ON THIS PE stalled in the lobby of the fourth floor of the Plankin- 
ton building. This floor has become the Mecca for 
doctors and dentists, with several medical, dental and 


* OMPARE Wearever De Luxe, feature optical supply offices on the same floor, and a possi- 
, ” f bility of more than 120 offices and suites for the 
for feature, with other pens! Don’t stop at medical profession after all “ordinary” tenants have 


moved out and new tenants—doctors and dentists— 
moved in. 

, In the spacious lobby, immediately adjacent to the 
ever has all the quality—the features—the ap- | two banks of elevators on the fourth—the “Medics’ 
peals that make more sales and better profits. | Floor’—the new secretarial department has been 
| installed, fully equipped with counters, files, telephone 
switchboard (making it practically a branch exchange 
for the telephone company), furnished as a reception 


other dollar pens—compare Wearever with 


more expensive pens. You'll find that Wear- 


NHERE’S WHT: 


jk @ 14 Carat Gold Point 
(fine, medium, broad ) 
—with patented rein- 
forcement 

@ Large Ink Capacity 

@ Vacuum Sealed Cap 
prevents drying out— 
pen starts writing in- 
stantly 

<—e Visible Ink Supply 

@ Leak Proof Feed 

@ Beautiful inlay Col- 
ors (Pearl Black, | 
Copper Black, Jade 


| § a 
Black ) | ; . 
. ; o INNOVATION FOR MEDICAL MEN.—This secretarial office for 
@ Men’s and Women’s | general use of all the professional tenants is maintained on the 
fourth floor of the Plankinton Arcade building in Milwaukee. 


















Sizes 
The fourth floor of the building, known as the “Medics’ Floor,” 
is given over principally to medical men and dentists who 
make full use of this interesting and unusual office building 

service. 
room for patients, and conducted by the building 
management for the patients’ and visitors’ con- 

NEW ITEMS venience, as well as tenants. 
FOR BIG WINTER AND This secretarial department, in addition to its office 
HOLIDAY BUSINESS fixtures and facilities, is operated by young ladies in 


the employ of the building management—a personnel 
greatest line of fountain with the requirements of the professions, qualified to 
pens, mechanical pencils, fulfill their duties and reliably attentive to each 
gift and novelty sets. Sur- physician’s and dentist’s individual demands. 
prisingly new numbers: Outside of the counters, the secretarial department 
10c to $1.50 is furnished in a modern, complete and conservatively 
attractive manner. Attendants on duty from morning 
until night, greet and meet tenants’ patients, directing 
them to their doctor’s or dentist’s office, and being of 
special service in accompanying patients to the proper 
room, when conditions require or make advisable. 
JEH 


Ask us about America’s 
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OHMER REPORTS TWO STAFF CHANGES 

Two important sales staff changes involving Urban 
A. Flaherty and C. M. Littlejohn were announced last 
| month by Ralph K. Ulrich, cash register division, 
| Ohmer Register Company, Dayton, Ohio. 

Mr. Flaherty, who was formerly sales agent for the 
Remington Cash Register Company, Cincinnati, before 
that organization was taken over by The National 
Cash Register Company, has been appointed district 
sales manager for the Southeastern district. He will 
maintain headquarters at Atlanta, Ga. 

Mr. Littlejohn formerly held the position which Mr. 
Flaherty takes. A short time ago, however, he decided 
to give up district work and has taken over the Ohmer 


AMERICA’S QUALITY DOLLAR FOUNTAIN PEN sales agency at Orlando, Fla. 


THE GIFT SET 
(No. 2836) 


. with Wearever 
De Luxe Trans-V ue 
Pen with pencil to 

match 
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INVINCIBLE MODERNAIRE INSTALLATIONS 


.. 


Installation of Modernaire Desks and Invincible Files 
Center Street Fuel Company. Milwaukee, Wis. 








nopit Wlakers FOR DEALERS! 





Shown here is Modernaire double pedestal 


flat top desk — outstanding favorite of the 
Invincible Line. Packs a wallop of dramatic 
sales appeal — with selling points your cus- 


tomers can see and feel — new refinements 





exclusive patented features — advanced 


construction — modern in price as in design. 


INVINCIBLE METAL FURNITURE CO 


More and more dealers are taking advantage of 
the remarkable profit opportunities in complete 
Modernaire installations. Invincible’s complete 
line of beautifully matched business furniture— 
including executive and typewriter desks, and 
harmonizing office tables—are as rugged and 
sturdy as they are completely modern in design 
and finish. All matching units feature modern 
construction and convenience advantages that 
build sales and profits for dealers. Cash in on 
the ever-increasing popularity of the Invincible 
Modernaire Line—sold only through exclusive 
dealers. Write for complete details and prices 


TODAY! 


FACTORY AND MAIN OFFICE: 
e MANITOWOC, WISCONSIN 
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The buyer can see it is a better typewriter even before 


he tests the smooth, swift action of this 


MASTER GRADE 
aru UNDERWOOD 


PREFER ROUGHS 


We have the largest He is immediately convinced of its greater dollar value 


stock available of all A ; : 
and is amazed to find he can buy so much typewriter 


makes and numbers. 


. performance for so little. 


Your customers, too, will prefer this kind of a “‘buy” 
with its guaranteed assurance of trouble free typewriter 


service for years to come. 


THE WHOLESALE TYPEWRITER COMPANY 
155 SIXTH AVENUE, NEW YORK, U. S. A. 
Cable, SALETYPE, N. Y. 
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DESCRIPTIONS OF EXHIBITS AT N. S. A. FIVE 
CENTURIES OF PROGRESS EXPOSITION 
(Continued from page 25) 


assisted by E. L. Nugent of the agency divisior ind Alex 
Patterson, Southern manager 

ALLEN CALCULATORS, INC., New York, N. ¥ Showing 
the complete line of R. C Allen calculating and adding 
machines Gordon Laurence, assistant to the president, was 
in charge of the exhibit, assisted by James M. Feeley 

AMERICAN LEAD PENCIL COMPANY, Hoboken, N. J- 
Venus drawing pencils were shown and tneir uses demonstrated, 
Charles Wadsworth, sales and advertising director, was in 
charge, assisted by O. F. C. Giddy, New England representative, 
and H. W. Bowman of the New York office. 

ART METAL CONSTRUCTION COMPANY, Jamestown, 
N. Y.—The Art Metal line of filing equipment and Airline and 
Mainliner desks were on display Present were E. A. Keeling, 
vice-president in charge of wholesale sales; Jack Barry and 
John Griffith, district managers, and Joseph Calley, Boston 
branch manager. 

ART SPECIALTY COMPANY Chicago, lll.—Showing the 
company’s line of Fluorescent lamps Ernest Dalton was in 
charge. 

ART STEEL COMPANY, New York, N. Y Steel filing cabi- 
nets in three grades, including both suspension file and non- 
suspension models were exhibited Shown for the first time 
were three new sizes of storage abinets, as was also a new 
desk high telephone table Featured especially was a new 
twelve-inch personal file, drawer style with expanding index 
Irving Levy, vice-president in charge of sales, and Leon Banov, 
eastern territory representative, were in charge 

AUTOMATIC PENCIL SHARPENER COMPANY, Chicago, 
lll.—Showing the complete line of Apsco pencil sharpeners and 
paper clips. Sales Manager Frank W. Hughes was in charge, 
assisted by Sales Representative Joseph C. Straugs. 

AUTOPOINT COMPANY, Chicago, Ill Featuring new series 


of real thin pencils and leads at popular prices. Also a new 
style of Giant Autopack with 4x6 refills, finished in black and 
walnut. Also several new models of Autopoints for standard 


leads made up in solid colors, red, blue, green and black. 
Also exclusive distributors for U. S. of the Cigodor, cigarette 
dispenser in various leatherette finishes. Two new display 
cases in blonde maple. Exhibit in charge of W. F. Schubbe, 
New England district sales manager, assisted by New York 
jobbers, Mutual Stationery Company’s staff including President 
Sam Goltzman, Chris Tomford and M. Goot. Also present was 
Harry Dressel, sales manager of Autopoint 

BANKERS BOX COMPANY, Chicago, Til 
products for record storage filing purposes Staxonsteel, the 
transfer file which builds its own steel shelving Liberty 
permanent storage binders for the storage of all loose leaf 
forms, and a new improved Liberty box In attendance were 
President H. L. Fellowes; Sales Manager Folger Fellowes: O. G 
Hopper, vice-president Dennison & Son, Boston distributor, 
and Frank Waldron, Dennison & Son, New York City dis- 
tributor 

BATES MANUFACTURING COMPANY, THE, Orange, N. J 

In addition to showing the movie “It’s the Little Things 
That Count,” the company had on display the new improved 
Bates stapler, the 10,000 spool and five new List Finder finishes. 
There was also a new illuminated stapler display for the dealer’s 


Displayed three 


stapling machine department I. B. Gowen, assistant sales 
manager, was in charge Vice-president S. M. Babson was 


also in attendance 

BOORUM & PEASE COMPANY, Brooklyn, N. Y.—Showed 
flexible hinge price book covers, No-Tear sheets and indexes, 
Bing speed binders, latest developments in prong type visible 
equipment, green columnar pads, slide lock ring binders and 
slide lock zipper ring books Arthur C. Shearman was in 
charge, assisted by J. J. Walder, manager of the New York 
office; John W. Tamany, Arthur Bingham, Frank McQuillen 
and Edward Renfer 

CARTER’S INK COMPANY, THE, Boston, Mass Displayed 
new packages of oval pints and quarts of ink and mucilage, 
new Araban mucilage and Christmas wrapped Cube-Well. 
Especially featured was the manufacture of stamp pads in the 
booth by Misses Mary Walsh, Marjorie Carson, Alyce Maloney, 
Marjorie Hornsby and Doris Connor In attendance were Presi 
dent R. B. Carter, General Manager S. D. Wonders, General 
Sales Manager W. F. Wyman, W. T. Driscoll, W. R. Taylor, 
J. P. Inman and F. R. Stevens of the New England sales force 

COLUMBIA RIBBON & CARBON MANUFACTURING COM- 
PANY, Glen Cove, L. I, N. Y Featured silk gauze Marathan 


typewriter ribbons. Also shown was the new roller carriage 
to inerease the speed and ease of operation of the Columbia 
gelatine roll duplicator Model No. 1 Sales Manager F. R 


Nichols, C. K. » and H. B. Holmes were in attendance. 

CORRY-JAMESTOWN MANUFACTURING CORPORATION, 
Corry, Penna Steel Age executive desk suites, a new tabulat- 
ing file, and Steel Age and Corrian conventional lines of filing 
cabinets were displayed. New York Manager Harold W. Edgren, 
Boston Manager Frank J. Maxwell and W. Bruce Ellsworth of 
Corry were in charge. 

CRAMER SAFE & EQUIPMENT COMPANY, Kansas City, 
Mo.—Exhibited posture chairs in several model Featured was 
an entirely new principle of tension control which is applied 
to a posture executive chair controlling the tension of the 
reclining back The important feature of the mechanism is 
that there are no moving parts except a ball bearing roller 
which required no lubricant 

DENNISON MANUFACTURING COMPANY 
Mass.—An aerial view of the company’s plant 
was flanked by two panels featuring Pliofilm. Two side 








Framingham, 
it Framinghan 
counters 
displayed Pliofilm samples, counter cards, display cartons and 
iN-inch width rolls of Pliofiln Demonstrator made up Pliofiln 
tobacco pouches for men tors and Pliofilm cosmetic bags 
for women visitors present throughout the exhibition Back- 
ground counter display of latest developments in Handi-Desk 
sets, Easter egg decorations. poker chips, mending tapes and 
other specialties. Director R. A. Maish was in charge. Also in 
attendance were Directors S. Meadows and S. W. Van Ness, 
idvertising Manager J. J. Ford; V. E. Parmenter, New England 
regional manager and manager of export division; O. T. 
Bracken, New England sales manager «¢ dealer line ae 
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ECONOMY 


—Webster says "Frugality in Expendi- 
ture.'' Filing Cabinet Users will appreciate 
the economy of 


AUTOMATIC 


Expanding and Compressing 
FILE DRAWER FEATURES 
—as they bring— 
ECONOMY (1) IN FIRST COST 

(2) IN FLOOR SPACE 

(3) IN OPERATING COST 








341/,” 
Expanded 
<-'' Automatically" — 






9 inches extra 
Working Space 
at Any Point > 


Automatic— 
Positive 
Compression > 
Adds to 

Capacity 













251/.” 
Actual Usable 
Capacity 


Mr. Dealer: Your Customers and Prospects 
are entitled to hear and know the story of 
**‘Automatic—The File of The Time.” 
Will you tell them? 

A sample on your floor may save an or- 
der against rigid drawer competition. You 


cannot afford to hesitate. Write now. 


Files e« Desks ¢ Vandex Visible 
Executive File « System Supplies 


Specialties 


Our Investigate 
33rd Year 


of Service 


AUTOMATIC FILE & INDEX CO. 


| 
THE FILE OF THE TIME" 


629 W. Washington Blvd. Dept. 790 


Our Exclusive 
Franchise 


Chicago, Ill. 
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OMFORTABLE 
AND COOL 


20) 428) 
VENTILATION 


U.S. Patent 
No. 2,025,712 


sell CHATR COMFORT 
the BICHETT WAY! 


Business Comfort means Business 
Efficiency—Every Office presents a 
prospect for Bickett Chair Cushions 
—let Bickett act as your store ambas- 
sador in making new contacts. 


Your customers deserve the best and 
will appreciate your calling Respira- 
tor Cushions to their attention. 


SPINE -PROTEX 


RESPIRATOR CUSHION 


~ 


| 





SPINE-PROTEX Respirator Cushions have a 
recess in the back of the cushion so that the 
end of the spine is relieved of all body weight. 
A study of the bone structure of the human 
body will clearly demonstrate the beneficial 
features of the SPINE-PROTEX Cushion. 


Dealers handling office equipment confer a 
great favor on their customers by advising 
them concerning and eventually furnishing 
them with seating equipment which will not 
only add to their comfort and efficiency but 
may possibly be a contributing factor in the 
preservation of health. 


L. M. BIChETT COMPANY 


WATERTOWN, WISCONSIN, U.S. A. 














OFFICE APPLIANCES 


liulett, assistant to wenera le manager, and H. W. Hofmann 
assistant merchandise manage 

DIXON CRUCIBLE COMPANY, JOSEPH, Jersey City, N. J 

The company’s Eldorado, Tic Thinex and othe 
pencils as well as crayons and erasers were displayed The 
Rite-Rite Threadline was also shown H. B. Van Worn was 
in charge. Also in attendance were J. H. Schermerhorn, execu- 
tive vice-president, Guy W. Hart, P. Gordon Walker and Harry 
Tehan, Jr. 


onderoga, 


DOMORE CHAIR COMPANY Elkhart, Ind Featured the 
Aristocrat a new executive model Also shown was the 
Ambassador’ which is wrapped in cellophane as a Christmas 
gift Vice-president H. S. Walcott was in charge, assisted bys 


district manager 

COMPANY New York, N. Y.—A 
line of the company’s pencils were saown, as well as the new 
Prestige fountain pens In attendance were Harrie Copeland, 
Sales Manager Leo Solinget David Price, George Slater and 
Jerry Gurska 


Kb. S. Pierce, 


EAGLE PENCIL 


general 


EATON PAPER CORPORATION, Pittsfield, Mass.—Displayed 
Berkshire typewriter papers ncluding Corrasable bond and 
\ir Mail papers New iten ncluded legal papers which are 


interest on the part of dealers Paul E. 
tralmer and 


reating considerable 
Burbank, L. G Morris, George Clayson, bk. H 
W G. Oliver were in attendance 

ESTERBROOK PEN COMPANY, Camden, N. J. 
pocket fountain pens, desk fountain pen sets and Lip-less ac. 
sets and matching push pencils were exhibited. The new Visu 
master fountain pens and l’ushma.ter pencils were shown fo! 
the first time. Imphasis was placea on selling by point style, 
to fit each customer with the exact point style for his writing 
Sales Manager R. N. Wood was in charge, assisted by Discrict 
Sales Manager Harry W Lynn and «, J. Worth. Also in 
uttendance was Pres dent A. G. Frost 

EVER READY CALENDAR MANUFACTURING COMPANY, 
Jersey City, N. J Exhibited the Ever Ready and the Ever Lite 
nes of calendar pads Charles H. Ramsey was in charge, 
assisted by J. LD. Wemp, J! 

FABER PENCIL COMPANY, EBERHARD, Brooklyn, N, Y. 
trroducts shown included Mongol 482; Mongol coloreu indelibie 
for drawing, checking, writing and painting; No-Blot ink pencil; 
the newly introduced Permapoint extra thin lead mechanica 
pencil In attendance were Eberhard Faber, J. C. Musser, 
general manager; L. M. Brow) Siiit nanager of New York, 
\. ©. Van Horne, district manager at Chicago; J. O. Hobart 
Horne, New England representatives 

FINCH & McCULLOUCH, INC Aurora, lil.—The line shown 
ncluded desk sets with perpetual calendars, five-year calendars, 
onthly calendars, weeKiy calendars, compinations of clocks anu 
fountain pen equipment, Pop-lLp” cigarette dispensers, alpha- 
betical list finder combinations; memo pads and sheet Nhoiuers 
daily memo books; perpetual memo desk calendars and 
appointment pads President N. L. MceCullouch; Sales Manage! 
G. W. Reinhardt; Harold O. Atwood and EK. Grennan were 1n 
attendance. 


Steel pens, 


vooks: 


GLOBE-WERNICKE CO., THE, Cincinnati, Ohio Featured 
the new “‘Streamiline! steel desk and companion file in seal 
gray finish This line was surrounded by other G-W items dis- 
played against a blue-gray background with “Great Gusto 


Other products included the ‘400 line of wood files, 
assortment ol 
Sprott, 


n charge 
sible record equipment, bookcases and a wide 
stationers’ items and filing supplies. President J. 8S 
Sales Manager H. C. Anderson, A. R. Frey, manager stationery 
department, and G. H. Gilpatric, district representative, were 
n attendance 
GRAFF COMPANY, 
played Graffco Vise, Viz 


GEORGE B., Cambridge, Mass Dis- 
and Cellugraf signals, map tacks, 
lips and other of their products. In attendance were President 
George b. Graff, Charles W. Lipman and Harold D. Leach. 
GREGG PUBLISHING COMPANY, New York, N. Y.—Dis- 
played its line of spiral bound note books In attendance were 


G. W. bhillips and W. Gregg Fry 

GREGORY FOUNT-O-INK COMPANY, Los Angeles, Calif. 
Featured writing sets and roult-.N-Graph desk writers,  ¢ (a 
Giregory, assisted by Oliver Pierce, 


president, was in charge 
sales manager, and District Sales Manager George 

INN FURNITURE COMPANY, Grand Rapids, Mich Dis- 
played the patented Ridgewood desk. Center of attraction was 
a revolving stage in a setting of black velvet Spotlighting 


Burgess 


reve aled a half size Ridgewood desk and chair finished in gold 
leaf. For added realis figure representing an averag 
business man” and his secretary completed the setting. The 


booth also contained a full size Ridgewood desk, assortea chairs 
and bookcases. The new Gunn bookcase catalogue was dis 
ributed, introducing eighteen new designs General Manage! 
J B. Graff, Sales Manager M. C. Vaught, B. P. Field ana 
‘Bud” Shriner, field representatives, were in attendance 


HEYER CORPORATION, THE, Chicago, Il Made the first 


howing of the new model 1000 Lettergraph duplicator Also 
on display were complete supplies for stencil and geiatine 
duplicators. George H Herrmann, sales manager, was i! 


assisted by Kk M Sargent 

COMPANY, INC CHARLES M., Brooklyn 
stressed its program of dealer support 
work for the dealer, new 
Fount-N-Graph desk writer, 


cnarge, 
HIGGINS & 
m. The company 
Besides the show of educational 
window display items end 


special Christmas wrappings on two standard items and a 
new eight-color assortment of drawing inks for hobby and 
school use were displayed President Tracy Higgins, Sale 
Manager Harry Tehan and Bert Cholet, educational directo! 


were in attendance 

HOTCHKISS SALES COMPANY 
the new Hotchkiss Zephyr stapling 
sales manager, was in charges assisted by A > 
Fred H Salmen. 

HUNT PEN COMPANY Cc 
Featured in this display was the Boston Silver Comet, a new 
penetra 7 portal pen sharpener Also shown were 


the regular line of Boston pen sharpeners, Speedball letter- 


Norwalk, Conn Featured 
machine, W P. Corbett 
Johnson and 


HOWARD, agar tot N. J 


ng pens, inks and outfits; Lino tools, outfits, water soluble 
nk and oil for block pr g paper clips and Hunt steel 
pens John G. Kolb, sales manager, was in charge, assisted 
by Larry Saunders, Rupe \us and Harry A. Erny. 


INVINCIBLE METAL FURNITURE COMPANY, Manitowo+ 


I 
Wis ‘*Modernaire desks and five grades of files were on dis- 
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Mr. Dealer 
HERE'S YOUR LINE! ! 


You want a line that meets competition—gives 
satisfaction—and brings customers back to your 
store. A line easy to demonstrate—and easy to 
sell. A line that gives you a legitimate profit— 


and is backed by unfailing service. 


THIS LINE — OF COURSE — IS 


THE COLUMBIA LINE 





COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 











; 
OFFICE APPLIANCES 


Dhe em of ° Ultimate awe 


CARBUN PAPERS 
INKED RIBBONS 
SPECIALTIES 


Complete Line 


The Neidich Line of Carbon Papers and Inked Ribbons has been made with 
due consideration to the constantly changing consumer demands for more 
perfect supply requirements. The line is complete and diversified 
for every consumer need, keeping in mind details such as weight of paper, 
degree of carbon coating and intensity of ribbon write. Our vast experience 


in meeting unusual requirements has placed us in a position to offer you 


better supplies for routine daily needs. 





Dependability of Manufacture 


We feel that if customer acceptance is to be maintained, the most necessary 
requirement for supply sales is that each order is filled with the 
This assures. “customer satisfaction” 





same material as the last one. 
and Neidich Process has long prided itself on the dependability of its 


products by standardization of its full line of carbon papers and ribbons. 





Quality and Service 


The keynote of our manufacturing department is quality merchandise 
with superior appearance. write, manifolding ability, long 
wear and durability. The keynote of our dealer policy is helpful coopera- 
tion. That is why we feel that an exclusive ageney for the Neidich Line 


is a valuable franchise. 





Dealers Profits 


The ultimate success of any supply line is reflected in the profits that it returns 
to the dealer. The Neidich line is priced right and it is easy to sell 
because of our dealer cooperation plan. Quality and durability assure 








you continued customer acceptance and will help you to hold your 
accounts. That is why we urge you to write us for prices and further details | 
: today! i 

, | 

Division of Underwood Elliott Fisher Company | 


BURLINGTON. N. J. 
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play Vice-president George H Alter, and J. R. Bate, C. T 
Schnell and J. J. Shulda, factory representatives, were in 
ittendance 

JASPER CHAIR COMPANY, Jasper, Ind Showed several 
of the popular leather upholstered and wood numbers, featured 


by a display of miniature leather upholstered chairs, which 
are exact duplicates of standard numbers. General Manager 
Louis T. Koerner was in charge, assisted by Sales Manager 


George A. Litchfield and R. J. Freeman, eastern representative 

KAHN, INC., DAVID, North Bergen, N. J On exhibit were 
Wearever fountain pens, pencils refill leads erasers, pen 
points and pen-pencil sets In attendance were Harry Yager, 
vice-president: Julius Kahn, treasurer, and W \. Mayers. 

KISCO COMPANY, INC., St Louis, Mo Demonstrated 
Kisco Cireulairs which circulate air in all directions In 
charge was W. W. Welch, sales manager, assisted by W. W 
Welch, Jr., Peter Welch and Ed. Lippmar 

MASHEK & COMPANY, FRANK, Chicago, Ill Featured 
the new line of “‘Wedge Edge” cases in sales presentations 
General Manager Robert Vojta, Harold Atwood and Mrs 
Atwood were in attendanc 

MEILINK STEEL SAFE COMPANY, Toledo, Ohio—Hercules 
one-hour safes, Val-U-Vaults for home protection, fireproof 
chests, insulated card files and posting tray safes were dis- 
played. Sales Manager E. F. Daily, C. C. Penske, eastern 
sales representative and Cal Cameron of the New York 
branch were in attendance 

MERRIAM COMPANY, G. & C., Springfield, Mass.—Web- 
ster’s New International dictionary, second edition, Webster's 
Collegiate dictionary, fifth edition and Merriam-Webster dic- 
tionary table were shown. President Robert C. Munroe, Ing- 
ham C. Baker and George B. Harris, Jr., were present 

MOORE PUSH-PIN COMPANY, Philadelphia, Penna Had 
on display a complete war map for use of “arm chair” 
generals It showed the locations of various battle lines 
With map tacks which were changed from day to day, re- 
vealing advances and retreats of armies on both fronts. Also 
shown were marking tacks, thumb tacks, push-pin picture 
hangers, et¢ In attendance were F. W. Samson, vice-presi 
dent; H. C. Hooks, sales manager, and C. R. Burkhart 

NATIONAL BLANK BOOK COMPANY Holyoke, Mass 
Many new items were shown, including Standfast steno note 
books; Natlock Norman sectional post binders, 16 substance 
opaque metal-holed ring book sheets; Eye Ease top punched 
inalysis pads; improved prong visible binder and stiff ring 
binders in 114 inch capacity Merchandise Manager A. E 
Farr was in charge, assisted by J. S. Croke and H. J. Ferry, 
New England representatives, and New York Branch Man- 
iger P. B. Buckwalter Also in attendance were Vice- 
President J. M. Towne and Assistant Treasurer R. P. Towne. 

NATIONAL VULCANIZED FIBRE COMPANY, Wilmington, 


Del This display consisted of complete line of Vulcot 
waste baskets Two new shapes of basket were featured 
beside the conventional round baskets oval taper and 
square taper Walnut color has been added to the standard 
colors making the product now available in maroon-brown 
olive green and walnut Fancy colors in all baskets may 
ilso be had Those in attendance included James O. Ot 


of Wilmington and Frank C. Ryder, Donald W. Stewart and 
James R. Kallaher of Boston 

NORMA MULTIKOLOR, INC., New York, N. ¥ Featured 
the Norma Multikolor pencils. Samuel Jacobs was in charge 

OXFORD FILING SUPPLY COMPANY, Brooklyn, N. ¥ 
Displayed was a representative assortment of Oxford filing 
ind indexing supplies, including the new Oxceloid styles, red 
fibre expanding envelopes, Steel Clad files, and Rol-labels 
R. A. Jonas, Jr., sales manager vas charge, assisted by 
C. E. Reynell and George E. Sanger R. A. Jonas, Sr., presi 
dent of the company, was also ittendance 

PARKER PEN COMPANY, Janesville Wis On display 
were the Da-Lite “732” case with fluorescent lighting: point 
selector; blue diamond mark “Guaranteed for life’ display 
pen filling motion display; Parker Vacumatic double heliun 


g1 In attendance were Vice-President C. L. Frederck: W 
4. Duncan, sales promotion manager: C. H. Traver Boston 
divisional manager and R. Franz, New York divisional man 


ager. 
POSTINDEX DIVISION, ART METAL CONSTRUCTION 


COMPANY, Jamestown, N. Y Postindex visible record sys 
tems were shown and demonstrated J Arthur Johnsor 
lanager of agency sales was in charge assisted bv C. G 


McGee and William Berquist 
REYBURN MANUFACTURING COMPANY, Philadelphia, 
ia wind 


Penna This exhibit was arranged as a \ low set-up with 
Reyburn’s color scheme of red, black and white The back- 
ground and pedestals were made up of the company’s display 
materials In open boxes, tags, labels, pin tickets, paper 
napkins and crepe paper were shown Featured were the 
new Reyburn rigid strong shipping tag box 1 new crepe 
paper rack and counter display Carl E. Johnson and Nat 


P. Blish of the Boston office and Bill Pinkham « 
land Me office were iT ittendance 


ROBINSON MANUFACTURING COMPANY, Westfield, Mass 


1f the Port 


Displaved Pen-i Ink, Billn rs and reminders Ww. 8S 
Robinson, president, was in charge 

RUST CRAFT PUBLISHERS, INC., Boston, Mass Showed 
the Rust Craft line of greeting cards S. Q. Shannon of the 
planning department was in charge of the exhibit, assisted 


pli 
by E. D. Chass 


SAINBERG & COMPANY, INC., New York, N. Y On dis- 


play was the company’s general line of desk pads, sets and 


1eccessories in leather R. B. Sainbereg president was in 
charge, assisted by Jack Banovy 

SANFORD MANUFACTURING COMPANY, Chicago, Tl 
Displaved nks library paste, mucilage rubber cement, 


Tempora paste showcard colors, Solvene and typewriter oil 
Russell P. Carpenter was } Ussistesc vy Charles W 


SECURITY STEEL EQUIPMENT CORPORATION, Avenel 
N. J Presented for the first time was tl new Administor 
f des i bles, feat ng elimination of drawer 

es tl g ise ¢ int | S pulls; tops of special 

9 y recilie + ria ho é bv st nless steel 


ew Bates List Finders 
oing to Town 





New Model K List 
Finder in rich ma- 
hogany brown $1.50 


Now there is a Bates List Finder to suit 
every purse and every taste—and now is 
the time to stock them and display them. 
Bates List Finders will be fast moving gift 
merchandise for the holidays. 

From the new redesigned Model A at 
$1.00 to the Satin Silver or Polished Brass 
Model K List Finders at $3.50 —the line is 
complete. Don’t forget the fine extra vol- 
ume in selling Bates List Finders imprinted 
for advertising purposes, or individually 
engraved with names or initials, ask for 
our quantity price schedule. 


Complete Bates List Finder Line 


Model A . . . $1.00 Model K—Bronze .. . $2.50 


{As formerly} 
Model K—Silver . . . . 3.50 


1.75 Model K—Polished Brass. 3.50 
THE BATES MFG. CO., Orange, N. J. 
New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Staplers, Bates 
Indexes, Bates Eyeleters, Bates Mun-Kee Stamp Pads, Bates 
Inks, Bates File Fasteners, Bates Eyelets, Bates Perforators, etc. 


Model K—Brown. 1.50 


Model K—Black 




















UHL STEEL 


Linotyper s Chair 





— No. 9500 — 







Designed for Linotype, 
Monotype and Typesetting 
Machine operators. 


With 
wood 
seat 
and 
wood 
back- 
rest 





No. 9500 





A low chair, built especially for that 
‘“underslung’’ style of seating so common 
with Linotype Operators. 


Has all the Correct Posture features. 
Wood backrest ts much larger than on 
regular posture chatrs. 


Feet are UHL Steel ball and. socket 
swivel tips. 


Dealers: All newspapers, periodicals or 
printing establishments where linotypes, 
etc. are used should be good prospects. 
Hundreds of users acclaim the No. 9500 
the most wonderful chair for that par- 
ticularly tedious job. 


Ask for more details 


The Toledo Metal Furniture Co. 


1680 Hastings St. Toledo, Ohio 











OFFICE APPLIANCES 


adjustable feet, and double-faced glass shelves mounted 
within the tops of all desk drawers Another innovation 
emphasized was the typewriter mechanism which can _ be 
mounted in any desk by removing the three drawers; pe- 
destals can also be switched, so as to make double-faced 
desk from the single faced O. A. Wilkerson, Jr., assistant 
sales manager, was in charge, assisted by M. L. Willig, New 
England sales supervisor, and R. R. Davis, vice-president 
and general sales manager 

SENGBUSCH SELF-CLOSING INKSTAND COMPANY, Mil- 
waukee, Wisc Displayed the Sengbusch line of modern 
desk equipment and _ office illumination Featured were 
Handi-Pen desk sets and North’rn Lites lamps. G. F. Seng- 
busch, president; Henry Riegel and M. F. Vogel were in 
attendance 

SHEAFFER PEN COMPANY, W. A., Fort Madison, Ia.—This 
display consisted of the company’s Eve-Level fluorescent 
case placed upon their counter case as well as the new 
Bronze-Weld all with special interior arrangements de 


Signed to sell pen and pencil ensembles In addition the 
new Fineline counter case was shown, as was the Wasp 
Clipper merchandiser with daylight lighting President C 


R. Sheaffer, Eastern Manager W. |L). Evans and Boston Ter- 
ritory Manager Lee Hanse were in e¢} 

SOUTHWORTH COMPANY, West Springfield, Mass Fea 
tured the one hundredth year of paper making and dis- 
played the Southworth line of papers Rdward South 
worth, Paul W. Cheney, Phelps Brown and Herbert Walsh 
were in attendance 

SPEED PRODUCTS COMPANY, Long Island City, N. Y 
On display were Swingline speed fasteners, both desk and 
pocket models: Tot speed fasteners; Parr vacuum cup finge! 
tips and rubber typewriter keys Jack Linsky, president, 


argee 


was in charge 

SPENCERIAN PEN COMPANY, New York, N. Y.—This ex- 
hibit featured the company's No. 1 College, No. 40 Silverine 
Faleon and No. 42 gilt point as well as the new dollar foun- 
tain pens Present were Charlie Van Leer, a veteran of 
thirty-five years of service with the company greeting his 
hosts of friends, and Don McLeod, the new president, happy 
to be back in his old stamping ground 

STAFFORD, INC., S. S.. New York, N. Y Inks and ad 
hesives were displayed, featuring white rubber cement in 
dispenser packages of various sizes In attendance were 
W. S. Stafford, president; L. CC. Kefer, sales manager of the 
paper cement division, and J. V. Chenet, sales representa- 
tive 


STANDARD DIARY COMPANY, Cambridge, Mass Diaries 


daily reminders, address books, ete., were exhibited. Fea- 
tured was the process of gold leafinge of diaries, an art ac 
1cquired through ninety years of experience Malcolm 


lDbresser, sales manager, was in charge, with Frank Fisher 
issisting. 

STATIONERS LOOSE LEAF COMPANY, Milwaukee, Wis. 
Showed the slide operating ring binder: Flexi-Post binder; 
visible records and a complete line of forms Eastern Man- 
iger J. J. McNeely was in charge, assisted by J. J. Kerns 
ind G. C. Pohnke 

STEIN BROS. MANUFACTURING COMPANY, Chicago, II] 

Featured the Visualope plastic bound transparent protect 
ing album for photos, testimonials, ete. for sales and ad- 
vertising work Here was also the new simplified model 
stock plan EK. R. Manning, vice-president and sales man- 
ager, was in charge, assisted by Tom Eaton 

TRUSSELL MANUFACTURING COMPANY, Poughkeepsie, 
NM. os Displayed the new Mult-O ring books, as a feature 
of a complete line of ring books, cases, ete Cc. M. Conger, 
vice-president and general manager, was in charge, as- 
sisted by Vice-President J. F. Kennedy 

VICTOR SAFE & EQUIPMENT COMPANY, North Tona- 


wanda, N. Y 4 new Mak-ur-own index tab metal display 
ind stock cabinet was shown Also featured were Victor- 
Rand visible record equipment, Firemaster insulated files; 


Victor steel files; filing systems and supplies; insulated treas- 
ure chests; unit filers; duplicator stencils and supplies; vis 
ible listing equipment miscellaneous business time savers 
In attendance were President W. F. Block, E. H. Knapp, R. J 
Moulton, Ben Okin. Jim W. Cooper, Jr. and Allan Murray 

WAHL COMPANY THE, Chicago, Il Exhibited Ever 
sharp repeating pencils, Wahl-Eversharp pens and desk sets 
Charles FP Schoen was in charges 


WATERMAN COMPANY, L. E., New York, N. Y Demon 


strated the new Waterman fountain pen In attendance 
were Elisha H. Waterman, executive vice-president; Clyde 
H Waterman W B. Taylor, New England supervisor 


Charles A. Granath, New York supervisor; Mr. McDonald 
Pennsylvania supervisor, and Elihu B. Clark 

WEBSTER COMPANY, F. S., Cambridge, Mass Featured 
Multi-Kopy carbon paper and Star brand typewriter ribbons 
F. H. Caswell, general sales manager, was in charge, as- 
sisted by W. A. Wentworth, eastern sales manager, and J 
H. Greim, W. A. Thomas and G. P. Anderson General Man- 
ager George F. Malcolm was in attendance 

WEEKS MANUFACTURING COMPANY, FRANK A., New 
York, N. ¥ The Paragon line of stationers’ glassware, cal 
endar pads. “A Bunch of Dates” was shown. Also displayed 
was the new No. 1175 Ready Rite Paragon inkstand, a double 
well for red and black ink with pens in ink ready for use 
In addition to the items mentioned, on display also were a 
varied line of miscellaneous specialties such as cigarette 
dispensers, metal perpetual calendars, porcelain moisteners, 
DeLuxe memo holders, Glue Fast sealer, and a new Vis-O- 
Top desk aid In attendance were President E. J. Huott and 
Vice-President John J. Mortimer 

WEIS MANUFACTURING COMPANY, Monroe, Mich 
Featured were initial items of a new line of steel products 
which will be expanded at regular intervals in the near fu- 
ture. Also spotlighted was the new line of steel reinforced 
Super-Wizard transfer cases, and a display case exhibiting 
the complete Weis line of fili supplies. In attendance were 
General Manager H. C. McPike; Vice-President H. L. Nichols 
Stanlev M. Woodruff, southeastern sales representative and 
Walter P. Nichols. northeastern sales representative 

WILSON-JONES COMPANY, Chicago, Ill.—Featured the 
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TRANSFER CASES 


G/W transfer and storage cases meet every storage need 


“ MBEVERY OFFICE WILL SOON 
NEED TRANSFER SUPPLIES 


Transfer time will bring many opportunities to sell G/W 
transfer and storage cases . . . made in 3] styles and sizes... 
all steel, including flush type . . . exceptional quality with 
many exclusive features . . . ‘‘Duo-Val’’—a combination of 
steel and fibreboard with steel outer jacket...‘'Norwood’’— 
fibreboard with steel reinforcement “Folding Fibre- 
board’'’—shipped flat in metal reinforced lids. 
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>». easilys Be ready to supply the demand for the many dependable 
9 ' Globe-Wernicke office accessories which speed up business 
routine with less work and expense—items needed in every 




































































: : office. Now is the time to check your stock and order mer- 
. ; . chandise so you can give prompt service to your customers. 
it tate Write for catalog, price lists and discounts to dealers. 
Yor ts day F FANFOLD GUMMED LABELS 
1ze ire 
ce TI a A FOR PLAIN TAB FOLDERS 
» B ‘ —e Fanfold folder labels 
Sel : can be fed into type- 
i a "a writer direct from 
= —"_—=| package...address- 
C —- ing is faster and 
—_ easier. 
R : MANILA FOLDERS 
Fanfold folder labels are sup- x 
0 =e Built to give long life and satis- pled in contintous stip of 860 ae 
factory service .. . furnished in Saiaile abelian te hott bles — Le 
° ea p alla medium, heavy and extra heavy 1 say id 4 4 
weights, all available in standard Biron anes ne ie a stone t 
. Pp styles of tabbing. oo g ’ a 
@ f °. & » 
«ake 
ck 
un ati, Ohio 
G0 
. a O e R 4000 8)38 O 
. ood O g ¢ sie es, P 0 
Service oe . 0 d Public B g q 
O mae orag Reco quip 








OFFICE APPLIANCES 









Presenting machines, methods and equipment designed 
to expedite office procedure, control expenditures and in 
every way to aid Business in meeting today’s challenge. 











NAVY PIER, CHICAGO 
OCTOBER 23rd to 27th, incl., 1939 





W 
NATIONAL BUSINESS SHOW COMPANY 
Frank E. Tupper, President Edwin O. Tupper, Secretary 
New York—50 Church Street Telephone—Cortland 7-1392 
Chicago—Noavy Pier Telephone—Superior 6363 


C. H. Hunter, Manager 
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new W-J thong binder, a 
and new flat back visible 
sentative lines in the W-J 


devices, catalogue binders, 


cational feature, Leo Rosen 


laced-in construction of bound books and built 1% 
Ziven 
charge, 


book metals, which were 
enirs. A. B. Coelln was in 
and Jack Behr 


new 
binders 
line of 
machine 
ible records equipment and county 
of the factory staff demonstrated 


line of 1% inch ring books 
Also shown were repre- 
blank books, loose leaf 
posting equipment, vis- 
record books. AS an edu- 


inch ring 
convention souv- 
Jack Dacy 


away as 
assisted by 


N. S. A. CONVENTION REGISTRATION 
(Continued from page 69) 


Jaques, W. L., Jaques & Company, 
New York, N. Y. 

Jason, Sam, Jason Stationery 
Company, Montreal, Canada. 
Jeanotte, Joseph, L. B. Moody 

Company, Salem, Mass. 
Johnson, A. E., Hotchkiss Sales 
Company, Norwalk, Conn. 
Johnson, Carl E., The Reyburn 
Manufacturing Company, Phil- 
adelphia, Penna. 
Johnson, J. Arthur, 
Company, Jamestown, ‘ 
Johnstone, C. H. (Jack), Wallace 
Pencil Company, Chicago, Ill. 
A 


Postindex 


Jonas, R. , Jr., Oxford Filing 
Supply Company, Brooklyn, 
N. Y. 

Jonas, R. A., Sr., Oxford Filing 
Supply Company, Brooklyn, 
N. ¥. 

K 

Kahn, Julius M., David Kahn, 
Inc., North Bergen, N. J. 

Keeling, E. A., Art Metal Con- 


struction Company, Jamestown, 


Kefer, L. H., S. S. Stafford, Inc., 
New York, N. 

Kemp, John B., 
Calendar Manufacturing 
pany, Jersey City, N. J. 

Kennedy, Jack, Trussell Manufac- 
turing Company, Poughkeepsie, 
N. Y 


¥. 
Jr., Ever Ready 
Com 


Keon, T. Harris, Mohican Pencil 
Company, Philadelphia, Penna. 
Kerns, John J., Stationers Loose 
Leaf Company, Philadelphia, 
Penna. 
King, Arthur L., Ward’s, Boston, 
ass. 
Kingsbury, George, G. H. Tilden 
& Company, Keene, N. H. 
Kistler, Erle, The W. H. Kistler 
Stationery Company, Denver, 
Colo. 

Klabundy, Joseph, Spencerian Pen 
Company, New York, N. Y. 
Knapp, E. H., Victor Safe & 
Equipment Company, Brookline, 

Mass. 
Kochheiser, E. R., The Charles 
i Company, Mansfield, 


Koerner, L. T., 
Company, Jasper, Ind. 

Kolb, John G., C. Howard Hunt 
Pen Company, Camden, N. J. 
Kottle, Louis M., Dist. Waltham 
Electric Clocks, New York, 

N.Y 


Jasper Chair 


Kramer, E. A., The E. C. Kramer 
Company, New Haven, Conn. 
Kretschmar, A. C., Geyer Publi- 

ae 


cations, New York, N . 
Kulp, Benjamin, Wilson- Jones 

Company, Chicago, III. 
Kuschner, William, Adams Sta- 


tionery Company, Boston, Mass. 


Laskowski, W. F., Jr., Cotterel 


Company, Harrisburg, Penna. 
Laurence, Gordon, Allen Calcu- 
lators, Inc., New York, N. Y. 
Leach, Harold D., George B. 
Graff Company, Cambridge, 

Mass. 
Ledebur, W., Hotchkiss Sales 


Company, Norwalk, Conn. 

Lennartson, W. S., Office Appli- 
ances, Chicago, II 

Leonard, C. W., Leonard & Com- 
pany, Detroit, Mich. 

Lessard, E. J., Lessard Printing 

Stationery Company, St. 

Louis, Mo. 

Levis, Harry B., Harry B. Levis, 
Inc., Philadelphia, Penna, 

Levy, Irving M., Art Steel Com- 
pany, Inc., New York, N. Y. 

Linsky, Jack, Speed Products 
ee Long Island City, 


Lipman, Charles W., George B. 
Graff Company, Cambridge, 
Mass. 


Lipp, G. C., W. H. Kistler Sta- 
tionery Company, Denver, Colo. 

Litchfield, George A., Jasper Chair 
Company, Jasper, Ind. 

Little, Edmund, The Edmund 
Little Company, Haverhill, 
Mass. 

Little, Edward L., Wabash 
inet Company, Wabash, 
Llewellyn, R. H., R. H. Llewellyn 
Company, Manchester, N. H. 
Locke, William H., Will A. Beach 
Printing Company, Sioux Falls, 

Ss. D 


Lofgren, Charles W., Sanford 
Manufacturing Company, Chi- 
cago, 

Lovett, Wallace, Standard Diary 
Company, Cambridge, Mass. 
Lungren, J. . F. S. Webster 
Company, Cambridge, Mass. 
Lynn, Harry W., Esterbrook Steel 
Pen Manufacturing Company, 

New York, N. Y. 

Macdonald, Daniel L., D. L. Mac- 


donald Company, Lynn, Mass. 
MacIntyre, E. T., Defiance Sales 
Corporation, New York, N. Y. 
Macmillan, Francis B., Hobbs & 
Warren, Inc., Boston, Mass. 
MacNeill, H. J., Binney & Smith 
Company, New York, N. Y. 
Magee, Frank A., Hobbs & War- 
ren, Inc., Boston, Mass. 
Maish, R. A., Dennison Manufac- 
turing Company, Framingham, 
Mass. 

Malcolm, G. F., F. S. Webster 
Company, Cambridge, Mass. 
Manning, E. R., Stein Bros. Man- 
ufacturing Company, Inc., Chi- 

cago, IIl. 

Martin, H. E., Hall-Martin Com- 
pany, Portland, Me. 

Mason, Stephenson, Woonsocket, 
R. I 


Maxwell, FP. J., Corry-Jamestown 
Manufacturing Corporation, 


Boston, Mass. 

Mayers, William, David Kahn, 
Inc., North Bergen, N. J. 

McAdams, William R., William 
M. L. McAdams, Inc., Boston, 
Mass. 

McAllister, Donald, Geyer Publi- 
cations, New York, N. Y 


McAuliffe, P. E., McAuliffe Paper 
Company, Inc., Burlington, Vt. 

McCardell, J. N., Maryland Office 
ev Company, Baltimore, 
M 


McChesney, Donald, Hall & Mc- 


Chesney, Inc., Syracuse, N. Y. 
McConnaughy, D., Roth Office 
Equipment Company, Dayton, 
Ohio 
McCormick, J. W., Jr., Ashley- 
McCormick Company, Bridge- 
ton, N. J. 
McCullouch, W. L., Finch & Mc- 


Cullouch, Aurora, III. 
McDonald, W. G., L. 
man Company, Newark, N. J. 
McDonell, Allan, E. C. Eastman 
Company, Concord, N. H. 
McEvoy, Jerry. Acco Products, 
Inc., Long Island City, N. J. 
McGar, Stanley, Connecticut Val- 
ley Stationers Association, 
Meriden, Conn. 
McGlynn, R. L., Metal Office Fur- 
niture Company, Boston, Mass. 


E. Water- 


McGowan, R. H., The Shaw- 
Walker Company, Muskegon, 
Mich. 


McLeod, Donald, The Spencerian 
Pen Company, New York, N. Y. 
McNeely, J. J., Stationers Loose 


Leaf Company, Milwaukee, 
Wisc. 

McPike, Harold C., Weis Manu- 
facturing Company, Monroe, 
Mich. 

McQueston, D. F., A. L. Cole 


Company, Lawrence, Mass. 


| Los Angeles 


| 


NO con 


IN 
€EN-TR=-KOTED 
CARBON PAPER 


CEN-TR-KOTED is UNCOATED ALONG 
THE EDGES! This ingenious feature pre- 
vents “curling” and insures finer, cleaner 
copies! CEN-TR-KOTED lasts extra-long, 
too, because it’s made with special for- 
mula ink and because it’s so rigidly in- 
spected at the factory for perfect uni- 
formity! 













Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
to you free on request and will 
give you many informative facts 


on Carbon Paper. 











An Exclusive Agency on Grand 
| Prize Carbons and Ribbons in your 
| city is a sure step toward greater 

profits. Write for our dealer prop- 

osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 
|PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 





Denver 
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AN ADVERTISEMENT OF THE WORLD'S LARGEST 
MANUFACTURER OF PENCIL SHARPEWERS 


PROVED FOR FASTER TURNOVER 


PROVO FOR MORE PROFIT] 





Let the APSCO Line give you faster turnover and 
more profit. Cash in on this proved merchandis- 


and see how it will build busi- 





ing experience 
ness for you. 
Discover the vast, profitable interest you can 
create with regular displays of the APSCO Line. 
See how turnover speeds up . . . profits increase! 
And see how customers depend on APSCO per- 
APSCO Cutters cut - 


formance. For -they never 


scrape. They offer the correct number of non- 
clogging, hollow-ground cutting edges . . . and 


knife-like sharpness. combined with great dura- 


bility. 


SET UP A PROMINENT DISPLAY OF THE 
APSCO LINE IN YOUR STORE TODAY 


Automatic Pencit Swarpener Division 


SPENGLER-LOOMIS MANUFACTURING COMPANY, CHICAGO, ILLINOIS 





Meadows, Sandy, Dennison Manu- 
facturing Company, Framing- 
ham, Mass. 

Meier, Joshua, Joshua Meier, Inc., 
New York, N. : 

ag Fey Edward V., McMillan 
Book Company, Syracuse, as Ss 

Miller, Bill, General Pencil Com- 
pany, Jersey City, MM. j. 

Mohn, Willis M., Holden-Kahler 
Company, Cedar Rapids, Ia 

Molloy, J. F., J. F. Molloy, Meri- 
den, ome 


Monahan, J., The B. F. Good- 
rich usher Company, Akron, 
Ohio. 

Moore, Harry, The P. F. Volland 


Company, Joliet, Ill. 


Moore, Toseph W., Blaisdell Pen 
cil Company, Philadelphia, 
Penna. 

Morgan, George O., manufac- 
turers’ representative, Beverly 


Hills, Calif. 
Morris, L. G., Eaton Paper Cor- 
poration, Pittsfield, Mass. 
Mortimer, John J., Frank A. 
Weeks Manufacturing Company, 
New York, N. Y. 
Mory, Louis H., Swift Business 
oo Company, New York, 


Victor Safe & 
North 


Moulton, a 
Equipment Comnany, 
Tonawanda, N. Y. 

Robert C., G. & C. Mer 


Munroe, 
riam Company, Springfield, 
Mass. 

Murray, Allan, Victor Safe & 
Equipment Company, North 
Tonawanda, N. Y. 

Murrett, Peter J., Rvan & Wil- 
liams, Buffalo, N. Y. 

Musser, J. C., Eberhard Faber 
Pencil Company, Brooklyn, 


N 


Neary, James E., Geyer Publica 
tions, New York, N. ' 
Columbia Rib 


Nichols, Frank R., 

bon & Carbon Manufacturing 
Company, Glen Cove, L. 

Nichols, Harrv L., Weis Manu- 
facturing Company, Monroe, 
Mich. 

Nichols, R. G., The Daniels Com- 
panv, Muskegon, Mich. 

Nichols, Walter P.. Weis Manu 
facturing Company, Monroe, 
Mich 


Nugent, E. L., All-Steel-Equip 
Company, Aurora, III. 
O 


Ober, Merritt L., 
of Indianapolis, 


Stationers Club 
Indianapolis, 


Ind. 
Obstfeld, Tou, Markwell Mannfo 


turing Company, New York, 
N. Y 
Okin, Ben, Victor Safe & Equip 
a Company, New York, 
O’Leary, Spercer F., The Wahl 
Company, Chicago, III. 
Oliver, W. G., Eaton Paper Cor 
poration, Pittsfield, Mass 


Pp 
Paddock, Lee, Wilson-Jones Com 
pany, Elizabeth, N. J. 
Page, C. K.. Columbia Ribbon & 
Carbon Manufacturing Com 
pany, Glen Cove, L. I., N. Y 


Paine, W. D., Brookline, Mass. 
Palmer, Frank H., Eaton Paper 
Corporation, Pittsfield, Mass. 


Pe Imer Howar4 wa Thea flenar | 
Fireproofing Company, Youngs- 
town. Ohio. 

Pane, Elmer W., Adkins Printing 
Company, New Britain, Conn 
Paquette, Edwerd 1.. Commercial 
Press, Inc.. Sonvthbridee, Mass 

Parrott, J. S.. Matt Parrott 
Sons Company, Waterloo Ta 

Patterson, Alex, All-S+eel-Fx 
Company, Birmingham, Ala. 

Patterson, W. H.. Johnstown Of- 
fice Supply Company, Inc., 


Johnstown, Penna. 
Penske, C. C., Meilink Steel Safe 
Company, Toledo, Ohio 


Phillins, George W., Gregg Pub 


lishing Company, New York, 
fe a 
Pierce, Charles E., Jr.. Davis & 
Banister, Inc., Worcester, 
Mass. 


Pierce, E. S.. Domore Chair Com 
pany, Flikhart, Ind. 

Pierce, Oliver R., Gregory Fount 
O-Ink Company, Los Angeles 
Calif. 

Pinney, D. R., Acme Visible Rec 
ords, Inc 5 Chicago, Ill 
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Pippette, G. L., The Carter’s Ink 
Company, Cambridge, Mass. 
Plant, W. S., Western Bank & 


Office Supply agar Okla- 
homa City, 
Pohnke, ee :-s Stationers 


Loose Leaf Company, Milwau- 
kee Wisc. 
Pound R. M. Pound & Moore 
Company, Charlotte, N. 
Preston, A. G., Utica Office ys? 
ply Company, Utica, 


Price, David E., Eagle Pencil 
Company, New York, N. Y. 

Price, Herman, Eagle Pencil 
Company, New York, i $ 


Priesing, C. W., The Wahl Com- 
pany, Chicago, III. 


Purvis, Scott, Walter S. Purvis, 
Utica, N. Y. 
Purvis, Walter S., Utica, N. Y. 


Ramsey, C. H., Ever Ready Cal 
endar Manufacturing Company, 
Jersey City, N. J. 

Rebhan, A. F., Blake & Rebhan 
Company, Boston, Mass. 

Redeker, G. C., Redeker & Dick, 
Inc., Cincinnati, Ohio. 

Reese, Sam Wilson-Jones 
Company, Elizabeth, N. J. 

Reichard, Cardinell Corpora 
tion, Montclair, N. J. 

Reinhardt, G. W., Finch & Mc 
Cullouch, Aurora, IIl. 

Reynell, Charles E., Oxford Filing 
Supply Company, Brooklya, 
N 


Rice, Louis D., New England 
News Company, Boston, Mass. 
Rice, W. H., Samuel Ward Manu- 
facturing Company, Boston, 
ass. 
Riddell, R. H., The Wahl Com 
pany, Chicago, IIl. 
Riedell, John A., Weldon Roberts 


Rubber Company, Newark, 
a P 
Riegel, Henry, Sengbusch Self 
Closing Inkstand Company, 


Upper Darby, Penna. 

Riley, H. S., Out West Printing 
& Stationery Company, Colorado 
Springs, Colo. 

Robbins, W. G., Carolina Office 


Equipment Company, Rocky 
Mount, + a 
Roberts, Garrett, Weldon Roberts 


Rubber Company, Newark, N. J. 

Robinson, H. S., Robinson Manu- 
facturing Company, Westfield, 
Mass. 

Rockwell, H. P., 
Erbe Manufacturing 
Rochester, N. Y. 

Rogers, E. H., Koh-I-Noor Pen- 
cil Company, New York, N. Y. 

Rosendorf, Samuel S., Jr., South- 
ern Stamp & Stationery Com 
pany Richmond, Va. 


Yawman and 
Company, 


Rosnosky, Henry, Boston, Mass. 
Ruck, George, Columbia Steel 
Equipment Company, Philadel 
phia, Penna. 

Rudel, T. D., Eberhard Faber 


Pencil Company, Brooklyn, 
me 

Ruedy, W., S. G. Adams Com 
pany, St. Louis, Mo 

Rust, Fred W., Rust ‘Craft Pub 
lishers, Inc., Boston, Mass. 

Ryder, Frank C, National Vul 
canized Fibre Company, Boston, 
Mass. 


Sainberg & 


Sainberg, Robert B., 
York, 


gale Inc., New 
if 


Fred H., manufacturers’ 

Malden, Mass. 

Samson, Moore Push-Pin 
Company, Philadelphia, Penna 

Sanders, Howard S., Stationers & 
Publishers Board of Trade, New 
York, N. ; 

Sargent, F. M., Heyer Corpora 
tion, Chicago, Il. 


mh 
representative, 


Saunders, Larry M., C. Howard 
Hunt Pen Company, Camden, 
_ = 

Schermerhorn,, a Joseph 


Dixon Crucible Company, Jer- 

sey City, N. J. 

Schifferli, A. J., The H. C. Cook 
Company, Ansonia, Conn. 

Schnell, Charles T., Invincible 
Metal Furniture Company, Man- 
itowoc, Wisc. 

Schoen, Charles P., The Wahl 
Company, Chicago, III. 

Schubbe, W. F., Autopoint Com 
pany,. Chicago, III. 

Schulhof, William, The 
New York, Y 

Seabold, W. J., 


Office : 


‘Heinrich Seabold 
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These Things We Pledge To You. 


The Remington Portable Dealer 





A STATEMENT OF PRINCIPLE ADDRESSED TO 
THE TYPEWRITER RETAILERS OF AMERICA 


We pledge you that Remington's reputation for highest quality 
shall be maintained, that the machines you sell, as in the past, 
shall precisely match the place you have worked so hard to oc- 
cupy. 

We pledge you unremitting effort to make your relationship 
entirely profitable, to continue implicitly the understanding 
attitude which has been exemplified so long by ‘‘Remington.” 


We pledge you an unceasing flow of dealer aids, a continuing 
background of advertising support, a free exchange of the good 
ideas through which ambition is most surely realized. 


We pledge you that the resources of Remington's vast research 
facilities shall always be yours to use, that you need never lack 
new approaches to new markets, new products to attract desirable 
new business. 

We pledge you a Remington Portable for every purse and pur- 
pose, a completeness of line that matches every buyer's need, a 
breadth of opportunity that closely corresponds with all the basic 
requirements of volume sales. 

We pledge you maintenance of our standing in this industry and 
firm assurance that each year shall see more machines sold under 
the name of Remington than any other manufacturer's. 


3 LEADING MODELS FROM REMINGTON’S 
COMPLETE PORTABLE LINE 











NOISELESS World's finest portable type- 
writer. Beautiful workman- 
DELUXE: ship amid perfect quiet. 








DELUXE The world’s largest selling 

rress, POttable. Rugged, at- 

MODEL °'5’’: tractive. With new, ex- 
clusive conveniences. 











REMETTE: World's most complete light- 
weight portable. Price appeal 
on a strictly quality basis. 





i Remington Rand nis 


WRITE.. 


ARE STILL 
AVAILABLE 


a ee See ee, ee ee oe 


Branches Everywhere 
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Stationery Company, Rochester, 
3 


2 

Seely, Clem W., Kessler Office 
Supplies, Grand Rapids, Mich. 

Sengbusch, G. J. Sengbusch Self- 
Closing Inkstand Company, 
Milwaukee, Wisc. 

Seward, H. A., R. A. Stewart & 
Company, Inc., New York, 
N. Y 


Shannon, S. J., Rust Craft Pub- 
lishers, Boston, Mass. 

Shaw, George, The Shaw-Walker 
Company, Muskegon, Mich. 
Sheaffer, Craig, W. A. Sheaffer 
Pen Company, Fort Madison, 

Ia. 

Shearman, A. C., Boorum & Pease 
Company, Longmeadow, Mass. 

Shee, C. C., Oakville Company, 
Oakville, Conn. 

Shreiner, H. G., Polar Manufac- 
turing Company, Philadelphia, 
Penna. 

Simpson, James H., National 
FiberstoK Envelope Company, 
Philadelphia, Penna. 

Skibbe, A. R., Associated Station- 
ers Supply Company, Chicago, 
Ill 


Slater, George, Eagle Pencil Com- 
pany, New York, N, Y. 

Slaughter, Fred A., Sanford Man- 
ufacturing Company, Chicago, 
Ill 

Slingerland, C. A., Acme Visible 
Records, Inc., Chicago, Ill. 

Smith, T. Carl, Columbus Blank 
Book Manufacturing Company, 
Columbus, Ohio. 

Smythe, John M., Geyer Publica- 
tions, New York, i a $ 

Southworth, Edward, Southworth 
Company, West Springfield, 


Sprott, a S., The Globe-Wernicke 
Company, Cincinnati, Ohio. 
Stafford, W. S., S. S. Stafford, 

Inc., New York, N. Y. 
Stedman, George, Saxon Paper 
Products, Inc., New York, 


ee 4 
Steinhilber, Fred, Geyer Publica 
tions, New York, N. Y. 
Stevens, F. R., The Carter’s Ink 
Company, Cambridge, Mass. 
Stott, C. A., Charles G. Stott & 
Company, Washington, D. C. 
Strauss, J. C., Automatic Pencil 
_ Company, Chicago, 
Sturdevant, H. A., Ace Fastener 
Corporation, Chicago, IIl. 
Sweatt, Herbert, G. C. Prince & 
Son, Inc., Lowell Mass. 


= 

Taber, Donald R., American Pad 
& Paper Company, Holyoke, 
Mass. 

Taggart, Myron K., Cramer Safe 
& Office Equipment Company, 
Kansas City, Mo. 

Tamany, John, Boorum & Pease 
Company, Brooklyn, N. Y. 
Tanch, Walter R., L. B. Moody 

Company, Salem, Mass. 

Tavernier, Louis, Fulton Specialty 
Company, Elizabeth, N.. J. 

Taylor, Ward Walcott - Taylor 
Company, Washington, D. ¢. 

Taylor, W. G., The Carter’s Ink 
Company, Cambridge, Mass. 

Taylor, William B., L. E. Water- 
man Company, Newark, N. J. 

Tehan, Harry, Charles M. Higgins 
& sy, Inc., Brooklyn, 


Tehan, Harry, Jr., Joseph Dixon 
Crucible Company, Boston, Mass 

Therriault, J. A., Therriault Press, 
Nashua, N. H 

Thomas, R. L., Lucas Bros., Inc., 
Baltimore, Md. 

Thomas, W. E., F. S. Webster 
Company, Cambridge, Mass. 
Thompson, C. S., Standard Fur- 
niture Company, Herkimer, 


4 

Todd, Roscoe P., Thorp & Martin 
Company, Boston, Mass. 

Tope, Ronald E., Tope Book & 
Office Supply "Company, New 
Philadelphia, Ohio. 

Towhill, James T., The J. T. 
Towhill Company, Boston, 
Mass. 

Towne, J. M., National Blank 
Book Company, Holyoke, Mass 

Towne, R. P., National Blank 
Book Company, Holyoke, Mass 

Traver, C. H., Parker Pen Com 
pany, Janesville, Wisc. 

Treudley, H. H., H. H. Treudley 
& Company, Youngstown, Ohio. 

Trick, O. D., Trick & Murray, 
Inc., Seattle, Wash 


Tussing, R. M., York Safe & 
Lock Company, York, Penna. 
U 


Urmston, R. J., J. S. Scan 
Inc., New York, N. : 


V 
Vail, R. B., Vail Manufacturing 
Company, Chicago, Ill. 
Van Dorn, Horace, Joseph Dixon 
Crucible Company, Jersey City, 


Wy 3 

Van Horne, A. C., Eberhard 
Faber Pencil Company, Brook- 
lyn, N. : 

Vaught, M. C., Gunn Furniture 
Company, Grand Rapids, Mich. 

Vevier, E. C., Loose Leaf Metals 
Company, St. Louis, Mo. 

Vogel, William F., Sengbusch 
Self-Closing Inkstand Company, 
Milwaukee, Wisc. 

Vojta, R. J., Frank Mashek & 
Company, Chicago, 

Ww 


Waddy, Woodson P., Everett 
Waddey Company, Richmond, 


Va. 
Wadsworth, Charles, American 
Lead Pencil Company, Hoboken, 


Walcott, H Seymour, Domore 
Chair Company, Elkhart, Ind. 
Walder, J. Boorum & Pease 
Company, New York, N. Y. 
Walker, G. W., Sengbusch Self- 
Closing Inkstand Company, 

Milwaukee, Wisc. 
Walker, P. Gordon, Joseph Dixon 
es aaa Company, Jersey City, 


Walisde, Ebenezer, Southern Cal- 
ifornia Stationers, Los Angeles, 
Calif. 

Walper, N. M., Walper Stationery 
Company, Boston, Mass. 

Walsh, Herbert J., Southworth 
Company, Chicago, IIl. 

Waterman, Clyde, L. E. Water- 
man Company, Newark, N. J. 

Waterman, Elisha, L. E. Water- 
man Company, Newark, N. J. 

Watts, Norman, Stationers Asso- 
ciation of Louisville, Louisville, 
Ky. 

Weissenborn, R. A., General Pen- 
cil Company, Jersey City, N. J. 

Welch, W. W., Kisco Company, 
Inc., St. Louis, Mo. 

Welts, Raymond E., Harriman- 
Welts Products Company, Bos- 
ton, Mass. 

Wentworth, W. A., F. S. Webster 
Company, Cambridge, Mass. 
Wheeler, G. C., — Appliances, 

New York, N 

Wheeler, M. G., Old Town Rib- 
bon & Carbon Company, Brook- 
lyn, . , 

White, J. L.. The White Com 
pany, Columbus, Ga. 

Wigon, Joe, Portland, Me 

Wiley, B. G., All-Steel-Equip 
Company, Inc., Aurora, III. 

Wilkerson, O. A., Jr., Security 
Steel Ecuipment Corporation, 
Avenel, N. J. 

Williams, A. W., Stationers Guild 
of America, Philadelphia, Penna, 

Williams, Ralph E., Weldon Rob- 
erts Rubber Company, Newark, 


N. 

Williams, R. B., Yawman and 
Erbe Manufacturing Company, 
Rochester, N. Y. 

Willmore, J. W., Cooke & Cobb 
Company, Brooklyn, N. Y. 
Winckar, Maurice, Daco Card & 
Index Company, Boston, Mass. 
Witte, W. C., Mittag & Volger, 

Inc., Boston, Mass. 

Wobber, E. H., Wobber’s, Inc., 
San Francisco, Calif. 

Wolcott, George, Wilson-Jones 
Company, Chicago, II. 

Wonders, S. D., The Carter’s Ink 
Company, Cambridge, Mass. 

Wood, R. N., Esterbrook Steel 
Pen Manufacturing Company, 
Camden, N. J. 

Woodruff, Stanley M., Weis Man- 
ufacturing Company, Haddon- 
field, N. J. 

Worth, C. J Esterbrook Steel 
Pen Manufacturing Company, 
Camden, N. J. 

Wustner, George William F., 
Murphy’s Sons Company, Phila- 
delphia, Penna 

Wyman, Walter F., The Carter’s 
Ink Company, Cambridge, 


Mass. 
7 


Yager, Harry, David Kahn, Inc., 
North Bergen, N. J. 
Yawman, Phil, Yawman and Erbe 








They like the extra strength of Carter's Midnight 
Correspondence Weight. It's easy to handle and 
doesn't wrinkle or muss like ordinary carbon 
papers — also, it makes second- and third-impression 
pages as clear as the original — really saves time, 
and though it may cost a little more to buy, it’s 
cheaper to use, for it lasts so much longer. 





ARTER’S Midnight Correspondence 
Weight Carbon Paper is easily iden- 
tified by the midnight-sky design on the 
package and on the back of each sheet. It 
is the truly economical “luxury” carbon 


paper that more and more efficient secre- 
taries are demanding. 

FREE folders that will bear your name 
have been prepared to promote Carter’s 
new Correspondence Weight Midnight 
to your customers. In addition, there’s 
Carter’s special plan to build volume sales 
with minimum inventory, plus an intro- 
ductory offer for dealers. For details, write 

The Carter’s Ink Company, 
Dept. K, Kendall Square, 
Boston, Mass. 


CARTER’S 


EN MIDNIGHT CARBON 


\e: 4 be PAPER 
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THE GUIDES in first two positions — nat- 
ural for the eye to follow and hand to reach 


MISCELLANEOUS FOLDERS next posi- 


tion in current file, index for transfer case 


FOLDERS same height as guides in TWO 


alternate positions, much greater visibility 
KANT-TARE LABELS, the greatest im- 
provement in years. They minimize wear 


NUMBERING folders same as on guides 


makes refiling rapid and prevents errors 


oOo0080 





THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 




















Manufacturing Company, Ro 
chester, N. Y. 

Young, A. W. Old Town Ribbon 
& Carbon Company, Inc., 
Brooklyn, N. Y. 

Young, L. Mark, A. W. Faber, 
Inc., Newark, N. J. 


REGISTRATION—LADIES 


A 
Abrams, Mrs. Albert B.. New 


Adams, Miss Lurena G., Provi- 
dence, R. I. : 

Agronick, Mrs. Benjamin, Provi- 
dence, R. I. 

Allen, Mrs. Ivan, Atlanta, Ga. 

Ankeney, Mrs. F. H., Cumber- 
land, Md 

Armington, Mrs. James R., Brook- 
line, Mass 

Ashley, Mrs. E. Russell, Bridge- 
i ef 

Atwood, Mrs. H. O., New York, 
we we 


B 
Barry, Mrs. Jack Jamestown, 
nN, & 


Berry, Mrs. Loui:e, Portland, Me. 

Bingham, Mrs. Arthur W., Jr., 
Brooklyn, N. Y. 

Bramwood, Mrs. Garner, Indian- 
apolis, Ind. 

Bristoll, Mrs. B. J., Des Moines, 
Ta. 

Brown, Mrs. L M., Brookl;n, 
N. : 

3uchanan. Mrs. G. T., Wichita 
Falls, Tex. 

Buchanan, Mary Lea, Wichita 
Falls, Tex 


Cc 
Caracci, Mrs. Louis, New York, 
a es 
Carithers, Mrs. H. G., Atlanta, Ga. 
Caswell, Mrs. F. H., Cambridge, 
Mass. 
Caulfield, Loretta, Buffalo, N. Y. 
Cheney, Mrs. P. W., West Spring 
field, Mass 
Churnick, Mrs. E. §&., Boston, 
ass 


Clegg, Mrs. W. C., San Antonio, 


ex. 

Ccdy, Mrs. C. F., Dubuque, Ia. 

Coleman, Mrs. H. I., Savannah, 
Ga. 

Cooper, Mrs. David, Boston, Mass 

Corbett, Mrs. William, Norwalk, 
Conn 

Crile, Mrs. Don, Canton, Ohio. 

Croke, Mrs. J. S., Holyoke, Mass. 

Curtiss, Mrs. Frank, Bridgeport, 
Conn. 


D 
Davidson, Mrs. J. P., Holyoke, 


Decker, Mrs. Howard, Lafayette, 


E 
Evans, Mrs. W. D., New York, 
N. Y 


Everly, Mrs. Charles H., New 
York, N. Y. 


F 
Faber, Mrs. Eberhard, Br-oklyn, 


Fargo, “Mrs. Frank H., Bridge- 
port, Conn. 

Fellowes, Mrs. H. L., Chicago, 
Fernyak, Mrs C. S., Mansfeld, 


Ferry, Mrs. Harry, Longmeadow, 


G 

Garvin, Mrs. Charles P., Wash 
ington, D. C. 

Geyer, Mrs. Andrew, New York, 
N. Y 


Giddy, Mrs. O. F. C., Hoboken, 


Gill, Mrs. A. W., Trenton, N. J. 

Gram, Mrs. J. S., Chicago, III. 

a ‘eon Mrs. Ben S., Chicago, 
ll. 

Griffith, Mrs. John H., Philadel 
phia, Penna. 

H 

Hampton, Mrs. Harold J., Indian 
apolis, Ind. 

Hart, Mrs. Guy, Boston, Mass. 

Henderson, Mrs. Mary, Indianap 
olis, Ind. 

— Mrs. George, Chicago, 


Hooper, Mrs. Edgar R., Chicago, 
Il 


J 
Jacquin, Mrs. W. C., Peoria, Il. 
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Jason, Mrs. Sam, Montreal, Can 
ada. 

Johnson, Mrs. Albert E., Rock- 
ville Center, L. I., N. Y. 

Johnson, Mrs. J. Arthur, James- 
town, £ 


K 
Keeling, Mrs. E. A., Jamestown, 
ee A may 
Kelly, Mrs. William, Louisville, 


y- 

Keon, Mrs. T. Harris, Philadel- 
phia, Penna. 

Kochheiser, Mrs. E. R., Mansfield, 


Ohio. 


L 

Laskowski, Mrs. W. F., Jr., Har- 
risburg, Penna. 

Lennartson, Mrs. W. S., Chicago, 
Ill. 

Lessard, Mrs. W. S., Chicago, Il. 

Lovett, Mrs. Wallace R., Cam- 
bridge, Mass. 

Lynn, Mrs. Mary, New York, 
NM. €: 


M 

Manning, Mrs. E. R, Chicaco IIl. 

McAuliffe, Mrs. P. E., Burling- 
ton, Vt. 

McCardell, Mrs. J. N., Baltimore, 
Md. 

McConnaughy, Mrs. D., Dayton, 
Ohio. 

McCormick, Mrs. J. W., Jr. 
Bridgeton. lv. }. 

McGar, Mrs. Stanley, Mer-den, 
Conn, 

Molloy, Mr;. J. F., Meriden, Conn 

Morgan, Mrs. George O., Beverly 
Hills, Cali-. 


Musser, Mrs. J. C., B:ooklyn, 
N. ¥. 


N 
Neary, Mrs. James E., New York, 
Y 


N. Y. 
Nelson, Mrs. Gertrude E., Boston, 
ass. 


Oo 
Obstfeld, Mrs. Lou, New York, 


Pp 
Palmer, Mrs. Frank, Pittsfield, 


Pape, Mrs. Elmer W., New 
Britain, Conn. 

Parrott, Mrs. J. S., Waterloo, Ia. 

Preston, Mrs. A. G., Utica, N. Y. 


R 

Rebhan, Mrs. A. F., Boston, Mass. 

Riedell, Mrs. R. H., Boston, Mass. 

Riley, Mrs. H. S., Colorado 
Springs, Colo. 

Rockwell, Mrs. H. P., Rochester, 
ie 

Ruedy, Mrs. W., St. Louis, Mo. 

Ryan, Miss’ Loretta, Buffalo, 
nN. 

Salmen, Mrs. Fred H., Malden, 
Mass. 

Samson, Mrs. F. W., Philadelphia, 
Penna. 

Seely, Mrs. Clem, Grand Rapids, 
Mich. 

Sheaffer, Mrs. C. R., Fort Mad- 
ison, Ia. 

Shearman, Mrs. A. C., Long- 
meadow, Mass. 

Shee, Mrs. C. C., Waterbury, 
Conn. 

Simpson, Mrs. James H., Phil 
adelphia, Penna. 

Skibbe, Mrs. A. R., Chicago, II. 

Smith, Mrs. T. Carl, Columbus, 


Southworth, Mrs. Edward, West 
Springfield, Mass. 

Steinhilber, Mrs. Fred New 
York, N. Y. 

Sullivan, May C., Sullivan’s Office 
Supply Company, Taunton, 
Mass. 


4 
Tamany, Mrs. John W., Brooklyn, 
N. Y 


Tope, Mrs. Ronald E., New Phil- 
adelphia, Penna. 

Towhill, Mrs. James T., Boston, 
Mass. 

Towne, Mrs. R. P., Holyoke, 

ass. 

Treudley, Mrs. H. H., Youngs- 

town, Ohio. 


V 
Van Horne, Mrs. A. C., Brook- 
lyn, N. Y. 


Watts, Mrs. Norman, Louisville, 
Ky. 
White, Mrs. J. L., Columbus, Ga. 
Z 


Zachs, Jennie R., C-Thru Ruler 
Company, Hartford, Conn, 






































Roller for Crisper, Streak-Free Copies! 


W oper Master ROLL-O-MATIC achieves a new high 
in simplicity, efficiency and economy of Liquid Duplication. 
The crisper, clearer copies now possible with the roller 
moistening principle of liquid application and automatic 
measured fluid control make these new machines fool 
proof and waste proof. ROLL-O-MATIC fluid application 
not only eliminates streaked copies but also permits much 
longer copy runs and at amazing savings. 

These features, coupled with many others, give the Master 
ROLL-O-MATIC the outstanding performance that is 
required for selling superiority. 


DUPLICATOR & SUPPLY CO. 


eee WOLBER 1203 Cortland St., Chicago, III. 
: Cable address—‘‘Wolbers Chicago”’ 





Liquid Duplicator 


Onl 89 


Master Roll-O-Matic = 














Check These Features For 
Profitable Easy Sales! 


Sensational New Moistening 
\V Roller Eliminates Streaking and 
Smudging. 
Automatic measured Fluid con- 
trol for perfect copies and in- 
creased economy. 


a 


Positive Automatic Paper Feed. 
Each copy requires only a single 
turn of the handle. 

Positive Drum Clamp for holding 
Master in perfect alignment. 
Half Turn Impression Roller Re- 
lease for half minute cleaning. 


Finished in Green Stain Proof 
Crackle and Highly Polished 
Chromium. 


ee” eo i ae ae 


FREE! Send to-day for infor- 
mation on the entirely new 
"> ROLL-O-MATIC principle of 
(< Liquid Duplication and also 
descriptive material on the 

complete Wolber line of duplicators and 


supplies 














COMPLETE LINE OF SUPPLIES FOR LIQUID AND GELATIN MACHINES. 
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The ‘First, the Zest, and the Last impres- 
sion of a prospective customer when he opens 
the drawer of a “Glider” file is the desire of 
possession. Therefore your sale is already 9O % 


completed. 


Let your imagination run wild as to a piece of 
mechanism which operates with an almost impercepti- 
ble effort. Then when you examine a “Glider” file 
you will have to go one step further to appreciate its 


complete ‘Effortless Motion.” 





2. SERS ek 






This Slide is the secret of “Effortless Motion” 


The Effortless Motion Extension 
Slides are completely assembled in 
units by themselves and can be re- 
moved or installed in the file even 
by the filing clerk and without the 


need of any tools. 


Vertical drawers can be replaced by insert combinations or inserts can be 
replaced by vertical drawers in your store or in a customer's office, with prac- 


tically no effort and without tools. Automatic Locks can also be installed just 


as easily. 


The fact of the case is, the Users of files are the real designers of the 


“Glider” File. It is the answer to their wishful prayers. 


Again we are soaring, “A Year and A Half Ahead” 


A request for additional information will bring an Air Mail reply 


Browne-Morse Company 
Muskegon Michigan 
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SOULIS BUILDS BIGGER HALIFAX STORE 
AFTER FIRE 

Spurred on by an enterprise and initiative which 
has marked the organization since its inception in 
1905, The Soulis Typewriter Company, Ltd., Halifax, 
N. S. Canada, has moved into an enlarged and modern 
store at 139 Granville street. 

Almost the entire stock and fixtures of the pro- 
gressive firm, of which P. O. Soulis is the president, 


’ 





imag 4 A 


P. O. SOULIS 


were destroyed last March when a disastrous fire 
visited the company’s quarters on the ground floor 
of the Queen hotel. Despite the loss and disorgan- 
ization which naturally followed, Mr. Soulis and his 
associates immediately found temporary space on 
Hollis street and at the same time began to lay 
plans for a new home. 

The new, four-story building is impressive. It in- 
cludes an imposing entrance of black glass and metal 
topped with prismatic glass blocks which provide 





FROM THE ASHES.—This new store of the Soulis Type- 
writer Company, Ltd., in Halifax, N. S., Canada, was built 
shortly after the company suffered a disastrous fire which 
completely consumed its entire stocks and fixtures. Note 
the attractiveness of the combination of black glass and 
metal topped by the prismatic glass blocks. 


ample light for the interior. The display window is 
floored with oak floodlighted from fixtures above and 
well out of sight. 

The display room is laid with brown and gray 
tile squares, and radiators are recessed into the wall. 
Ceilings and walls are finished to harmonize with 
the modern type of fittings and furniture. A fine 


| 
| 











Ti all the stenog- 
raphers, photographers, handicraft 
workers, doctors, printers, bankers, 
teachers, form salesmen, advertising 
men, insurance men, librarians, window 
trimmers, paper millers, milliners, ac- 
countants, students, scientists, chiropo- 
dists, nurses, artists, architects, civil 
engineers, mothers, bosses and bosses 
children 


Who use Grippit because it 
sticks paper to almost anything, be- 
cause it cannot wrinkle, because it rubs 
off their fingers and is otherwise the 
cleanest of all adhesives, because it is 
transparent and stainless, because it 
holds tight as long as they wish yet 
peels off like adhesive tape, because it 
is safe, even for children, because it is 
non-inflammable 


W ere stood on end, it 
would take the unlucky man on top a 
long time to get home for dinner in a 
parachute. 


But every one of them is 
confident that Grippit is made of the 
very best rubber by the most painstak- 
ing and exacting process and that is 
why they like it better than anything 
else for the things they have to stick 
together. 


You too can learn all 
about Grippit’s superior properties from 
a sample tube with which we furnish 
the Profit Story. 


Harriman -Welts Products Co., Boston 


200 Summer Street 















For marking all kinds of 
“Cellophane” wrapped mer- 
chandise. Eliminates the use 
of labels that hide the pro- 
duct. 
Made in the following colors: 
No. 964-T White 
No. 965-T Dark Red 
No. 968-T Blue 
No. 969-T Red 
No. 970-T Yellow 


No. 971-T Green 
No. 973-T Black 


h3/ais0e/ 


PENCIL CQ. 


PHILADELPHIA, U. S. A. 


ame Oe Pa : 


PAT. N@ 1,756,953 





THE THING“ ; 


STRING’S 


‘THE 
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| display room, private offices for executives, a servicing 


department and ample storage space are provided for 
future expansion. 

The company was started in an establishment on 
Sackville street and in a short time moved to 69-71 
Granville street for an occupancy of seventeen years. 
The next move was to the Queen hotel where the 
fire broke out. 

Mr. Soulis is assisted in running the business by 
his son, Howard, who is associated with the general 
sales staff. Among the standard lines handled are 
L. C. Smith standard typewriters, Corona portables 
and adding machines, Allen adding machines, Mar- 
chant calculators, Todd check protectors and signers, 
the Dictaphone and the A. B. Dick Mimeograph. 

Since its beginning the company had established 
several agencies at various points including one in 
Newfoundland. 

> 
CANADIAN NEWS NOTES 

Mitchell & McGill have had their office equipment 
and furniture showrooms at 69 Adelaide street W., 
Toronto, Ont., renovated and redecorated. With the 
fine new lighting system, natural wood doors, and 
cream walls and ceiling, the premises present a very 
modern and splendid appearance. 

+ 7” * 

Rumsey & Co., Ltd., Toronto, Ont., are moving their 
office stationery business from Queen street West, 
where they have been for many years, to larger and 
finer premises on Bay street, around the corner from 
Front street. 

* & * 

The store of J. Edgar Rutledge, office stationer at 
Fort William, Ont., has been completely modernized 
and remodelled. The new display front is in a colored 
glass material, the color scheme being black, white and 
shell pink. The entrance to the store is much larger 
and the windows have been equipped with an es- 
pecially fine lighting system. 

~ » * 

N. Richard Trickey has opened a modern Office sta- 
tionery and supply store in Huntsville, Ont., under 
the name of Huntsville Stationers. Mr. Trickey, who 
has had a long and successful experience in the whole- 
sale and retail stationery field, will carry a good stock 
of office supplies and equipment. 

. ~ * 

The Hay Stationery Company, of London, Ont., had 
a most interesting and instructive exhibit of the new- 
est office equipment and supplies at the Western Fair, 
held in that city, from Sept. 11 to 16. Courteous and 
well informed salesmen were present to demonstrate 
and explain the various devices and equipment. 

* a * 

Norman Brown, president of Brown Bros, Ltd., 
wholesale and manufacturing stationers, Toronto, Ont., 
has been ordered by the family physician to take two 
months’ complete rest. He was taken suddenly ill a 
short time ago at his summer home on Lake Simcoe. 

SJL 
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DONNELL-BRADY 

On September 3, Louis G. Donnell, for the past six 
years with Underwood Elliott Fisher Company, 220 
Northwest First street, Oklahoma City, married Mrs. 
Glennis McCleary Brady, daughter of Mrs. R. E. Mc- 
Cleary, 432 Northeast Fourteenth street. The cere- 
mony was performed by Rev. James O. Sowell, pastor 
of the University Place Christian church, at 109 North- 
west Twentieth street, where the couple will be at 
home. After the ceremony, the couple left for a 
short stay in Hot Springs, Ark.—EVH 
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“Another nice order from Smith, eh? 
How'd you manage to underbid those 
other fellows?” 


L.L. alee ee 


Help Take Their 


Minds s ff Fhice 


All-star performers have a way of winning a man’s 
favor on quality . . . and price be hanged! Wise 
printers make the most of this human quirk by recom- 
mending L. L. BROWN record and correspondence 
papers; they minimize price disputes by affording 
better value at no extra charge.* Result? Guaranteed 
satisfaction for customers .. . profitable repeat business 
for printers. 

Famous ever since 1849 for their unequalled resist- 
ance to time and hard handling, L. L. BROWN papers 
are the recognized standard of value, dependability 
and security. Generations of specialized experience, 
skilled processing and exclusive formulas, carefully 
selected new rags, pure water from natural subterranean 
springs — all these unite to insure utmost dependa- 
bility and satisfaction. 

If you sell record books, forms, documents and sta- 


tionery, you'll profit by recommending L. L. BROWN 


1849 





DISTRIBUTED BY LEADING PAPER 


MERCHANTS IN 
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“Wedidn't! L.L. Brown 
papers have convinced 
Smith that he couldn't 
afford anything but those 
dependable papers for 
that important job.” 








Hy, 


> 
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durability, or 


papers whenever permanence, 
Ask your regular L. L. BROWN 
agent or write for samples. L. L. BROWN PAPER 


prestige is a factor. 


COMPANY, Adams, Mass. 


*Despite their superior qualities, most L. L. BROWN papers 
add nothing to costs when compared with papers of their own 
grade levels increase total accounting and letter costs only 
a small fraction of 1% over inferior papers 


Rags 
L. L. BROWN’S Linen Ledger 100% 
ADVANCE Linen Ledger . 100% 
RESISTALL Linen Ledgert 100% 
L. L. BROWN’S FINEt . 85% 
GREYLOCK Linen Ledger 85% 
GREYLOCK Linen Ledger, HINGED 85% 
L. L. BROWN’S LINENt{ 100% 
ADVANCE BOND} 100% 
GREYLOCK BONDt 75% 
RESISTALL Index Bristol ¢ 100% 


tEnvelopes to match tHydroil Process 


L.L. BROWN 


LEDGER, LINEN AND BOND 


TZzes 


Permanent Durable Dependable 


ALL PRINCIPAL CITIES 
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TRANSFILE 
FILES 


Your everyday 
profit line 


The sky is the limit of your profit opportunity with 
TRANSFILE FILES — IF — you make a determined 
effort to sell them to all your customers for all their 


records. Most offices, factories, warehouses and insti- 


tutions—where your men call regularly—always seem —> 

to have some records that just do not seem to have 

a place. TRANSFILE FILES solve these annoying filing STEEL REINFORCED 
and storing difficulties practically and efficiently—at CORRUGATED BOARD 


extremely low cost. 
—all the weight of the drawer and its 


Demonstrations of steel reinforced corrugated board contents supported on steel—Steel front 
TRANSFILE FILES are quick and convincing. Unique and —Attractively finished in olive green to 
original they engage interest at once. Shipped flat, match regular filing equipment—Roller or 
they fold together like a glove—no screws, belts ball bearing drawer operation — Follow 
or tools are ever required. Assembled, their extra Block—2 Way Interlock welds units into 
heavy construction, the easy effortless drawer opera- staunch, sturdy batteries—Sanitary Legs to 
tion even under heavy load and the attractive appear- keep them dry and clean. 


ance make convincing impressions. 


AND—TRANSFILE FILES give your customers real record 
finding and filing service. Once they use them they 


will buy more. 


The 4 models and 13 sizes cover the full range. There 


is a TRANSFILE FILE for every purse and purpose. 


Ask your salesman to carry a sample TRANSFILE FILE 
and keep his eyes open. They will sell. At a nice 
profit, too. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N .Y. 


FILING SUPPLIES 
the complete line developed especially for dealers 
—a combination of quality and price you can sel! 
competitively at a profit. 
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DICTAPHONE ANNOUNCES PRICE CHANGES 
The Dictaphone Corporation, 420 Lexington avenue, 
New York, N. Y., last month sent out a notice of a 
price change in several models of the Dictaphone 
transcribing, dictating and shaving machines. In ex- 
plaining the change the statement, over the signature 
of President Merrill B. Sands, read: 

. Hence from an operating and a legal point of 
view, it seems necessary to discontinue our discount 
system. However, we do this with a sincere desire to 
make an equitable adjustment, and to that end we 
are passing on consequential savings in lower list 
prices.” 

Dealers desiring a list of the new prices should com- 
municate with the company home or branch offices. 


—- 





NEW SANFORD MERCHANDISER.—This new unit has been 
designed for the dealer by the Sanford Manufacturing Com- 
pany, Chicago, and is available in “blond wood” and three 
shades of walnut or mahogany to match any fixtures. A feature 
of the unit is its adaptability to any kind of merchandise be- 
cause all compartment sizes are adjustable. Through the use 
of shams as a base for the merchandise to be sold dusting 
and cleaning is made easy. Sliding doors can be added at 
the back at a small additional cost. The display unit pictured 
here was installed in the Evanston (lIll.) store of Tommy Airth. 
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NEW YORK LEADS NATION IN PENCIL 
MANUFACTURING 

New York City leads the nation in the manufacture 
of lead pencils (including mechanical) and crayons; 
carbon paper and inked ribbons; hand stamps and 
stencils and brands; and envelopes, according to an 
analysis of U. S. census figures recently completed by 
the Industrial Bureau of the Merchants Association 
of New York. 

Value of lead pencils and crayons manufactured in 
New York City during the 1937 census year was listed 
as $5,918,908, or 26.3 per cent of the $22,430,477 value 
of the entire national production. Carbon paper and 
inked ribbons produced in the city valued $3,068,760, 
or 17.1 per cent of the $17,859,622 national production. 
Value of hand stamps and stencils and brands pro- 
duced by New York manufacturers was $1,580,611, 
representing 15.2 per cent of the $10,386,348 national 
production value. 

Production of New York City envelope manufacturers 
during the 1937 year reached $7,036,555 in value, or 
13.7 per cent of the $51,289,922 total national produc- 





FILING SUPPLY CATALOG NO. 739 


FINDIT FILING STSTERS.. 


The most efficient simple, and @ mical hin ng systems 
yet devised. The catalog contains complete information 
and layouts on Alphabetical, Geographical, Follow-up 
and Subject Filing Systems attractively illustrated and de 


scribed for easy presentation to your customer or prospect 


ieigusooptaa FILING SUPPLIES. 

This section includes complete informat lng 
accessories. The popular DURATEX, KRAFOLTEX, and 
PERMATEX File Folders are presented in a wide assort 


ment of weights, tabs, and sizes to match any system 
folder. There is a simplified st schedule for quick 
figuring of special guides and a new e of Tabulator 


Card Guides 


BARKLEY REPORT pOLPenE 


They furnish an ideal and inexpe b 
ing loose leaf pages, school notes, et Made of a tough 
leatherette embossed stock in a wide variety of rs 
they present a neat and attractive appearance. They are 
furnished with the Barkley Fastener which is flat and com 
pact and provides a reinforcement the binding side 
BARKLEY STA-GUIDES.. 

This ingeniously designed Vertical Guide will fill a long 
needed requirement for a guide that will remain upright 


in the file and properly support filed records. The STA 
GUIDE will tilt only to the proper ““V"’ angle to form a 
convenient working space for instant and easy removal 


of the required folder. Doubles the life of folders 


GREEN-EDGE STORAGE FILES.. 


Solve the problem for all time of quick, easy, and eco 
nomical transfer filing of old records. Letters, invoices, 
checks, and documents of all kinds can be systematically 
preserved for future reference. Double thick construc 
tion throughout with taped edges. There are no fastening 


devices to hinder access to the required re 


DURABILITY TRANSFER FILES 


Built for long and satisiactory service. A combination of 
heavy solid fibreboard and ingenious steel reinforcement 
permit the stacking of DURABILITY Files. Drawer front 
four ply thick with an attractive full grip handle. Stacking 
Clips provided lock the files into a solid battery. There 


is a size for every business record 














tion value.-—NJNS “Sie 
pe genoa SEND FOR YOUR COPY NOW... iN 


BRAINARD HEADS GRIDIRON CLUB Write today for your copy of this new atalog containing sales helps ; : | rune TY)\ 
George C. Brainard, president of The General Fire- and complete information on the above and other profitable fling acoss- | | yangiLt! 
proofing Company, Youngstown, heads the newly sories. Samples and additional sales helps are yours for the asking - rs} Fi 


organized Youngstown Gridiron Club, which conducted 
a dinner to sell Youngstown College football tickets. 
Special campaign was held the week of September 
4 to 11, and ticket rallies at the campus were also 


OE Fran -7.0;1.0 5 2) A. OOF 


ESTABLISHED 19721 


cManufacturers of Filing Supplies 
part of the drive——AK Ml S17 S. JEFFERSON STREET CHICAGO. ILL 
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IMPORTANT 
NOTICE 


In view of substantial in- 
creases incost of leather 
and other materials, we 
have been obliged to 
increase our prices ef- 


fective October |..... 


These increases are small 
and represent only a 
part of the recent ad- 
vances in market prices 
of materials used in man- 


ufacturing our products. 


NEW YORK, PHILADELPHIA, 
CHICAGO and NATIONAL 
ASSOCIATION of LUGGAGE, 
BRIEF CASES and LEATHER 
GOODS MANUFACTURERS... 
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NEW ENGLAND TRAVELERS NOTES 

Although a little late the New England Travelers 
Club hastens to extend congratulations to Jack Ken- 
nedy upon his election as vice-president of the Trussell 
Manufacturing Company, Poughkeepsie. All of his New 
England friends wish Jack the best of luck and add the 
hope that he keeps on climbing. 

The White & Wyckoff Manufacturing Company, 
Holyoke, Mass., recently celebrated its fiftieth anniver- 
sary, having been founded in 1889 as the Smith & 
White Manufacturing Company. Starting with a pay- 
roll of eight, the firm now employs over 500 persons, 
all of whom paid high tribute to the company’s treas- 
urer, Edward N. White, who has rounded out fifty 
years with the organization. 

Gordon Walker, who works New England for the 
Joseph Dixon Crucible Company, was married on 
August 12 to Miss Ruth Sheehan, the ceremony taking 
place in Paris, Me. The happy couple returned to 
Boston last month and are living in Dorchester. 

Congratulations to Frank A. Magee of the Hobbs & 
Warren Company, who recently celebrated his sev- 
entieth birthday at his Southport, Me., summer cot- 
tage while enjoying his annual vacation. Many of his 
old friends in the industry hope he has many more 
birthdays and continued good health with which to 
enjoy them. 


A note of sadness was cast over the membership 
recently when word was received of the death, on 
August 13, of Charles F. Maher of Laconia, N. H. 
Since 1911 he had been associated with his sister in 
the business known as Maher’s Bookstore, an organ- 
ization founded by his father in 1894. 

x ab * 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club 

—-¢ 
DICTAPHONE “MOUTHPIECE” FEATURES 
GIRL CONTEST WINNERS 

A recent issue of The Dictaphone Mouthpiece, official] 
organ of the Dictaphone corporation, recently devoted 
its eight 16 by 11 inch pages to paying honor to a 
number of girl winners of transcribing contests. These 
events were described in the July and August issues 
of Office Appliances. 

Well illustrated, the house organ graphically tells the 
story of honors and trophies won by young ladies from 
various sections of the country and pictures them at 
work at their machines, being awarded their prizes and 
triumphantly boarding trains for some. 

A two-page center spread contains two panoramic 
pictures of men and women striving for trophies in 
two transcribing events at the International Com- 
mercial Schools contest held at the New York World’s 
Fair with every contestant using a Dictaphone. 


Oe 


ETHERIDGE TO MANAGE CROCKER’S FRESNO 
STORE 

Paul A. Etheridge, for the past ten years outside 
salesman of the Fresno, Calif., store of the H. S. 
Crocker Company, San Francisco, last month was ap- 
pointed manager of the former establishment. 

Mr. Etheridge succeeds the late V. G. Henderson 
who died August 7. During his connection with the 
Fresno store he has covered the San Joaquin territory 
and is well known in the district. 

In taking over his new duties Mr. Etheridge an- 
nounced that Jack Quiette, a department head in the 
store for several years, will be assistant manager 
and that Joseph Roesch will take over the job of 
outside salesman. 
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THIS 1S ONLY THE BEGINNING!! 


ASCO plans big things for the coming year Here are just three of the latest additions 
—a constantly increasing line of striking- to the "Line of Quality at Popular Price." 
sales-compelling profit and good will Three numbers that took the National con- 
builders. vention by storm. 


FOR 
HOME 
OFFICE 
SCHOOL 


ASCO 
No. 122 
PERSONAL 
FILE 


Width 1354” 
Height 1154” 
Depth 12” 


List 
Pri 
ronny, 9490 


Complete 





This attractive file meets every requirement for a personal file. Its 
rugged fibre expanding index, with alphabetical and blank headings, 
provides ready reference. The handle drops flush with front. Extruded 


cardholder. 
The No. 122 is electrically welded thruout and glides smoothly on 
perfect bail suspension. Individually packed in corrugated carton. 


THE NEW “700” and “800” Utility Cabinets 


Two brand new additions to the 
popular ASCO Utility Cabinet Line 


No. 700 (left) This cabinet has 
three adjustable shelves and 
flush base, with paracentric 
keyed Yale lock. 
Height 43” Width 18” Depth 15” 
Olive Green Finish $12.00 


Grained Mah. or Wal. 14.50 
POO: NEY, 


No. 800 (right) A cabinet with 
extra capacity but occupying 
a minimum of floor space. 
Four adjustable shelves and 
Yale paracentric keyed lock. 
Height 66” Width 18” Depth 18” 
Olive Green Finish $20.00 


Grained Mah. or Wal. 24.00 
Fe: O. B. WN. Y. 
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March on with ASCO for Greater Sales 


ART STEEL COMPANY, Inc. 


300 East 145th Street, New York, U. S. A. 
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Astounding New Features 


make the HOTCHKISS 


the World's Finest 


STAPLER 


Printep words are not the best way to prove 
What 
actual machine on your desk. We invite you to 


the above statement. is needed is an 
try it this way. The more skeptical you are of 
the better. We predict 


that you and your customers will be convinced 


“last word” claims, 


by its “rocking chair” lever action, its revo- 


Medel OIA 


lutionary ‘desk drawer’ front loading feature 
(see cut), and by its symmetrical Palmfitting 
design. Moreover, Hotchkiss helps you sell 
the Zephyr at a good price. 

Order a sample lot right away. The Hotch- 
kiss guarantee protects you and your cus- 


tomers. 





iS *& HOTCHKISS 
"i wi) Lé front 


loading NORWALK, CONNECTICUT 


feature Pj best in stapling’ 


oneers in all that’ sz 








HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 
Business—Repeat Business— 


To You 


_ “THE CARBON 
_ AND THE IDEA 
ARE PERFECT” 


That’s what important 
dealers say about 





CLEANGRIP | “azn 
| CARBON PAPER 


Cleangrip 
Whitedge 

Its distinctive appearance catches the eye 

Its efficiency, cleanliness, long wear and 





INKED 
RIBBONS 


Stormtex Silk 


CARBON 
ROLLS 
Tailor’s Marking 
Photo Offset 
Billing Rolls for Elliott 
Fisher Machines 
Billing Rolls for 
Burroughs Posting 


Stormtex Cotton 


RESISTANCE TO Clean Pull Cameo 


American 





CURL make it the carbon paper preferred by busy user Cameo pa 
‘le rri ( sine gi 2 —_— - an Machines 
Cleangrip c ombines | all the desirable features of good carbon aceite Resister Rolls Reliance 
papers plus the highly important special features possessed by Tally Roll , 
o others | ois pe ae ibbonafor / $8 
no others. ee | | Reliance Teletype Carbonised Ribbonsfor Ac dres 
It is profitable to the dealer as it brings new business and holds Rolls ograph-Multigraph 


Carbons in all 





Rolls for Elliott- 
Addressing Machines 
Special Rolls 


it against competition 
DPALERS: Don't overlook this business getter. Write 
amples and prices | 


Speedaumat 





| weights and 








finishes 


Dupligraph, ete. etc. 








| H. 


561 GRAND AVE. 





When you visit the New York World’s Fair, plan to visit us and make our offices your 


business headquarters. We shall be very pleased to take care of your mail if you so desire 


M. STORMS COMPANY 


Makers of "The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 
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HAMMER BECOMES GLOBE-WERNICKE 
SECRETARY 
The election of R. H. Hammer as secretary of The 
Globe-Wernicke Co., Cincinnati, Ohio, was announced 
on August 23 following the regular meeting of the 


board of directors. Mr. Hammer succeeds the late 
David Blair Morrow who died July 22 and whose 
passing was reported in the August issue of OFFICE 


APPLIANCES. 
Mr. Hammer possesses a brilliant record as assistant 
secretary of the company for several years and his 





R. H. HAMMER 


promotion to the according to 


was, 
J. S. Sprott, president of Globe-Wernicke, “in line 


secretaryship 


with the long established policy to promote indi- 
viduals in our organization who are equipped to 
assume greater responsibilities, as these openings | 
oceur,”’ 


Mr. Hammer takes to the new job the good wishes 
of a vast number of friends in and out of the industry. 
o ie © 
PUBLICITY CAMPAIGN BRINGS RESULTS FOR 
JOHNSON POSCHAIRS 


In the July 8 issue of Business Week, a national 
publication, appeared a publicity campaign for posture 
chairs of the Johnson Chair Company, which resulted 
in a substantial number of replies from business men 
The 


in many industries two Johnson chairs which 





ILLUSTRATION OF THE JOHNSON SUPER-CHIEF WHICH 
ACCOMPANIED THE PUBLICITY ARTICLE. 


were featured were the Chief and the Super-Chief. 
According to officials of the company queries regard- 
ing the two models were received from executives in 
industrial companies, newspaper and publishing plants, 
associations, purchasing agents and city officials, many 
of the letters resulting in sales for dealers in cities in 
which the queries originated. 
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MAP TACKS MOBILIZE!! 


Thousands of map tacks called back to active 
service to mark the war maps of the world! 


nag fer 


-IMAPTACKS 


j play an even more 
important role in 
bringing vivid life 
to business maps 
and charts . . 
visualizing and re- 
cording important 
data . . . showing 
sales territories, 
product distribu- 
tion, branches, in- 
dicating weak 
areas, etc. 


needle points. A 
Write 


Uniform unbreakable aluminum heads; 
thousand combinations of sizes, colors, and symbols. 


us for information 


Other Graffco devices that improve business routine, in- 
crease efficiency, and cut costs by making office work 


easier to do are: 


VISE SIGNALS Brilliant little signals that 
vitalize vertical card records. Essential facts 
instantly indicated by color and position of 
signal. Of plated steel in 12 striking colors; 
many color combinations, and special print- 


ings. 


MVIZ SIGNALS Bring out the full value of 
il any visible system, card or sheet. Non-pro- 
sa jecting, lie flat, do not bulk up the file. 
Eleven styles and 12 smart colors. 





CELLUGRAF SIGNALS They double the ef- 
ficiency of visible index and record systems. 
Conceded the finest signals made. 





| 





Trans- 





; ote| parent celluloid in 6 colors and 2 sizes; 
CELLUGRAF Opaque (matte finish writing surface) in 4 
SIGNALS colors, 2 sizes 





VISE CLIPS Their double grip holds 
papers firmly. Will not slip even 
when papers are turned back for 
reference. Made from non-rusting 
spring steel, so durable that they 
can be used again and again. In 
3 sizes, to hold from 2 to 60 papers. 





Write us for complete information on these 
profit-building products. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave. Cambridge, Mass. 
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ENJOY TEMPO FILM’ 






She Stencil 7 Tomov2etw 


TODAY 


@ NO TYPE-FILLING © 
@ NO TYPE-CLEANING ~~ 
e NO LOOP-LETTER CUT-OUTS 
@ NO FEED-ROLLER SWELLING! 










Fully protected by patents, Tempo Film 
is the only stencil that can solve these 
four major stencil problems for you 
because you type right on the Film 
and the Film protects! IF this advanced 
principle did nothing more, it would 
still merit the consideration of every 
dealer and stencil user. But, it does offer many additional features 
which stamp it definitely The Stencil of Tomorrow. It is little wonder 
then that so many alert dealers and the largest users the country over 
have changed to Tempo Film already. You, too, can enjoy this modern 
method of stenciling today. There is no obligation with our Trial 
Order Plan. Try a box. Mail the convenient coupon today and enjoy 
an early start. 


MILO HARDING CO., LTD. 


Manufacturers of Tempo Brand Duplicating Supplies 
Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa 


r 


General Office-Factory: 432 W. Pico Blvd., Los Angeles, Ca 

















MAIL TODAY aces: 
1. Ship one quire Tempo Film on your Trial Order Plan 
For Duplicator 
2. Send Details of Attractive Dealer Plan | 
Please Attach to your Letterhead an 











HANSON POSTAL SCALES 


Have The Guaranteed Reliability 
So Necessary for Business Use 





























Every mailing and shipping need in office and factory is met 
by one of the three HANSON Postal Scales—the Hanson 
General Utility Postal Scale, the Hanson Heavy Duty Express 
Scale and the Hanson Air Mail Scale. There's volume and 
profit in this market for you if you feature these satisfaction 


giving scales. 





4sk your jobber for Bulletin No. 5 


HANSON SCALE CO. 





525 N. ADA STREET CHICAGO. ILLINOIS 
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JASPER DESK FILLS LARGE ORDER 

One of the largest single orders for one pattern of 
furniture ever placed with any of the Jasper (Ind.) 
wood-working plants, recently was completed by the 
Jasper Desk Company. 

The order consisted of 2642 walnut tables for the 
A. and M. College at Houston, Texas. The tables, 
placed end to end, would extend twenty-five miles. 
The order was filled in approximately thirty days and 
required five freight cars to ship. Jasper’s manufac- 
turing plants have enjoyed a good business recently 
and some of the factories have been working over- 
time.—WBC 


<>< 





TWO AUTOPOINT DISPLAYS.—Modernistic and attractive, two 
new permanent counter displays have been made available 
to dealers by the Autopoint Company, 1801 Foster avenue, 
Chicago. Both are made of polished light hardwood with glass 
front and in one there are twelve Autopoint pencils in each 
of three trays. In the other a center panel forms a distinctive 
background for a single Emberglow pencil with a tray of 
twelve Autopoint pencils on each side. Either of these dis- 
plays is sent free to the dealer on a $36 net purchase of Auto- 
point products. 


*—-¢ 


METHODES PRESENTS N. ¥. WORLD’S FAIR TO 
THE FRENCH PEOPLE 

Methodes, the well-known French Journal of office 
equipment and allied industries, devoted a consider- 
able portion of its June issue to presenting in word 
and picture the New York World’s Fair. On the familiar 
blue and orange cover was centered the fair’s Trylon 
and Perisphere against a shaded background of tall 
buildings. 

The article within opened with a picture of Grover 
Whalen and his invitation to stationers of the worlc 
to visit the fair, printed both in English and French. 
Next followed a two-page spread of the fair as seen 
from the air and then a message of welcome from and 
a picture of Mayor Fiorello LaGuardia. Four more 
pages were given over to a thorough description of 
the fair and its many features with the following note 
of thanks to this journal: 

“We are indebted to our excellent colleague of Chi- 
cago, “The Office Appliances,” for the authorization 
to reproduce in “Methodes” the main points in the 
very interesting article devoted to the Exposition of 
New York in a recent number. We express our grati- 
tude for their noble gesture of confraternity.” 

The issue also contained an illustrated article on 
the A.C. spark plug plant in Flint, Mich. 

—>-—___— 
CALLEY TO AID SALVATION ARMY DRIVE 

Joseph W. Calley, manager of the Art Metal Con- 
struction Company’s Boston branch office at 12 High 
street, last month took over the chairmanship of the 
office equipment-furniture group of the Salvation 
Army’s Greater Boston annual maintenance appeal 
The campaign starts October 9. Mr. Calley, who has 
been connected with Art Metal for twenty-six years. 
will gather together a number of sub-chairmen and 
active workers who will aid him in seeing that the 
group reaches its quota at an early date. 










































NATIONAL 


FEATURE LINES 
MEAN MORE PROFIT FOR YOU 


BECAUSE: 


Each one has distinctive, exclusive features of 
superiority in design or construction, found in 
no other make. This takes them out of the cut 
price competition class. 

They cover all the popular, fast-moving items 
that are in biggest demand. The bulk of your 
record business is done in items of this type. 
They form the backbone of the commercial 
stationery business. 


They carry a full profit—carefully protected 
for you. 






PSII: Sree , 
PERRRELELILI Le 








They carry quantity discounts. Being fast mov- 
- ers, they can safely be ordered in quantity at 
' Maus NATION still further increase in profit to you. 


They are always in stock for immediate ship- 
ment to you from Holyoke, New York or Chi- 








cago. 
{- = mp They are backed by intelligent, planned pro- 
=" motion that helps you sell them faster. 
= = NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. 
NEW YORK CHICAGO BOSTON 
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No. 961-M Flat Top Desk ‘ie - 
60" x 34” x 30%” high “i z 1 lao — 
This series includes 5 flat ; 









top desks, 6 tables, 4 type- 
writer desks, a_ telephone 
ner 






Snperial PRESENTS 
PN 





ANOTHER chee er FOR ‘40 


Here's an ady peek” at the -w Imperi srite in big neral offices that require 

Desk line for 1940! many desks id table in surthou and in 
In every price range, the Imperial Desk ling other public buildings. 

offers new beauty and extra “eye appeal.” This handsome, conservative series is just one 
The ne w No. 900-M Series (see illustration of the many style leaders in the Imperial Desk 





above) is typical of the added attractiveness that line for 1940. A catalog showing the new line i 
We are memt of the Woo i Desk Imperial has attained even in its moderate-priced now ready Write for your copy—today! 
Guild, which ct ; ea — acu nt idl Hemeaietond axadec 
vram of cons wr rtising, to - ott 
aetniateg a la veo an wg more profitable Massive in construction, but refined in line, the IMPERIAL DESK COMPANY 


market for wood office furniture. new No. 900-M Series is destined to be a tremen- EVANSVILLE, INDIANA 


Everything in STEEL... from 
Filing Cabinets to Storage Cabinets! 


The “Andy Units of Steel” are available 


in a price range to satisfy every one of 








your customers. You can easily supply 
any demand of filing or storage cabinets 


by tieing in with this all-inclusive line. 





A complete selection of files in all sizes and com- 
binations. Write for catalog and further details. Sold 


through dealers only. 








Drop in and say “hello” when you are near Geneva. 


ANDERSON - HICKEY COMPANY, f | ILLINOIS 
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VICTOR’S NEW DISPLAY AND STOCK CABINET 

The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., has announced a new metal cabinet We° > VY, TTL 
for the display and stocking of its line of Mak-ur-own & A rf tt | eee 
index tabs. It occupies less than one foot of counter 
space and stands twenty inches high. 

The cabinet is substantially built with an attractive, 
two-toned black finish. Stainless steel strips decorate 





> 5 i X A 3 hole Punch for 
/ BAB 4 3 Ring Binders 


° . — Can be used in 
¥%& Light in weight—G"" P< 


na * Small in size— Can be kept in a desk 


o, drawer, or brief case. 


ae SY ae * Low in price—for quick, easy selling. 


4 te . 









silent — ' \ modern, streamlined 3 hole punch—accu- 
FRONT AND BACK OF VICTOR DISPLAY UNIT rately spaced for 3 ring binders using standard 


1] x 814 sheets. 
the front and the display under the glass is printed in 
four colors, besides showing actual Mak-ur-own tabs SOLD BY LEADING JOBBERS EVERYWHERE 
in seven colors to make an unusually attractive display. a a 

The back of the cabinet is arranged to hold a stock of 
250 feet of the tabbing with drawers for shield tabs, 








Manufactured by 


printed insert tabs and black index labels. A] . > > ‘ 
Details of this offer to dealers may be obtained by New Kingland I aper Punch Co. 
writing to the company’s home offices ew ‘ — : 
2 ee ee 95 Washington Ave., Natick, Mass., U.S.A. 
—- 





BARTLETT JOINS REX-O-GRAPH COMPANY 
Charles C. Bartlett, for several years sales representa- 
tive of the Miller-Bryant-Pierce Company, Aurora, 


Ill., and well Known in the midwestern office equip- One Look and They Buy! 


ment field, has joined the Rex-O-Graph Company of 










NEW 


GAYLO 


UTILITY 
c. C. BARTLETT TABLE 


Milwaukee, Wisc., as treasurer in charge of sales and Priced LOW to Sell on Sight! 


office management. 





R. R. Rockhill, president of the Rex-O-Graph Com- Effortless sales! Just show this handle, with lively caster ae- 

pany, will now devote his entire time to outside sales ee ee eee a sliding “eee outs 

actory buyers. : ioned leatherette te ~ 

and contracts. pepe ae atcengeonpeae 4 piece less service. All anenilh ies dito 
oe 8 o stee urniture in mahogany, - 

olive green and walnut. Ideal i ailable. Offered m= a oe phe 

- . 7 . ‘Zo . a — for typewriter, adding machine, that means quic sales anc 

EBERHARD FABER BACKS SAFETY MOVE dictaphone, files, ete Easy to profits for you on every call. 


The Eberhard Faber Pencil Company is among the Witte or whit tev cndialats dali 
industrial concerns represented in membership of the 
Foremen’s Safety Club of the Newark Safety Council, 
which recently started its fourteenth season at Newark, IF AY [ 1 MANUFACTURING CO.. Inc 
N. J. The club, a safety organization for foremen and — : tise sg 
other industrial supervisors, holds monthly meetings 823 North Michigan Ave. Chicago, Illinois 
for the promotion of industrial safety —NJNS 
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AUTOMATIC TON WRAPPERS 


It’s your Line. Exclusively! 





Stationers! 


Steel-Strong”” Products are sold through Stationers a 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary w 
Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 

Downey Change Trays 








941 CLARK ST. 
CINCINNATI O. 


THE CL.DOWNEY CO. 














JASPER 
SEATING 
COMPANY 


presents 


A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
appearance distinction of upholstered office chairs in good 
value and moderate cost, equal in quality to our fine line of 
all wood office chairs. Full 


Jasper Seating Company 


JASPER, INDIANA 


details on request 











OFFICE APPLIANCES 


FEDERAL TRADE COMMISSION RULES ON 
THIRTEEN PENCIL COMPANIES 
companies manufacturing approximately 
cent of wood-cased lead pencils pro- 
duced in the United States were recently ordered by 
the Federal Trade Commission to ‘discontinue enter- 
ing into agreements resulting in unlawful restraint of 
competition through fixing and maintaining uniform 
prices for their products,” and other practices. 

Those named respondents in the order were the fol- 
lowing: The Lead Pencil Association, Inc., and its 
president and commissioner, William A. McDermid; 
The Joseph Dixon Crucible Company, Jersey City, 
N. J.; Eberhard Faber Pencil Company, Brooklyn; 
American Lead Pencil Company, Hoboken, N. J., which 
recently withdrew from the association; Eagle Pencil 
Company, Inc., New York: Richard Best Pencil Com- 
pany, Irvington, N. J.; Blaisdell Pencil Company, 
Philadelphia; General Pencil Company, Jersey City, 
N. J.; Hassenfeld Bros., Inc., Providence, R. I.; National 
Pencil Company, Shelbyville, Tenn.; Reliance Pencil 
Company, Mt. Vernon, N. Y.; Universal Pencil Com- 
pany, Oakland, Cal.; Red Cedar Pencil Company, 
Lewisburg, Tenn.; Wallace Pencil Company, St. Louis. 

The order further forbids having the Lead Pencil 
Association, Inc., or William A. McDermid, or any 
other association or any party connected with the 
Lead Pencil Association, supervise the activities of 
the members of such an association for the purpose 
of effectuating any agreement or combination to fix 
or maintain uniform prices in the United States for 
the sale of comparable wood-cased lead pencils 

Regarding legal activities the ruling states: 

“It is further ordered that nothing herein shall 
be construed to prevent the respondents, or any of 
them, from investigating or consulting with one an- 
other, for the purpose of attempting to work out a 
simplification program for the pencil industry, whether 
said investigation or consultation is done in conjunc- 
tion with the National Bureau of Standards, in ac- 
cordance with the procedure of said Bureau or 
amongst any and all of respondents; provided, how- 
ever, that such investigation or consultation shall not 
be for the purpose of effectuating any agreement or 
combination among any or all of said respondents 
to fix or maintain uniform prices on comparable 
wood-cased lead pencils or to commit any of the 
other acts or things from which they are ordered 
herein to cease and desist.” 


Thirteen 
seventy-five per 
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“ALL WEATHER” SELLING IS KISSICK CODE 

Consistency in calling upon the trade regardless of 
weather or anything else is the keynote of the success 
which has crowned the efforts of Alton F. Kissick, 
owner of the Scottsbluff Typewriter Company, Scotts- 
bluff, Neb. 

It gets mighty warm in western Nebraska but that 
does not interfere with Mr. Kissick who, while admit- 
ing heat is “hardest on the feet,” works his big terri- 
tory without interruption. Five days a week, month 
in and month out, he sells office equipment, picks 
up repair work and takes orders in a territory nearly 
as large as some states. 

Saturday finds him in the store at Scottsbluff, but 
Monday morning he hits the trail. It is about 250 
miles to Martin, S. D., farthermost point on one of his 
routes. He gets to Julesburg, Colo., near the Nebraska 
line, and to Torrington, just over the boundary in 
Wyoming. On a year-round basis he covers approxi- 
mately 650 auto miles a week regardless of heat, cold, 
storms or high winds. Although conditions have im- 
proved since Mr. Kissick began to cover the Nebraska 
“Panhandle” there is plenty of room for road better- 
ment. But the roads must be used. 

Mr. Kissick’s store features L. C. 
typewriters and Allen-Wales adding machines 


Smith and Corona 
BART 
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SOMETHING NEW «x ERASERS! 


ea “| A.W. FABER’S GRASER GTIh : 


PN ...a streamlined, wood-encased fi : pes 
“— eraser that looks and sharpens 
like a pencil! 








@ We ought to find different words to de- 
scribe A. W. Faber’s EraserSt#k— because it 
is the most different and exciting thing that 
has happened in erasers in along time. Yet 
all we can think of to say is that it’s a 
“WOW!”—that Dealers are crazy about it and are re-ordering—that the original 
stock is already exhausted and the factory is working top-speed to catch up. 
W ood-encased like a pencil, it may be pointed with a knife, pocket or mechan- 
ical sharpener. When eraser gets soiled from lack of use, you put a fresh, clean 
point on in a jiffy. It retails for a nickel and consumers are delighted. 








A.W.FABER ORASER STIK G@LSERED U.S.A. 7099. B=) 


EABER*ZC onersmatsnyarscomin P 


ing 2 doz. Eraser-Stiks No. 7O99C! 














NEWARK, NEW JERSEY 








Where SECURITY of Binding is 


of Paramount Importance 







Especially for 
lawyers, archi- 
_ tects, engineers, pub- 
lic ofticials, etc., where 
“valuable papers remain valu- 
able only when intact.”” 







| ; ° 
nm two sizes: No. 1, 50 sheet capacity $ 6.50 


No. 2. 100 sheet capacity 15.00 


Kdw ibley oe € 
y. Sibley Mfe. Co. Ine. 


Bennington y 
Since 1886 ermont 


Noth ng but our own creations’ 
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AUTOMOBILE CK) 
C OMFO RT BALANCED ACTION 
OFFICE CHAIR CHAIR IRONS 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. | 


A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS. 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 
















































866 
PATENTED 


1 bars CATALOGUE ON REQUEST 


wr) Collier-Keyworth Co. 
Gardner, Mass., U. S. A. 











pn oe PERFECT i Mane 





cERt Ce 


“STAPLING vE \ 


the Outstanding Favorites 
with Users— 
the Most Profitable Line 
for Dealers— 


‘ts Quality that Counts 
ACE FASTENER CORPORATION —3415 no. Ashtand Ave., Chicago, Illinois 


Makers of the World’s Best Stapling Machines and Precision Staples 

















OCTOBER, 1 


BOLING USES THREE SIMPLE “REMINDERS” 

Harry O. Boling, owrer of the Harry Boling Office 
Supply Company, 2029 Grand avenue, Kansas City, Mo., 
believes in consistently reminding customers of his 
store and the lines carried. So he has adopted three 
methods, inexpensive but effective. 

The first is a blue sticker, attached to packages and 
sometimes to the merchandise itself. The sticker bears 
the telephone number and address of the store and is 
arranged so that a pictured quill, running through the 
“QO” in the firm name points to the address. 

The second is a direct mail circular, Mimeographed, 
which goes out regularly to 2200 prospects in Kansas, 
Nebraska and Missouri. The sheets are sometimes sent 
out in batches of three, each one specially featuring 
one, or not more than two, articles, together with illus- 
trations and descriptions. 

The third item, to be used before the customer, is a 
leather loose-leaf notebook. This is placed on the 
prospect’s desk ostensibly for a demonstration. But 
when it is opened there are revealed pages of the 
store’s latest Mimeographed bulletins, each in a trans- 
parent folder. It is a simple matter to switch from a 
sales talk on the notebook to another on the various 
items shown on the sheets within.—BART 


HIGGINS 


amr 
DRLAWING INKS 





TWO NEW HIGGINS’ ADVERTISING PIECES.—(Left) The 
“Little Giant’ window and counter display made available 
to dealers by Charles M. Higgins & Company, Inc., Brooklyn, 
N. Y. Small, compact and brightly colored, the display has 
a high gloss celluloid finish which makes it washable. Its 
size and style make it a fine advertising medium for the 
Higgins’ lines. (Right) Large color chart for counter or window 
use. The eight fundamental colors are ranged in a circle with 
auxiliary colors shown as satellites outside the color wheel. 
The chips are made with actual colors of Higgins’ drawing 
inks applied on drawing paper for the consumer's inspection. 


<= - 
IRWIN BUYS MACEY ASSETS 

Ending several months of inactivity brought about 
by a strike and a subsequent appointment of a re- 
ceiver, Earle S. Irwin, president and general manager 
of The Macey Company, Grand Rapids, Mich., has pur- 
chased the assets of the firm and will continue opera- 
tions under the same management. 

Announcement of Mr. Irwin’s purchase followed 
close upon the heels of a report, which appeared in 
the September issue of OFFICE APPLIANCES, to the effect 
that the company was again on a sound basis and 
was out of the receivership. 

A card, sent out to the trade on September 21, con- 
cerning the purchase, read in part 

“We are in a very sound financial position which 
assures the permanency of the Macey line to our 
hundreds of friends and dealers throughout the coun- 
try. Macey quality will be faithfully maintained and 
wherever possible improved, placing Macey distribu- 
tors in an even stronger competitive position than 
in the past. 

“We take this occasion to express sincere apprecia- 
tion to our dealers for their unfailing loyalty during 
our temporary difficulties.” 
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Cath In 


ON THE NEW, iMPROVED, SPRINGLESS 


NORMA une 


AND ORDER EARLY 


3 Different Models 


A NORMA with 2 colors—Black and Red. 
A NORMA with 3 colors—Black, Red and Blue. 
A NORMA with 4 colors—Black, Red, Blue and Green. 


A NORMA for every need 


16 different styles .... retail $1.50 te $10.00 
A NORMA for every pocketbook 


Fully guaranteed and price protected under Fair 
Trade Act 
Through your Jobber or direct. 


NORMA MULTIKOLOR, Inc. 
39 WEST 32nd Street 
New York, N. Y. 








Sole Distributor for West Coast 
FRED L. LEE & COMPANY 


704 Market Street - 
San Francisco, Calif. 














No. 1100 Sofa 





Beautiful, pe 5 eS heals 
~ Styled by BRIGHT 


FOR LUXURIOUS, INVIGORATING COMFORT 


Satisfying individual tastes is an everyday job with 
our organization. From fine leathers and materials 
our skilled craftsmen supply that personal touch 
leather furniture buyers want. Our customers, 
office furniture dealers, know we are always ready 
to serve them—whether it be a stock item from 
our extensive line or a special—whether it be an 
ultra luxurious lounge or an ultra comfortable 
posture chair. They profit by it. 


Write for our catalog of BRIGHT styled 
leather office furniture. You will profit, too! 


BRIGHT CHAIR CO., INC. 


127-133 Bleecker St. New York, N. Y. 




















)D 








NATIUNAL LINE 


Carbon Papers 
AND 


SUPREME 


Typewriter Ribbons 


The National Line complete in weights 
and coatings and the SUPREME Ribbon 
available in all degrees of inkings. 

You can serve the user of typewriter 
supplies to greater advantage if you ob- 
tain our technical training service. It is 


free for the asking. 


The Buckeye Ribbon & Carbon Co. 


Vanufacturers 


1458-68 East 55th St., Cleveland, Ohio 











Worthy of a leader 


in the 


OFFICE APPLIANCE 


industry 


ENTIRE Executive Offices Important 
24th Floor tenants 
include 


22,145 sq. ft. 
Exceptionally light 
Express elevators 
Also smaller units. 


Royal Typewriter Co., Inc. 
Kee-Lox Mfg. Co. 
Miller-Bryant-Pierce Co. 


PARK AVE. 


Midway between Pennsylvania and Grand Central Stations 
CROSS & BROWN COMPANY, Agent 270 Madison Avenue 
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McCOLLEM, INC., TAKES NEW QUARTERS 

The firm of Paul R. McCollem, Inc., exclusive repre- 
sentative for the Metal Office Furniture Company in 
and around Kansas City, Mo., has recently moved its 
offices to spacious quarters in the 1016 Baltimore 
building, where business was started four years ago. 
Beginning with two small individual offices on the 
sixth floor, this concern soon needed additional space 
and took four connecting offices on the fourth floor 
Now one-half of the second floor of the same building 
has been leased. 

This new space provides a large sample room and 
allows ample display space for a large assortment of 
furniture and equipment. Adjoining the sample room 
are the private offices, entirely separated from the 
main display and show space. A complete stock is 
carried, both in the display room and in the ware- 
house. 

Besides the Metal Office Furniture lines, Paul R. 
McCollem, Inc., has the exclusive agency in the terri- 
tory for Stow-Davis quality wood furniture, Milwaukee 
Chair Company products, Harter steel chairs, Lamson 
pneumatic tube and other nationally known lines. 

Among the installations of interest which Paul R. 
McCollem, Inc., have recently made are the new City 
Hall in Kansas City, the Court House, the Auditorium, 
Police Courts building, Detention home, Horace Mann 
school and Sumner High school, the two latter in 
Kansas City, Kan. Other Missouri court house build- 
ings, at Stockton, Bethany and Fulton, are now near- 
ing completion. Equipment for the new Airport in 
Kansas City has already been installed. 

a oe 
WISCONSIN FURNISHES SPECIALLY EQUIPPED 

TYPEWRITERS FOR “PARTIALLY SIGHTED” 

Subsidized by the state of Wisconsin, seven classes 
in various parts of the state are organized for pupils 
who are “partially sighted,” that is, young people who 
have been found to require extra attention, with spe- 
cial equipment, in an effort to save their sight. Spe- 
cial typewriters, with large type but otherwise stand- 
ard, are employed, and the test from which the pupils 
copy their lessons are printed in what is known as 
“clear type,” larger than that in ordinary lesson books. 
With the larger type on the machine, the pupils can 
readily read what he or she has written, and tends to 
make the student less eye conscious. There are four 
such classes in Milwaukee public schools, and three 
others are located in other Wisconsin cities. Stu- 
dents, who, when examined, show some defect of 
vision, are segregated and taught by means of text- 
books printed in special type to reduce eyestrain. 
Typewriting lessons are very popular in these classes. 

In describing the special lessons, the Milwaukee 
Journal recently stated, in connection with the type- 
writing instruction: “Youthful typists are taught the 
touch system to minimize eye strain and are encour- 
aged to do as much written work as possible on the 
machine (typewriter.) All handwritten work is done 
in manuscript writing—simple separate letters without 
flourishes and similar to printing.’—J. E. H. 

—>-—____- 
PETERSON BUYS IOWA CITY BUSINESS 

Mark A. Peterson, formerly with the Standard Office 
Equipment Company, Chicago, last month purchased 
the College Typewriter & Letter Shop, 122 Iowa avenue, 
Iowa City, Iowa. The business was previously owned 
by H. J. Williams. 

Mr. Peterson takes to his new business a wealth of 
experience in the office equipment and supply field. 
Before joining the Chicago firm named above he was 
connected with the Elliott-Fisher Company, the Victor 
Adding Machine Company and the Add-Index Cor- 
poration over a period of eighteen years. 

In addition to maintaining a stock of typewriters 
and other office machines the company will operate a 
well-equipped repair and overhaul department as well 
as a letter writing department. 
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Be PROFIT-WISE ... 


Sell Burns Brackets For 


These Crowded Loeations 


SHIPPING ROOMS THAT ARE LONG ON WORK 
AND SHORT ON SPACE—busy timekeepers’ cages— 
factory dispatching offices—retail credit departments—these 
(and you can name many others) are your customers for 





Burns telephone brackets. 
Here are the people who buy and use this handy device; 
who need a telephone at their fingertips, yet out of the way. 
Here is a profitable market profitable because it exists 
among busy establishments, where money is moving and 





people are buying. 

hag yO be ore —— hee Cultivate this market. Stock, display, promote a_ proved 
ae ee eee ae eee aid to efficiency—the Burns Telephone Bracket. Discounts 
are ample. Write today to American Automatic Electric 

Sales Company. 1033 W. Van Buren St., Chicago. 


BU K MS OFFICE SPECIALTIES 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS © CHAIR & DESK PADS 











INTERSTATE METAL CABINETS 


Solve man y problems 
in the office and plant 


Saves space. Adds conveni- 
ences. Beautifies appear- 
ance. 
The two metal cabinets 
shown here are typical ex- 
amples of a complete line 
produced by us. 
Office suppliers earn = sub- 
stantial profits selling the 
metal cabinets, chrome up- 
holstered tubular chairs and 
tables — and other metal 
products created and manu- 
factured by INTERSTATE. 
3 
Send for Catalog 


INTERSTATE 


Metal Products Co. 


4401-4459 Ogden Ave. 
CHICAGO, ILL. Adjustable Shelf Cabinet 





Metal Wardrobe Cabinet 
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This advertisement appears in: Pencil Points, Professional Art Magazine, Industrial Arts, School Arts, Art Instruction, Scholastic and The Artist. 


HIGGINS AMERICAN DRAWING INKS = 


Give permanence and clean, “ship-shape’”’ lines 
to both your drawings and your blue-prints 


Higgins American Drawing Inks, too, have that “winning” quality which makes 
them the first choice of designers, architects, engineers, draftsmen, artists all 
whose creative ideas first take shape in ink on paper. Higgins Waterproof Black 
Drawing Ink flows freely and evenly. Its even flow gives you a uniformly “clean,” 
sharp line which results in clear, sharp blue-prints and perfect photographic and 
photo-engraving reproduction. Constant handling never smudges the original. Neither 
weather, light nor temperature fades the permanent brilliance of this jet-black ink 
which has been bought “round the world for more than 50 years. 





"'Stormy Weather,’ 


sailed by her owner, 
Robert W. Johnson 

won the Miami- 
Vassau Race this 
vear for the third time. 
This famous ocean 
racing yvawl was de- 
sinned by the well- 
known firm of Spark- 
man and Stephens, 
Inc., Naval Architects. 











In addition to the waterproof and soluble blacks, Higgins American Drawing Inks 
come in 17 lucid waterproof colors, white and neutral tint. Specify Higgins on your 
next order—and ask your dealer for one of the new Higgins Color Wheels showing 


Higgins Inks actually applied on drawing paper. 


QW 
SS 


NCH Ub} 


| H | F F Il sy \ AMERICAN INDIA 
| CHAS. M. HIGGINS & CO., INC. - 271 NINTH STREET, BROOKLYN, N. Y. ee 























700 — ALMA Series 


Conserve space— 
save money—with 
this ALMA 700 Se- 
ries. In addition to 
the double pedestal 
flat top desks, this se- 
ries includes the fol- 
lowing: 


No. 741-F . . Single 
pedestal .. flat... 
40x28. 


No. 750-TW . . Dou- 
ble pedestal . . drop 
head ... 50x28 


No. 740-TW .. Single 
pedestal .. drop head 
..- 40x28 


No. 751-F—50x28 
No. 761-F—60x30 


COMBINATION WALNUT ONLY 


ALMA DESH COMPANY sos cxrouns 
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DOUGLASS AND SEBASTIN TAKE LARGER TERRI- 
TORIES FOR “F. & M.” 

Finch & McCullouch, manufacturers of the “Memory 
Masterpieces” line of calendars, Aurora, IIl., last 
month announced that two members of its sales staff 
have taken over larger territories effective at once. 

George Douglass, according to the report of Sales 
Manager G. Reinhardt, will add Kentucky to his ter- 
ritory which consists of Illinois, Indiana, Wisconsin 
and the bordering towns of Lake Michigan. 

J. S. Sebastin, who covers Michigan, Ohio, Pennsyl- 
vania east of the Susquehanna river and New York 
state, will also handle West Virginia. 

Both men are well-known in the stationery and 
office equipment trade and will make many new 
friends for the company in the new states assigned 
them. 





NEW TRUCK OF THE WELLS FURNITURE COMPANY.—The 

vehicle is one of a fleet of forty-foot trucks recently purchased 

and placed in service by the Wells Furniture Company, Laurel, 

Miss. According to officials of the company one of these units 

will be equipped as a display and will visit all the major 

cities of the South so that dealers will be given an opportunity 
to see actual samples of the Wells lines. 


*—- © 
BUDGET RETAILING BY ANOTHER NAME 

A new name for a charge account has whetted new 
interest in Seattle stores of Lowman & Hanford Com- 
pany—office suppliers featuring “school supplies” dur- 
ing the early Fall season. 

Under a specially-coined name, Lowman & Hanford 
Company, making their office supply store at 1515 
Second avenue a “School Headquarters,” attracted 
much attention. The store staff focussed local atten- 
tion on the one word “Budgetorium,’—or budget man- 
ner of buying school supplies for the young folks 
particularly where credit was needed for a sizable 
amount of school supplies, portable typewriters, and 
other modern paraphernalia for attending public and 
private school nowadays. 

Emphasis on this new angle of merchandising school 
supplies was given by means of bold lettering of the 
word “Budgetorium” and extensive advertising request- 
ing those interested to “come in and ask about it.” 
CML 

<>< 

“NEONIZED” SIGN CUTS STATIONERS COSTS 

An Arizona typewriter company has combined the 
advantages of a flashing electric sign with those of a 
Neon installation through a novel conversion job 
one which incidentally has made possible a big saving 
on power costs. 

Cost of Neonizing the old electric sign was about 
$20. Sign lettering is in red, with the letter tubes lo- 
cated on the outside of the sign. A sea-green colored 
border on the inside is connected with the flasher. 
Thus, the company name is always visible and still 
the eye is attracted by the flashing border in the 
contrasting shade. 

Whereas average operation cost of the old electric 
sign was about $20 per month, $17 for current and $3 
for bulbs, the total operation cost of the new Neon is 
only $4.50 per month.—BART 


@ Easy ¢ 3€ trate easy 
WAREHOUSE STOCKS 
Wholesale Offi Equis t 
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Office 
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thousand and one printing 


YHE handiest 


and stamping jobs constantly arising in every office 


thing for the 


‘| 


factory 
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and every home with children. 

A new, better and easier-to-use Fulton rubber type outfit 
to facilitate redistribution of 


Write 


type 
j 


for «ce 


with a removable tray 
Complete equipment included in each outfit. 


tails now. Big sales are ahead! 


FULTON 
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Factory, Elizabeth, N. J. 


Sales Office 
200 Fifth Avenue 
New York City 
Pacific Coast Representative 


0. H. DAVISON & CO 
788 Mission St., San Francisco 











ARTILITY 


METAL OFFICE CHAIRS 
A MODEL FOR EVERY PURPOSE 





THE "AIR-FLOAT' 


No. 491 
A COMPLETE LINE—A PROFIT LINE 


SEND FOR LITERATURE 


ARTILITY METAL PRODUCTS, INC. 
1021 SECOND STREET 
ELKHART, INDIANA 
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NLRB UPHOLDS GUNN COMPANY IN STRIKE 
DECISION 

The National Labor Relations Board last month up- 
held the Gunn Furniture Company, Grand Rapids, 
Mich., in its refusal to reinstate a former employe 
who had charged discrimination against him because 
he took part in a strike in October, 1937. 

At the same time the company was ordered to 
“cease and desist” from any restraint of employes in 
collective bargaining in the decision handed down 
by Trial Examiner Peter F. Ward. 

In his findings Examiner Ward ruled that the 
employe, Joe Lopez, had never attended school and 
had not the ability and training required by the 
company for its employes under a new plan of em- 
ployment adopted after the strike. The examiner 
likewise ruled that there was no discrimination against 
Lopez and so informed Local No. 418, United Furniture 
Workers of America 


2B sanvus & 





STREAMLINED PACKAGING.—As part of a program to stream- 
line all packaging, A. W. Faber, Inc., Newark, N. J., has intro- 
duced this “Handy Flap” box for its pound-size of Janus pure 
rubber bands. A small cover opening is provided by diagonal 
perforations which, when opened, discloses the band supply 
available without the need of opening or closing the entire 
box. To close, the cover is pushed into a groove provided for 
that purpose. The illustration shows (L to R) the new box, 
Handy Flap open and the Handy Flap closed. 


© Alti  @ 


STEEL INDUSTRY BIG BUYER OF OFFICE 
SUPPLIES 

Statistics revealing, the steel industry as a gigantic 
consumer of office supplies are cited by the American 
Iron and Steel Institute in an item appearing in its 
“Steel Facts” monthly bulletin. 

“Nearly four million lead pencils and 2600 gallons of 
ink per year,” it is stated ‘‘are used up by the employes 
of the steel industry as they do the great volume of 
paperwork required in connection with making and 
selling steel. 

“That they make mistakes once in a while is indi- 
cated by the fact that they use nearly 149,000 erasers 
a year. 

“Pencils, ink and erasers are only minor items, how- 
ever, in the steel industry’s annual bill of $2,600,000 
for miscellaneous office supplies. 

“Nearly 6,500,000 pounds of office paper are pur- 
chased in a year, enough to make a pile of standard 
business letterhead-size sheets forty-one miles high 

“To facilitate filing the paperwork, nearly 16,000,- 
000 rubber bands are purchased yearly, and over 100,- 
000,000 paper clips. In buying paper clips the steel 
industry consumes steel it has previously made. 

“More than 110,000 inked ribbons for typewriters, 
adding machines and other business machines are 
purchased in an average year by steel companies.” 
N.J.N.S 

—-> 
ADAMS TO HEAD SALES FOR U. 8S. STEEL 

Avery C. Adams, formerly a vice-president of The 
General Fireproofing Company, Youngstown, Ohio, has 
been appointed vice-president in charge of sales of 


the United States Steel Corporation of Delaware, 
according to an announcement made last month 
Mr. Adams, who succeeds C. V. McKaig, will also 
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Formerly PARROT SPEED FASTENER CORP. 
37-18 Northern Bivd., Long Island City, N. Y. 
i —— a 
SWINGLINE SPEED FASTENERS SWINGLINE POCKET PLIERS No. 13 HEAVY DUTY STAPLERS COMPLETE LINE OF STAPLES 
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A GROWING LINE OF SERVICEABLE NECESSITIES FOR THE MODERN OFFICE 











PROPER HOUSING 


FOR EVERY 


RECORD 


Four complete grades, each em- 
bracing the proper file to house 
every conceivable type of office 


record. 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. 
PHILADELPHIA, PA. 
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be a member of the executive committee and the 
board of directors. 

The new vice-president of the steel corporation 
possesses an impressive record in the industry. He 
joined General Fireproofing in 1928 and in May, 1936, 
resigned the position of vice-president in charge of 
sales which he held during practically his entire 
association with the company. From December 1, 
1938, up to the time he took the new appointment 
he was vice-president and assistant general manager 
of sales for the Inland Steel Company. 














McCullem, proprietor of the Ideal Typewriter Exchange, 450-52 
East Seventy-fifth street, Chicago. On August 15 last Mr. 
McCullem celebrated fifteen years of uninterrupted service 
to the public and the schools of Chicago's South side, carrying 
in addition to a large stock of Underwood portables all standard 
make typewriters, office machines, fixtures, furniture and sta- 
tionery. The firm also maintains a rental and servicing depart- 
ment second to none. Mr. McCullem, incidentally, is the largest 
typewriter man in Chicago, from a viewpoint of actual weight 
which, however, he refuses to reveal. 
—-? 


NEW ESTERBROOK SALES APPOINTMENTS 


Effective shortly before the recent general sales 
meeting, three men were appointed to the sales staff 
of the Esterbrook Pen Company, according to an 
announcement of Sales Manager Robert N. Wood. 
Lyle F. Heap, who was formerly with The Wahl Com- 
pany, was given a territory consisting of Missouri, 
Kansas and Southern Illinois. Stanley F. Mollerstrom, 
formerly with The Carter’s Ink Company, takes a 
southeast territory with Carl Morley, and Harold F. 
Blum, previously with the Spencerian Pen Company, 
will cover a section of the Middle West under the 
supervision of Regional Sales Manager R. B. Gingland 
of the company’s Chicago office. 

<< 
QUINN TO REPRESENT A. P. LITTLE 

Vic Quinn, formerly of the W. B. Carpenter Com- 
pany, Cincinnati, The Brooks Company, Cleveland, 
and the Quinn Stationery & Printing Company, Buf- 
falo, last month became Midwest representative for 
A. P. Little, Inc., Rochester, N. Y., carbon and ribbon 
manufacturers to the office supply trade. 

Mr. Quinn’s long service and experience in the sta- 
tionery industry will enable him to be of substantial 
service to dealers in building up their volume and 
profits in the sale of carbons and ribbons. He will 
place at the disposal of stationers in his territory 
all the help he can to aid in ironing out their 
problems. 

<< 

“SALUTE TO THE OFFICE SUPPLY INDUSTRY” 

This was the title of a recent fifteen-minute pro- 
gram over KSFO, a San Francisco station of the Co- 
lumbia Broadcasting System. It was one of a series 
of programs sponsored by the California Chamber of 
Commerce and dedicated to California industries. 

The program took the form of an interview, with 
Walter Guild as master of ceremonies, and Harold 
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NUMBERED LEGAL PAPER 


ORIGINATED BY EATON 


Here is an exclusive new item that 
you should be prompt te stock: Legal 
Paper with numbers printed on the 
left and right hand edges of the 
sheets in grey ink. These serve as 
margins in place of the usual ruled 
lines. The spacing between the num- 
bers is correct for double spacing of 
the typewriter. Invaluable for use in 
briefs, making it easy to refer to a 
particular line on a certain page, in 
court argument. 


IN: 8'/, x 11 Numbered 1 to 28, Both Edges 
8'/, x 13 Numbered 1 to 32, Both Edges 


ALSO: Testimony Paper—ruled grey, with num- 
bered leit margin, 1 to 28. : : 
Legal Paper, grey-ruled ms z 


WRITE US FOR SAMPLES AND PRICES ar 


EATON’S BERKSHIRE 
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NEW! 


... A Posture Chair 
that will give yourcus- 
tomers a NEW con- 
ception of energy- 


saving 


COMFORT ® «.«. 


Build profitable volume with this new addition 





to our posture chair line. Built to provide easier 
action, easier adjustments and positive simpli- 
fied control of correct seating posture. Write 


for full descriptive information and prices. 


HIGH POINT BENDING & 
CHAIR COMPANY 
SILER CITY, NORTH CAROLINA 
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No. 1561 Executive wr J ie : 
A distinctive Faries lamp for the ex- 


ecutive’s desk — suitable for the finest 
— office, and offers the utmost in effective 


restful lighting. 


| age er 
L a 4 ONE OF 200 MODELS - Faries 
> lamps for every portable lighting re 
No. 1989 Natural quirement in ofhee, store or factory. 
Light x * » y ° 
Leaders in style and lighting efficiency 
AX 4 for 59 vears. Write for catalog. 


4 EARIES MFG. CO. 


S. Ropert Scuwartz Drv. 
1010 E. GRAND AVE., DECATUR, ILL. 


No. 2207 Guardsman 
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Baxter, vice-president of A. C. Carlisle & Co., Upham 
& Rutledge, Inc., of San Francisco, together with R. L. 
Wiley, chief accountant of the State Chamber of 
Commerce, acting as respondents. 

Mr. Wiley gave a rapid fire synopsis of the complete- 
ness with which the stationery and office supply busi- 
ness tied in with all the activities of modern life. 

Mr. Baxter briefly stated the origin and growth of 
the stationery industry, and traced some of the de- 
velopment of improvements in filing and other office 
equipment. 

He noted how much the production of office equip- 
ment had developed in the West under none too fa- 
vorable circumstances. He dated the beginning of the 
stationery business in the West from the starting of 
a stationery store on Washington street in San Fran- 
cisco in 1854 by Henry Payth. Some California pro- 
ductions, like the Niagara duplicator, have spread 
over the world.—SS. 

o—<—_-e—____- 
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TRY THIS PZec> WRITING THRILL! 


WINDOW STREAMER BOOSTS “THREADLINE” PENCIL— 
This new window streamer, designed in a striking blue, 
yellow, red and black combination, is being furnished free 
by the Rite-Rite Manufacturing Company, 1501 West Polk 
street, Chicago, to dealers carrying the Threadline pencils 
and leads. It is a reproduction of a double-size car card in 
thirty-five cities during the Fall months and will tie-in with 
the manufacturer's advertising campaign in two nationally- 
known magazines. 


—t © — 


MISS NEWCOMB JOINS DOWLING, INC. 

New bookkeeper and office manager for Dowling, 
Inc., 301-A North Broadway, Oklahoma City, is Miss 
Lucille Newcomb, who was secretary and office man- 
ager for the Crown Drug company there for five years 
prior to its withdrawal from the city last September. 

Miss Newcomb on August 1 took over the duties of 
Irene McVeigh, Dowling’s secretary for the past six 
years, who prior to her recent marriage in Denver, 
severed connection with the firm. Miss Vinita Brad- 
ley, Miss McVeigh’s assistant since the first of the year, 
remains to share office duties with Miss Newcomb. 

EVH 

—__°—>—0 —__—_ 
COMFORT COMPANY DELAYS MOVING 

The Comfort Printing & Stationery Company, St. 
Louis, which recently purchased title to a four-story 
and basement building at 2801 Locust street, has 
temporarily delayed moving from its sales and office 
quarters at 107 North Eighth street, and the printing 
plant at 210 South Seventh street, as a result of 
receiving an unsolicited profitable proposal for its new 
property. 

If the real estate deal is closed, the Comfort company 
will remain at their present location until about the 
time of the expiration of a lease on the South Seventh 
street property in August, 1940—HB 

<style ote 
BENGE OPENS MANAGEMENT OFFICE 

Eugene J. Benge, author of several books on office 
management and kindred affairs, last month opened 
an office at 20 North Wacker drive, Chicago, where he 
will engage in his profession of management engineer. 
Well known for his contributions to management and 
economy techniques, Mr. Benge was at one time di- 
rector of sales training for Firestone and industrial 
relations manager for the Atlantic Refining Company. 
Philadelphia. He is the author of “Executive Leader- 
ship,” “Cutting Clerical Cost,” and “Standard Prac- 
tice in Personnel Work.” 
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“WKREILTAN®’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and _ heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 








The Bentson Mfg.Co. 


Steel 
Office Furniture 


—A quality line for the progressive, 
wide-awake dealer 


STEEL FILES—Six complete lines of labelled vertical filing 
cabinets—also additional lines of card cabinets, blue 
print cabinets, Add-A-Unit files, transfer cases, x-ray 
film filing cabinets and miscellaneous cabinets. 

STEEL STORAGE, WARDROBE AND COMBINATION 
CABINETS—Furnished in twenty standard sizes and ar- 
rangements. 

STEEL DESKS AND TABLES—Three complete labelled lines 
in all regular sizes, in eight and four leg series also in 
modernistic style, beautifully finished in olive green, 
grained walnut or mahogany; interlocked, welded 
construction—noiseless drawer operation, easy rolling 
suspension. 

STEEL SHELVING—800 line library shelving and 1000 line 
utility shelving, 36 inch widths, 12 and 18 inch depths 
and 78, 84 and 90 inch heights. 

OUR SPECIALTY—Built-to-order steel equipment. 


WRITE FOR GENERAL CATALOGUE No. 39 AND 
LATEST ATTRACTIVE PRICES. 


AURORA, ILLINOIS 








gy JL ENCILURAFT! 


Exclusive Manufacturers of the 


New SILKBSHEEN Stencil 


Commodore + Lafayette 


Developed after years of research. 

TRULY PLASTIC. (Not an imita- 
tion). Attractively Packaged and 
sold under a money back guarantee. 

Dealers who wish such a product 
on an exclusive basis please write 


STENCIL 
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CORPORATION 





STENCILCRAFT CORPORATION 


ONE SIX TWO WEST HUBBARD STREET 
CHICAGO ILLINOIS 
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SPEAKING OF FOOTBALL 


OR that sustained drive down the 
field you can depend on Indiana’s 
1400 line’ to block out all competi- 
tion, thereby scoring an easy sale. The 
many points of outstanding superiority 
in this unbeatable combination assure 
you of a scoring punch that will make 
your sales run higher than ever before. 
In addition to the 1400 line there’s 
plenty of reserve strength and versatil- 
ity, at your command, in our other ten 
complete lines of office furniture . 
So, why not team up with Indiana for a 
No. 1413 highly successful selling season? 





The 1400 Line, represented here by the No. 1413 (34x60), is fully streamlined. It is manufac- 
tured both in richly figured quartered striped American black walnut, and extra select Indiana 
quartered white oak. Only the finest of hardware and the best of finish are used on this group. 
Second in quality and design to none; this is certainly an exceptional buy in the world of office 
furniture. For further details please inquire. 


INDIANA DESK CO. moana 

















The Familiar and Welcome 
BANK OF ENGLAND 
Design presented by New Indiana Chair Co. 


Leading in popularity everywhere, this fine chair is available in 
selid walnut and in birch, finished walnut or mahogany and is 
fitted with Flotilt Chair control. We also make the conventional 
Bank of England de- 
sign—ask for our 400 
line. 










The DOPPELT Line 
of Quality Zipper Cases 
Includes a Case 
for Every Need 


For business or professional man, and student. Send 
for New Catalog just off the press showing the 


See our catalog for full line. 
full details of our all 
wood line and our Brief Cases Sample Cases 
leather upholstered j . 
chairs Zip Binders Zip Envelopes 
Catalog Cases Sales-Photo Binders 
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Vite Learner GOODS 


412 Orleans St. Opposite Merchandise Mart 





New Indiana 


Chair Co. 


JASPER, INDIANA 
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N. Y. WORLDS FAIR TO CONTINUE ANOTHER YEAR 

Formal announcement that the New York World’s 
Fair will be continued next year was made by Harvey 
D. Gibson, new board chairman of the Fair Corpora- 
tion, shortly after President Roosevelt had revealed he 
was inviting foreign nations to participate in the ex- 
position again in 1940. 

The definite announcement of plans for the Fair’s 
continuance came as the first day of the Labor Day 
weekend was being observed at the exposition, with 
one of the largest crowds of the year in attendance. 

The President’s formal invitation was necessary be- 
fore the commissioners of the nations represented at 
the Fair could begin making definite plans for par- 
ticipation in the 1940 exposition. There are now fifty- 
eight foreign nations, dominions, territories and pro- 
tectorates, and the League of Nations and the Pan- 
American Union represented at the Fair.. Germany 
is the only major European nation without an exhibit 


or pavilion at the present exposition —NJNS 
_————= > 


STEPS UP CANADIAN OFFICE EQUIPMENT 
SALES 

With Canada officially at war, sales of typewriters, 
adding and accounting machines, filing systems and 
bookkeeping records, for use in the many army and 
naval bases which have sprung up almost overnight, 
have assumed heavy proportions. This equipment is 
essential for administration of the various camps, each 
organization having its office and clerical staff. A 
special call has been issued for recruits capable of 
doing office work including stenography, typewriting, 
filing, etc WJM 


WAR 


- —>--——. 
HAMILTON BECOMES SCHOLLHORN 
DISTRICT SALES MANAGER 

The William Schollhorn Company, manufacturers of 
eyelet punches, cutter and ticket punches and staple 
removers, New Haven, Conn., last month announced 
the appointment of Horace T. Hamilton as southwest 
district sales manager with headquarters in Dallas. 
Mr. Hamilton has been associated with the Schollhorn 
organization for a number of years and is well known 
to the stationery and school trade throughout his ter- 
ritory 

—-> 
GOVERNMENT USING “STROLLING” 
RELIEF WORK 

A fully-equipped, portable, office on wheels is being 
used in Pottawatomie County, Okla., for the sale of 
the government’s food stamps to relief clients. The 
movable office is a refrigerator truck fitted out with 
tables, desks, chairs, typewriters and files, and is de- 
signed to bring the relief stamps within the reach of 
relief clients all over the county. It began traveling 
the highways on September 1 and was immediately 
pronounced a complete success——EVH 

<>< ~- 

BICKETT VISITS DEALERS ON LENGTHY TRIP 

L. M. Bickett, L. M. Bickett Company, Watertown, 
Wis., manufacturers of Respirator cushions, recently 
visited dealers handling Bickett products in the states 
of Minnesota, Nebraska, Kansas, Oklahoma, Texas and 
Missouri. Mr. Bickett plans to make occasional trips 
to other sections of the United States for the purpose 
of becoming better acquainted with the trade, also to 
provide the dealers with more comprehensive informa- 


tion concerning the line. 
— > — 2 


BAKELITE COMPANY BOUGHT BY 
“UNION CARBIDE” 

The board of directors of the Union Carbide & Car- 
bon Corporation, New York, N. Y., last month ap- 
proved an agreement for the acquisition of all assets 
of the Bakelite Corporation, also of New York City. 
It is expected that the active executives and other 
personnel of the latter organization will continue in 
conjunction with the management of acquiring com- 
pany. 
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TYPEWRITER RIBBONS 


Double the wear, sharp im- 
pressions, easy to erase, won't 
corrode or gum type. 


STAMP PADS 


Wood surface always flat, firm, 
free from lint, never dries out. 
Double life of average pad. 


“Z7IPIT”’ the time-saving carbon paper eliminates 


wrinkling and handling of inked surface. Phillips carbon papers 
always give sharp clean copieslong wearing. 


STOCK THEM FOR MORE PROFITS AND SALES 


HILLIPS PROCESS CO. Inc. 


194 Mill Street  Toled al -S-bn-1 an, Pe 


Samples Free to Responsible Dealers 
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All Steel Collapsible 
Storage or Transfer Box 


UNIQUE 


@ 22 sizes 
@ Shipped K. D. 


e@ Easily assembled by cus- 
tomer 


e@ Labels and pulls furnished 
@ Low in price 


@ Protection from Rodents, 
Dampness and Dust 


Assembled 


e Will not warp or swell 


Reai selling points for you. A perfect product 
for demonstration. Can be set up from ship- 
ping carton to complete box in a few seconds. 


Write for a sample and maximum discount 
on these new Collapsible Storage or Transfer 
Boxes. Now is the time to investigate this mer- 
chandise for transfer time. 


HENRY T. ADAMS MFG. CO. 


8561 South Chicago Avenue Chicago, Ill. 
























build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
upon 

Codo makes carbon paper for every copying purpose and 


guarantees it against deterioration for five years. Full 
details are yours for the asking. 


Cull — "RIBBONS 


509 S. Franklin St. 270 Lafayette St 
CHICAGO NEW YORK 
Factory, Coraopolis, Penna. 
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The new Tenacity Locking Booster ring metals con- 
tain the most positive locking device yet invented for 
ring binders, yet a touch of the boosters opens, closes 
and ABSOLUTELY locks the rings. 

Leading bookbinders, stationers and leather goods 
manufacturers have already adopted this new device 
for their fall line of ring binders and ring zipper 


cases. Patent pending. 


Mule 
THE TENACITY MANUFACTURING CO. 


LOCKLAND, CINCINNATI, OHIO 
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NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


G. J. Aigner Company.— Printed in seven colors on high-grade paper, a 
ew and handsome catalogue ha ecently been issued to the trade by the 
G. J. Aigner Company, 5 South Jefferson street Chicago, Ill. One 
the most complete catalogues ever published, the book has fifty-six pages 
which take care of ninety-five per cent of all indexing problems a stationer 


PROOULTS 


SERVICE 





GJAIGNER CO 


NEW AIGNER CATALOGUE 





mav be called upon to solve All of the items manufactured by the Aigner 
organization are fully described with large illustrations which, because of 
the format and fine grade of paper, are unusually clear. Dealers interested 


in obtaining a copy of the new catalogue should communicate with the 
company at the above address 


Bee Doppelt & Company. { new, 24-page catalogue listed as the 
1), has been issued to the trade by Charles Doppelt & Company, 


tae North Orleans street, Chicago Printed on high-grade paper and 
profusely iiusteated, the italogue describes and pictures the companys 
well-known Doppcraft if zip envelopes and binders, catalogue cases 


brief cases, sample cases, toilet kits, et Copies are available to dealers 


The Globe-Wernicke Co.—An attractive new catalogue of Globe-Wernicke 


Safeguard and Standard filing supplies, together with price lists and dealer 
discount sheets has just been mailed to the trade, according to an announce 
ment by Harry ¢ Anderson, general sales manager The new catalogue 
has been in preparation for months and contains much new material to 
help dealers give better service to customers. Many pages have been added 
to show various systems arrangement In addition to the combined 
Safeguard and Standard filing supplies catalogue, Globe-Wernicke has also 
mailed a new catalogue of Standard filing supplies only to the dealers selling 


this line of mer« et te 


The Gunn Furniture Company.— Illustrated above is the cover of a new 
ind attractive, thirty-four page catalogue recently issued to the trade by 
the Gunn Furniture Company, Grand Rapids, Mich., to describe and picture 
its line of bookcases. The book, which contains a separate price list of all 





NEW GUNN CATALOGUE 


ems in the line, is well-illustrated with pictures of bookcases of every 
ype and description for the home and office with a page devoted to samples 
available Gunn standard finishes in actual colors. 

Horder’s, Inc.Containing 434 pages with an easy-to-read alphabetical 
ndex, a new catalogue has been published by Horder’s, Inc., Chicago. The 
catalogue is listed as the No. 47 and is dressed in a handsome blue and 
the thousands of items of office stationery 
pment are described within the pages which, due to an 

s dv paper used, leave the book without bulk. The index 
nious in that besides listing the items by their actual names it also 
lis the name of the snufacture making such products The size and 
stvle of the illustrations used are in keeping with the modern and pleasing 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 


REPEL “EL 


sesébavies ae 
HAND FEED $9) 0 


























SPEED-0-CABINET 


59) s0 


Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone 

by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 


has made it over all ‘the dup- 
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licator in demand. 


ED-O0O-PRINT CORPORAT 


MICHIGAN AVENUE, CHICAGO, ILL 
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STENCILS 
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Originally exclusively of English 


manufacture, SOVEREIGN 
STENCILS are now made in the 


United States, a product of vast 
knowledge gained in thirty years 
of stencil making experience. 







These are the finest non-cellu- 


lose stencils ever offered to the 







American market. They will fully 
$3.50 y cs, Sy satisfy the most exacting re- 
Quine “Ohy awe quirements and we are proud 
MSE a indeed to offer them to deal- 
$3.25 
QUIRE 


DUPLICATOR 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 
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DUPLICATOR. INK 


Especially prepared to 
produce the maximum 
number of copies with 
one inking. Perfect work- 
ing qualities. Delicately 
toned, grayish black. 


1/2 and 1 pound round or ” 


square cans. 
$2.00 Ib. 
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ers and users everywhere. 





When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 
kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 
writer work. Made in all sizes 


for all makes of rotary duplicat- 


ing machines. Unconditionally 


guaranteed. 


WRITE FOR SAMPLES AND 


Blue = = Red Orange 
Purple Brown 


Green 
Yellow White 


SPEED-O PRINT i 





LETTER 
SIZE 
$2.25 
QUIRE 


The P 
merc 
stock « 
nated 
produ 
and . 
Speed- 
where. 
It has « 
liantly 
closed 
playsS 
invites 
lates b 
ient an 
inet in 
instant 
the line 


Becaus 
PULPIT 
job of 

ing anc 
it has i 
and pre 
Ing mad] 





The PULPIT is a combination 
merchandise display and 
stock cabinet that was origi- 
nated by Speed - O - Print to 
produce increased sales... 
and... extra profits for 
Speed-O-Print dealers every- 
where. 


It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
lates buying. And the conven- 
ient and roomy shelved cab- 
inet in the back facilitates 
instant selling of any item in 
the line. 


Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
it has increased dealer sales 
and profits in a most surpris- 
ing manner. 
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153 NORTH MICHIG? 








o-= F 








Put a Speed-O-Print PUL- 
PIT in your store. It will 
increase your duplicator 
supply sales and profits — 
quickly, just as it has for 
so many other dealers. 
Write at once for details on 
how you can get one — 
without one cent of extra 
cost. 


Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 
—giving complete descrip- 
tion, stock number, and 
price. That's why any one 
can sell them. 
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Inside Story, of 


Speeo-O-Print Mimeéo Bonn 


(Watermarked) 
SOVEREIGN QUALITY 


Outstanding paper mill chemists and poper makers have 
collaborated for months to develop Speed-O-Print 
Mimeo Bond as the outstanding stencil duplicating 

paper. Manufactured from the finest types of virgin 

pulps, every step from row materials to finished 
poper is under laboratory control, guaranteeing 
uniform and unexcelled quality. 


Write TODAY for quantity prices, 
special Dealer Catalogue, 
end samples. 
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Murphy Chair Company.—Issue No. 4 of “‘The Factory Chairman”, official 
house organ of the Murphy Chair Compa Owensb Ky., contains a 
short but pithy article on “‘The Sales Department’ by Sales Manager R. J 
0’ Malley he article describes the functions and problems of the all 
important o~ i ind is one i f h will be presented in 
the four-page booklet during future 1 

Remington Rand, Inc.—The General Shaver D n of Remington Rand 
Ine. last nonth issuer ing siz eight-pag folder in colors to 
notify dealers of a new series of ectric shavers ready for distribution 
together wit! new g ft packa g, and a drop in prices 
of the shavers. Large istration f the Remington, the Speedex and 
the Rand models ar i panied des riptive text The back page 
contains all necessary details on the company’s adjustment plan whereby 
dealers in restock the s with the new models without loss 
Copies of the folder are ilable n request t the company at 
Bridgeport, Cont 

Rockwell-Barnes Company.—A ew folder advertising its line of 
Spotseald adding machine rolls has been issued to the trade by the Rockwell- 


Barnes Company, West Thirty-eighth street, Chicago. In addition 
to describing the special featur f the Spotseald lit the folder also 
ontains five mall samples of the paper types available, namely the 
Contract, Sterling, Audit, Challenge and Exe!), Copies of the folder are 
available 1 dealers n request 

Shaw-Walker Company.—Announcing new and lower prices on the firm’s 
lines of letter files, transfer cases, office cupboards, card cabinets, storage 
files, office wardrobes and the Fire Protected letter file 1 new edition 
of the Shaw-Walker Company Buyer's Guide has been published recently 
ind is now available to the trade. Well illustrated in color and of a handy 
size, the eight-page booklet may be obtained by dealers by writing to the 
ompany'’s Chicago branch at 210 North Michigan avenue 

Utility Supply Company.—Containing 445 pages of a thinner but much 
stronger paper than that generally used and therefore having less bulk, 
i new catalogue has been i i t the trade b rhe Utility Supply 
Company 07-19 West Mon street, Chicago. Dresses in a beautiful 





























NEW UTILITY CATALOGUE 
over of white, red and two shade f blue, the book equipped with 
in ingenious indexing arrangement to facilitate findiag the items wanted 
Each page is illustrated with unusually large pictures with descriptive 
matter and prices immediately adjacent Dealers interested in obtaining 
1 copy f the italogue shoulk I inicate with the ompany'’s home 
offices 
Byron Weston Company... Christened ‘‘Weston’s Papers’’, a snappy little 
booklet had recently been announced b the Byron Weston Company, 
Dalton, Mass., and will be published regularly for the benefit of the paper 
erchant tilesmen, printers ithographers, engravers and consumers 
having interest in high-grade rag utent pa s. The first issue is interest 
Ing and instr tive, containing, lditior ertisir of the company 
product iny i guing I t v terest t everyone 
Atlanta, Ga. —| n the the Hort Desk and Fixture 
Company n Tue ivy, September va tinguished before doing much 
damag It 1 ted fr i t vy throv ig te which landed 
in a pil i 1 1 f g ft fur e in moving it 
r pla t | t IHR 
Miami, Fla.—\. M. Hard for several years manager of the office furni 
ture department of Foster & I ! 1 Octob pened his own estab- 
ment at 209 South Miami r the e of the Hardin Office 
Equipment ¢ pal \ Har i $ talog nd other literature 
m inufa I , rt " t t ingements 
New York, N. Y. Ka Golder lt eale ir ew and used office 
equipment has recently f We Iwenty-sixth street to 
West Thirty-se nd street ‘ the fir ‘ upy four floors and | 
a basement totaling 17,00 eT Ne t ffice display | 
be installed i 
San Francisco, Cal.M. Roge is take y it 460 Marke | 
treet, which he now fille vit! i fice furniture and 
equip n¢ The window , vy an elal splay of Kardex 
Terre Haute, Ind. Marking substantial expansion which is part of a 
program decided upon several months ag the Viquesney Company, §11 
Ohi treet ist nth ope brancl tore at 604 Wabash avenue 
Art I I propriet I ffice furniture and supply company, 
expla that the new tat [ t, wl ill be shared with the T 
Overt amera Shop, w I ile ll stationery items and gifts while 
he ai tore, beca f it p es I tie wi ntinue 
be a show m f ft it ur fi g ts Clay Horr 
I I be d with Mr. T f the nt ur vil 
/ " } } ‘ 





PELOUZE POSTAL SCALES 


ELF computing dials for all mail matter including 
by Simply read the dial and 


Beautifully Finished 
in Gold or Green Bronze 


parcel post zones. 


hci 
a Ig 





''National,"' 4 Ibs. 
"Columbian," 2!/2 Ibs. ore —- 
“Crescent” | ib. No. 2 ‘'Victor,’* 2 Ibs. 


No. 4 "Victor," 
Commercial," 
"Mail & Express," 


4 







10 Ibs. 
Dealers 
Supplied by 
Leading 
Wholesale 


oe "STANDARD" 
a 


2 Ibs. & 4 Ibs. 





ner 


Member National Stationers Association 








PELOUZE MANUFACTURING CO. 
232-242 EAST OHIO STREET CHICAGO, ILL. 
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STAINLESS STEEL FILE SIGNALS 


NEVER TARNISH 











Made of stainless spring steel, highly 
polishe Will not discolor paper 
Easy attach, relocate or remove 
t alw stay put Very thin, add 
pract bulk Used as classi 
flers ninders in files, indexes 








No.) Ne.2  ledecr 
Normal Tab ever} No. 2V—The New 
Medium Window Low Tab Signal 


OTHER PROFITABLE SPECIALTIES 
“Bull Dog” nen e 


Tough spring steel 


2 colors and a type for 


system 






lips for holding 
bunches of paper, 
cloth, samples, ete 
Nickeled jaws, colored 
bodies. Five sizes 





“Burro” INDEX TABS 


(Above) “Burro” PAPER CLIPS 








Detachable tabs for ir i Fasteners for letters, enclosures, 
ledgers Patent tor ire etc. Of thin spring steel heavily 
firm grip Suppl i alpha nickeled. Four sizes: 3 with 
het 1¢8 of months and r non-slip tongue, one without. 
ers vith blank ir (Circulars and prices on all above 
serts items on request.) 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION” 








DO YOU KNOW THAT 


A. P. Little, ime. 
MADE 


First Light weight carbon—-COBWEB 

First Jet Black Writing Ribbon—SATIN FINISH— 

First photographic Ribbon—SATIN FINISH PHOTO- 
GRAPHIC. 

First Cotton Ribbon to write sharper and wear longer 
than silk—SATIN FINISH EXECUTIVE—sharpest writ- 
ing practical ribbon. 


NOW 


Multiserve Aligner, the ANSWER to all typing difficul- 
ties on carbon copies. 

FIFTEEN FEATURES. For the first time Secretaries and 
Stenograpiiers can, after removal for correction of errors, 
control registration of carbon copies, insuring accurate, 
efficient, legible carbon copies. 


DEALERS 


‘Multiserve” and LITTLE Quality Line of Carbons and 
Ribbons assure you the cream of the trade in your 
territory 

Investigate LITTLE Line and Protection Policy 


oA. Pirrrer TTLE. 


ee to the Trade pet Ce 
Years. 


1888 Factory, Rochester, N. Y. 1939 














A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute, 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Mode! SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 














OFFICE APPT.IANCES 


Service you can depend on 


PROMPT, ACCURATE and FRIENDLY 





Service is an institution with us. We 
spare no effort to serve you promptly 
In most cases, orders go out the same 
day they are received, except with 
certain made-to-order products. Each 


primary factor with us too. 


order is checked and rechecked to A few groups of items are listed below 
All well-known brands of marking 


insure your getting just the items you 
specify. devices are kept in stock. 


e The “ALUMINUM” POCKET SEAL 
e The “OFFICIAL” POCKET SEAL 
e LEVER SEAL PRESSES 
e RUBBER STAMPS and TYPE 
e NUMBERING MACHINES 
e BADGES and COINS 
e TRADE CHECKS 
e BAND STAMPS 


Other marking devices kept in stock: 
steel stamps, stencils, timing devices 
and marking inks. Made-to-order 
items: dies, molds, pressed metal 
plates and many others. 


LET US SERVE YOU FOR ALL-ROUND SATISFACTION 


All our transactions are accomplished 
in a friendly manner. Fair and reason- 
able pricing of merchandise is a 


e NAME PLATES 








MEYER & WENTHE, Inc. 


Established 1854 


30 So. Jefferson Street * CHICAGO, ILL. 


,t i! BOSTON 
PECL SRARPOER 


manit KS 








TON 
BOSTON CHRISTMAS 


PACKAGING WINS INCREASED BUSINESS 


Order BOSTON Pencil Sharpeners 
in colorful, sales appealing, Christ- 
mas Packaging. Distinguished and 
beautiful, there is a separate design 
for Models L, KS, Self Feeder No. 4 
and Ball Bearing Machines. The 
Boston Silver Comet portable model 
has great possibilities as a gift item. 
Order today for prompt shipments. 
Send for our new catalog. 


C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 
Manufacturers Hunt Pens, Clips and 


2057 svomnmun: 
BOSTON 


Speed Cutters 









PENCIL SHARPENERS 





OCTOBER, 1939 


- WARD 11939 


for 


SUPERFINE PLATENS 


DUO-NICKELPLATING 
JAPANNING 
RE-TYPING 
WELDING 


CARBON PAPER 
RIBBONS 
KILLINOIS TYPEWRITER PADS 
JIFFY DEMOUNTABLE STANDS 
SECRETARIAL STANDS 





PARTS 
TOOLS 
BRUSHES 


REBUILT, SELECT UNASSEMBLED and IM- 
PROVED BLUE Ribbon grade typewriters, 
Underwood Fanfolds, Typewriter Rebuilding 
and a host of other services. 


SHIPMAN-WARD MFG. 60. 


The Dealer’s Quality Supply House 
325 N. WELLS ST. CHICAGO. ILL., U. S. A. 


on SHIPMAN 





223 


NO. 854 
DISAPPEARING 
HANDLES 







For HOLIDAY Sales! 


Leadership in Advance Styling — Modern 
Convenience — Quality — combined with 
weldedge finish and unexcelled workmanship, 
has established universal preference for 
MASHEK Cases. 


Such service builds good-will and produces 
increased sales. Display MASHEK Cases 
prominently and watch holiday sales grow. 


Write for Holiday Leaders 


HANK MASHER Co, 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 
“It it's made with leather, MASHEK makes it Better” 












” CALEN DARS 


A Dealer Profit Line for 1940 


Start next year right by selling the Complete Stark 
line of Desk Calendars; available in practically every 
style and type of calendar and pad. 

Stark Calendar refills and stands are interchange- 
able with others on the market. Stands have rubber 
feet, pencil tray, locked arches and other outstanding 
features. 

Here is a real line to sell at 
a price and profit that is fair 
to both customer and dealer. 


Investigate this line 
today a postal 
will bring details. 





S TAR K 
CALENDARS, INC. 


525 S. Dearborn Street 


CHICAGO, ILL. 


Above—No. 7 











Jor Real Proft! 


We Recommend This Sensational Seller—The 
Approved Type of Posture Chair 















This No. 9213 is a form-fit- 
ting posture chair. Back is 
adjustable for height and ten- 
sion. Saddled and scooped 
seat. Rubber bumper fastened 
to edge of seat. Noiseless 
casting. Self-lubricated cast- 
ers. All edges rounded. A 
chair built for efficient pro- 
ductivity in the office. 


Be sure 
that you have 
Catalog No. 67 





No. 


MURPHY CHAIR COMPANY, INCORPORATED 


OWENSBORO, KENTUCKY 


9213 

















BEWARE OF A CUT IN QUALITY 
WHEN YOU PROCURE CUT PRICES 


A WELL KNOWN 
PRODUCT 
MEANS 
SATISFACTORY 
WEAR, AND 
A SATISFIED 
CUSTOMER 





mewn 6 Oo 


INTERNATIONAL 


TY PE wrRieTFtEr 


BO0GB000060608 
GOOD VALUE FOR PURCHASER and SELLER 


MUNSON SupPLy Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name...... 
Address 
City...... State 




















OFFICE APPLIANCES 





—a dependable source of supply for all 
types of Loose Leaf Equipment. In 
addition to a complete range of standard 
numbers there are many distinctive items 
which will help your Loose Leaf depart- 
ment develop a greater volume of busi- 


ness. 
GET OUR CATALOG 


No matter how well you may be satisfied 
with your present connection, an in- 
vestigation of the Cesco Line is sug- 
gested. Exclusive agencies available to 


established dealers. 





THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
ie) (cme \. eae Al. A 











WHITECO CUSTOM-BUILT 


STEEL OFFICE EQUIPMENT 
“Priced to Sell—Quickly” 


OUR LINE = 
INCLUDES 
e 


General Purpose 
Office Trays 


General Purpose 
Portable 
Shelf Tables 





- 
General Purpose Office Trays, $2.25-84.00 
Made in 6 Sizes—Green Color 


Executive and 
Secretarial 
Personal Files 
oe 
Desk Drawer 
Utility Trays 





Vertical Letter 


Desk Drawer Utility Tray 
1 Styles from $1.50-82.50 


and Catalog 
Sorter 








Desk Trays 
Single or Stacking 


Write Now—For Complete In- 
formation on this Profit Making 
e New Line 
counts. 





Very liberal dis- 


Stationery and 


Mail Rack 








WHITE & SONS MFG. CO. 


159-161 N. Racine Ave. Chicago, III. 


A NEW PRODUCT 


FOR LETTERING WITH PEN AND INK 


MAKE YOUR OWN postens | 


price TACS \ 








BULLETING 
WOTICES \ 
LETTERING 


WMONIETITLES | 









CTOREREEPERS 
YLECTORS 

ORAFTSMEN 

PROTOGRAPHERS 





The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
bottle of Master Printer Black Drawing Ink, Lettering 


Guide and Pen. 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
can be sélected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, ete. 


{ supply of circulars and your dealer’s discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH | 


TECHNY, ILL. 

















OCTOBER, 1939 
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Anderson, Ind.—Miller Huggins, office outfitter and stationer of 1212 
Meridian street, has announced the appointment of Ray Fanyo as typewriter 
and adding machine salesman. Mr. Fanyo was previously connected with 
the Royal Typewriter Company at Fort Wayne where he achieved an 
enviable sales record 





Anniston, Alabama.—Charles O’Rorke has purchased the Anniston 
rypewriter Company and has retained T. J. Albright, service man, with 

his organization. Mr. O’Rorke is the representative of the Royal Type- 

writer Company and has been in business in Anniston for several years. 
NPS 


Enid, Okla.—Lioyd F. Schuneman, formerly salesman with Underwood 
Elliott Fisher Company in Oklahoma City, is now U. E. F. sales agent 
here, with headquarters at 420 South Tyler avenue.—EVH 


Fowler, Ind. Gregory B. Bower, for several years connected with the 
typewriter repair field, has recently opened his Own business here and, 
in addition to carrying new and used typewriters and accessories, has 


established a complete repair shop and rental department 


Ironton, Ohio..-Forrest B. Leitzell, proprietor of the Music Shop, 114 
Park avenue, last month was appointed local agent for Remington portable 
ind standard typewriters. As part of the announcement Mr. Leitzell made 
1 capital window display of these machines and has completed arrangements 
whereby demonstrations will be made upon request 


San Francisco, Cal.—-Miss Keith Erz, two years out of business college, 
is entertaining visitors at the Golden Gate International Exposition by 
showing them how te write 246 words per minute on a Remington 
Rand noiseless typewriter.—SS 

San Francisco, Cal.—The San Francisco retail store of the Whole 
sale Typewriter Company, has moved from Market street to 779 Mis 
sion, where they are most conveniently situated They have a ground 


floor of about fifty by a hundred feet, besides the basement and a 
mezzanine This gives them room for some seven or eight thousand 
typewriters shelved on their main floor, with ample room remaining 
for basement storage, workshop, or dispatching or receiving Harry 


Snyder, who took charge of the local office after the resignation of 
W. G. Chamberlain some time back, reports that while they are listed as 


1 retail branch, their business is chiefly wholesale and export The 
export trade goes mostly to Alaska, the Hawaiian Islands, the Philip 
pines, and other points bordering the Pacific Ocean.—SS 


Seattle, Wash..With sales, rentals and repairs on all types of office 


machines as well as a comprehensive stock of typewriter and adding 
machine supplies, a new company has been opened recently at 6724 Green 
wood avenue under the name of the Ruel’s Typewriter Service Shop. Mr. 


Ruel, who has been in business in the North end for the past twenty-seven 
years, started the ball rolling in the right direction by opening at the 
time school started and offering special rates to students 


Waterloo, lowa.—Having outgrown its previous quarters on the second 
floor of the Lafayette building, the local branch of Remington Rand, Inc., 
last month moved to a new location at 813 Fourth street following the 
signing of a three-year lease. Formerly occupied by the People’s Mutual 
Building & Loan Association, the new quarters were completely remodeled 
ind decorated before the Remington Rand organization moved in 





ADDING MACHINES. 


Austin, Texas.—The American Office Machinery Company has recently 
been opened at 108 East Eighth street, by H. W. F. Ritsch and Arnold 
E. A. Ritsch, both of whom have many years of experience in the indus- 
try In addition to having been in the business in Beaumont, the two 
wwners of the new business have both had considerable factory training 





Houston, Texas.—The Adding Machine & Office Equipment Company, 
cated at 1507 Capitol avenue, has recently changed its name and will 
henceforth be known as the Hudson W Rutherford Company. Mr. 
Rutherford, the sole owner of the business, has been in the office equip 
ment field for the past thirty-two years Prior to forming his own 
rganization in 1935, he was a salesman of gelatin duplicating machines. 








OTHER MACHINES 


New York, N. Y¥.—The Egry Register Company has leased space in the 
Time & Life building. Rockefeller Center, for a demonstration office. The 
space will be used in introducing a new device for use on accounting 
machines.—NJNS 





> 


Growing Demand for Office Equipment in Philippines 


The Philippine Islands afford a steadily expandir itlet for American 





office equipment, according to a report to the Department of Commerce 
from Assistant Trade Commissioner E. E. Schafer, Manila 
During the last calendar year, imports into the Islands of adding and 
mputing machines, typewriters, safes and vault and metal furni 
ture—the four outstanding office equipment itegories—-were valued at 
174.000 pesos ($587,000), which compares with 1,453,000 pesos ($726,500) 
in 1987 and 1.011.000 pesos ($505,500 I 134 The lessened imports in 1938 
, red with the preceding ve was due to the fact that because of 
1 short-lived boom in g mit 837 an abnormal demand for office 
juipment developed 
Five types of office equipment not included in the itegories mentioned 
vere less affected by the unusual situation in 1937. Of these. the most 
mportant item is cash register nereased sale f which are largely de 
pendent upon the status of small merchants. Cash register sales in 1938 
er alues it 194,429 pe s (897.215) aT Nncrease f 592 pesos ($26,796) 
the preceding vear and 19.280 pe $9.640) over 193¢€ 
More than ninety-five per cent f the flice equipment ld in the 
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“WHATS THE 
PRICE?” 


is: “What’s the price?” 





Are you selling a ribbon on which you can quote 
interesting figures to the buyer whose first query 


That’s the perfect set-up for the ALL-AMERICAN 
BRAND ribbon . . . a clean writing, heavy-duty 


ribbon that’s economically priced! 


Your inquiry will bring details and free samples 
on this low-priced member of a high quality line 


of inked ribbons. Investigate! 


* 
U. S. TYPEWRITER RIBBON 
MFG. COMPANY 


Filbert at Tenth St., Philadelphia, Pa. 
Established 1895 








ALL AMERICAN 











mn 

















No. 450-L 


304 E. 4th Street 








>] = 66 f 39 
eres Vhew act tly 


that’s destined for 


popularity! 


Equipped with 
Royal Foam Cush- 
ioning . . . the 
newest discovery in 
seating comfort, as 
well as a multi-per- 
forated metal seat 
to allow free ven- 
tilation, this new 
de luxe chair has 
plenty of sales ap- 


peal. 


DEALERS: Send 
for new literature 
just off the press. 
If you are not now 
selling Eff and C 
chairs, it will be 
worth your while to 
investigate our line. 


THE FRITZ-CROSS COMPANY 


St. Paul, Minn. 
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CARBON | 
PAPERS | 
TYPEWRITER RIBBONS 


Made right — Priced right — 





Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


| EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. Mm 
1)-13-15 Vandewater St., 
¢ New York, N. Y. 




















Sem. DLEBACK 
emamete able... 
in stantly! 


A handy machine for use in offices or small binderies 
where catalog and booklet assembling is done. 

Uses four different leg length staples, namely 1/4”, 
5/16”, 3/8” and 1/2”, without any mechanical change 
and has a 12” reach. Can bind from two sheets to a 
%” thickness. Both saddle back and flat interchange- 
able tables are standard equipment. 

Look into this and other Acme Staplers. Send today 
for our "'Silverstreak'’ folder describing the various 
types of Acme Stapling equipment. 


The ACME Silverstreak Line 
f Office Binders and Staplers 


MIDGET DESK STAPLER ® ACME NO. 1 
ACME NO. 2 © SURE SHOT @ SIMPLEX 


ACME STAPLE CO. 


1648 HADDON AVENUE, CAMDEN, N. J. 


















RIBBONS AND CARBONS 


n, of the H. & M. Carbon 
to Hawaii, New Zealand, and 











San Francisco, Cal.—t A. Hamme 


Company, is back from an extensive 





Australia SS 

San Francisco, Cal.—James Rowlan f the Miller-Bryant-Pierce Com 
pany, has been transferred to the Ls Angeles office. He has been with 
the San Francisco office for a number f years, and was previously 
with the Indianapolis office SS 








STATIOWER Y 


Anadarko, Okla.—The Anadarko Tribune, operating a complete office 
supply store in addition to its printing and publishing business, recently 
moved from 119 East Broadway to 203 West Broadway, into the building 
formerly occupied by the Anadarko Daily News Roy B,. Young is manager 
of the office supply store.—EVH 





Anadarko, Okla.—Wren Graham, who operates Graham's office supplies 
and office equipment, 112 Southwest First street, retiring recently after a 
year as president of the Anadarko Rotary Club, automatically became 
ex-officio member of the club’s executive board Mr. Graham formerly 
yperated Graham's Typewriter Shop at 2 Southwest Sixth street, before 
recently expanding his business to include office supplies and equip 
ment.—EVH 


Burbank, Cal.—R. W. Gese ha pened a new stationery store at 320 
Kast San Fernando boulevard He is irrying a complete line of social 


ind mmercial stationery fice supplies, and drafting materials. Mr 
Gese was formerly with the aut itic heating department of the Kel 
vinator Company of Detroit His wife was for three years in the sta 


tionery business in the same city 


Cleveland, 0.—Cleveland Lithograph Company has leased new quarters 


it 1390 } Thirtieth street, moving from 1550 East Thirty-third street. 
The lease covers 8000 square feet of manufacturing space on the ground 
floor, and is for five years Lessee makes general office and bank 
stationery and is enlarging capacit because of increased business.—AK 


Columbus, Ga.—L. C. Kunge, of the Columbus Office Supply Company 
has been named a member of the arrangements committee for the second 
innual meeting of the Georgia Printers’ Association, to be held in 
Atlanta on Thursday, November %.—JHR 


Columbus, 0.—The Kellnai Syste 36 East Long street, stationers and 
printer has installed a Flexocoil binding machine and a latest type 
Kluge high-speed press. Salesbook business of the company is reported 
to have increased approximately twenty-five per cent over the same 


period it 138 AK 


Kansas City, Mo.— lI: ecent mmunication addressed to the sta 
tionery and office equipment trade the board of directors of E, I 


Mendenhall, Inc announced the electior f Fred CC. Powell to the office 
of vice-president and director the company Mr. Powell is well-known 
in the field and has a thorough knowledge f the business in its many 
ivisior 


McAlester, Okla.—The Edwards book and stationery store, 113 East 
Choctaw avenue, suffered a loss of about $15,000 in stock, when a disas 
trous fire recently completely destroyed the J. C. Penney store next door 
W. R. Edwards, owner of the stationery store, said his stock was ruined 
by water and debris from the ceiling which collapsed. Damage to the 
building housing the Edwards store was estimated at $20,000.—EVH 


Newport Beach, Cal.—Ivie Stein, operating Stein’s Stationery Story at 307 
West Fifth street, in Santa Ana, has had it transformed into a new 
store with an up-to-date front.—SS 


Oakland, Cal.—Smith Pros tationers and office outfitters are cele 
brating their fifty-seventh birthday in their store at 1721 Broadway 
They started in Oakland wit! ne small store, and now operate three 
branches to their main. store hey elebrated their birthday with a 
liberal spread of advertising ind President Charles Leonard Smith re 
ports that the results wer ery f rable ind are continuing.—SS 

Redwood City, Cal._Mrs. Edith Reese has sold her stationery store 
to Ernest Miller of San Francisco, wt s expanding and improving the 


+ 


stor SS 


Richmond, Va.—Hearing is expected soon on a pe 


tition recently filed by 


the Baughman Stationery Company for ithorization to borrow $10,000 
with which to carry on its business during the process of reorganizatior 
under Chapter 10 of the Bankruptcy Act Iwo petitions were filed by 
Harris Hart, president of the company, in which he listed assets as $525,- 
816.2 as compared t liabilities I iding salaries and wages) of 
$936,779.80 

Savannah, Ga.—James M. Cargi fice supply dealer and printer, has 
eased the three-story building ¢ 3 West Congress street and will 

ve ther shortly 4 ales room with a floor space of 1500 square 
feet w wcupy the front of the main floor, under remodelling plans 
vith 900 square feet f floor space for the printing department in the 
rear The second floor of the building will include an office furniture 

splay and store room and the third floor will be devoted to the 
sorting and shipping departments f the company 4 modern front 
will be installed and the building will be completely modernized t 
neet the needs of the Cargill mpan THR 

St. Louis, Mo.--The Levison & Blythe Manufacturing Company has signed 
i lease on a five-story and basement building at 612 North Second street 
where improvements will include the installations of an elevator, heating 
plant and full sprinkler syste The building’s 24,000 square feet of 
floorage will give the company ar litional 5000 square feet of space 
for necessary expansion of facilities. The present quarters of the Levisor 
& Blythe organization are at 209 I t st t 





PENS AND PENCILS. 





hey had leased the tenth f I ! ing at I 


the Stanley Per W 








OCTOBER, 1 








Hair-line 
<— Over- 
Under 
Weight 





Indication 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by ™% 


ounces (other numbers up to 4 lbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 
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ACT AT ONCE 





SEND FOR MAYER’S 
NEW FALL CATALOG 39F 


A CATALOG OF POPULAR FAST-SELLING 
SPECIALTIES. 

NEW ITEMS—NEW LOW PRICES—BIGGER 
VALUES—MEAN GREATER SALES 

MORE PROFITS. 


No. 220P “DE LUXE” 





ke ROLL MEMO PAD. A 


PROVEN SELLER THE 
COUNTRY OVER. 


SAMPLE 50c 


Dealers’ Helps Free 


COUNTER DISPLAYS— 
WALL DISPLAYS — 
SALES LITERATURE 
AND MANY OTHER 




















No. 220P “DE LUXE” ROLL MEMO PAD SALES STIMULATORS. 


‘*READ E-Z’’ METAI : : 
SIGNS AT NEW Low gf 

PRICES—MODERN IN ; 

DESIGN—REAL SELL- f : 

ERS. SIZE 3% x 9% J 

INCHES—24 TITLES : : 





SAMPLE 10c 


MAYER MANUFACTURING CORPORATION 
1436-1442 WEST RANDOLPH ST. 
DEPT. 0-10, CHICAGO, ILL. 


“READ E-Z" METAL SIGN 























Suntan Aniline Russet 
Featured By National 


No. 
585 
« 
Zipper 
Brief 
Case 
* 
Every 
Modern 
Feature 





Large 
Capacity 
6 


Popular 
Seller 


National catalogs embody last minute ideas in Zipper Brief 
Cases, Portfolios, Ring Binders and Dressing Cases. Freshen 
your stock with GOODS THAT SELL. 

SEND FOR CATALOGS TODAY. 


NATIONAL BRIEF CASE MFG. CO. 


833 Market St. 512 S. PEORIA ST., 358 Fifth Ave., 
San Francisco CHICAGO, ILL. New York City 














Graphic 





DUPLICATOR ROLLS 


For over thirty years, Graphic Duplicator Rolls have 
contributed heavily to the success of business and edu- 
cation—to the profit of dealers the world over. Graphic 
Duplicator Rolls have earned and maintained recogni- 
tion for their outstanding quality, recuperative powers, 
uniformity and dependability. Made of the finest mate- 
rials they keep their fine copying qualities over a long 


period. 
Domestic and Export 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY, NEW YORK, N. Y. 


























228 





OFFICE APPLIANCES 





SOMETHING ENTIRELY NEW 
AN AUTOMATIC POST-CARD DUPLICATOR THAT 


PRINTS 4000 CARDS PER HOUR 
Arrangement entirely mechanical and 


Feeding 
ards. Perfect registration 


the bottom of 


ATTENTION 


Can offer good proposition to distributors and to firms 
Exclusive 


with large direct selling organization. 
ritery. 


feeds 
Price $19.50 


from 





MANUFACTURED BY 


THE ORTHOGRAPH CO. 


ter- 


406 S. MAIN ST., LOS ANGELES, CAL. 








No Tools Needed—Finger Tip Adjustments—No Bolts—Screws—Nuts 


A 
Chair 


for 
Every 


4 Seated 





Worker 


No. & 


Executive 





100 ‘b 


Stenographic 
Exclusive Dealers Wanted—Limited Territories Available 


Cramer Air-Flow All Steel Posture Chairs 
1417 McGee Street Kansas City, Missouri 
Fastest Growing Chair Factory in U.S.A. 


MOISTENS ENVELOPES 


STAMPS .. . LABELS 
Scientifically brush-moist 
ens gummed surfaces for 
tight, solid adhesion. No 
pressure needed. Simply 
slide stamp, flap or label 
under guide. Faster 
cleaner, more sanitary. 





No. 

















a— 
SUPER-O Mode! has 1!%-inch brush width, takes all size envelopes, 
and all smaller labels. Nickel-plated, enameled. Order NOW before 
present low price is forced up through increased raw material costs 
Dealers write for generous discounts. 


A product of Better Packages, Inc. She!ton, Conn 
Sole Distributor A. W. KELLOGG SALES CO.Waltham, Mass. 








e Lee Super Duplicating Supplies e 
For All Makes of Liquid Duplicators 


Spirit Carbon Papers 
Duplicating Fluid 
Master Papers 
Copy Papers 
Miscellaneous Products 
Fully Guaranteed—Dependable 


Concentrating on one line of supplies has enabled us to pro 
duce items that are perfect in performance and low in price. 
Every school, institution, business house, restaurant, etc. your 
prospect for immediate business. Write to-day for our price list. 
Start selling these profit making items at once. 

INDIVIDUAL IMPRINTS FOR BETTER BUSINESS 


LEE PRODUCTS COMPANY 
2028 Milwaukee Ave. Chicago, Illinois 
& Use LEE Super Products Exclusively & 
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— 
\ YA sERVICEABLE 
ATTRACTIVE 
Metal Furniture Which Meets the 


Growing Trend in Modern Offices 


The only complete line of modern CHROME and TUBULAR STAIN- 
LESS STEEL furniture for equipment of executive, professional 
and general offices. Ideal also for vestibule. lounge and recrea- 
tion room. A line that offers substantial profit possibilities. 








On ne 


Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-89 Troy, Ohio 
Pe REREREB ESE SREBRGREBREESSAS SSE E EEE EE EE EE 


eee eee eee EEE EEE EEE Ee 


“ 


Pan 





MACHINES 


for testing 
and winding 





TYPEWRITER RIBBONS 
and CARBON PAPERS 


HAIDA ENGINEERING CO. -« 


145 W. 24TH ST 
NEW YORK, N. Y 
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STRONG SALES RETURNS FROM PUBLICITY 


A brief publicity article and illustration in the August 8th 
issue of Business Week brought numerous returns from 
executives interested in correct, comfortable seating as 
achieved through two new JOHNSON POSCHAIRS—the 
Chief and Super-Chief. 


Through the cooperation of our dealers, a very high per- 
centage of these inquiries (from banks, brokers, publishers, 
exporters, city officials, large manufacturers, etc.) have 
already resulted in profitable sales. The Chief and Super- 
Chief are shown in an ATTRACTIVE NEW DEALER 
FOLDER. Write for your copy. 


JOHNSON CHAIR COMPANY 


tater West wort Ave. Chicago, Illinois 


Represent ve Prest Now Ltd Stratford Ontar Canada 


THE PERFECT RUBBER SEAT / W) f f 
. ‘ - : Ou ant ro#rt 


“The Seat That's Always Neat” 

























Fillers used in PERFECT — SELL — 


CUSHIONS are of one 

sw ec] | DRL SCAT REFINISHER 
ber, covered with 
fine grades of soft For the Typewriter 
materials to pre- 
vent shine on Cleans Type—Refinishes Platens—Prevents 
clothes. Paper Slipping—Polishes Enamel. 


SOLD NATION-WIDE—THROUGH 
DEALERS ONLY 


A Fast Moving 
Item, Reason- 
ably Priced 





The ''PERFECT'' 
Sponge Rubber 
Chair Cushions 


A Wide and Varied Line 


We are Now Distribu- 


tors of the GOODYEAR — a 
“AIR-FOAM" CUSHION—THE NEW LATEX PAD y 


— 
Write for Particulars. DR. SCAT CHEMICAL CO. **REFINISHER”’ 


THE PERFECT RUBBER SEAT CUSHION CO. ._.. Reg. U.S. Pat. Off. 


i _ Ill 
1412 UNITY STREET PHILADELPHIA, PA. 178 North Franklin St., Chicago, Illinois 


SELLING 
fas. YOUare the JUDGE of SLANTS f Reve prmernens mC 


RIBBONS and aie § Oe ee 


In “Selling Slants,” Mr. Wielandy has em- 
CARBON PAPER ———— ployed old fashioned common horse sense 
eS wrapped up in pungent, homely letters to his 


imaginary son who is starting his career as a 










































Judge, have you decided to relegate Allied salesman The letters cover everything from 

ultra-modern made products to the “hoose- counsel on personal habits to suggestions on 

gow” for ever without first SELLINGSLANTS || sizing-up a prospective customer and closing an 
by An Old Dunner rder. The le tters have a definite air of authority 


( 

il ed by 21 years’ expe rience on the road in 
te “Wild and Woolly West.’ * which are woven 
into his letters and enliven them with personal 
touches. Selling Slants is receiving a wide circu- 
lation. Retail $1.50, discount to dealers. 


hearing details of the case? 
Certainly not! It wouldn't be 
fair to you, your customers and 
Allied. 


CARBON € RIBBON MFG CORR 


165 DUANE STREET 
NEW YORK, N. Y. 








A penny post card will bring Elita BLACKWELL WIELANDY Co. 


full details | mples too 
ee 1601-17 LOCUST ST. ST.LOUIS, MO. 




















PENGAD 


MIMEO INK 


makes clear, sharp copies, 
black as the ace of spades. 







"ie 
OW © 
$4, 50 
Merl PRICE 


att adi h 
= ATTRE 
* AC 
meng a | (SOL ccive 
SEN | Font Ask YOUR JOBBER 
P g* the Special Deal or write to 


GREGORY FOUNT-0-INK COMPANY, LOS ANGELES, CALIFORNIA 


DRIES QUICKLY —NO SMUDGE 


A really good mimeo ink sold at a price 
that will please you and your customers. 


ALSO COMPLETE LINE—DUPLICATOR—SUPPLIES 


PENGAD MANUFACTURING CO. Inc. 


Penn Building Bayonne, N. J. 
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Dependable 
Quality is built 


quality at Peony 
$5.00 it forms a firm 
Stationery 
Compare slight additional 
green, walnut, 
and 
prove 
our 
claims! 


Thoro Dependability 


transportation cost is reduced. 
locking device that practically moulds top, legs and bracket into one piece, 


drawer holds day’s supply of material. 


METALSTAND CO. 


135 N. 22d Street, Philadelphia 


TALS TAN D 


Extra Convenience 


into METALSTAND where it counts. Built for K. D. Ship- 
Fitted together by a special inter- 


base, steady and easily movable on large, quiet casters. 
Side leaves are but 
cost. Top and shelves are fine quality plywood; olive 
mahogany or oak finish. Shipped on dealer's approval. 








Stock up Now 
on the VARAT 
Line of Leather 
Goods... 


“A Case for every one 














GENTLEMEN— 
It’s a seller! 


The popular MITE One 
pound POSTAL SCALE 


SIZE—234” x 4!1/,”—4” high. 
CONSTRUCTION—Heavy Steel. 
DIAL — Complete, Legible Two- 
colors on aluminum. 
SPRING—Accurately adjusted, Oil 
tempered Steel. 
FINISH—Black or 
Wrinkle Enamel. 


Baked 


Green 

















Super quality keys merchandised on a one price basis. 
Long Wear—Permanent cleanliness and _ legibility— 


Guaranteed 3 years. 
One dealer in a territory—Write for sample & prices 


SPEED KEY MFG. CO. 


32 COLUMBUS PLACE BROOKLYN, N. Y. 




















FAULTLESS CASTERS 










of your customers.” 4: a ; ae | 
Lee seen! SHIPPING WEIGHT—12 ounces. 
wl — Extremely Accurate—Highly Sensitive. 
1 Good seller with substantial »rofita 
MURRAY VARAT CO. See nvedeer tee gre saoes 
eatece 27 S. Market St. Chicago, III. MARVEL SCALE CO., Inc. 277 E. Erie St., Milwaukee, Wis. 
MASTER SPEED KEYS No. 2479 Double Ball Bearing Caster isin 
use in most of the country’s leading indus- 
ty a trial and professional offices and institutions. 
Spring The It is a leader to sales of other Faultless floor 
Cusie S } r protection equipment shown. Write for Cata- 
ushion Stenographers + Wlog and facts about this profit-earning line. 
Typewriter Ideal FAULTLESS CASTER CORPORATION 4 
stig dit ? Evansville, Indiana 
Keys Keys 





(above) Faultless Unbreakable Rockue 
and Ruberex Cups. Round or Square 
(left) Faultiess quiet (Cushion Chair 
Ghides are mounted in live rubber. 








REBUILT 
-MIMEOGRAPHS 


Every Mimeograph is 100 per cent precision 
rebuilt—second to none in quality and ap- 
pearance. Priced to make you a profit. 

Exclusive territories still open. 
Write for our specialty catalog. 


Mimeo 


Products MIMEO REPAIR COMPANY 


395 BROADWAY, NEW YORK, N. Y. 








GET DEALER PROPOSITION 


7 ELLIOTT ENVELOPE SEALER 


Th 
is fastest office appliance in the 
\ 


2 
the 
world and easily automatically 
feeds, and delivers 400 
envelopes per minute with an 
thickness of 
It was greatly 


seals 






average 


in 


contents. 






\ > 
ie “4 hes y changed and im- 
7 x\ proved in 1937 
~ < \ and is a desirable 
\ >» } : i 
y > 27 > } item for station- 
ay / ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO. cambridge, Mass. 
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SPEED-MO THE ONLY 


SPONGE RUBBER 
STAMP PADS 


Exclusive treatment oives world’s 
finest inking surface. Clean, resili- 
ent, unbelievably durable. Huge ink 
capacity. All sizes and types up to 
20 x 20. “12 Features’ make this 


pad a best seller. Write us. 


RIVET-O MFG. CO. 


79 Jason St. Orange, Mass. 





The “12 Feature” 
Stamp Pad 362 W. Chicago Ave., Chicago, Ill. 


WAGEMAKER CO. GRAND RAPIDS, MICH. 


or Louis Melind Co., Western Repr. 





























These new posture chairs 
by RAPHAEL SHOPS 














CEL-U-DEX 
Sogo 


ROTECTORS 


PAT. PENDING 


have been designed to 
produce the maximum 
comortable ‘‘sitting’’— 
adjustable to the exact 
contours of every indivi- 
dual RAPHAEL de- 
signers combine these 
fine woods and fine mate- 
rials with 
honest erafts- 
manship and 
expert styl- 


ing 
RAPHAEL dealers like 


this popular priced line 
because it brings them 


within the reach of every sh % his » TRANSPARENT * FLEXIBLE 

man's pocketbook. Write a ‘\ ” Zn a 

for our catalog . \ i “" fe. « REINFORCED EYELETS 
ee CAP - WATER PROOF 





RAPHAEL SHOPS, INC. cea “err ae 


125 PRINCE ST., NEW YORK, N. Y. 





No. 26 
Posture 
Chair 


Ihe Morn meted <i owen | | Stop Petty Thefts 

















WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 





form. Sold on 10 day holes to drill—no nails or screws, no 

free trial basis. Nation- *" Nt +f SS tools required. Two drawers may be 

ally advertised| Write Sinks Seok y .] ' — =! secured with one WONDER [OCK by the 
: ie curd = use of brace plate furnished. 

for details nowl and copy ry wie Every store, office, factory and home a prospect. Ideal for traveling 
s14 3468 N. Clark St public. Send $1.00 for sample illustrated and full particulars. 

Meilicke. Systems, Inc. Chicago, Ml. PNDER |OCK 53 W. JACKSON BLVD., CHICAGO, ILL. 














Steel Equipment IMPROVED STEEL Hitt j : g / B 
Priced i TRANSFER CASES _ UY Oh 
wuneseting — Here is a QUALITY INK that will produce neat, clear, 


QUICK SALES legible duplicated copies. 


Private Secretarial | — vt = U N I Q U E 
Machine Cabinets DUPLICATING INK 


Sorter Tray 
Tusienedtee Desk cad Stands offers . . a fine body . . quick drying . » superior 
Sack tele aed Rack quality plus a greater number of copies per pound. 
eek Sheteoniary Hai Also made in a wide variety of 

25” Deep colors of deep intensity. 


Send for catalog. Liberal Dealer Discount. Try the super-efficiency of Unique Ink—send for a 
sample and price list today! 


EFFICIENCY EQUIPMENT CO., INC. UNIQUE INK COMPANY 


360 W. Superior St., Chicago, Ill. 142 W: Jeckeon Bed. Chicago, Ill. 























Sell This Live 
Number 


A prominent New York dealer 
writes: 
"Your Rockit Arch File 
stands head and shoulders 
above the others and is a 
regular humdinger of an 
arch." 
This is an article which needs 
only to be displayed and dem- | | 
onstrated to sell quickly. It is 
not a shelf warmer. You will 
find it a new avenue of profit 
Write today for prices and 
sample. 


ARMSTRONG & WHITE 


Dept. 7 
PITTSBURGH, PA. 
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CROWN BRAND 
Typewriter Carbon 
Ribbons Paper 





Make Lasting Impressions 
For Your Customers 
4nd Substantial Profits 

For You 


CROWN RIBBON & CARBON MFG. CO. 
782 St. Paul Street Rochester, N. Y. 





You SHOULD NEVER LOSE A SALE 
OF VISIBLE RECORD EQUIPMENT 


While we are here to back you with our tremendous stock of 


REBUILT REBUILT 
REFINISHED REFINISHED 
GUARANTEED GUARANTEED 
sen i Calculators 
Globe-Wernicke Pym snecemnar 
and other visible ressographs 
systems in _ Multigraphs 
cabinets, panels Dictating Machines 
Mimeographs 





and book-units 
At Savings For Your Customers and Profits For You. 
Before giving up any sale as lost, Write, Phone or Wire 


UNIVERSAL OFFICE EQUIPMENT CO., Inc. 


561 Broadway Near Prince St. New York City 
Cable—"Uniquip’—New York 


DEALERS FULLY PROTECTED ON ALL RECOMMENDATIONS 


—VISIBLE EQUIPMENT HEADQUARTERS 


"LEB" 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y 
CADO CARD HOLDER @ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 





















QUICK RESULTS .. . INSURE 
REPEAT PROFITS 


quick-acting Clarotype 
repeat prohts on your 
well worth 


Sell your customers 
1 start enjoying 
type cleaner sales It is 
cents to the user as it works instantly 
uniform results from top to botton 
of the bottle. More than 450( 
dealers sell Clarotype because 
repeats and builds type 
cleaner profits Order today 
from your ge . rect fron 
The Jarotype my pub co 
16-1. Hud NewY rk Cit 


CLAR-D-TYPE 


THE MODERN TYPE CLEANER 


The Best Known—Known as the Best 























New liberal discounts in ef- 
fect September Ist. Write 
for latest discount list and 
information concerning new 


numbering machine folder. 





American Numbering Machine Co. 


BROOKLYN, NEW YORK 














Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item ior stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N. 5. 








Shannon Transfer cases 
Shannon Arches 
Shannon Boards 
Shannon Perforators 
Shannon Indexes 
Shannon C. C. Covers 
High Grade Paper 


Filing 
supplies 


Boxes 
Motel Edging Ready Sellers 
Vertical Folders “2 
‘ Profit Producers 
Box Files 


ey {line you have known since 1893 


Document Cases 


JOHN F. HUNT COMPANY 


Write for Prices 





| P. O. Box 606 


ROCHESTER, N. Y. 














OCTOBER 


— Gstectruuk 


WORLD'S GREATEST PEN MAKERS SINCE 1858 


The consumer's prefer- 
ence for Esterbrook quality, 
has given Esterbrook world 
leadership in the pen industry 

for over 80 years. 
THF ESTERBROOK PEN CO., 86 Cooper St. 


Camden, New Jersey 
or Brown Bros., Ltd., Toronto, Canada 








INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices, 


CARD 


Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 


;HOLIDAY. 


OES Holiday Sample Kit will help you 

get MORE business from regular ac- 
counts and also add new accounts to your 
books. It is more than a portfolio of samples. It is a 
complete selling unit. It tells you where and how to 
sell the beautiful Holiday Letterheads, Folders, Calen- 
dar Cards, etc. It furnishes you with copy suggestions 
for Sales and Greeting messages. It includes a splen- 
did group of Imprinted Specimens illustrating many 
applications for this Holiday material. Suggested 
selling prices will allow you a handsome profit. Every 
one you meet is a prospect. Send for your Free Port- 
folio today. 


°GOE 


49 W. 61st St., Chicago e 




















LITHOGRAPHING 


COMPANY 
53A Park Pl., New York 


Na+=— "OD 















OFFICE MACHINES 


~ i 
points your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc. 


Write Pruitt, 4] Pruitt 














Make More Money 
in More Ways With 


DARNELL 


PRODUCTS 


Write us today, for special 
dealer proposition. The Dar- 
nell line of Casters and Glides 
is featured by leading firms. 


DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON, CHICAGO — 24 E. 22nd, NEW YORK 
DARNELL CORP. OF CANADA, LTD. TORONTO, ONT.. CAN 


Cig ey 


THE ONLY EXCLUSIVE MANUFACTURER OF WOOD 
OFFICE ACCESSORIES IN THE COUNTRY 








COSTUMERS TELEPHONE TABLES 
WARDROBES HAT & COAT RACKS 
BOOKCASES CHECK DESKS 


UMBRELLA RACKS DISPLAY TABLES 
MAGAZINE STANDS TYPEWRITER STANDS 
TYPEWRITER TABLES 


Quigley Furniture Company 


WHITESBORO NEW YORK 
Write For Catalogue 








DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 









Rubber Feet. 

Packed 1 dozen or more in 
shipping carton. 

Shipping wgt. per gross 100 
pounds. 


Made of No. 16 wire. 

Top rim of No. 12 wire. 

Finished in green lacquer. 

Size 10 x 14 x 3 inches. 
Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 


EW OZ ae 
REPEAT ITEM / / 


B Jr WHITE 


REG. US RUBBER Pat. OFF. 


PAPER CEMENT 


Preferred for paper- 
joining need! 

Nationally advertised and at- 
tractively packaged in_ sizes 
from tubes to five-gallon drums. 
STOCKED BY LEADING JOBBERS. 


Write for Sample and 
Dealer’s List 10a. \ 


UNION RUBBER & ASBESTOS CO. 
Trenton, N. J. 
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DESK 
Not so long ago, business men were 
content with a well built desk of im 


of modern ideas— pressive appearance. These are still 
features, but now people 


Speed end facility 


made permanent important 
need more; they have more to do, more 


by the old time of important decisions to make, many 
craftsmanship of more facts to hold at finger tip, more 
substantial detail and routine to keep up to date 
ZEPHYR is built for modern conditions 
construction. It's easy to use its facilities speed 
essential action and its convenient 
filing spaces house facts for instant 
reference that almost automatically 
answer the questions that used to re 
quire a general office investigation 
It's profitable and it’s easy for you to 
put ZEPHYR on display. Your request 

brings full details. 


Jasper Office Furniture Co. 


JASPER, INDIANA 














WARSHAW 
FILING SUPPLIES 


Good honest merchandise, made right 

and priced right, always finds a ready 

response in users and buyers. They 

always repeat. 

Users of WARSHAW Filing Folders, a 
Index Cards, etc., are always pleasantly GUIDES 


surprised with that “something extra INDEX CARDS 
FOLDERS 

. . . PROTEX STICKONS 

ity at a fair price and they repeat. MENDING TAPE 


GUMMED INDEX 
TABS 


for their money.’ They recognize qual- 


lt will pay you to handle the 
WARSHAW Line. Get full informa- 


tion now. e 


ROLL LABELS 





The Warshaw Mfg. Co. 


Incorporated 
1 MAIN ST. eae 
BROOKLYN, N. Y. Wane 


cr 
4 
































OFFICE APPLIANCES 





Are You 


interested in 


trade doings in 


GREAT 


BRETAIN 


A 


If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


BRITISH 
TATIUNE 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg.,. Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY ot 
British Stationer’’ for examination. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 


“The 





-omaane= SEND US THIS COUPON --~=---5 











OCTOBER, 1939 ons 





You Can BOOST 
Waste BashelPROFITS 


with VUL-COT 
















Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
: the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-operat- 
f inside Diameters: ing and most satisfactory ring ever 
| invented for perforated sheets or | 
No. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or | 
Ne. 0, % in. No.3,2 In. sheets to lie flat when open at any | 
No. 01,1 in. No. 4, 2% In. point. The enlarged joint, nicely 

| 

} 

| 





PATENTED 
PER. 17,1920 JAN. 11,1921 
MOV. 6.1923 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 


hard fibre, VUL-COTS are fully guaranteed for 
five years. They are available in a wide range 
of handsome styles, finishes and colors to 
match furniture and room decorations. You 
can take pride in offering VUL-COT baskets 
to your customers, for VUL-COTS are the 
waste baskets used by leading businesses. 

Write today for complete descriptive literature 
and discounts. 


NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON, DELAWARE 


; rounded and smoothed, keeps ring 
No. 1, 1%in, Ne 6,3 In. right side up in position to be in- 
Come also boxed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metais. 


Henry T. Adams Mig. Co. $5.5° fiir 4 




















Pree ves from taking orders 





A A for business cards might 
not be huge—but they are 
consistent, 

Tell your engraver or : ae ’ . 
scladee Ge duh oer at thoes For this isn’t a speculation. 
paper merchants for sam- All you need do is insist that your 
ples of Cards and Cases _ yee 
Reatite ws direct printer or engraver uses Wiggins 





Book Form Cards in the orders 


New York City . 
rae Lesech ¢ you send him. 


one 2° = ay Pittsburgh Then watch the profits roll in! 
“hatfleld . . _n 
ee If satisfied customers are assets, 
ee Cama Pemer « you'll have plenty. 


D 
Seaman Partk Paper ( PY The John B. 


Grand Rapids 


adison Avenue OR i "owwion WIGGINS Company 


L. S. Bosworth Co., 1 








ot Louis 1162 Fullerton Avenue, Chicago 
? Tobey Fine Papers, I Book Form Cards Compact Binders 














RECOMMEND BETTER OFFICE EQUIPMENT 


a ES os lal ! * for punching, recommend 
Marxi.o {Eger 
MLL LA Choice ef four hele sees: %, 9/38, 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
ie us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 












Choice of four hole sizes: 4%, 9/32, 


11,32 and 13/32 inch—one, two or 





drillheads to the unit listing at 
$2.50, $7.50 and $12.50. 


Illustrated folder on re- 


three 








quest. 


Mitchell Binder Co. 
113 Bower Ave. 
Hagerstown, Md. 


Ve 


300 series 


$12.50 list 


eYAVAVAYAYAVAYA' A'S’ A’A’AYA’AA AYA’AA A AYA AA AAYAYA’ SAYA AAA AY AYAAY?! . 
: » Only with " 4 
Adding and Bookkeeping Machine 


Replacement Parts 











fo] 


1 


ryt 
“teletalk 


| 
. .» Can you meet all \Y/ 


intercommunication requirements 


NEW CATALOG WITH PICTURES 
OF OVER 400 PARTS 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. @ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 


Write for Your Catalog Today 


CLOYES GEAR WORKS 
17214 Roseland Rd. Cleveland, Ohio 
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OFFICE APPLIANCES 


| J 
& 
says 


iss MAGIC Margin 


to 


ROYAL Portable Dealers 








@ ROYAL'S *10,000 FOR NAMES CONTEST 





IN EVERY WAY—there’s money and profits for dealers 
in Royal's big contest. 


1. $10,000 IN PRIZES! That will bring ‘em in— 
eager to find out about this New Royal. 


2. $1,250 CASH FOR YOU — if you endorse the prize 
winning entry! Plus full profits on all of the 
winning $50 Purchase Certificates you sign up— 
and there are 150 of these! 

3. STUDENTS WILL “GO” FOR THIS CONTEST. So 
will their parents! And they all—by the Rules of 
the Contest—must see you—must see and try the 
New Royal. That means prospects—a nice profit- 
able backlog of business for the weeks to come. 


... the most sensational selling idea ever 
developed for portable typewriter dealers! 


4. THOUSANDS WILL BUY during the next few 
weeks. Because—as you know right well—there’s 
nothing like the New MAGIC Margin Royal. 


With advertisements in American Weekly, Saturday 
Evening Post, Scholastic, Life, Collier’s, and local 
newspapers . . . more than 75,000,000 people will 
see and read—about Royal's “$10,000 for Names” Con- 
test. Get your share by making your Store CONTEST 
Headquarters. Make sure the MAGIC Margin Girl 
display is in your windows. Use Royal’s Contest Win- 
dow Trim and Counter Cards. Advertise in your local 


papers... Write letters... Phone... Use local radio. 





ee 


Get the most out of Royal’s Contest. It will 7 
definitely help you —but be sure to coop- - 
erate with a distribution of Entry Blanks. 















FeaturE THE FRONT LINE 
FOR PROFITS AND PRESTIGE 


Specialize on the New Royal—the industry's newest, most modern 
portable. First and only home-sized typewriter with MAGIC Mar- 
gin, Locked Segment SHIFT FREEDOM, SHOCK ABSORBERS 
and many other exclusive Royal “big machine” features. Royal 
Typewriter Company, Inc., 2 Park Avenue, New York, N. Y. 


*Trad rk F w. OF 


The New MAGIC Margin ROYAL Portable 








ee 


—_ 


THE 


DUPLICATOR 
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OF TOMORROW —_ 





Fast Automatic Feed... New 





, AODEL 1000 


Automatic Roller Release... Feeds Post Cards to Full Legal Size Paper... Streamline 


Functional Design... Sturdy 


NEW, IMPROVED 
AUTOMATIC INKING (PATENTED) 


New patented automatically inked cylinder 
contains an inner chamber which automati 
cally picks up the ink imside the cylinder and 
retains it until needed for re-inking. There is 
no external mechanism to this device, re-ink- 
ing is quickly and positively accomplished by 
turning the cylinder in the reverse direction 
to that used in printing. Clean and efficient! 


AUTOMATIC ROLLER RELEASE 


This simple, positive mechanism automati 
cally keeps the rubber impression roller inac 
tive until paper is fed into printing position 
Assures clean impression roller at all times 


INSTANT RESET COUNTER 


Accurate four-figure counter counts only 
when copies are being printed. It is located 
in an ideal position for greatest visibility 
Sets back to zero instantly, saves on paper 








Patented Automatic Inking... Automatic Counting, $ 5 O 
Complete 


Construction . 


for Years of Active Service. 


® You'll like this outstanding new Lettergraph! It’s a 
full legal size stencil duplicator with unusually compre- 
hensive performance, yet it is one of the simplest and 
easiest operating office machines on the market. 

Model 1000 features a new, patented automatically 
inked cylinder that keeps the ink out of the way until 
wanted. To re-ink merely turn the handle in a reverse 
direction. Clean, simple, efficient! 

Other quality features include: sturdy cast aluminum 
side frames of beautiful streamline design, an automatic 
impression roller release, positive paper strippers, a four- 
figure quick set back counter that counts only when copies 
are printed, quick-set side guides and backstop, adjustable 
hook-on receiving tray, quickly removable and inter- 
changeable cylinder, etc., etc. Write for further details. 


—— & r a 5 


RATIO! Chicago, Illinois 





HARTFORD CELEBRATES 


) MILLIONTH 
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| | | 
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WHISTLES BLOW, CROWDS 
CHEER AS UNDERWOOD 

REACHES THE HIGH-WATER 
MARK OF TYPEWRITER 
PRODUCTION 


The Underwood Plan 
at Hartford, Conn 
Largest lypewriter 


Factory in the World 


_ —_ 
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bidtaaca aaanee 
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IVE MILLION Standard Unde if \ abdoratoryu 
woods! Back of that high make the Under d 


water mark figure. which does not 
include the en 
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OTrmous production gy UsS¢ 
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Underwood Master Serial N 100, 000 





ANNOUNCING THE ANNIVERSARY MODEL 
Famous Underwood Typemaster Portable Series 
fn Under fd Portable to commemorate 
he 5 Millionth Standard Underwood . . 
Matt ? taupe fini } extreme!) futet 
peration . Champion Keyboard... Dual 
Touch Tuning... Sealed Action Frame... 
4 nn ¢ / r Indicator Ste nol Cut oul 
Variable Line Spacer . Back Space 
Maren Release Lever . truly repr 
ntative of the typewriter values that hate 
Nadel nderu d t/ é f) pe wrifer /. ad r of th 
world! Made to retail at $49.5 
» I pe 
lef I COMPANY 


! VISIT THE 
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QUSINESS SYSTEMS BUILDING Li 
Of 





